IT  advisory  firm  honchos  such  as  George  Colony 
(left)  of  Forrester  Research  and  David  Gilmour 
(right)  of  Giga  Information  Group  give  the  lowdown 
on  their  services.  Buyer’s  Guide,  page  90 
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NT  Server  doesn't  come  cheap 


►  Management ,  support  costs  stall  migration 

By  Laura  DiDio 


wary  users  with  the  sense  to 
do  cost  studies  are  finding  that 
moving  to  Windows  NT  Server 
4.0  will  cost  two  to  three  times 
more  than  upgrading  to  the  next 
level  of  their  existing  network 
operating  systems  —  a  point 


supported  by  several  analysts’ 
studies. 

As  a  result,  many  of  those 
users  are  holding 
off  on  a  wholesale 
Windows  NT  4.0 
migration. 

Computerworld  conducted  a 
random  sampling  of  15  Fortune 


NETWORKING 

-STRATEGIES 


1,000  businesses,  analysts  and 
systems  integrators.  It  found 
that  not  only  is  the  cost  of  an  en¬ 
terprisewide  upgrade  to  Micro¬ 
soft  Corp.’s  Windows  NT  Server 
4.0  significantly 
more  than  that  of 
rival  platforms  to 
install  and  maintain,  but  some 
users  got  so  bogged  down,  they 
NT  Server,  page  16 


GE  Capitals  IS  venture 
capital  group  focuses  on 
"early-stage  strategic 
investments  with  innova¬ 
tive  technology  suppliers 


JOHN  MCKINLEY, 
GE  CAPITAL 


AT&T  to  pitch  100M  bit/sec. 
linkup  for  LANs  nationwide 


By  Bob  Wallace 


at&t  corp.  is  quietly  prepar¬ 
ing  what  could  be  the  first 
nationwide  services  for  linking 
corporate  LANs  across  the  coun¬ 


try  without  the  usual  bottleneck 
in  the  middle. 

The  unannounced  services,  to 
be  rolled  out  next  year,  were  de¬ 
signed  to  eliminate  the  logjam 
users  encounter  when  trying  to 


link  high-speed  campus  LANs 
that  use  lower-speed  wide-area 
network  services,  typically  run¬ 
ning  at  64K,  128K  or  1.544M 
bit/sec.  [CW,  Oct.  13]. 

Although  some  carriers  offer 
those  transparent  LAN  intercon¬ 
nection  services,  they  are  avail¬ 
able  only  in  limited  geographic 
regions.  The  AT&T  services  will 
be  available  nationwide,  said  Jo¬ 
seph  Lueckenhoff,  vice  presi¬ 
dent  of  product  management 
AT&T,  page  14 

Sun  lawsuit 
threatens 
to  pull  IE  4.0 

By  Sharon  Gaudin 


in  the  heated  legal  wran- 
glings  over  the  Java  program¬ 
ming  language,  Sun  Microsys¬ 
tems,  Inc.’s  trump  card  is  to  ask 
the  court  to  stop  Microsoft  Corp. 
from  shipping  Internet  Explorer 
4.0.  More  immediately,  it  hopes 
to  force  the  company  to  remove 
the  Java  Compatible  logo  from 
the  most  recent  incarnation  of 
its  browser. 

Sun  last  week  also  amended 
the  breach-of-contract  lawsuit  it 
filed  against  Microsoft  Oct.  6  in 
Sun,  page  132 
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IS  risk-takers  play 
venture  capital  game 

technology  suppliers,”  said 
John  McKinley,  chief  technology 
and  information  officer  at  GE 
Capital. 

McKinley’s  is  one  of  a  hand¬ 
ful  of  pioneering  IS  units  play¬ 
ing  a  high-risk  game.  It  involves 
shelling  out  big  bucks  for  equity 
positions  in  high-tech  start-ups 
in  return  for  insider  access  to 
advanced  technologies. 

Other  companies  with  IS 
departments  directly  or  indirect¬ 
ly  involved  in  venture  capital 
investments  include  Bankers 
Trust  Co.  in  New  York;  Fidel¬ 
ity  Investments  in  Boston;  J.  P. 
Morgan  &  Co.  in  New  York; 

Risk-takers,  page  28 


By  Thomas  Hoffman 


the  listof  investors  that  ha  ve 
poured  money  into  PointCast, 
Inc.,  the  Internet  “push”  media 
company,  includes  the  usual 
cadre  of  venture  capitalists, 
such  as  Silicon  Valley’s  Mohr 
Davidow  Ventures. 

But  one  of  the  12  investors  on 
the  list  stands  out  as  highly 
unusual:  the  corporate  informa¬ 
tion  systems  division  of  GE  Cap¬ 
ital  Corp.  in  Stamford,  Conn. 

The  IS  shop  at  GE  Capital  has 
a  six-person  Technology  Ven¬ 
tures  Group  that  focuses  exclu¬ 
sively  on  “early-stage  strategic 
investments  with  innovative 


The  AlAG's  Don  Blair: 
A  glitch  could  halt 
auto  parts  delivery 


By  Thomas  Hoffman  Worried 

that  a  year  2000  snafu 


at  even  a  tiny  parts  make 
at  the  bottom  of  the  supp]\ 
chain  could  cripple  U.S.  autonric: 
ers,  the  automotive  industry  ha 
cranked  up  a  program  to  help  si 
pliers  fix  their  systems. 


Automakers,  page  . 


10  n  of  Grtev 


Computerworld  October  20,  1997  (www.compu1erworld.com) 


Jan  Mrazek  says  data  min¬ 
ing  helps  The  Bank  of  Mon¬ 
treal  focus  on  customers. 
Data  Warehousing,  page  73 


Nabisco's  Joseph  Farrelly 
says  firms  spend  too  much 
time  on  upgrades.  Corporate 
Strategies,  page  41 


An  interview  with  supply-chain 
author  and  guru  Roger  Blackwell. 
In  Depth,  page  101 
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Feds  put  giant  outsourcing 
project  on  the  launching  pad 

►  Agencies  could  contract  out  for  desktops 


By  Sharon  Machlis 


the  federal  government’s 
procurement  center  has  begun 
an  effort  to  help  agencies  that 
wish  to  contract  out  all  aspects 
of  their  desktop  computing  en¬ 
vironment:  hardware,  software 
and  help  desk. 

“It's  clearly  the  largest  out¬ 
sourcing  [effort]  the  federal  gov¬ 
ernment  has  ever  undertaken,” 
said  Paul  A.  Strassmann,  a  tech¬ 
nology  consultant  in  New  Ca¬ 
naan,  Conn.,  and  Computerworld 
columnist. 

The  General  Services  Admin¬ 
istration  (GSA)  earlier  this 
month  released  a  request  for 
proposals  for  what  it  calls  a  Seat 
Management  Services  contract, 
which  would  turn  government 
into  “a  user  rather  than  an 
owner  of  hardware  and  soft¬ 
ware,”  the  GSA  said  in  a  state¬ 
ment. 

Vendors  have  until  Nov.  3  to 
submit  pitches  to  become  a  pre¬ 
ferred  outsourcing  supplier.  The 
GSA  expects  to  finalize  contract 
terms  in  March.  Any  govern¬ 
ment  agency  could  then  buy 
outsourcing  services  from  the 
contract,  without  having  to  go 
through  its  own  lengthy  pro¬ 
curement  process. 

COST CONTROL 

The  goals  are  to  get  a  handle  on 
issues  related  to  the  soaring  cost 
of  ownership  and  make  outside 
vendors  responsible  for  keeping 
up  with  the  latest  hardware 
technology  and  software  up¬ 
grades.  Agency  participation 
would  be  voluntary. 

The  move  mirrors  efforts  un¬ 
der  way  in  corporate  America  to 
transfer  desktop  services  to  out¬ 
side  specialists.  “We  are  seeing 
the  federal  government  look 
more  and  more  like  private  en¬ 
terprise,”  said  George  Loge- 
mann,  an  analyst  at  The  Yankee 
Group  in  Boston.  “The  taxpay¬ 
ers  expect  it,  and  budgets  de¬ 
mand  it.” 

But  there  are  key  differences 
between  corporate  outsourcing, 
which  is  a  business-to-business 
transaction,  and  the  govern¬ 
ment,  where  there  are  compli¬ 
cated  questions  of  selling  public 
assets  back  to  a  private  entity  as 
well  as  specific  legal  and  politi¬ 
cal  issues,  said  Linda  Cohen,  an 
analyst  at  Gartner  Group,  Inc.  in 
Stamford,  Conn. 

For  example,  some  adminis¬ 
trative  agencies  can’t  commit  to 


a  multiyear  contract  if  they  are 
subject  to  across-the-board  per¬ 
centage  cuts,  said  Neil  Stillman, 
deputy  chief  information  officer 
at  the  Department  of  Health  and 
Human  Services.  “I  love  the 
concept,  but  I  can’t  use  it,”  he 
said.  Program  agencies  with  dif¬ 
ferent  funding  schemes  don’t 
have  that  dilemma. 

HELPING  HAND 

Individual  agencies  may  lack 
the  expertise  to  draw  up  a  good 
outsourcing  proposal,  which  is 
why  the  GSA  is  developing 
a  governmentwide  purchasing 
schedule.  “It’s  a  great  ap¬ 
proach,”  Cohen  said.  “It’s  really 
going  to  open  up  the  market 
so  the  vendors  are  willing  to 
play.” 

Desktop  outsourcing 
highlights 

I  Includes  hardware, 
software,  network 
and  help  desk 

I  For  any  agency  - 
civilian  or  military 

I  Vendor  proposals  due 
Nov.  3;  final  contract 
expected  March  '98 

The  GSA  previously  had 
drawn  up  another  outsourcing 
proposal  for  data  center  man¬ 
agement,  which  is  starting  to  be 
adopted,  Cohen  said.  The  De¬ 
partment  of  Education  recently 
signed  on. 

The  value  of  the  new  desktop 
contract,  which  the  GSA  pegs  as 
potentially  billions,  depends 
on  how  many  agencies  decide 
to  use  it.  At  least  some  are 
interested. 

“I  believe  the  concept  shows 
great  promise  in  the  federal 
sector,”  said  Anne  Reed,  CIO  at 
the  U.S.  Department  of  Agricul¬ 
ture.  “We  plan  to  study  it  care¬ 
fully.” 

The  National  Aeronautics  and 
Space  Administration  already 
planned  to  issue  its  own  blue¬ 
print  for  outsourcing,  including 
desktop  systems,  networks, 
voice,  fax,  pagers  and  help  desk. 
The  plan  is  due  next  month.  □ 

Government  seeks  secure 
way  to  identify  users  of 
federal  Web  sites.  Page  41 
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No  endorsement  can  make  you  feel  comfortable 
unless  it  comes  from  a  credible  source.  And  with  one 
major  corporation  after  another  switching  to  Gateway  2000®, 
that’s  exactly  what  you  get. 

Like  you,  other  corporate  IS/IT  managers  needed  business 
computers  specifically  designed  to  meet  their  needs  and  exceed 
their  expectations.  And  that’s  exactly  what  we  gave  them. 

For  starters,  the  E-Series  desktop  line  meets  manageability  head- 
on  with  features  like  stable  network-ready  platforms, 
DMI  compliance  and  LANDesk*’  Client  Manager.  So  your 
company  can  grow  at  its  own  pace. 

And  no  one  in  the  industry  can  match  the  degree  of 
modularity  offered  by  Gateway,M  SoloIM  portable  computers. 
Now,  not  only  can  you  switch  components  individually  with 
one  product,  you  can  also  switch  components  across  the  entire 
Gateway  Solo  line. 

We  aiso  have  a  full  line  of  servers  that  are  among  the 


industry  leaders  in  fault-tolerance  capabilities.  And  each 
server  is  equipped  with  components  that  allow  for  easy 
scaleability  in  memory  and  expansion  in  network  size.  So  if 
your  company  grows  from  30  employees  to  3,000,  now  your 
network  can  too. 

Of  course,  our  full  line  of  workstations  can  grow  with  you  as 
well.  Each  workstation  is  certified  with  Microsoft  Windows  NT 
and  leading  application  software.  And  each  one  features 
industry-leading  graphic  power  which  provide  you  with 
uncompromising  performance. 

The  way  we  see  it,  when  it  comes  to  business  computers, 
we  won’t  stop  until  we’re  the  leader.  So  give  us  a  call  and 
we’ll  put  you  in  touch  with  one  of  our  sales 
representatives.  They’ll  be  happy  to  answer 
all  your  questions.  Of  course,  you  could  also 
talk  to  our  friends  at  Union  Pacific,  Ocean 
Spray,  Hughes  Defense  Communication... 
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E-1000  Low  Cost  Network-Ready  Desktop  ■Intel'  166MHz  Pentium1  Processor  with  MMX'''  Technology,  I61V. 
SDRAM"  256K  Pipelined  Burst  Cache  ■  EV500  .28  Screen  Pitch  15"  Monitor  (13.9"  Viewable)  ■  Integrated  PU 
Video  with  2MB  DRAM  ■  1.2GB  EIDE  Hard  Drive  ■  3.5"  Diskette  Drive  ■  16-Bit  Sound  Blaster”  Compatible 
Business  Audio  ■  Integrated  10/100  Fast  Ethernet  ■  E-Series  Low-Profile  Desktop  Case  ■104'  Keyboard  &  Mouse 

■  Microsoft® Windows®  95  "Desktop  Management  Interface  PMI)  1.1  Compliant  "Intel  LANDesk*  Client 
Manager  3.01  $1099  Business  Lease  '$40/mo. 

E-3110SE  Mainstream  Network-Ready  Desktop  ■  Intel  233MHz  Pentium  II  Processor  with  MMX  Technology, 
32MB  SDRAM  ■  Integrated  512K  Pipelined  Burst  Cache  ■  EV700  .28  Screen  Pitch  17“  Monitor  (15.9“  Viewable) 

■  AccelGraphics  Perrnediam  2  32-Bit  AGP  with  8MB  SGRAM  ■  3.2GB  Ultra  ATA  Hard  Dnve  ■  1 2X  CD-ROM  Drive 
and  3.5"  Diskette  Drive  ■  3Com®  Ethernet  Adapter  ■  E-Series  Mid-Tower  Case  (shown  with  desktop  case  option) 

■  104*  Keyboard  and  MS®  IntelliMouse™  ■  MS  Windows  95  ■  PMI)  1 . 1  Compliant  ■  Intel  LANDesk  Client  Manager 
3.01  ■  Gateway  Gold*"  Service  and  Support  for  E-Series  PCs*  $1999  Business  Lease  '$73/mo. 

E-3110XL  High  Performance  Network-Ready  Desktop  "Intel  300MHz  Pentium  II  Processor  with  51 2K  ECC  Cache, 
64MB  SDRAM  ■  EV900  .26  Screen  Pitch  19“  Monitor  (18"  Viewable)  "AccelGraphics  Permedia  2  32-Bit  AGP  with 
8MB  SGRAM  ■  6.4GB  Ultra  ATA  Hard  Drive  ■  12X  CD-ROM  Drive  and  3.5"  Diskette  Drive  ■  3Com  Ethernet 
Adapter  ■  E-Series  Mid-Tower  Case  ■  104'  Keyboard  and  MS  IntelliMouse  ■  MS  Windows  95  ■  PMI)  1.1 
Compliant  ■  Intel  LANDesk  Client  Manager  3.01  ■  Gateway  Gold  Service  and  Support  for  E-Series  PCs* 
$2999  Business  Lease  '$110/mo. 

E-5002  Standard  Technical  Workstation  ■  Intel  300MHz  Pentium  II  Processor  Pual-Processor  Ready) 

■  128MB  ECC  SDRAM  ■  EV900 .26  Screen  Pitch  19"  Monitor  (18"  viewable)  ■  8MB  AccelGraphics  Permedia  2  AGP 
Graphics  Card  ■  Seagate®  9GB  10,000  RPM  Ultra  Wide  SCSI  Hard  Drive  ■  3.5"  Diskette  Drive  ■  12X  SCSI  CD-ROM 
Drive  ■  3Com  10/100  PCI  Network  Card  ■  E-Series  Workstation  Tower  Case  ■  104+  Keyboard  &  MS  IntelliMouse 

■  Intel  LANDesk  Client  Manager  3.01  ■  MS  Windows  NT  4.0 
$4999  Business  Lease  *$183/mo.  CDRS-03  32.42 

Gateway  Solo™  2300  Portable  ■  12.1“  SVGA,  TFT  or  DSTN  Color  Display  "Intel  PentiumProcessors  with  MMX 
Technology  up  to  233MHz  ■  SDRAM  Expandable  to  192MB  "256K  Pipelined  Burst  Cache  ■  128-Bit  Graphics 
Accelerator  w/64K  Colors  ■  Up  to  4GB  Hard  Drive  "Modular  3.5"  Diskette  Drive  ■  Modular  6X  min/llX  max 
CD-Rom  Drive  ■  16-Bit  Wavetable  Sound  &  Stereo  Speakers  ■  NiMH  &  AC  Pack  or  12-Cell  Lithium  Ion  Battery 
&  AC  Pack  ■  85-Key  MS®  Windows®  95  Keyboard  ■  Carrying  Case  ■  NTSC/PAL  Video  Out  ■  USB  Ports  & 
Zoomed  Video  ■  MS  Windows  95  or  MS  Windows  NT  4.0  ■  MS  Works  95  or  MS  Office  97,  Small  Business  Edition 
Plus  Encarta®  97  ■  LapLink*/c|f  Windows  95  &  McAfee®  VirusScan  ■  Gateway  Gold  Service  and  Support  for  Portable 
PCs  Prices  Starting  at  $2099  Business  Lease  *$77/mo. 

Gateway  Solo™  9100  Portable  ■  13.3"  XGA  TFT  Color  Display  (1024  x  768  resolution)  ■  Intel  Pentium  Processors 
with  MMX  Technology  via  Intel's  Mobile  Module  (I.M.M.)  ■  SDRAM  Expandable  to  192MB  "Up  to  512K  Cache 

■  4MB  EDO  Video  RAM  (1280  x  1024  external)  ■  Up  to  5GB  Hard  Drive  *  Removable  Combo  6X  min/1  IX  max 
CD-ROM  &  3.5"  Diskette  Drive  ■  Premium  Sound  System  w/16-Bit  Wavetable  Sound  &  Yamaha®  Stereo 
Speakers  ■  12-Cell  Lithium  Ion  Battery  &  AC  Pack  ■  Full  88-Key  MS  Windows  95  Keyboard  ■  Carrying  Case 

■  NTSC/PAL  Video  Input  &  Output  ■  USB  Ports  &  Zoomed  Video  ■  15-Pin  MIDI/Game  Port  ■  MS  Windows  95 
or  MS  Windows  NT  4.0  ■  MS  Works  95  or  MS  Office  97,  Small  Business  Edition  Plus  Encarta  97  ■  LapLink  for 
Windows  95  &  McAfee  VirusScan"  Gateway  Gold  Service  and  Supportfor  Portable  PCs 

Prices  starting  at  $3499  Business  Lease  '$128/mo. 

NS-7002  Standard  Workgroup  Class  Server  ■Intel  300MHz  Pentium  II  Processor  with  512K  Cache  (expandable 
to  two  processors)  ■  Error-Checking  and  Correcting  Memory  Subsystem  with  64MB  RAM  ■  Several  RAID 
Upgrades  available  "4GB  Ultra  Wide  SCSI  Hard  Drive  ■  12X  SCSI  CD-ROM  Drive  and  3.5"  Diskette  Drive  ■ 
3Com  10/100  Ethernet  Adapter  ■  Seven-Bay  Server  Tower  Case  ■  325-Watt  Power  Supply  ■  104*  Keyboard  & 
Microsoft  IntelliMouse  ■InforManager"'  Server  Management  system  with  ActiveCPR  Processor  Protection  ‘Intel 
Pentium  Pro®  models  available  $3299  Business  Lease  '$121/mo. 

NS-8002  Standard  Department  Class  Server  ■Intel 300MHz  Pentium  II  Processor  with  512K  Cache  (expandable 
to  two  processors)  ■  Error-Checking  and  Correcting  Memory  Subsystem  with  128MB  RAM  "Quick  Hot-Swap 
(QHS)  RAID  Storage  System  with  three  channel  controller  "(Three)  Hot-Swappable  4.2GB  SCA  Hard  Drive  ■  12X 
SCSI  CD-ROM  Drive  and  3.5"  Diskette  Drive  "3Com  10/100  Ethernet  Adapter  "Thirteen  Bay  Server  Tower  Case 

■  Dual  365-Watt  Redundant  Power  Supplies  with  Loadshare  Capability  ■  104'  Keyboard  &  MS  IntelliMouse 

■  InforManager  Server  Management  System  with  ActiveCPR  Processor  Protection  ‘Intel  Pentium  Pro  Models 
available  $7999  Business  Lease  *$293/mo. 

NS-9006  Standard  Enterprise  Class  Server  "Two  Intel  200MHz  Pentium  Pro  Processors  with  512K  Cache 
(expandable  to  six  processors)  "Error-Checking  and  Correcting  Memory  Subsystem  with  128MB  RAM  "Quick 
Hot-Swap  (QHS)  RAID  Storage  System  with  Three  Channel  Controller  "(Three)  4.2GB  SCA  SCSI  Hard  Drives  ■ 
12X  SCSI  CD-ROM  Drive  and  3.5"  Diskette  Drive  "3Com  10/100  Ethernet  Adapter  "Double-Wide  Fourteen-Bay 
Chassis  "N+l  Power  Supply  Susbsystem  with  Two  Hot-Pluggable  350-Watt  Power  Supplies  (upgradeable  to  four) 
"  104*  Keyboard  &  MS  IntelliMouse  ■  InforManager  Server  Management  system  with  ActiveCPR  processor 
protection  $12,999  Business  Lease  t$476/mo. 
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Tele-confusion 


don’t  think  it’s  too  early  to  call  the  Telecommunications 
Deregulation  and  Reform  Act  of  1996  a  disaster. 

Last  week's  almost  comic  developments  in  the  MCI 
saga  pretty  much  nailed  down  that  conclusion.  In  case 
you  missed  the  histrionics,  GTE  jumped  into  the  bidding  war 
for  MCI,  trumping  WorldCom  with  a  lower 
but  all-cash  offering  price  and  all  but  leav¬ 
ing  MCI  suitor  British  Telecommunica¬ 
tions  out  ofthe  picture.  But  the  whole 
thing  is  still  up  in  the  air,  pending  MCl’s 
board  meeting. 

This  is  beginning  to  resemble  a  Three 
Stooges  comedy:  “I’ll  take  MCI.”  “Me, 
too."  “Me  three.  Nyuk,  nyuk.” 

If  you  don’t  understand  what’s  going 
on  with  this  deal,  don’t  worry.  It’ll  all 
change  again  soon.  Deregulation,  which  was  supposed  to 
touch  off  frenzied  competition  to  the  benefit  of  businesses  and 
consumers  alike,  has  instead  done  just  the  opposite.  Invest¬ 
ment  funds  that  should  be  going  into  infrastructure  develop¬ 
ment  are  being  funneled  to  investment  bank¬ 
ing  firms  to  finance  megamergers. 

The  regional  Bell  operating  companies, 
when  they’re  not  busy  buying  one  another,  are 
sniping  over  how  well  they’ve  lived  up  to  the 
complex  FCC  rules  on  local  access.  The  cable  companies  are 
so  cash-strapped,  they’re  asking  Bill  Gates  for  billion-dollar 
handouts.  The  auction  of  a  portion  of  wireless  spectrum  was 
such  a  fiasco  that  the  FCC  is  scrambling  to  come  up  with  a 
payment  program  that  will  simply  let  the  winning  bidders  stay 
in  business. 

Maybe  this  will  all  pan  out  into  great  customer  bargains 
some  day.  But  don’t  hold  your  breath.  The  people  who’ll  bene¬ 
fit  most  from  telecom  deregulation  will  be  the  lawyers.  Isn’t 
that  always  the  case? 

Paul  Gillin,  Editor 
Internet:  paul_gillin@cw.com 


!t'll  all  change 
again  soon. 
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‘Tor  mg  finale,  Kollo  here  will  flawlesslg 
activate  my  voice  reccgmtian  system 
while  I  empty  this  of  marbles  into  my 

mouth." 


Eyeing  the  enterprise 


►  Microsoft  aligns  with  consulting ,  service  firms 


By  Jaikumar  Vijayan 


Microsoft  corp.  is  getting 
itself  some  powerful  allies  in  its 
relentless  push  into  the  enter¬ 
prise. 

The  software  giant  is  quietly 
building  key  relationships  with 
some  of  the  most  influential 
consulting  firms  and  service  or¬ 
ganizations  in  the  industry. 

“Our  success  puts  us  in  a  po¬ 
sition  of  responsibility  to  grow 
our  consultancy,”  explained  Mi¬ 
crosoft  CEO  Bill  Gates  in  a  key¬ 
note  address  at  a  recent  Gartner 
Group,  Inc.  conference. 

For  customers,  that  means 
more  enterprise-level  service 
and  support,  more  packaged  ap¬ 
plications  and  more  custom- 
development  capabilities  built 
around  Microsoft  products. 
“Microsoft  has  to  build  a  differ¬ 
ent  degree  of  credibility  to  get 
into  the  enterprise.  This  is  a 
good  way  of  doing  it,”  said 
David  Krauthamer,  MIS  manag¬ 
er  at  Parker  Hanifin  Corp.  in 
Rohnert  Park,  Calif. 

SERVICE  IS  VITAL 

“What  Microsoft  has  recognized 
is  that  for  technologies  like  NT, 
BackOffice  and  Exchange  to 
succeed,  they  need  partners,” 
said  Jennifer  Beck,  an  analyst  at 
Dataquest  in  Westboro,  Mass. 
“These  are  not  products  that  are 
user-installable.  They  need  to 
have  good  service  programs 
wrapped  around  them.” 

Just  last  week,  Ernst  &  Young 
LLP  became  the  first  of  the  so- 
called  Big  Six  consultancies  to 
formally  open  a  dedicated  devel¬ 
opment  center  at  Microsoft’s 
Bellevue,  Wash.,  facility. 

The  center,  called  Entyron, 
will  specialize  in  developing  and 
deploying  enterprise  applica¬ 
tions  on  Microsoft  technologies. 

Microsoft:  also  recently  en¬ 
tered  into  formal  partnerships 
with  Arthur  Andersen  and 
KPMG  Peat  Marwick  LLP. 

Arthur  Andersen  and  Micro¬ 
soft  will  work  on  deploying  SAP 
R/3  applications  on  Microsoft 
platforms.  KPMG  is  building  a 
500-person  Microsoft  practice. 

Microsoft’s  strategy  is  by  no 
means  unique.  Unix  vendors, 
database  companies  and  devel¬ 
opers  of  complex  packaged  ap¬ 
plications  have  long  used  part¬ 
nerships  with  consultants  and 
integrators  to  deploy  their  prod¬ 
ucts. 

In  fact,  many  analysts  say  that 
the  early  success  of  vendors 


such  as  Oracle  Corp  and  SAP 
AG  had  a  lot  to  do  with  their 
partnering  strategies. 

Most  of  the  initial  opportunity 
for  Microsoft  will  come  from 


new  applications  that  supple¬ 
ment  Unix  environments  rather 
than  replace  them,  analysts  said. 

Jeff  Dazell,  LAN  administra¬ 
tor  for  network  services  at  Dana 
Corp.,  a  $7  billion  automotive 
parts  manufacturer  in  Toledo, 
Ohio,  with  45,000  users  world¬ 
wide,  applauded  Microsoft’s 
ever-growing  list  of  industry  alli¬ 
ances. 

“These  partnerships  tell  me 
that  Windows  NT  will  become  a 
standard  and  will  have  few,  if 
any,  gaps  in  functionality,”  Da¬ 
zell  said. 

In  addition  to  targeting  the 
Big  Six,  Microsoft  has  been  ag¬ 
gressively  courting  second-tier 
integrators  and  the  services  or¬ 
ganizations  of  enterprise  ven¬ 
dors  such  as  Digital  Equipment 
Corp.,  IBM  and  Hewlett-Pack¬ 
ard  Co. 

Taken  together,  the  alliances 
are  giving  Microsoft  a  crucial  leg 
up  in  its  attempts  to  grow  be¬ 
yond  its  traditional  desktop  and 
consumer  base,  said  Tom  Ro- 
denhauser,  editor  of  “Consul¬ 
tants  News,”  a  newsletter  based 
in  Fitzwilliam,  N.J. 


For  example,  Digital  Equip¬ 
ment  Corp.,  which  was  one  of 
the  earliest  major  vendors  to  en¬ 
ter  into  a  service  partnership 
with  Microsoft,  has  contracts  for 
1.3  million  seats  of  Exchange, 
Microsoft’s  messaging  product. 


Digital  also  has  more  than  1,300 
professionals  delivering  a  range 
of  services  that  includes  integra¬ 
tion  of  Windows  NT  Server,  Ex¬ 
change  Server  and  SQL  Server 
in  multivendor  environments. 

IBM  and  HP,  which  got  into 
service  partnerships  with  Micro¬ 
soft  earlier  this  year,  are  both 
building  large  Microsoft  con¬ 
sulting  practices  focused  mainly 
on  BackOffice  and  Exchange. 

Microsoft’s  relationships  with 
the  Big  Six  vendors  are  focused 
on  more  specific  areas  of  exper¬ 
tise. 

For  example,  Ernst  &  Young 
will  focus  initially  on  helping 
customers  build  supply-chain 
management  systems  based  on 
Microsoft  technology.  KPMG, 
which  has  decided  to  standard¬ 
ize  internally  on  Exchange  and 
Internet  Explorer,  will  focus  on 
customer  support  and  electronic 
commerce.  □ 

Senior  editor  Laura  DiDio  con¬ 
tributed  to  this  story. 


Systems  integrator  helps 
McDonnell  Douglas  reuse 
legacy  software.  Page  41 


A  sample  of  Microsoft's  enterprise  partners 

1  Partner 

Major  area(s)  of  focus 

Arthur  Andersen 

SAP  R/3  integration 

Digital 

Network  integration  and  enterprise 
messaging 

Ernst  &  Young 

Rapid  application  development 

KPMG 

Customer  management  and 
electronic  commerce 
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Microsoft  plugs  NT,  IE  security  gaps 


►  Workaround  sot  for 
Workstation  registry; 
network  fix  for  browser 

By  Laura  DiDio 

security  fixes  have  been 
posted,  Microsoft  Corp.  execu¬ 
tives  said  last  week,  after  the 
company  learned  of 
two  potential  security 
gaps  in  the  Windows 


NETWORK 

SECURITY 


The  hole  in  Windows  NT’s 
default  registry  system  —  which 
lets  managers  set  access  privi¬ 
leges  in  the  “Everyone”  setting 
—  was  discovered  about  io  days 
ago  by  engineers  at  Internet  Se¬ 
curity  Systems,  Inc.  in  Atlanta, 
confirmed  Ed  Muth,  a  Microsoft 
group  product  manager. 

Problems  can  arise  when 
businesses  upgrade 
their  Windows  3.1 
and  Windows  for 


NT  Workstation  registry  and  its 
Internet  Explorer  4.0  browser. 

The  first  security  issue  in¬ 
volved  a  gap  in  Windows  NT 
that  could  enable  would-be 
hackers  to  compromise  Win¬ 
dows  NT  Workstation  security 
by  launching  a  Trojan  horse  pro¬ 
gram  that  could  corrupt  files  or 
give  end  users  administrative 
privileges. 


Windows 
Workgroups  desktops  to  Win¬ 
dows  NT  Workstation,  Muth 
said. 

“Malicious  employees  can 
add  an  executable  file,  and  the 
system  would  run  it  as  soon 
as  it  boots.  That  in  turn,  lets 
the  hacker  see  the  permissions 
in  the  NT  registry  and  get  ad¬ 
ministrative  rights,”  he  ex¬ 
plained. 


After  Internet  Security  Sys¬ 
tems  informed  Microsoft  of 
the  security  hole,  Microsoft 
posted  a  fix  on  its  World  Wide 
Web  page  (www.microsoji.com). 
Users  can  edit  the  Windows  NT 
registry  so  that  the  Everyone  op¬ 
tion  in  NT’s  permission  security 
access  is  available  only  to  ad¬ 
ministrators. 

NO  BIG  DEAL 

“We  had  the  workaround  ready 
within  24  hours  of  notification,” 
Muth  said.  “This  is  a  very,  very 
minor  issue,  and  we  know  of  no 
instances  in  which  hackers  actu¬ 
ally  caused  problems  on  Win¬ 
dows  NT  Workstations  or  net¬ 
works.” 

In  related  news,  Microsoft 
said  it  had  also  posted  a  fix  to 
correct  a  security  hole  in  the  In¬ 
ternet  Explorer  4.0  browser, 


Compaq  jumps  into  laptop  leasing 

►  Program  offers  financing,  lower  product  prices 


By  Kim  Girard 


no  money  down:  Attractive 
leasing  options  available!  End- 
of-year  closeout  sale! 

Yes,  buying  a  notebook  PC  is 
becoming  more  like  buying  a 
car. 

Compaq  Computer  Corp.  last 
week  announced  a  laptop  leas¬ 
ing  program  through  Compaq 
Capital  Corp.  and  reduced  end- 
of-year  laptop  prices  by  as  much 
as  24%. 

Compaq  and  other  vendors 
are  slashing  laptop  price  tags  to 
make  room  for  new  lines  due  at 
Comdex/Fall  ’97  next  month. 

Analysts  said  laptop  leasing  is 
a  low-hassle,  financially  attrac¬ 
tive  option  for  a  growing  num¬ 
ber  of  midsize  companies. 

Compaq’s  Armada  1500  leas¬ 
ing  program,  which  starts  today, 
includes  all  models  of  the  1500 
series  with  36-month  lease  rates 
ranging  from  $70  per  month  for 
the  Armada  1530  to  $99  per 
month  for  the  Armada  1590. 
For  a  24-month  lease,  pricing 
ranges  from  $96  to  $139  per 
month  for  those  models. 

An  Armada  1530  costs 
$1,999,  marked  down  from 
$2,499.  The  price  of  the  Arma¬ 
da  1590  has  been  whittled  from 
$3,699  to  $3,299. 

“For  most  [user  companies], 
leasing  a  laptop  is  new,”  said 
James  Staten,  an  analyst  at  Data- 
quest,  a  research  firm  in  San 


Analysts  said  laptop  leas¬ 
ing  is  a  low-hassle  option 
for  a  growing  number  of 
midsize  companies. 


which  has  been  shipping  for 
less  than  three  weeks. 

The  flaw  was  discovered  by 
German  researchers  who  said  it 
lets  hackers  access  desktop  files, 
provided  that  the  intruders 
know  tlie  names  and  locations 
of  the  files.  Because  many  appli¬ 
cation  programs  often  use  the 
same  file  names  and  location  on 
every  computer  where  they  are 
installed  unless  the  user  speci¬ 
fies  otherwise,  the  flaw  could  be 


a  potentially  dangerous  one. 

A  Web  site  that  exploits  the 
flaw  can  bypass  traditional  net¬ 
work  security  mechanisms  such 
as  Internet  firewalls.  Also,  sen¬ 
sitive  company  data  could  be 
copied  across  the  enterprise  net¬ 
work. 

To  close  the  gap,  network  ad¬ 
ministrators  should  disable 
Active  Scripting  by  clicking  on 
the  Tools  item  in  the  menu, 
then  Options,  then  Security, 
then  Settings,  then  Custom. 
The  system  will  warn  that  such 
changes  are  for  expert  users, 
but  press  on  and  disable  Active 
Scripting.  □ 


Four  steps  to 
testing  Y2K 


Jose,  Calif.  “They’re  used  to 
leasing  copy  machines.  This  is  a 
new  trend.” 

Leasing  is  attractive  because 
a  down  payment  isn’t  required, 
the  computer  is  typically  paid 
off  within  two  years,  and  month¬ 
ly  payments  are  tax-deductible, 
Staten  said. 

At  the  end  of  the  lease,  the 
company  can  choose  to  keep  the 
machine  or  send  it  back  to  the 
vendor  to  be  recycled. 

Leasing  is  best-suited  to  the 
pricier  laptops,  however.  “A 
$2,300  PC  is  worth  leasing.  A 
$1,000  PC  is  not,”  Staten  said. 

Other  notebook  vendors  that 
offer  lease  financing  include 
IBM  PC  Co.  and  resellers  of 
Toshiba  America,  Inc.  ma¬ 
chines.  □ 


Year  2000  conversion  managers  say  testing 
could  take  up  as  much  as  70%  of  your  time  and 
effort.  So  why  not  get  started  now?  In  Manag¬ 
ing,  Senior  Editor  Robert  L.  Scheier  walks  you 
through  the  steps.  Page  79 


Perot  takes  the  wheel  at  National 


►  EDS  assumes  lesser 
role  in  car-rental  system 

By  Thomas  Hoffman 

PEROT  SYSTEMS  CORP.  last 
week  shoved  Electronic  Data 
Systems  Corp.  into  the  backseat 
at  National  Car  Rental  System, 
Inc. 

Perot  Systems  won  a  five-year 
contract  to  develop,  operate  and 
maintain  a  client/server-based 
car-rental  system  for  the  Minne¬ 


apolis-based  company. 

EDS,  which  lost  the  two- 
vendor  bidding  contest  to  Perot, 
will  continue  to  maintain  the  ex¬ 
isting  mainframe  system  for  the 
next  six  to  12  months  while  the 
new  system  is  developed  and  in¬ 
stalled. 

Financial  terms  of  the  Perot 
contract  weren’t  disclosed. 

Meanwhile,  National  Car 
Rental  is  “negotiating  what  fur¬ 
ther  role  EDS  may  have”  in  the 
company’s  future,  a  company 
spokeswoman  said. 


She  was  referring  to  a  10-year, 
$500  million  contract  EDS  won 
in  1991  to  run  National  Car 
Rental’s  data  center  operations 
and  communications  services. 
The  rental  agency  may  opt  out 
of  all  or  parts  of  the  remaining 
contract,  the  spokeswoman 
said. 

Perot’s  contract  win  wasn’t 
completely  out  of  the  blue.  The 
Dallas-based  systems  integrator 
won  a  10-year  contract  with 
EuropeCar  in  1991  to  develop 
a  similar  system,  which  it 


continues  to  support. 

For  EDS,  losing  the  National 
Car  Rental  account  will  probab¬ 
ly  do  more  damage  to  its  ego 
than  its  balance  sheet,  analysts 
said. 

National  Car  Rental  “used  to 
be  one  of  the  flagship  accounts 
that  EDS  used  to  wave  in  front 
of  people,”  said  Susan  Scrupski, 
a  consultant  at  Technology  & 
Business  Integrators  in  Wood- 
cliff  Lake,  N.J. 

But  from  a  financial  stand¬ 
point,  the  National  Car  account 
“isn’t  that  meaningful  to 
[EDS’s]  business,”  said  Moshe 
Katri,  an  analyst  at  UBS  Securi¬ 
ties  in  New  York.  □ 
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Navigating  telecom  merger  mania 

►  Analysts  advise  escape  clauses  to  void  the 
deal  if  service  suffers  as  a  result  of  a  buyout 


By  Matt  Hamblen 


THE  BIDDING  WAR  for  MCI  is 
the  latest  example  of  telecom¬ 
munications  merger  mania,  a 
phenomenon  that  pleases  stock¬ 
holders  who  stand  to  make  a 
windfall.  But  how  does  a  net¬ 
work  manager  traverse  the  alien 
landscape  of  deregulation? 

Industry  analysts  recommend 
that  managers  who  buy  Inter¬ 
net,  telephone  and  data  services 
put  an  escape  clause  in  the  con¬ 
tract  that  voids  the  deal  if  the 
carrier  is  bought  out  and  service 
begins  to  lag. 

Managers  in  large  enterprises 
also  should  consider  setting  up 
a  formal  bidding  process  that 
will  push  vendors  to  cut  costs 
and  add  service  plums,  analysts 
said. 

“Mega-network  users  might 
spend  millions  of  dollars  per 
month  for  services.  If  they  can 
negotiate  savings  of  half-a-cent 
per  minute  that  becomes  very 
loud  noise,”  said  Ken  McGee, 
an  analyst  at  Gartner  Group, 
Inc.  in  Stamford,  Conn. 

UNFAZED 

Several  telecommunications 
managers  said  they  are  amazed 
but  largely  unaffected  by  the 
enormous  bids  by  WorldCom, 
Inc.  in  Jackson,  Miss.,  and, 


Industry  analysts  recom¬ 
mend  that  managers  in 
large  enterprises  also 
should  consider  setting  up 
a  formal  bidding  process 
that  will  push  vendors  to 
cut  costs  and  add  service 
plums 

more  recently,  GTE  Corp.  in 
Stamford,  Conn.,  to  buy  Wash¬ 
ington-based  MCI  Communica¬ 
tions,  Inc. 

“The  buyout  bids  aren’t  a  big 
factor  to  us,”  said  Jay  Saporta,  a 


communications  manager  at 
Syncor  International  Corp.  in 
Woodland  Hills,  Calif.  “If 
WorldCom  buys  MCI,  I  think  it 
will  be  good  service  for  us.” 

GOING  WITH  MCI 

Saporta  signed  in  February  for 
both  local  and  long-distance 
phone  and  data  service  from 
MCI,  replacing  Pacific  Bell  in 
San  Francisco  as  his  company’s 
local  provider.  “Pac  Bell  wasn’t 
very  accommodating”  when 
Syncor  wanted  to  move  its  of¬ 
fices  and  keep  the  same  phone 
numbers  for  its  corporate  em¬ 
ployees,  but  MCI  was  willing  to 
do  so,  he  said. 

The  changing  telecommuni¬ 
cations  world  means  managers 
must  “have  more  responsibility 
to  evaluate  and  negotiate”  ser¬ 
vice  offers  by  providers,  said 
William  Lazarus,  director  of 
telecommunications  at  Hori¬ 


zon/CMS  Healthcare  Corp.  in 
Albuquerque,  N.M.  “It  means 
more  fact-finding.” 

But  simply  because  a  carrier 
is  bought,  that  isn’t  reason 
enough  for  a  customer  to  have 
the  right  to  switch  a  service  pro¬ 
vider,  said  Rebecca  Wetzel,  an 
analyst  at  TeleChoice,  Inc.  in 
Upton,  Mass.  But  an  escape 
clause  could  be  valuable  if 
billing  and  administrative 
problems  develop  with  the  new 
carrier. 

“Billing  and  administrative 
issues  can  be  just  as  annoying 
as  service  outages,”  Wetzel  said. 

ESCAPE  HATCH 

McGee  said  some  of  his  clients 
at  large  companies  have  includ¬ 
ed  language  in  service  contracts 
that  permits  them  to  reconsider 
the  contract  if  more  than  25%  of 
the  provider’s  stock  is  acquired 
by  another  company  —  regard¬ 
less  of  whether  services  or  costs 
are  affected. 

But  he  estimated  that  less 
than  20%  of  the  1,000  largest 
U.S. -based  enterprises  have  a 
formal  bidding  process  with  car¬ 
riers.  Of  those  that  do,  he  said 
savings  of  10%  to  25%  have 
been  attained. 

McGee  also  believes  tele¬ 
communications  managers 
shouldn’t  sign  nondisclosure 
agreements  with  carriers.  They 
should  be  free  to  discuss  the 
rates  they  pay  with  other  cus¬ 
tomers.  If  they  find  a  better  rate, 


GTE  bids  lor  MCI 

GTE  last  week  became  the 
third  bidder  for  MCI,  follow¬ 
ing  the  lead  of  WorldCom  and 
British  Telecommunications 
PLC. 

MCI  officials  will  meet  with 
both  GTE  and  WorldCom.  Ob¬ 
servers  said  GTE’s  $28  billion 
cash  offer  and  WorldCom’s 
$30  billion  stock  offer  dimin¬ 
ish  hopes  for  BT,  which  has 
offered  $18  billion  for  the  80% 
of  MCI  it  doesn’t  already  own. 

GTE,  because  it  was  never 
part  of  AT&T  and  wasn’t  sub¬ 
ject  to  deregulation  policies, 
has  built  enormous  pockets 
of  local  service  and  important 
long-distance  business.  GTE 
recently  purchased  BBN 
Corp.  in  Cambridge,  Mass.,  a 
component  that  makes  it  a 
good  match  with  MCl’s  Inter¬ 
net  backbone,  said  Rebecca 
Wetzel,  an  analyst  at  Tele- 
Choice,  Inc.  in  Upton,  Mass. 

“MCI  has  the  robust  Inter¬ 
net  infrastructure,  and  BBN  is 
leading-edge  in  Internet  ser¬ 
vice  and  [research  and  devel¬ 
opment].  And  if  the  two  are 
combined,  that  could  help  in 
providing  customer  services 
such  as  videoconferencing 
and  quality  of  service”  guar¬ 
antees,  Wetzel  said. 

—  Matt  Hamblen 


they  can  put  pressure  on  a 
carrier  to  cut  the  rate.  “What 
good  is  creating  a  competitive 
market  if  you  can’t  benefit?”  he 
said.D 


TELECOM  BASICS 


■  Ask  long-distance  carriers  to  document  how  they  set 
rates  based  on  prevailing  government-approved  tariffs, 
then  compare  those  rates  with  the  new  ones. 

■  When  considering  alternative  local  providers,  evaluate 
their  plans  to  assign  a  customer  one  number  for  multiple 
devices. 

■  By  1999,  network  managers  should  divert  10%  of  their 
long-distance  phone  and  data  service  to  a  regional  phone 
company  to  test  its  reliability  as  a  long-distance  provider. 

Source:  Gartner  Group,  Inc.,  Stamford,  Conn. 


Management  tools  too  advanced  for  installed  base  of  PCs 


►  Problem  is  older  PCs  don ’t  work  with  software  designed  for  newer  desktops 


By  April  Jacobs 


intel  corp.  and  other  ven¬ 
dors  continue  to  release  increas¬ 
ingly  sophisticated  desktop  PC 
management  tools.  But  some 
corporate  systems  managers  say 
their  older  hardware  can’t  take 
advantage  of  the  new,  money¬ 
saving  features. 

Santa  Clara,  Calif. -based  Intel 
this  week  plans  to  announce  a 
new  version  of  its  LAN  Desk 
Management  Suite.  In  the  past 
two  weeks,  it  has  enhanced  its 
LANDesk  Client  Manager  and 
Server  Manager  products. 

The  problem  is  that  products 
such  as  Intel’s  LANDesk  were 
designed  to  run  on  hardware 
that  complies  with  Version  2.0 
of  the  Desktop  Management  In¬ 
terface  (DMI)  standard,  just  fi¬ 


nalized  this  year,  said  Roger  Kay, 
an  analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 

So  corporations  may  have 
thousands  of  older  PCs  that 
don’t  comply  with  DMI  2.0  and 

Features  of  Intel's 
LANDesk  Client  and 
Server  Manager 

I  Remote  troubleshoot¬ 
ing  and  notification 

I  Remote  wake-up  and 
reboot  of  desktop 
clients 

I  Support  for  Windows 
95  and  NT  4.0 


don’t  work  correctly  with  soft¬ 
ware  intended  to  manage  more 
sophisticated  desktops,  Kay 
said. 

Intel  has  more  than  20  OEMs 
signed  up  to  ship  Version  3.1  of 
its  LANDesk  Client  Manager  — 
a  software  tool  that  monitors 
desktops  from  a  remote  loca¬ 
tion,  allowing  information  sys¬ 
tems  managers  to  troubleshoot 
and  configure  systems. 

The  best  practices  in  desktop 
management,  such  as  remote 
management  and  preventative 
measures,  could  cut  a  compa¬ 
ny’s  desktop  support  costs  by 
$5,000  to  $7,000  per  year  per 
PC,  Kay  estimated. 

But  some  users  said  although 
they  like  the  management  fea¬ 
tures  of  products  such  as  Intel’s 
Client  Manager  and  Microsoft 


Corp.’s  Zero  Administration  for 
Windows,  their  older  hardware 
can’t  take  advantage  of  them. 

“I  wish  we  were  able  to  man¬ 
age  our  PCs  at  a  level  they  are  of¬ 
fering,  but  we  can’t  because  our 
installed  base  of  users  doesn’t 
have  the  level  of  technology 
needed  to  do  it,”  said  one  IS 
manager  at  a  national  broadcast 
entertainment  network. 

“So  while  it’s  great  that  Intel’s 
coming  out  with  this,  you  have 
to  ask  what  you’re  supposed  to 
do  with  all  your  legacy  hard¬ 
ware,”  said  the  IS  manager,  who 
requested  anonymity. 

STANDARDS  NEEDED 

Another  user  said  there  needs 
to  be  more  standardization  and 
maturity  in  the  desktop  man¬ 
agement  products  before  he  will 
invest  in  the  technology. 

“We  do  use  software  distribu¬ 


tion  software.  And  we  are  look¬ 
ing  at  a  lot  of  the  management 
products  out  there,  but  the  field 
is  still  somewhat  immature,” 
said  David  Blakley,  a  computer 
systems  manager  at  Genencor 
International,  Inc.  in  Palo  Alto, 
Calif.  “Still,  we’d  like  to  put 
some  of  this  in  place,  because  it 
would  make  life  a  lot  easier.” 

As  part  of  the  LANDesk  suite 
of  products,  Intel  also  offers 
LANDesk  Configuration  Man¬ 
ager,  which  lets  users  deploy  ap¬ 
plication  software  and  operating 
systems  across  the  network 
from  a  remote  and  central  loca¬ 
tion  to  NetPCs  and  other  man¬ 
aged  PCs. 

LANDesk  Server  Manager 
will  be  available  for  $695.  Cus¬ 
tomers  with  previous  versions 
can  upgrade  for  $349.  Server 
Manager  complies  with  the 
DMI  2.0  specification. □ 


Unicenter  TNG 

is  me  Smartest  Ways 

Manage  Any  Network. 


After  years  of  struggling  to  manage  distributed 
networks,  network  managers  are  replacing 
their  hodgepodge  of  various  tools  and  piecemeal 
solutions  with  a  single,  integrated  network 
management  solution. 

One  that  can  manage  the  entire  enterprise 
and  all  your  networks,  including  TCP/IP,  DECnet, 
IPX/SPX  and  SNA. 


Only  Unicenter  TNG 
ONers  End-to-End 
Management. 


Unicenter®  TNG™  offers  automatic,  intelligent, 
object-oriented  network  management  that 
enables  you  to  manage  proactively.  So  you 
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can  anticipate  and  solve  problems  before 
they  happen. 

Unicenter  TNG  gives  you  a  single  point 
of  control  for  your  complex  and  heterogeneous 
global  network.  Its  dynamic  auto-discovery 
ensures  that  your  network  configuration  is 
current.  The  Real  World  Interface™  allows 
for  better  visualization  of  your  network.  And 
third-party  tools  such  as  element  managers 
integrate  with  Unicenter  TNG  through  its  open 
and  extensible  architecture. 

Unicenter  TNG  is  The 
Industry  Standard  For 
Enterprise  Management. 

Unicenter  TNG  is  an  integrated  solution  for 
end-to-end  enterprise  management.  With 
support  for  every  major  hardware  platform 


The  Real  World  Interface  uses  virtual  reality  to  create  a  3-D  environ¬ 
ment  that  represents  objects  just  as  they  appear  in  the  real  world. 


and  operating  system,  Unicenter  TNG  is  open, 
scalable,  extensible  and  always  vendor-neutral. 


The  Oest  Feature  Of  All: 
Unicenter  TNG 
Is  Shipping  Today. 


Unicenter  is  a  proven  software  solution  that’s 
available  today.  It’s  real 
mission-critical  and  up 
and  running  in  thou¬ 


SHIPPING 

TODAY 


sands  of  sites  around  the  world  for  some  of 
the  smartest  users  in  the  world.  Users  who 
know  that  working  smarter  always  beats 
working  harder. 


For  More  information  Call 

1-000-804-2300 

OrVisitwww.cai.com 


PUTER® 

OATES 


Software  superior  by  design. 


©1997  Computer  Associates  International,  Inc.,  Islandia,  NY  11788-7000.  All  other  product  names  referenced  herein  are  trader;  ark:-  <j;  their  respective  companies. 
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Quick  fixes  are  of  limited  use 
in  detering  forced  diet  of  spam 


By  Barb  Cole-Gomolski 


short-term  fixes  abound, 
but  there  is  still  no  surefire 
way  to  prevent  unsolicited  bulk 
E-mail,  or  spam,  users  and  ana¬ 
lysts  said. 

The  Internet  Mail  Consor¬ 
tium,  an  industry  group  in  San¬ 
ta  Cruz,  Calif.,  last 
week  published  a 
report  on  its  World 
Wide  Web  site  ( www.imc.org )  in¬ 
dicating  that  although  spam  fil¬ 
ters  are  proliferating,  they  only 
go  so  far. 

And  there  are  no  federal  laws 
to  deal  with  spam,  even  though 
the  topic  has  started  showing  up 
on  legislators’  radar  screens. 

WHAT  A  DRAG 

Information  technology  profes¬ 
sionals  are  concerned  about  the 
drag  that  spam  puts  on  elec¬ 
tronic-mail  systems  and  the 
time  that  workers  waste  dealing 


with  it.  Corporations  also  want 
to  avoid  spoofing,  in  which  a 
spammer  can  bounce  mail  off 
the  corporate  server  and  make 
the  company  appear  to  be  the 
originator  of  the  E-mail. 

“The  kind  of  weak  filtering 
that  is  currently  out  there  is  so 
easy  to  circumvent,  it’s  almost 
not  worth  it,”  said 
Paul  Hoffman,  di¬ 
rector  of  the  con¬ 
sortium  and  co-author  of  the  re¬ 
port.  Stronger  filtering  would 
work  better,  but  it  also  would  re¬ 
sult  in  a  company  losing  some 
of  its  legitimate  messages,  he 
said. 

“You  cannot  filter  this  stuff 
very  effectively,”  agreed  Eric  Ar- 
num,  editor  of  the  “Electronic 
Mail  and  Messaging  Systems” 
newsletter  in  Washington. 
About  all  you  can  do  is  reject 
messages  from  known  spam¬ 
mers,  he  explained.  And  that  is 
only  a  temporary  fix;  spammers 


frequently  change  their  domain 
names  or  bounce  their  mail  off 
others’  servers. 

Information  systems  manag¬ 
ers  consider  spam  a  growing 
problem. 

“We  haven’t  been  blitzed  or 
anything,  but  [spam]  is  certainly 
costing  us  money,”  said  Mike 
Gentile,  vice  president  of  IT  ser¬ 
vices  at  Zurich  American  Insur¬ 
ance  Group  in  Schaumburg,  Ill. 

The  insurance  giant  is 
charged  per  bit,  so  spam  E-mails 
drive  up  its  Internet  service  pro¬ 
vider  charges.  Because  the  com¬ 
pany  only  recently  opened  up  its 
corporate  E-mail  system  to  the 
Internet,  it  hasn’t  yet  tried  filter¬ 
ing.  “I  can  foresee  a  time  when 
we  filter  Web  site  access  and 
E-mail  through  a  proxy  server,” 
Gentile  said. 

Jeff  Schnable,  director  of  in¬ 
frastructure  technologies  at 
Unilever  North  America  Foods 
in  Englewood  Cliffs,  N.J.,  said 


MESSAGING 

STRATEGIES 


HOW  TO  FIGHT  SPAM 


O  Use  mail  filters  to  automatically  dump  messages  with 
headers  that  contain  hints  of  spam,  such  as  "xxx,"  "make 
money”  or  “!!!” _ _ 

Q  Sort  incoming  mail  into  folders  to  make  deleting  spam 
easier. 

Q  Don't  respond  to  spam,  even  if  the  author  promises 
to  remove  you  from  the  mailing  list. 

O  Use  dual  E-mail  accounts  -  one  for  public  surfing,  one 
for  key  correspondence  with  colleagues  and  family. 

O  Use  spam  blockers  provided  on  America  Online  and 
CompuServe. 

O  Don’t  fill  in  the  "member's  profile"  on  AOL.  Spammers 
troll  those  for  leads. 

Q  Don't  fill  in  registration  forms  at  Web  sites  unless  the 
purveyor  promises  not  to  sell  or  exchange  your  name  and 
information. 

Q  Don't  complain  about  spam  in  Usenet  newsgroups  or 
on  mailing  lists.  Doing  so  wastes  more  resources. 

Q  Complain  to  Congress. 

©  Don’t  counterspam  the  offender's  mailbox.  The  reply 
address  usually  doesn't  work. 

Source:  Adapted  from  Online  Marketing  Handbook  (Van  Nostrand  Reinhold,  $24.95)  by  Daniel  Janal 


spam  will  proliferate  as  more 
users  try  to  consolidate  their 
multiple  E-mail  boxes  in  their 
company  in-box. 

Hoffman  said  IS  managers 
should  make  sure  any  filtering 
they  do  doesn’t  lose  valuable 


E-mail.  “They  should  also  be 
talking  to  their  lobbyist  in  Wash¬ 
ington  and  telling  him  or  her  to 
press  Congress”  for  a  bill  that 
would  prevent  spammers  from 
using  fraudulent  headers  or  do¬ 
main  names,  he  said.  □ 


Users  manage  software  via  browser 


Software,  content  controlled  through  intranet 


By  Gordon  Mah  Ung 


electronic  software  distri¬ 
bution  vendor  Novadigm,  Inc. 
last  week  announced  a  product 
line  called  Radia  Software  Man¬ 
ager  that  lets  end  users  install, 
repair  or  uninstall  corporate- 
approved  software  or  content  via 
their  intranet  browser. 

Beta  testers  said  the  Radia 
line  looks  promising  and  could 
save  information  technology  de¬ 
partments  time,  energy  and  net¬ 
work  bandwidth  and  give  end 
users  more  control  over  their 
software  updates. 

The  software  man¬ 
ager  “empowers  the 
user  to  check  if  some¬ 
thing  is  broken  or  cor¬ 
rupt,  or  if  something  is 
missing  from  the  regis¬ 
try,”  said  Paul  Syrvalin, 
a  LAN  manager  at  All¬ 
tel,  Inc.  in  Little  Rock, 

Ark. 

That  should  help  cut 
calls  to  the  help  desk, 
said  Syrvalin,  who 
manages  about  2,500 
PCs.  He  is  just  begin¬ 
ning  to  beta-test  the 
product. 


Syrvalin  said  Radia  will  bene¬ 
fit  the  growing  hordes  of  mobile 
users  who  can  check  from  home 
if  they  need  a  software  update. 

If  they  don’t  have  the  band¬ 
width  or  time  then,  they  can 
wait  until  they  plug  their  laptop 
in  to  the  corporate  network  and 
download  the  update. 

CUSTOMIZATION 

Systems  administrators  could 
use  Radia  Software  Manager  to 
customize  package  applications 
before  publishing  them  on  a 
server. 

Norman  Vadnais,  a  desktop 


management  specialist  at  Kaiser 
Permanente  Health  Plan,  Inc.  in 
Pasadena,  Calif.,  said  Radia 
gives  managers  granular  control 
over  how  a  particular  applica¬ 
tion  is  configured  before  down¬ 
loading. 

MORE  CONTROL 

"Say  we  have  a  user  who  wants 
to  put  WinZip  on  their  machine. 
Using  Radia,  we  can  control 
how  WinZip  is  installed  on  the 
machine  so  it  won’t  screw  up 
the  machine,”  Vadnais  said. 

Waverly  Deutsch,  director  of 
computing  strategies  at  Forrest¬ 
er  Research,  Inc.  in  Cambridge, 
Mass.,  said  Radia  goes  beyond 
distributing  code.  “Any 
digital  asset  can  be 
managed  through  this 
architecture,”  Deutsch 
said. 

And  because  Radia 
lets  end  users  uninstall 
applications  when  they 
are  finished,  more  em¬ 
ployees  get  a  chance  to 
use  the  software  with¬ 
out  exceeding  the  user 
limits  of  licensing 
agreements,  she  said. 

Radia  Software  Man¬ 
ager,  expected  to  be 
available  in  December, 


will  support  Windows  NT  and 
Windows  clients  with  World 
Wide  Web  browsers. 

The  initial  license  fees  start  at 
$15,000  for  a  server  that  sup¬ 
ports  100  subscribers. 


By  Patrick  Dryden 

ON  THE  INTERNET,  nobody 

can  hear  users  scream  about 
poor  performance. 

But  now,  whoever  is  responsi¬ 
ble  for  browser-based  applica¬ 
tions  can  get  early  warning  be¬ 
fore  employees  on  an  intranet 
and  customers  on  the  World 
Wide  Web  complain  via  tele¬ 
phone  or  flame  mail. 

Start-up  VitalSigns  Software, 
Inc.  in  Santa  Clara,  Calif.,  this 
week  will  launch  two  monitors 
that  measure  all  aspects  of  Hy¬ 
pertext  Transfer  Protocol  ex¬ 
changes  directly  from  a  user’s 
perspective  instead  of  indirectly 
from  the  usual  network  and 
server  tools. 

“Pieces  like  routers  and  serv¬ 
ers  may  look  fine,  yet  the  end-to- 
end  connection  is  broken  or  be¬ 
having  slowly.  We  need  to  know 
when  service  degrades  before  it 
irritates  our  customers,”  said  a 
beta  tester,  the  vice  president  for 
online  financial  services  at  a 


Each  additional  subscriber 
costs  $50. 

Novadigm,  in  Mahwah,  N.J., 
expects  Unix  and  Mac  OS  sup¬ 
port  to  be  available  early  next 
year.  □ 


bank,  who  asked  to  remain 
anonymous. 

VitalAnalysis,  a  server  that 
summarizes  performance  by 
each  component  between  a 
browser  and  its  target,  is  avail¬ 
able  now.  Optional  VitalHelp 
software,  due  in  December,  en¬ 
ables  help  desk  staff  to  correlate 
and  fix  user  problems. 

Each  starts  at  $10,000  and  re¬ 
quires  Net.Medic,  a  browser 
add-on  that  reports  perfor¬ 
mance  information  to  the  local 
user  and  to  the  central  servers. 

“There’s  nothing  close  on  the 
market  yet  for  monitoring  client- 
side  activity,  without  ripping 
open  an  application  to  measure 
end-to-end  performance,”  said 
Ray  Paquet,  an  analyst  at  Gart¬ 
ner  Group,  Inc.  in  Stamford, 
Conn.  But  Paquet  cautioned  that 
the  year-old  VitalSigns  must 
prove  its  ability  to  support  many 
customers  and  to  monitor  lots 
of  users  without  sapping  net¬ 
work  bandwidth  or  overloading 
managers  with  statistics.  □ 
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Benefits  of  Novadigm's  Radia  Software  Man¬ 
ager  include  quicker  updates  and  repairs,  and 
centralized  configuration 


Tools  warn  of  slow  'net  delivery 


Applications  running  on  a  professionally  managed  server  network  offer  huge  economies  of 
scale  —  lower  hardware  and  administrative  costs  —  while  dramatically  improving  application 
performance,  reliability  and  security. 


User  Interface 


PC  or  NC 
with 
browser 


i - 1 

®  Any  HTML  or  Java  ^ 

I  I 

User  Interface 

I _ I 


Application 


Oracle  Web  Application  Server  3.0 
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Oracle®  Web  Application  Server  3.0  delivers  all  of  this:  high  performance,  fault  tolerance  and 
security.  It  also  offers  a  wide  choice  of  development  tools:  HTML,  Java,  C,  LiveHTML,  Perl, 
VRML  plus  our  own  PL/SQL,  Developer/2000™  web  forms  and  web  reports. 


ORACLE 

Enabling  the  Information  Age™ 


For  your  free  Trial  CD  of  Oracle  Web  Application  Server  3  0,  call  Oracle 
at  1-800-633-1071,  ext.  11883  or  download  at  http://www.oracle.eom/WAS3.0 
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Suit  or  nerd? 

FRANK  HAYES 


nerd  or  a  suit?  An  IS  chief 
who’s  a  technologist  or  one 
who’s  driven  by  the  bottom  line 
for  business?  The  debate  over  that  choice 
is  raging  at  the  highest 
levels  of  tire  punditry 
pyramid  these  days. 

One  side  says  the 
need  to  align  informa¬ 
tion  technology  and 
business  goals  makes 
a  business-oriented  IS 
boss  essential. 

The  other  side  re¬ 
cites  horror  stories  about  IS  blundering 
horribly  because  the  boss  just  doesn’t  un¬ 
derstand  the  technologies.  Clearly,  this  is 
a  job  for  a  nerd. 

So  which  will  it  be:  nerds  or  suits? 

Here’s  the  news,  folks:  Your  next  IS 
boss  will  be  a  business  type. 

Look,  do  the  math.  More  and  more 
CIOs  are  businesspeople  first.  The  rea¬ 
son  is  simple  and  unsubtle:  Top  manage¬ 
ment  consists  of  businesspeople,  and 
they  want  one  of  their  own  in  charge  of 


something  as  important  as  IS. 

Never  mind  that  the  technologies  in  a 
large  organization’s  IS  shop  range  from 
JCL  to  Java,  that  it’s  getting  more  compli¬ 
cated  by  the  week,  and  that  hand¬ 
ing  some  generic  executive  a  sub¬ 
scription  to  Computerworld  and 
control  of  your  IS  capabilities  just 
about  guarantees  catastrophe. 
After  decades  as  a  backwater 


it  also  makes  IS  too  important  to  leave  in 
the  hands  of  someone  who  came  up 
through  the  technical  ranks. 

So  you  will  get  a  suit.  Think  that’s  bad 
news?  It  doesn’t  have  to  be.  There  can  be 
some  real  advantages  to  having  a  suit  for 
a  boss  —  if  that  suit  can  master  what  IS 
people  do  and  how  they  do  it. 

The  best,  smartest,  most  successful  IS 
executives  I  meet  usually  start  our  con¬ 
versations  by  saying,  “I’m  not  a  technical 
person,  but . . .”  and  then  proceed  to  de¬ 
scribe,  clearly  and  in  detail,  exactly  what 
their  shops  are  working  on. 

They  clearly  understand  the  technical 
issues  and  available  technology  —  and 
they  also  grasp  the  realities  of  imple¬ 
menting  real  systems  and  dealing  with 


To  upper  management,  IS 
is  too  important  to  trust 
to  a  techy. 


real  vendors. 


spin-off  of  the  accounting  department,  IS 
is  now  considered  a  hot,  valuable,  busi¬ 
ness-critical  function  by  the  big  bosses. 
That’s  a  tribute  to  all  the  technical  people 
who  worked  hard  to  prove  IS  could  deliv¬ 
er  technology  tuned  to  the  specific  needs 
of  the  business. 

But  in  the  eyes  of  upper  management, 


ADVISERS' HELP 

Could  IS  executives  step  in  to 
replace  some  random  techie 
on  their  staffs?  Not  a  chance. 
But  they  can  speak  the  lan¬ 
guage,  they  understand  the 
mind-set,  and  they  recognize  the 
strengths,  needs  and  limitations  of  IS 
people. 

In  other  words,  they’re  the  kinds  of 
bosses  any  sane  IS  shop  wants. 

Successful  IS  suits  don’t  get  this  way 
by  accident.  They  beat  their  brains  out 
deciphering  technical  gobbledygook. 


They  listen  carefully  to  what  techies  have 
to  say  and  trust  that  expertise  —  even 
when,  sometimes,  the  techies’  recom¬ 
mendations  get  a  thumbs-down. 

And  they  get  lots  —  lots  —  of  help 
from  their  technical  staffs. 

They’ve  usually  got  another  advantage: 
Because  they  came  from  sales  or  finance 
or  manufacturing,  they  know  the  lan¬ 
guage,  mind-sets  and  needs  of  users,  too. 

Think  that’s  not  a  big  deal?  How  happy 
are  your  users?  And  how  many  of  their 
complaints  boil  down  to  collapsed  com¬ 
munication  between  IS  and  the  other 
parts  of  the  organization? 

And  because  they’ve  been  successful 
in  a  “pure”  business  function,  these 
suits  have  the  clout  they  need  to  make  IS 
successful,  too  —  to  deal  with  high-level 
politics,  fight  for  budgets  and  projects, 
cut  deals  and  stare  down  other  execu¬ 
tives. 

That’s  clout  no  up-from-the-ranks 
techie  could  ever  gamer.  Clout  IS  can 
never  acquire  without  a  suit  at  the  top. 

True,  a  tech-sawy  suit  may  never  quite 
satisfy  your  desire  for  a  true  nerd  for  a 
boss.  But  you  may  just  discover  that  hav¬ 
ing  a  businessperson  as  IS  chief  is  pretty 
good  news  after  all.  □ 


Hayes  is  Computerworld ’s  staff 
columnist.  His  Internet  address  is  frank_ 
hayes@cw.com. 


Sun  earnings  disappoint 

Sun  Microsystems,  Inc.’s  first-quarter  earnings  fell 
short  of  analysts'  expectations  despite  record  revenue 
of  just  under  $2.1  billion.  Net  income  for  its  quarter 
ended  Sept.  28  was  $108  million,  or  27  cents  per  share, 
down  from  $123  million,  or  32  cents  per  share,  for  the 
same  quarter  last  year,  Sun  officials  said.  Analysts 
polled  by  First  Call  had  estimated  Sun’s  earnings  would 
reach  44  cents  per  share. 

Microsoft  expands  support 

Microsoft  this  week  is  expected  to  announced  a  sup¬ 
port  service  in  conjunction  with  Hewlett-Packard  Co. 
and  Digital  Equipment  Corp.  The  service,  aimed  at  mid¬ 
size  companies,  gives  users  support  on  up  to  75  inci¬ 
dents  a  year  at  a  price  estimated  at  less  than  $30,000. 

IBM  shuffles  PC  group 

IBM  is  reorganizing  its  consumer  computer  division. 
The  move  will  initially  mean  bringing  the  development 
team  for  the  consumer  PC  division  into  the  commercial 
desktop  group.  IBM  wouldn’t  comment  on  whether  the 
reorganization  will  lead  to  layoffs,  although  analysts 
predict  it  will. 

Congress  allots  $23M  for  'net 

Congress  has  earmarked  $23  million  to  create  ad¬ 
vanced  online  communications  1,000  times  faster  than 
today’s  Internet.  The  money  comes  from  the  Internet 
infrastructure  preservation  fund  and  is  in  the  federal 
budget  now  before  President  Clinton.  The  fund  was  cre¬ 
ated  five  years  ago  using  30%  of  the  Internet  domain 
registration  fees  collected  by  Network  Solutions,  Inc.  in 
Reston,  Va. 


Microsoft  meets  with  Nader 

A  Microsoft  representative  last  week  voiced  concern 
about  a  conference  planned  by  Ralph  Nader  to  examine 
the  Redmond,  Wash.,  software  giant’s  business  prac¬ 
tices  [CW,  Oct.  13].  In  a  meeting  with  Nader’s  Consum¬ 
er  Project  on  Technology  group,  lobbyist  Jack  Krum- 
holtz  asked  about  the  motivations  of  the  conference 
organizers  and  expressed  concern  that  the  event  would 
just  be  a  Microsoft  “bashing  session.” 

Netscape,  AOL  E-mail  service 

Netscape  Communications  Corp.  in  Mountain  View, 
Calif.,  and  America  Online,  Inc.  last  week  announced 
plans  for  a  free  messaging  service.  The  service,  called 
Netscape’s  AOL  Instant  Messenger,  is  due  out  by 
year’s  end.  Instant  messages  will  be  routed  through 
America  Online’s  network  and  will  be  available  to  users 
of  Netscape’s  Navigator  browser  and  Communicator 
groupware  client. 

Compaq  offers  Web  sales 

Compaq  Computer  Corp.  is  going  direct.  The  Houston- 
based  computer  maker  is  selling  products  through 
CompaqDirect,  a  World  Wide  Web  site  (www.compaq- 
direct.com)  that  also  sells  computers  from  other  ven¬ 
dors.  The  move,  which  follows  Compaq’s  move  to  a 
partial  “build-to-order”  manufacturing  model,  is  part  of 
the  company’s  ongoing  effort  to  compete  with  direct 
sellers  such  as  Dell  Computer  Corp. 

Solectron  grabs  Baldrige  award 

The  U.S.  Department  of  Commerce  has  presented  its 
Malcolm  Baldrige  National  Quality  Award  to  Solectron 
Corp.  in  M  ilpitas,  Calif.,  for  the  second  time  in  six  years. 


Solectron  has  18,000  worldwide  employees  and  pro¬ 
vides  customized  electronics  manufacturing  services  to 
equipment  makers. 

Cisco  to  tie  data,  voice,  video 

Officials  at  Cisco  Systems,  Inc.  said  this  week  the 
company  plans  to  lay  out  its  strategy  for  integrating 
voice,  data  and  video  traffic  on  users’  current  data 
networks,  a  move  that  can  save  users  money  by 
eliminating  parallel  networks.  The  San  Jose,  Calif., 
internetworking  giant  said  its  announcement  will  in¬ 
clude  at  least  one  new  product  but  declined  to  provide 
details. 

Wang  wins  $539M  fed  contract 

Wang  Government  Services  has  won  a  $539  million, 
five-year  contract  from  the  U.S.  Immigration  and  Natu¬ 
ralization  Service  for  desktop  management  and  net¬ 
work  support.  Wang,  in  Billerica,  Mass.,  will  oversee 
more  than  24,000  desktop  seats. 

SHORT  TAKES  GemPlus  Corp.  in  Montgomery- 
ville,  Pa.,  announced  the  first  Java-based  SmartCard  im¬ 
plemented  on  a  32-bit  RISC  processor  last  week.  ... 
Lockheed  Martin  Corp.  contracted  to  buy  $60  mil¬ 
lion  worth  of  Hewlett-Packard  Co.  Unix  and  Win¬ 
dows  NT-based  enterprise  servers,  departmental  serv¬ 
ers  and  workstations.  ...  Westboro,  Mass. -based 
Banyan  Systems,  Inc.  will  announce  Banyan  Intra¬ 
net  Protect,  a  Web  server  add-on  that  uses  the  compa¬ 
ny’s  StreetTalk  directory  to  control  access  to  informa¬ 
tion  stored  on  a  corporate  intranet. . . .  Firewall  software 
vendor  Checkpoint  Software  Technologies  Ltd.  in 
Redwood  City,  Calif.,  posted  earnings  of  $12  million  on 
$22.4  million  in  revenue,  a  219%  jump  in  profits  com¬ 
pared  with  last  year’s  third  quarter. 


(www.computerworld.com)  October  20,  1997  Compu t  erw  orld 


Coding  contest  showcases  student  stars 

►  Talented  collegians  get  a  head  start  in  securing  plum  IS  jobs 


By  Julia  King 


a  coast  guard  rescue  team  knows 
only  the  general  location  of  a  ship  strand¬ 
ed  on  the  high  seas.  How  can  it  pinpoint 
the  exact  location  of  the  vessel  and  map 
out  the  most  direct  route  to  reach  it  be¬ 
fore  it  sinks? 

A  new  long-distance  telephone  compa¬ 
ny  needs  a  calling  circle  plan  in  a  hurry. 
You  must  write  the  program  using  only  a 
log  of  phone  calls  among  the  company’s 
customers. 

Those  are  the  kinds  of  computing 
problems  student  programmers  will 
tackle  in  the  ACM  Association  for  Com¬ 
puting’s  22nd  annual  International  Col¬ 
legiate  Programming  Contest,  which 
kicks  off  in  the  U.S.  this  week  at  Rice 
University  in  Houston.  Only  one  three- 
student  team  will  win  this  year’s  grand 
prize  of  several  thousand  dollars  in  schol¬ 
arships.  But  virtually  all  of  the  more  than 
3,000  contestants  can  expect  to  be  del¬ 
uged  with  letters  and  calls  from  compa¬ 
nies  that  seek  the  best  and  the  brightest 
computer  science  graduates. 


Tips  from  former  ACM  contestants 

►  The  problems  look  deceptively 
simple.  Don't  be  fooled. 


►  Practice  on  problems  from 
previous  contests,  which  are 
available  from  ACM. 

(www.acm.org/contest) 

►  Brush-up  on  graph  theory  and 
mathemetical  geometry. 

“The  contest  was  definitely  a  huge  part 
of  getting  this  job,”  said  Vicki  Givens,  23, 
a  two-time  ACM  contestant  and  now  a 
software  engineer  at  IBM’s  Government 
Industry  Division  in  Houston.  Givens 
graduated  from  the  University  of  Oklaho¬ 
ma  in  May. 

“As  far  as  other  job  interviews  I  had, 
they  always  asked  me  about  the  contest 
and  were  very  interested  in  it,  because  it 
shows  team  skills  and  motivation  beyond 
the  classroom,”  she  said. 

During  the  five-hour  contests,  teams 
of  three  students  each  are  given  eight 
identical  problems  to  solve.  The  catch  is 
that  each  team  is  given  only  one  comput¬ 
er  to  complete  the  assignments. 

“That  makes  time  management  a  real 
issue,  so  teamwork  and  team  chemistry 
are  both  very  important”  —  just  as  they 
are  on  the  job,  said  Kris  Rudin,  a  former 
contestant  and  now  vice  president  of  Au¬ 


rora  Development  Group,  Inc.,  a  Web 
site  developer  in  Spokane,  Wash. 

The  one-computer-per-team  rule  goes 
back  to  the  contest’s  beginnings  in  the 


1970s  “when  equipment  was  expensive, 
and  you  had  to  share,”  explained  Bill 
Poucher,  a  professor  of  computer  science 
at  Baylor  University  in  Waco,  Texas,  and 
contest  director. 

But  after  equipment  costs  dropped, 
ACM  opted  to  keep  the  single  PCs  be¬ 


cause  “one  of  the  problems  we  face  in  ac¬ 
ademia  is  that  we  tend  to  develop  individ¬ 
uals  rather  than  an  individual’s  ability  to 
work  with  others.  Having  a  single  ma¬ 
chine  forces  that  issue,”  he  said. 

Poucher  said  about  1,000  teams  will 
compete  in  regional  contests.  The  50 
teams  that  solve  the  most  problems  in 
the  fewest  attempts  and  least  amount  of 
time  will  meet  in  Adanta  in  February  for 
the  World  Finals,  he  said.  □ 
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Talent  Alliance  members  have  yet  to  swap  workers 


►  Companies  share  skills  and  information  hut  not  employees 


By  Julia  King 

about  1  million  employees  at  more 
than  a  dozen  member  companies  have 
been  given  access  to  Internet-based  skills 


assessment  tools  and  training  by  the 
7-month-old  Talent  Alliance. 

But  the  cross-industry  consortium  of 
companies  that  banded  together  in 
March  to  tackle  the  information  technol¬ 


ogy  skills  gap  and  other  workforce  issues 
has  yet  to  implement  its  planned  pro¬ 
gram  for  sharing  technical  and  other  key 
employees  [CW,  March  17]. 

“It’s  taking  a  little  longer  than  we 
thought  because  a  couple  of  our  member 
companies  anticipated  large-scale  re¬ 


structuring,  but  that’s  not  happening 
yet,”  said  Jeannette  Galvanek,  a  vice  pres¬ 
ident  of  human  resources  at  AT&T  Corp. 
and  president  and  CEO  of  the  Morris- 
ville,  N.J. -based  Talent  Alliance. 

The  Talent  Alliance  was  formed  in  the 
spring  as  a  way  for  companies  to  cross- 
train  workers  and  loan  one  another  key 
employees  as  their  project  needs  dictate. 
On  the  employee  side,  the  Alliance’s  role 
is  to  provide  training,  job  counseling  and 
a  talent/job  matching  service. 


TALENT  ALLIANCE 


Headquarters:  Morrisville,  N.J. 

Founded:  March  1997  to  address 
changing  workforce  patterns 

Member  companies:  14,  including 
AT&T,  UPS  and  Unisys.  The 
companies  share  training  and 
other  resources,  including 
employees 

Benefits:  Employees  get  online 
access  to  job  listings,  career 
counseling  and  skills  training 

Alliance  members  said  they  thought  it 
would  take  time  for  the  organization’s 
ideas  of  cross-training  and  sometimes 
cross-employing  workers  to  be  adopted 
on  a  large  scale.  Most  members  are  still 
figuring  out  how  to  implement  them. 

“It’s  one  of  those  things  that’s  a  cul¬ 
ture  change  and  will  evolve  over  time,” 
said  Kris  Lang-Shasky,  manager  of  work¬ 
place  effectiveness  at  Ceridian  Corp.,  a  $1 
billion  information  services  company  in 
Minneapolis. 

OTHER  RESOURCES  AVAILABLE 

But  member  companies  are  tapping 
in  to  other  services  provided  by  the 
Alliance,  including  a  job  and  resume¬ 
posting  service  and  various  training  re¬ 
sources. 

Unisys  Corp.,  for  example,  is  using  the 
group’s  network-based  skills  assessment 
programs  and  other  career  and  financial 
planning  tools  as  part  of  its  enterprise¬ 
wide  Career  Fitness  Center. 

“In  today’s  job  market,  the  reality  is 
that  everybody’s  virtually  a  free  agent, 
and  everybody’s  responsible  for  their 
own  career.  This  is  a  vehicle  for  employ¬ 
ees  to  keep  their  skills  marketable,”  said 
Jack  Hughson,  vice  president  of  human 
resources  at  Unisys’  federal  systems  divi¬ 
sion  in  Fairfax,  Va. 

Ceridian  is  sending  job  openings  to 
Talent  Alliance’s  jobs  database.  Theoreti¬ 
cally,  employees  at  all  member  compa¬ 
nies  could  then  view  the  database  of 
available  jobs  at  other  member  compa¬ 
nies.  But  members  are  also  free  to  set 
their  own  policies  about  access  to  job  in¬ 
formation. 

At  Ceridian,  for  example,  access  will  be 
granted  only  to  employees  who  are  “offi¬ 
cially  displaced,”  rather  than  to  all  em¬ 
ployees,  Lang-Shasky  said.  □ 
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For  the  latest  in  Data  Center  server  solutions,  visit:  www.computerworld.com/custompubs/intell 
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INTEL  ARCHITECTURE  AT  WORK  IN  THE  DATA  CENTER. 


The  glass  house.  The  heart  of  mission- 
critical  computing.  Not  the  place  to  cut  corners 
on  performance  or  reliability.  That’s  why  more 
and  more  successful  companies  have  chosen 
the  Intel  architecture  to  drive  their  businesses. 
It  provides  the  robust  foundation  they  rely  on 
to  run  their  core  enterprise  applications  today, 
as  well  as  headroom  for  tomorrow. 


And  Intel's  continuing  investment  in 
technology  means  system  suppliers  can  focus 
on  what  they  do  best  -  meeting  the  unique  needs 
of  their  enterprise  customers. 

So  visit  us  on  the  Web.  And  find  out  more 
about  the  products  and  technologies  that  are 
powering  some  of  the  hardest  working  Data 
Centers  today. 


•  www.intel.com/Procs/Servers 


intel. 
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Many  companies  are  saying,  “Were  just  like  Forte,  only  for 
the  Web.”  What  they  mean  is  that  they’re  targeting 
scaleable,  reliable,  mission-critical  applications  for  the 
Web.  Trouble  is,  they’re  talking  futures.  Meanwhile,  Forte  customers 
have  already  developed  and  deployed  robust,  component-based  Web 
applications  today.  Customers  like  Eli  Lilly,  HOME  Account 
Network,  Mazda,  TransCanada  Pipelines,  Banco  de  Boston  and 
World  Bank,  to  name  just  a  few.  So  if  you  really  want  Forte  power 
on  the  Web,  the  only  place  to  get  it  is . . .  from  Forte. 

Click  here  to  see  what  industry  analysts  say  about  Forte  or  to 
view  our  latest  Web  White  Paper.  Better  yet,  sign  up  for  the  next 
Forte  Enterprise  Internet  Briefing  in  a  city  near  you.  Or  call 
800-622-5076,  today. 

Because  only  Forte  has  what  you  need  to  develop  enterprise 
Internet  applications,  today. 
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VIRTUAL  WORKPLACE 


Who  pays  for  telecommuting? 


By  Kim  Girard 


AMERICAN  EXPRESS  CO.  picks 

up  the  full  tab  for  office  furni¬ 
ture,  a  computer  and  the 
monthly  telephone  bill  for  em¬ 
ployees  who  telecommute  sever¬ 
al  days  each  week. 

In  exchange,  Amex’s  tele¬ 
commuters  — 

600  of  the  com¬ 
pany’s  72,000 
employees  —  of¬ 
ten  sacrifice  exclu¬ 
sive  rights  to  cov¬ 
eted  desk  space 
within  the  finan¬ 
cial-services  com¬ 
pany’s  increasing¬ 
ly  crowded  offices. 

"Just  about  ev¬ 
ery  major  facility 
we  have  is  burst¬ 
ing  at  the  seams,” 
said  Joel  Ratekin, 
a  director  in  space 
planning  at  Amer¬ 
ican  Express  Real 
Estate  Services  in  New  York. 

THE  DETAILS 

Despite  the  practice  at  Amex, 
the  extent  to  which  companies 
foot  the  telecommuting  bill  var¬ 
ies  widely.  It  often  depends  on 


employee  demand  and  whether 
alternative  work  arrangements 
are  a  corporate  priority. 

“Generally,  employees  are 
picking  up  the  expenses,”  said 
Gil  Gordon,  president  of  Gil 
Gordon  Associates,  a  telecom¬ 
muting  consultancy  in  Mon¬ 
mouth  Junction,  N.J. 

The  tab  in¬ 
cludes  a  one-time 
cost  of  between 
$200  and  $2,000 
for  an  office 
desk  and  between 
$200  and  $1,200 
for  an  ergonomic 
chair.  It  also  in¬ 
cludes  the  cost 
of  a  laptop  or 
PC  and  ongoing 
phone  charges.  In 
some  cases,  a 
printer  or  fax  ma¬ 
chine  is  also  in¬ 
cluded. 

In  exchange, 
the  company  can 
expect  to  save  between  $1,500 
and  $5,000  per  year  in  real  es¬ 
tate  costs  per  desk  that  is  freed 
up  by  a  telecommuter,  Gordon 
said. 

At  Merrill  Lynch  &  Co.,  where 
being  perceived  as  an  employer 


Around  $1,000  to 
$4,000 


Modem 


you  say,  ‘I’ve  made  a  mistake. 
We  have  to  change  it,’  ”  said  Ca¬ 
mille  Manfredonia,  vice  presi¬ 
dent  of  alternative  work  ar¬ 
rangements  at  Merrill  Lynch. 

Manfredonia  said  her  office 
often  consults  with  the  phone 
company  to  get  a  service  that 
better  suits  an  employee’s  use. 


$100  to  $200 


MONEY  MATTERS 

At  Novartis  Pharmaceuticals 
Corp.  in  East  Hanover,  N.J.,  re¬ 
quests  for  funding  for  telecom¬ 
muting  is  considered  on  a 
case-by-case  basis,  according  to 
human  resources  manager  Lau¬ 
rie  Pellegrino. 

The  company  may  use  tele¬ 
commuting  as  a  bargaining  chip 
when  recruiting  a 
coveted  job  candi¬ 
date,  she  said.  In 
other  cases,  an 
employee  may  be 
required  to  share 
the  cost  of  work¬ 
ing  at  home,  de¬ 
pending  on  how 
well  a  particular 
department  is 
funded  for  infor¬ 
mation  systems 
expenses,  Pellegri¬ 
no  said. 


$350 


of  choice  is  driving  telecommut¬ 
ing  and  flexible  scheduling,  the 
company  pays  for  a  laptop  and 
docking  station  or  a  PC,  as  well 
as  a  regular  phone  line,  an  Inte¬ 
grated  Services  Digital  Network 
line  or  a  frame-relay  connection. 
But  employees  pay 
for  furniture. 


PHONE  BILLS 

Of  all  the  expenses, 
phone  bills  can  be 
the  most  difficult  to 
control,  especially 
if  the  user  must  be 
connected  to  the 
network  for  many 
hours  each  day. 

“When  you  get 
that  $2,000  phone 
bill  for  the  month. 


As  telecom¬ 
muting  pro¬ 
grams  evolve 
and  a  cross-sec¬ 
tion  of  depart¬ 
ments  within 
firms  work  to¬ 
gether  on  poli¬ 
cies,  expenses 
tend  to  shift 
back  to  the  em¬ 
ployer,  said  El¬ 
len  Reilly,  presi¬ 
dent  of  the  New 
York  Telecom¬ 
muting  Adviso¬ 
ry  Council. 

“It’s  been 
challenging  to 
get  investment 
said.D 


mj 


Telephone  line, 
ISDN  orframe- 
relay  connection 


$15  to  $1,500  per 
month,  excluding 
usage 


in  it,”  Reilly 


Hewlett-Packard's 
combination  fax,  printer 
and  copier 


$600 


Storage  management  future  gets  better  for  users 

►  Companies  introduce  tools  to  help  with  expected  deluge  of  data 


By  Tim  Ouellette 


by  early  n  ext  year,  users  will 
gain  two  new  tools  to  help  man¬ 
age  their  widespread  storage 
systems  from  a  common  inter¬ 
face. 

Veritas  Software  Corp.  on 
Wednesday  plans  to  unveil  Stor¬ 
age  Manager,  a  central  interface 
that  links  to  Veritas’  line  of  open 
systems  storage  tools  and  moni¬ 
tors  users’  disk  and  tape  sub¬ 
systems.  The  Mountain  View, 
Calif.,  vendor  also  will  an¬ 
nounce  related  modules  that  of¬ 
fer  performance  management 
and  let  users  predict  storage  ca¬ 
pacity'  and  performance  needs. 

MAINFRAME  STORAGE 

And  on  the  mainframe  side, 
Boole  &  Babbage.  Inc.  (B&B) 
last  week  announced  SpaceView 
Explorer  a  central  Windows 
95/Wtndows  NT  interface  to 
BN.B  s  SpaceView  mainframe 
storage  management  tools.  The 
San  Jose,  Calif,  company  plans 


to  support  Unix  and  Windows 
NT  storage  early  next  year. 

The  integration  efforts  come 
as  storage  turns  into  a  major  por¬ 
tion  of  the  typical  server  pur¬ 
chase  or  even  a  separate  purchas¬ 
ing  decision  altogether.  Analysts 
said  users  are  slowly  realizing 
that  they  need  a  way  to  get  a  han¬ 
dle  on  these  growing  and  often 
widespread  storage  resources, 
especially  for  open  systems. 


WHAT'S  IN  STORE 


With  its  new  Storage 
Manager,  Veritas  hopes 
to  help  users  plan  for  the 
coming  deluge  of  data 

Total  terabytes  of 
storage  shipped 

1995  |  21,000 


568,433* 


•Projected 

Source:  International  Data  Corp.,  Framingham.  Mass. 


For  example.  Wells  Fargo  & 
Co.  wants  to  make  storage  a 
system-level  service  that  is  cen¬ 
trally  managed  and  organized, 
something  that  has  been  lacking 
in  the  open  systems  world. 

“The  integrated  view  [with 
Veritas’  Storage  Manager]  is 
big  for  us,”  said  Terry  Johnson, 
vice  president  of  Unix  and  Ora¬ 
cle  Corp.  systems  at  the  San 
Francisco  financial  giant.  “We 
have  30  to  35  arrays  right  now. 
and  overall  management  of 
this  has  been  a  complete  night¬ 
mare.” 

PANORAMIC 

Storage  Manager  is  meant 
to  give  users  a  sweeping  view 
of  storage,  with  ties  to  data¬ 
bases,  tape  devices,  disk  arrays 
and  Veritas  tools  such  as  the  Ve¬ 
ritas  File  System.  Hierarchical 
Storage  Manager,  Volume  Man¬ 
ager  and  NetBackup.  The  soft¬ 
ware  will  provide  alerts  via  intel¬ 
ligent  software  agents  tied  to 
those  other  tools  and  devices. 


B&B’s  StorageView  Explorer 
links  with  the  company’s 
Command/Post  systems  man¬ 
agement  suite. 

Veritas  will 
provide  an  appli¬ 
cation  program¬ 
ming  interface  to 
tie  in  to  leading 
network  and  sys¬ 
tems  manage¬ 
ment  products. 

With  Storage 
Manager.  Veritas 
will  offer  Storage 
Advisor,  a  perfor¬ 
mance  manage¬ 
ment  tool  that 
can  recommend 
how  to  tune  and 
configure  storage 
resources  for  certain  applica¬ 
tions. 

“We  are  interested  in  bench¬ 
marking  different  storage  de¬ 
vices  with  the  Veritas  perfor¬ 
mance  management  tools,”  said 
John  Barton,  a  senior  systems 
administrator  at  Deluxe  Corp.,  a 
Shoreview,  Minn.,  printer  of 
personal  checks. 


Another  module,  Storage 
Planner,  will  let  users  forecast 
storage  sizing  and  predict  the  ef¬ 
fects  of  mirroring  or  RAID  on  a 
storage  environment,  for  exam¬ 
ple.  That  will  become  more  es¬ 
sential  as  users  try  to  map  out 
how  much  storage  they  will 
need  for  fast¬ 
growing  applica¬ 
tions  such  as  data 
warehousing. 

“That  can  be 
helpful,  especial¬ 
ly  if  someone  has 
50  to  60  servers. 
Then  you  can 
play  out  all  the 
what-if  scenarios 
involved.  ’  said 
Anders  Lofgren, 
an  analyst  at  Giga 
Information 
Group  in  Cam¬ 
bridge  Mass. 

Storage  Manager  will  be  avail¬ 
able  in  January.  Pricing  will  start 
at  $1,500  for  low-end  servers. 
Pncing  for  StorageView  Explor¬ 
er  starts  at  $5,000  for  five  user 
seats.  □ 

Network  technology 
becomes  key  to  storage 
scalability.  Page  67 


Analysts  said  users 
are  slowly  realizing 
they  need  a  way  to 
get  a  handle  on  these 
growing  and  often 
widespread  storage 
resources,  especially 
for  open  systems. 
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Study  showing  E-mail 
slowdown  catches  flak 


Users ,  others  express  doubts  about  findings 


By  Barb  Cole-Gomolski 
and  Matt  Hamblen 

is  delivery  of  E-mail  on  the 
Internet  slowing  down? 

A  new  study  says  yes,  but  in¬ 
terviews  with  users,  Internet 
service  providers  and  the  Inter¬ 
net  Mail  Consortium  indicate 
otherwise.  The  consortium  even 
questions  the  methodology  of 
the  study  from  Inverse  Network 
Technology,  Inc.  in  Santa  Clara, 
Calif. 

There  is,  however,  concern 
among  some  information  sys¬ 
tems  managers  as  to  what  effect 
Internet  mail  delays  might  have 
as  more  companies  tie  electron¬ 
ic  mail  to  electronic-commerce 
applications. 

“Personally,  I’d  be  concerned 
if  I  sent  my  credit-card  number 
down  the  line  [via  E-mail]  and 
learned  that  it  was  somewhere 
on  the  'net  instead  of  being  de¬ 
livered,”  said  Tim  Crawford, 
technical  project  manager  at  Na¬ 
tional  Semiconductor  Corp.  in 
Santa  Clara,  Calif. 

GROWING  FAST 

Companies  increasingly  are  re¬ 
lying  on  Internet  mail  because  it 
is  more  scalable  and  less  expen¬ 
sive  to  manage  than  proprietary 
systems.  According  to  Interna¬ 
tional  Data  Corp.  in  Framing¬ 
ham,  Mass.,  the  number  of  In¬ 
ternet  E-mail  users  grew  727% 
last  year  to  n  million  worldwide. 
There  are  still  more  users  —  17 
million  worldwide  —  on  LAN- 
based  E-mail  systems,  but  that 
segment  grew  by  only  16%  last 
year. 

The  Inverse  study  of  12  Inter¬ 
net  service  providers  showed 
that  the  percentage  of  Internet 
E-mail  delivered  in  less  than  five 
minutes  fell  from  92%  in  April 


Percentage 
of  E-mail 
delivered  in 
tess  than 
five  minutes 


BssskI  on  tests  of 
12  Internet  service 
providers  from 
April  to  September  April  May  June 

Source:  inverse  Network  Technology,  Inc..  Santa  Clara.  Calif. 


to  about  81%  in  September.  The 
study  attributed  the  delays  to 
downed  or  backlogged  servers 
designed  to  receive  incoming 
E-mail  at  service  provider  loca¬ 
tions.  Inverse  mailed  more  than 
200,000  messages  to  the  12  In¬ 
ternet  service  providers  during 
the  past  six  months  as  part  of 
the  study. 

Paul  Hoffman,  co-chairman 
of  the  Internet  Mail  Consortium 
industry  group  in  Santa  Cruz, 
Calif.,  questioned  how  well  In¬ 
verse’s  study  mirrors  the  condi¬ 
tions  found  in  most  large  com¬ 
panies. 

“Inverse  is  testing  messages 
sent  from  one  [Internet  service 
provider]  to  another,  and  that 
doesn’t  match  the  average  cor¬ 
porate  customer’s  experience,” 
Hoffman  said.  Internet  E-mail 
sent  from  company  to  company 
would  be  faster,  he  said.  That’s 
partly  because  Internet  service 
providers  may  operate  for  days 
with  a  downed  server,  but  that 
“never  happens  in  the  corporate 
environment,”  Hoffman  said. 

As  a  result,  the  Internet  Mail 
Consortium  —  which  includes 
most  of  the  major  messaging 
vendors  —  has  decided  to  do  its 
own  testing  of  E-mail  over  the 
Internet  and  hopes  to  publish 
the  results  sometime  next  year. 

Users,  meanwhile,  said  they 
have  seen  some  delays  with  In¬ 
ternet  mail,  but  either  they 
aren’t  sure  what  is  causing  them 
or  have  traced  them  back  to 
their  own  server  gateways. 

“We’ve  had  [just  a  handful  of] 
complaints  that  it  can  take 
hours  [to  deliver  an  Internet 
mail  message],  and  that  can 
stretch  into  the  next  business 
day,”  said  Mark  Chrobak,  a  se¬ 
nior  systems  analyst  at  North¬ 
western  Mutual  Life  Insurance 


Co.  in  Milwaukee. 

At  New  York-based  Jo¬ 
seph  E.  Seagram  &  Son, 

Inc.,  delays  involving  incom¬ 
ing  Internet  E-mail  were  traced 
to  a  gateway  that  hooks  the  com 
pany’s  Lotus  Development 
Corp.  Cc:Mail  network  to 
the  Internet,  according 
to  Kevin  Coleman,  im¬ 
plementation  specialist. 

One  company  that 
tracks  Internet  mail 
performance,  Texas  In¬ 
struments,  Inc.  in  Pla¬ 
no,  Texas,  reports  an  av¬ 
erage  message  delivery  time 
of  20  seconds.  But  the  compa¬ 
ny  is  unique  in  that  it  runs  a  na¬ 
tive  Simple  Mail  Transfer  Proto¬ 
col  mail  backbone,  so  messages 
aren’t  passed  through  a  gateway. 

For  their  part,  Internet  service 
providers  said  they  aren’t  get¬ 
ting  complaints  about  the  deliv¬ 
ery  times  of  E-mail.  However,  al¬ 
though  they  denied  getting 
complaints,  only  one  service 
provider  supplied  its  own  fig¬ 


ures  on  how  well  it  is  perform¬ 
ing. 

“I  think  we’re  performing 
well,”  said  Ted  Creech,  a  spokes¬ 
man  for  BellSouth.net.  The 
company  is  concerned,  though, 
that  increasing  spam  on  the  In¬ 


ternet  is  slowing  down  E-mail. 
Creech  said  BellSouth  is  adding 
servers  to  meet  growth  in  dial¬ 
up  subscribers  and  dedi¬ 
cated  access  business 
users. 

Mike  McQuary, 
president  of  Mind¬ 
spring  Enterprises, 

Inc.  in  Atlanta,  said 
the  Inverse  numbers 
don’t  correlate  with  the 
Internet  service  provider’s 
own  findings  about  E-mail 
delivery  rates,  but  he  wouldn’t 
say  whether  Mindspring’s  rates 
are  better  or  worse. 

“Overall,  there’s  a  lot  more  E- 
mail  traffic,  and  there's  more 
spam,”  McQuary  said.  "If 
there  is  some  degradation, 
I’m  sure  that  added  traffic  is 
the  culprit,  and  lots  of  [Inter¬ 
net  service  providers]  will 
have  to  get  additional  serv¬ 
ers.” 

Whether  Internet  mail 
takes  five  minutes  or  two  min¬ 
utes,  it  is  particularly  likely  to 
seem  slow  to  users  migrating 
off  mainframe  systems,  where 
sub  second  response  times  are 
common,  said  Joe  Jesson,  staff 
consultant  at  Amoco  Corp.  in 
Chicago.  □ 

Sun  rolls  out  an  E-mail 
server  based  on  Internet 
protocols.  Page  57 


AT&T 


July  Aug.  Sept.  Oct. 
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for  AT&T’s  data  networking  ser¬ 
vices  group. 

The  services  will  be  large 
bandwidth  pipes  over  an  Asyn¬ 
chronous  Transfer  Mode  back¬ 
bone  network  that  users  can  tie 
their  campus  LANs  to  using 
high-speed  network  access 
equipment  at  their  sites.  AT&T 
wouldn’t  say  if  it  will  provide  the 
access  boxes  as  well. 

“It  will  be  rolled  out  early  next 
year,”  Lueckenhoff  said.  “It  will 
let  users  link  LANs  at  speeds  up 
to  100M  bit/sec.” 

Analysts  predict  the  100M 
bit/sec.  offering  will  be  popular 
with  users  because  most  already 
use  100M  bit/sec.  Fast  Ethernet 
or  Fiber  Distributed  Data  Inter¬ 
face  (FDDI)  backbones  to  link 
buildings  on  their  campuses. 

“There’s  certainly  a  class  of 
customers  who  need  this  service 
capability  and  have  been  waiting 
a  long  time  for  it,”  said  Chris¬ 
tine  Heckart,  an  analyst  at  Tele- 
Choice,  Inc.,  a  Verona,  N.J.,  con¬ 
sultancy.  “The  financial  indus¬ 
try,  among  others,  would  be  [es¬ 
pecially]  attracted.” 

One  user  expressed  interest 
in  the  transparent  LAN  services, 


if  the  price  is  right. 

“It  sounds  like  a  very  appeal¬ 
ing  offering,  especially  since  us¬ 
ers  running  applications  on 
high-speed  LANs  at  10  and 
100M  bits  run  into  a  bottleneck 
at  the  WAN  when  faced  with 
service  at  64  and  128K  bits,” 
said  Virgil  Palmer,  director  of 
telecommunications  and  net¬ 
works  at  Air  Products  &  Chemi¬ 
cals  Corp.  in  Allentown,  Pa. 


MCI  Communications  Corp. 
nor  Sprint  Corp.  offer  a  branded 
100M  bit/sec.  LAN  interconnec¬ 
tion  service. 

MCI  has  no  immediate  plans 
to  offer  FDDI  transparent  LAN 
service.  Sprint,  however,  will  de¬ 
ploy  services  in  the  first  half  of 
1998  that  will  enable  users  to 
link  LANs  over  WANs  at  LAN 
speeds,  a  spokesman  said. 

One  key  to  service  acceptance 


"The  real  issue  with  the  services 
is  how  they're  priced.  That  will 
determine  our  interest  in  the 
services.” 

-  Virgil  Palmer, 

Air  Products  &  Chemicals 


Lueckenhoff  wouldn’t  say 
whether  AT&T  will  offer  ser¬ 
vices  at  speeds  greater  than 
100M  bit/sec.  But  he  said  the 
carrier  is  considering  providing 
the  services  internationally  as 
well,  which  piqued  the  interest 
of  Palmer,  who  supports  sites  in 
90  countries. 

AT&T  could  be  the  first  of  the 
Big  Three  long-distance  carriers 
to  deploy  such  offerings:  neither 


is  pricing.  AT&T  could  charge  a 
flat  monthly  fee  or  base  fees  on 
actual  usage,  Heckart  said. 

“The  real  issue  with  the  ser¬ 
vices  is  how  they’re  priced,” 
Palmer  said.  “That  will  deter¬ 
mine  our  interest  in  the  ser¬ 
vices.” 

AT&T  will  offer  the  LAN  in¬ 
terconnection  services  over  a 
155M  bit/sec.  backbone  net¬ 
work,  Lueckenhoff  said.  □ 


There's  a  word 
for  those  who  think 
they  have  to  dump 
their  SNA  network 
to  get  things 


MCI  would  like  to  dispel  the  myth  that  to  get  the 
latest  network  technology,  you  have  to  throw  out  the 
baby  with  the  bathwater. 

Because  now  MCI  can  help  your  business  build 
one  virtual  network  that  can  support  your  intranet, 
extranet  and  existing  SNA  applications. 

Think  of  the  money  you’ll  save  by  eliminating  the 
need  for  private  lines. 

And  the  time  you’ll  save  by  having  only  one 
network  to  manage. 

What’s  more,  MCI’s  virtual  network  gives  you 
bandwidth  on  demand  to  handle  fluctuating  traffic 
and  also  lets  you  prioritize  data  flow. 

Visit  www.mci.com  or  call  1-800-659-5479  and 
find  out  why  the  only  thing  you  need  to  get  rid  of  is 
your  old  way  of  doing  things. 


like  intranets 


and  Web  sites. 


Is  this  a  great  time,  or  what? 
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High  management  support  costs 
force  delay  in  NT  4.0  migrations 


Fortune  100  tread  carefully 
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elected  to  reinstall  their  legacy 
network  operating  systems. 

Windows  NT  4.0,  has  far  less 
horsepower  than  rival  systems 
and  can’t  handle  as  many  users 
on  one  file  server. 

And  because  NT 
4.0  lacks  an  enter¬ 
prise  directory  on 
the  scale  of  Novell 
Directory  Services, 
it  requires  more 
administrators  to 
manage  it  in  large 
enterprises. 

Additionally,  its 
clustering  capabili¬ 
ties  lag  behind  No¬ 
vell,  Inc.’s  IntranetWare  and 
provide  only  baseline  fault  toler¬ 
ance  and  redundancy. 

But  NT  4.0  is  generally  con¬ 
sidered  a  more  robust  applica¬ 
tion  server.  Users  complain  that 
deploying  Windows  NT  Server 
4.0  costs  more  than  expected  for 
several  reasons,  according  to 
Evan  Bauer,  an  analyst  at  Giga 
Information  Group  in  Cam¬ 
bridge,  Mass. 

Unlike  Unix  or  NetWare, 
Windows  NT  Server  can  handle 
only  one  task  well,  so  more  sys¬ 
tems  are  needed  to  support 
users,  Bauer  said. 

‘TEDIOUS  AND  COSTLY' 

Worse,  those  servers  require 
extra  effort  to  manage.  They  lack 
remote  control  and  scripting 
capabilities,  and  their  instability 
requires  rebooting  once  or  twice 
per  week,  Bauer  said,  so  engin¬ 
eers  must  visit  every  console 
frequently.  “Management  is 
tedious  and  cosdy,”  he  said. 

These  revelations  about  NT 
4.0  come  as  Microsoft  launches 
a  Windows  NT  5.0  marketing 
campaign  that  claims  the  Active 
Directory  will  lower  users’  total 

Primary  server 
operating  system 

!1  Current  H  Future 

48.5% 


40.1% 


Noveil 

NetWare 


Microsoft 
Windows  NT 


Base:  959  respondents  with  IS 
purchasing  power  (Q3  1997) 

Source:  Computerworld  Information  Management 
Group,  Framingham.  Mass. 


cost  of  ownership  by  50%.  But  it 
won’t  ship  until  the  middle  of 
next  year. 

“I  can’t  sell  Microsoft’s  prom¬ 
ises  to  my  boss,”  said  Nora  Mill¬ 
er,  information  sys¬ 
tems  manager  at 
the  Northwest  Pow¬ 
er  Planning  Coun¬ 
cil  in  Portland, 
Ore.,  which  uses 
Digital  Equipment 
Corp.’s  Pathworks 
as  its  enterprise 
network  operating 
system. 


"I  was  shocked  to  find  that  it 
was  significantly  more  to 
upgrade  to  Windows  NT." 

-  Mike  Crowley, 

Rich  Products  Corp. 


“A  wholesale  migration  to  NT 
would  easily  double  the  cost  of 
ownership  compared  to  our 
Pathworks  network,”  Miller  esti¬ 
mated,  based  on  internal  cost 
studies  that  measured  different 
price/performance  ratios. 

Phil  Easter,  a  technology  strat¬ 
egist  at  Greyhound  Lines,  Inc. 
in  Dallas,  said  that  according  to 
his  calculations,  the  cost  of  in¬ 
stalling  Intranet- 

Ware,  including 

hardware,  software 
and  network  man¬ 
agement,  would  to¬ 
tal  about  $410,000 
for  the  first  year.  In 
contrast,  he  said,  a 
similar  implementa¬ 
tion  of  Windows  NT 
would  top  out  at 
around  $900,000 
because  of  the  need 
to  install  more  servers  and  add¬ 
on  management  packages. 

Easter  also  said  the  annual 
cost  of  management,  mainte¬ 
nance  and  salaries  for  a  Win¬ 
dows  NT  Server  network  would 
be  around  $670,000.  That  is 
more  than  double  the  $275,000 
price  tag  for  comparable  Intra¬ 
netWare  maintenance. 

Easter  said  he  based  his  calcu¬ 
lations  on  the  available  volume 
discounts  his  firm  would  get 
from  Novell  and  Microsoft  and 
the  current  technical  specifica¬ 
tions  for  IntranetWare  4.x  and 
Windows  NT  Server  4.0. 

A  theoretical  cost  study  con¬ 


ducted  by  Rich  Products  Corp. 
in  Buffalo,  N.Y.,  gave  Chief 
Information  Officer  Mike  Crow¬ 
ley  the  same  rude  awakening 
four  months  ago. 

“I  was  shocked  to  find  that  it 
was  significantly  more  to  up¬ 
grade  to  Windows  NT.  As  a  re¬ 
sult,  we’re  sticking  with  Intra¬ 
netWare  for  now,”  Crowley  said. 

“Our  internal  cost  study 
showed  it  would  cost  us 
$300,000  in  hardware  alone  to 
install  a  600-client  Windows 
NT  4.0  network  vs.  $80,000  for 
IntranetWare.  It  just  doesn’t 
have  the  firepower  at 
this  point,”  he  said. 

Other  users,  such  as 
Matt  Rice,  a  senior  net¬ 
work  manager  at  US- 
Trust  Bank  in  Cam¬ 
bridge,  Mass.,  and  Tony 
Macaluso,  director  of 
information  technology 
at  Multicare  Cos.  in 
Hackensack,  N.J.,  de¬ 
tailed  the  “hidden 
costs”  of  an  all-Windows  NT  in¬ 
stallation.  They  said  Windows 
NT  4.0  requires  more  resources 
to  achieve  the  same  perfor¬ 
mance  of  rival  platforms,  al¬ 
though  both  have  Windows  NT 
Server  installed  as  an  applica¬ 
tions  server.  Both  praised  its 
performance  in  that  capacity.  “1 
have  200  users  attached  to  a  sin¬ 
gle  466-MHz  server  running 
NetWare,  and  we 
have  no  problems. 
No  way  could  I  do 
that  with  NT,”  Rice 
said. 

Macaluso,  a 
longtime  Banyan 
Systems,  Inc.  user, 
said  his  firm  de¬ 
ploys  StreetTalk 
for  NT,  running  on 


"If  we  were  to  use  the  Domain 
Name  service  in  Windows  NT  4.0r 
we'd  need  at  least  five  dedicated 
network  administrators." 


Aberdeen  Croup,  Inc.  in  Boston  is  readying  a  report  on  Windows 
NT  4.0  migration  initiatives  among  io  Fortune  100  businesses 
that  turned  up  many  tales  of  bloated  costs  and  technical  glitches. 

Those  flaws  include  the  lack  of  a  full-blown  directory  services 
database  and  management  tools  and  a  paucity  of  trained  Windows 
NT  network  managers.  The  combination  of  those  factors,  the 
study  concluded,  at  least  doubled  the  cost  of  a  migration  from  a 
legacy  network  operating  system  to  Windows  NT  Server  4.0. 

Author  and  analyst  Bob  Sakakeeny  said  he  did  a  series  of  in- 
depth  case  studies  with  10  clients  encompassing  NetWare  and 
OS/2  Warp  Server  shops,  some  of  which  also  had  Windows  NT  in¬ 
stalled  as  a  departmental  application  server. 

At  least  six  of  the  businesses  migrated  or  attempted  to  migrate 
to  NT  4.0.  Two  others  decided  against  an  NT  migration  after  per¬ 
forming  internal  price/performance  studies,  and  the  remaining 
two  are  still  deciding.  Although  Windows  NT  Server  4.0  was  partic¬ 
ularly  lauded  as  a  departmental  application  and  database  server,  it 
also  has  some  significant  price/performance  flaws  that  are  delay¬ 
ing  its  successful  deployment  as  an  enterprise  operating  system. 

In  several  cases,  Sakakeeny’s  on-site  case  studies  revealed  that 
at  the  high  end,  migration  to  Windows  NT  Server  became  so  ex¬ 
pensive  and  so  bogged  down  with  complexity  that  at  least  two  of 
the  companies  decided  to  re-install  upgraded  versions  of  their 
original  network  operating  systems. 

Among  the  findings  in  Aberdeen’s  upcoming  Onsite  Migration 
Migraine  report  are  the  following: 

■  A  major  international  financial  services  firm  with  more  than 
5,000  desktops  determined  that  it  would  rack  up  a  50%  increase  in 
management  costs  when  it  installed  Windows  NT  Server  on  the 
enterprise.  And  it  would  have  to  spend  $2  million  to  buy  add-on 
management  packages  and  third-party  applications  to  compen¬ 
sate  for  Windows  NT’s  limited  scalability.  It  stayed  with  NetWare 
instead. 

■  A  telecommunications  company  with  12,000  desktops  and  400 
servers  that  is  in  the  midst  of  migrating  from  IBM’s  OS/2  Warp 
Server  to  Windows  NT  documented  a  one-third  decrease  in  perfor¬ 
mance  coupled  with  a  50%  increase  in  management  costs. 

■  Another  firm  migrating  to  NT  from  NetWare  saw  a  sharp  in¬ 
crease  in  network  congestion,  performance  degradation  and  com¬ 
munications  outages  when  it  installed  multiple  NT  Domains.  One 
network  administrator  reported  that  a  ping  test  message  sent  to 
trace  network  speed  came  back  approximately  loo  times  slower 
than  the  same  test  on  his  prior  Novell  network.  —  Laura  DiDio 


-  Tony  Macaluso, 
Multicare  Cos. 


top  of  Windows  NT  Server  as  its 
directory.  That  lets  him  desig¬ 
nate  a  single  network  adminis¬ 
trator  to  oversee  3,000  users  at 
60  sites  nationwide. 

“If  we  were  to  use  the  Do¬ 
main  Name  Service  in  Windows 


NT  4.0,  we’d  need  at  least  five 
dedicated  network  administra¬ 
tors,”  he  said. 

Neil  MacDonald,  an  analyst  at 
Gartner  Group,  Inc.  in  Stam¬ 
ford,  Conn.,  concurred.  “The 
worst  thing  you  could  do  would 
be  to  yank  out  every  legacy  serv¬ 
er  [and  replace  it  with  Windows 
NT],  That’s  a  very  risky  move 
that  places  too 
much  faith  in 
NT,”  he  said. 

Not  so,  said 
Rich  Tong,  Micro¬ 
soft’s  vice  presi¬ 
dent  of  Personal 
Business  Sys¬ 
tems  marketing. 
He  claimed  that 
in  order  to  get  a 
true  figure  for 
Windows  NT  4.0 
cost  of  ownership,  businesses 
must  compare  the  cost  of  man¬ 
aging  a  Unix  system  and  a  Net¬ 
Ware  server  in  tandem. 

“That’s  because  neither  oper¬ 
ating  system  can  perform  both 
the  functions  of  [network  oper¬ 


ating  systems]  services  and  ap¬ 
plication  operating  system  ser¬ 
vices  as  Windows  NT  Server 
does.  We  found  that  a  single 
Windows  NT  4.0  system  today 
provides  businesses  with  total 
cost  of  ownership  that’s  25% 
less  than  combination  Net¬ 
Ware/Unix  shops  or  OS/2  Warp 
Server/AIX  shops,”  Tong  said. 
His  figures  are  based  on  a  re¬ 
cent  Business  Research  Group 
survey  of  500  businesses  —  par¬ 
tially  paid  for  by  Microsoft. 

Jeff  Dazell,  LAN  administra¬ 
tor  for  network  services  at  Dana 
Corp.  in  Toledo,  Ohio,  said,  “It 
cost  us  a  lot  more  for  our  Win¬ 
dows  NT  Server  upgrade,  but  it 
was  well  worth  it.  We’re  willing 
to  pay  more  for  NT  because  we 
get  more  functionality  with  the 
Back  Office  Server  suite.”  □ 
Computerworld  senior  editors 
Patrick  Dryden  and  April  Jacobs 
contributed  to  this  story. 

©Novell  hopes  IntranetWare, 
clustering  software  will 
stave  off  NT  defections.  Page  57 
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Microsoft  pushes  NT  with  deep  discounts 

►  Users  warned  to  consider  total  cost  of  system  upgrade 


By  Laura  DiDio 


CHIEF  INFORMATION  OFFICERS  WHO 

single-handedly  decide  on  wholesale  net¬ 
work  operating  system  swaps,  with  no  in¬ 
put  from  their  IS  managers  or  network 
administrators  in  the  trenches,  could  be 
courting  trouble. 

A  dozen  businesses  and  analysts  inter¬ 
viewed  by  Computerworld  said  Microsoft 
Corp.  is  particularly  aggressive.  It  uses 
lures  such  as  free  Windows  NT  4.0  li¬ 
censes  and  discount  technical  support  to 
get  CIOs  and  upper-level  nontechnical 
managers  to  convert  to  the  NT  operating 
system. 

"To  be  successful,  you  have 
to  be  aggressive." 

-  Rich  Tong,  Microsoft 

Bob  Sakakeeny,  an  analyst  at  Aberdeen 
Group,  Inc.  in  Boston,  said  he  recom¬ 
mends  that  his  clients  ignore  the  sales 
pitch  and  inducements.  “Windows  NT 
4.0  makes  a  great  departmental  applica¬ 
tion  and  database  server.  But  it’s  just  not 
ready  to  handle  the  entire  enterprise,  and 
I  don’t  care  if  Microsoft  elects  to  give  it 
away  for  free,”  Sakakeeny  said. 

That  is  just  about  what  the  Redmond, 
Wash.,  software  giant  has  been  doing 
with  certain  large  accounts,  said  Rich 
Tong,  Microsoft’s  vice  president  of  mar¬ 
keting  in  the  Personal  Business  Systems 
Group. 

“To  be  successful,  you  have  to  be  ag¬ 
gressive.  We  will  work  really,  really  hard 
to  get  Windows  NT  installed.  I  tell  big  ac¬ 
counts,  ‘We  really  want  your  business. 
Tell  us  what  it  takes  to  do  that,’  ”  Tong 
said. 

To  wrest  business  away  from  Novell, 
Inc.,  IBM  and  other  competitors,  “Micro¬ 
soft  will  match  whatever  discounts  the 
other  guy  has.  And  sometimes  we  do  give 
it  away  for  free,”  Tong  said.  But  migra¬ 
tion  costs  go  well  beyond  license 
expenses. 

Such  was  the  case  for  a  Texas  manufac¬ 
turing  company  with  10,000  users.  “Our 
CIO  decided  a  year  ago  to  migrate  from 
[Novell’s]  NetWare  to  Windows  NT  after 
Microsoft  promised  free  NT  licenses.  He 
went  for  the  deal  over  the  protests  of 
MIS,”  said  a  network  administrator  at 
the  company  who  requested  anonymity. 

After  the  company’s  CEO  realized  that 
the  CIO  had  spent  more  than  $1  million 

—  three  and  a  half  times  the  cost  of  an 
upgrade  to  IntranetWare  —  the  CIO  was 
fired,  and  the  company  switched  back  to 
IntranetWare  4.x. 

Chris  Bonanno,  a  network  analyst  at  a 
division  of  an  international  pharmaceuti¬ 
cal  company  with  12,000  users,  said  his 
firm  avoided  a  similar  fate  because  the 
CIO  commissioned  a  cost  study  with 
heavy  input  from  the  information  sys¬ 
tems  department. 


“We  were  able  to  give  him  reasons  [not 
to  do  a  total  NT]  conversion:  less  func¬ 
tionality  and  higher  maintenance  costs. 
It  would  have  cost  an  extra  $500,000  and 
doubled  our  current  roster  of  15  network 


administrators,”  Bonanno  said. 

But  the  sales  pitch  works,  as  NT’s  bur¬ 
geoning  market  share  attests.  Figures 
from  International  Data  Corp.  in  Fra¬ 
mingham,  Mass.,  indicate  that  Micro¬ 
soft’s  Windows  NT  Server  this  year  will 
capture  20%  of  the  network  operating 


system  market.  In  contrast,  Novell’s  once 
overwhelming  75%  market  share  has 
shrunk  to  about  55%. 

“As  far  as  we  can  determine,  Windows 
NT  Server  is  a  loss  leader  for  Microsoft,” 
Sakakeeny  said.  “But  Microsoft  is  build¬ 
ing  market  share  by  discounting  and 
hoping  for  a  sell-through  with  SQL 
Server,  Exchange,  BackOffice  and  office 
automation  products.  And  the  strategy  is 
working.”  □ 
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Some  investments  appreciate  over  time. 
Some  pay  off  right  away. 

Like  our  CD/9000'M  Channel  Director.. 

For  managing  host  network  connectivity 
there’s  no  better  system.  No  better  solution 
for  controlling  high-speed  switching  in  a 
dynamic  ESCON  environment. 

More  than  a  plug-compatible  ESCON 
Channel  Director,  the  CD/9000  is  an 
invaluable  tool  that  will  allow  you  to 
maximize  your  data  center  resources. 
Improve  network  performance.  And 
boost  your  information  systems 
productivity. 

The  bottom  line  results  are  immediate, 
the  return  on  your  ESCON  investment 
guaranteed. 

Linking  Business  to  Information 


In  addition  to  Our  revolutionary  CD/9000 
Channel  Director,  we  also  provide  a  wide 
range  of  solutions  for  channel  extension, 
data  warehousing,  and  fiber  infrastructure  f 

management. 

.  • 

Name  an  industry,  and  its  teaming 
companies,  and  you’ll  find  General  Signal 
Networks  there,  improving  the  availability  : 

of  enterprise  networks  andTniorm at i o n 

systems  resource  managdfrt^nt, 

._  '■  •  - 

To  receive  additional  Information  about 
the  CD/9000  Channel  Dir^^ndLfind  out  V; 
how  we  can  quickly  imp|^j|^our  data 
center  operations  and-t^^fif®t^/orks,  call. 

Or  visit  our  web  sit®^^ 

www.gsnetworksx:#ri/cdmfo.  ,  v* 


General  Signal  Networks,  Inc.  •  13000  Midlantic  Drive  •  Mount  Laurel,  New'I^P 
Phone:  609-234-7900  800-222-0187  •  Fax:  609-778-8700 


For  A  FREE  CD,  Call  1-888-864-2368. 


Time  to  market. 

It’s  the  biggest  challenge  every  develop¬ 
er  faces.  But  now  there’s  something  that  can 
help  you  conquer  it.  An  amazing  new  frame¬ 
work  that  will  enable  you  to  develop  your 
applications  much,  much  faster  than  before. 

The  Unicenter  IDG  Framework  Gan 
Save  You  Years  M  Development  Time. 

The  TNG  Framework  provides  an  instant 
foundation  for  virtually  any  kind  of  application 
you  need  to  develop. 


Unicenter  TNG  uses  virtual  reality  to  create  a  3-D 
environment  representing  objects  in  the  real  world. 

It  provides  all  of  the  common  services 
your  applications  will  ever  need.  Basics  like 
calendar  management,  object  repository,  and 
virus  detection  are  just  a  few  of  the  dozens 
of  services  that  are  included  for  free. 


Sure,  you  could 
write  your  own,  but 
do  you  have  count¬ 
less  months  to  do  it? 

And  would  it  be  as 
robust  as  everything 
TNG  can  give  you 
today?  Not  to  men¬ 
tion,  it  would  take 
even  the  most  gifted 
developer  a  very  long 
time  to  develop  some 
of  the  very  uncom¬ 
mon  services  the 
TNG  Framework  offers.  Like  a  revolutionary 
3-D  interface  that  incorporates  virtual  reality. 
And  innovative  Business  Process  Views™  that 
let  users  look  at  their  systems  and  processes 
any  way  they  like. 

Why  spend  the  next  five  years  building 
your  applications  from  scratch,  when  you  can 
use  the  Framework  to  get  an  edge  on  your 
competition  today? 

Unicenter  TNG  Framework 
Provides  All  Your  Applications 
With  Cross-Platform  Support. 

With  the  TNG  Software  Development  Kit  and 
FREE  TNG  training  programs,  you’ll  be  able 
to  develop  for  the  broadest  variety  of  UNIX 
and  NT  platforms.  In  fact,  Unicenter  TNG  is 
the  most  open,  interoperable,  and  scalable 
management  solution  available.  Today,  over  a 


dozen  companies 
are  shipping  the 
Unicenter  TNG 
Framework  with 
their  systems. 
Companies  like 
HP,  DIGITAL, 

NCR,  Tandem, 
SGI,  Data 
General,  SCO, 
and  Fujitsu,  to 
name  a  few.  They 
ship  it,  so  you 
don’t  have  to. 

Unicenter  TNG  Is  Widely  Recognized  As 
The  Industry  Standard  For  Network 
And  Systems  Management. 

Unicenter  TNG  is  the  only  management 
solution  that  has  been  publicly  endorsed  by 
virtually  every  major  hardware  and  software 
company  including  Microsoft,  Sun,  SAP,  Intel, 
HP,  DIGITAL,  Tandem,  NCR,  SGI,  and  Data 
General.  Information  Week  summed  it  up 
best  when  it  recently  said  “Unicenter  TNG  is 
a  generation  ahead  of  the  competition.” 

Call  1-888-Unicenter  Today  For  Your 
FREE  Unicenter  TNG  Framework. 

Call  today  and  give  yourself  a  free  head  start 
on  every  single  application  you  develop. 

It  just  might  be  the  competitive  edge 
you  need.  To  finish  first,  every  time. 


#  Of  Develop 

Developers  Time  (mos.) 

Person 

Mos. 

With  TNG  Framework 

2-D  and  3-D 

User  Interface 

5 

8 

40 

Available  Now 

Object 

Repository 

3 

12 

96 

Available  Now 

Auto  Discovery 

6 

9 

54 

Available  Now 

Calendar 

Management 

5 

8 

40 

Available  Now 

Virus  Detection 

3 

7 

21 

Available  Now 

Reporting 

4 

5 

20 

Available  Now 

Business 
Process  Views 

6 

? 

42 

Available  Now 

Management 

13 

18 

270 

Available  Now 

. 

583 

SHIP  Today 

Why  waste  time?  Unicenter  TNG  Framework  can 
save  you  countless  months. 


Iff? 


tiPUTER ® 
ISSOOATES 

Software  superior  by  design. 
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ValiCert  makes  offer  to  track  digital  deadbeats 


►  Certificate  revocation  system  requires  buy-in  from  electronic-commerce  community 


By  Sharon  Machlis 


A  CRYPTOGRAPHY  START-UP  SayS  it’s 

got  the  solution  for  what  is  likely  to  be¬ 
come  a  sticky  problem  in  managing  digi¬ 


tal  certificates:  how  to  handle  certificates 
that  go  bad. 

Much  like  with  credit  cards  in  the 
physical  world,  issuers  and  users  of  digi¬ 
tal  certificates  must  ensure  that  those 


certificates  —  used  to  confirm  payments 
or  authorize  transactions  —  are  actually 
valid. 

If  a  certificate  is  lost  (such  as  when  a 
laptop  is  stolen)  or  revoked  (if  its  owner 


doesn’t  pay  the  bill),  the  issuing  authority 
must  somehow  notify  vendors  through¬ 
out  cyberspace. 

The  emerging  electronic-commerce 
structure  would  rely  on  certificate 
revocation  lists  (CRL),  files  similar  to  lists 
of  bad  credit  cards.  But  the  founders  of 
ValiCert,  Inc.  said  as  electronic  com¬ 
merce  becomes  more  popular  and  the 
number  of  digital  certificates  mush¬ 
rooms,  the  CRLs  will  become  too  large 
and  unwieldy  for  quick  real-time 
transactions. 

ValiCert’s  answer  involves  collecting 
CRLs  from  various  certificate  issuers  and 
using  an  algorithm  to  create  certificate 
revocation  “trees.”  By  tagging  each  certif¬ 
icate  on  the  list  to  various  levels  of  infor¬ 
mation  above  it,  the  amount  of  data  is 
streamlined  by  pointing  to  the  location 
on  the  tree  instead  of  incorporating  the 
full  data. 

ValiCert  has  "definitely  made  the 
right  partnerships.  Whether  it 
works  or  not  remains  to  be 
seen." 

-  Mario  Kosanovich, 

Meta  Group 

Cryptography  expert  Martin  Heilman 
is  on  the  company’s  advisory  board 
and  said  ValiCert’s  technology  addresses 
an  important  roadblock  to  certificate 
validation. 

But  for  the  ValiCert  technique  to  work, 
it  must  be  incorporated  in  various 
electronic-commerce  applications,  all 
major  certificate  issuing  authorities  must 
adopt  it,  and  electronic-commerce  ven¬ 
dors  must  choose  to  turn  to  ValiCert  for 
checking  on  certificates. 

“They’ve  definitely  made  the  right 
partnerships,”  said  Mario  Kosanovich,  a 
senior  research  analyst  at  Meta  Group, 
Inc.  in  Stamford,  Conn.  "Whether  it 
works  or  not  remains  to  be  seen.”  It  de¬ 
pends  on  whether  the  company’s  tool  kit 
is  used  to  implement  real-world  applica¬ 
tions  for  the  concept,  she  added. 

INDUSTRY  SUPPORT 

Several  major  players  support  the  con¬ 
cept,  including  Entrust  Technologies  Ltd. 
in  Richardson,  Texas,  and  GTE  Cyber- 
Trust  in  Needham,  Mass. 

The  ValiCert  tool  kit  is  available  free 
for  noncommercial  use  and  evaluation  at 
www.valicert.com.  Application  develop¬ 
ment  licenses  cost  $995  per  year.  A  Vali¬ 
Cert  server  will  be  licensed  to  certificate 
issuing  authorities. 

Kosanovich  predicted  it  will  be  late 
1998  before  the  use  of  digital  certificates 
begins  to  take  off.  “They’re  off  to  what 
seems  to  be  a  promising  start,”  she 
said  of  ValiCert.  Now  the  company  has  to 
wait  as  the  market  catches  up,  she 
added.  □ 


THE  CALIFORNIA  HOUSING  FINANCE  AGENCY  IS  THE 
FIRST  STATE  AGENCY  OF  ITS  KIND  IN  THE  NATION  TO  USE 
THIN  CLIENTS.  THEIR  CHOICE  IS  NCD. 


Two  years  ago,  the  Agency  was  left  with  a  mini-computer  network  by  a  company  that 
had  gone  out  of  business  and  dumb  terminals  that  needed  replacement.  They  also  had 
tons  of  legacy  software  and  productivity  apps  on  the  mini.  The  database  was  ported  to 
UNIX,  so  the  path  was  clear  -  they  wanted  an  X  Windows  environment  working  on  a 
server  with  mouse-driven  software. 

"With  NCD’s  network  computers,  were  able  to  run  legacy  apps,  provide  Windows 
apps  running  on  NT,  and  allow  end  users  to  get  to  any  platform  and  any  environment 
they  need  easily  and  with  a  familiar  look  and  feel”  says  Don  Maio,  CIO  for  the  Agency. 
“End  users  seem  to  love  it.” 

“In  the  beginning,  cost  per  desktop  was  about  the  same  as  a  PC,  but  in  the  past  two 
years  we’ve  spent  exactly  zero  on  upgrades  at  the  desktop  level.  And  support  costs  - 
no  comparison.”  With  nearly  200  thin  client  devices  in  place,  they  have  one  system 
administrator  and  no  dedicated  help  desk.  The  eleven  people  in  Don’s  division  simply 
field  a  low  volume  of  calls  as  they  come  in.  “That  says  something,”  added  Maio. 

What’s  next  for  this  forward  thinking  State  Agency.  “With  the  help  of  NCD,  we’re 
delivering  internet  web  browsing  to  every  desktop.  An  agency-wide  intranet  will  be 
in  place  soon  after.  End  users  can’t  wait.” 

NCI  '■  is  a  leader  in  thin  client  computing  and  has  installed  more  than  400,000  devices 
worldwide  We  re  proud  to  provide  solutions  for  customers  such  as  the  California  State 
Pleasing  Finance  Agency. 

What  can  we  do  for  you? 

1 '  N, '  ■  ,’u  Computing  Dcvittcs,  Inc  All  rights  reserved.  .All  trademarks  mentioned  arc  the  sole  property  of  their  respective  holders. 


Give  NCD  a  snapshot  af  yov  network 
environment  today  and  let  us  show 
you  how  our  thin  clients 
can  work  for  your  enterprise. 
To  submit  your  information,  visit 
www.ncd.com/network.html  or  cal 
1-800-866-4080  ext  7464. 


NCD 


Network  Computing  Devices 


The  Thin  Client  Company 


—  r  .  -■ 


a  mid-life  crisis 


Introducing  Gateway  2000®  Workstations. 

Okay,  so  maybe  they're  not  quite  as  much  fun 
as  a  new  sports  car,  but  they’ll  still  give  you  all  the 
performance  you  need.  How?  By  providing  you 
with  Microsoft  Windows  NT  workstation  solutions  which  ensure 
compatibility  and  interoperability  These  high-performing  workstations 
are  dual-processor  ready,  equipped  with  an  AccelGraphics 
Permedia  2  AGP  graphics  card  and  have  a  superior  GDRS-03 
benchmark  rating  of  32.42.  You'll  be  able  to  run  highly  advanced 
applications  like  CAD  and  3-D  graphics  -  without  stopping  to 
breathe.  (And  who  has  time  for  that,  anyway?)  So  when  you  need 
answers,  give  us  a  call.  We’ll  custom-build  a  fast, 
powerful  system  with  the  latest  technology  that 
won’t  blow  your  budget.  Oh,  and  we’re  still 
working  on  a  convertible  model. 


pentiurrr|| 


E-5002SE»Intel®266MHz  Pentium®  H  Processor  (Dual-Processor 
Ready)  •  64MB  ECC  SDRAM  •  EV900  19"  Monitor  (18"  viewable) 

•  8MB  AccelGraphics®  Permedia®  2  AGP  Graphics  Card 
•4GB  Ultra  Wide  SCSI  Hard  Drive  •  3.5“  Diskette  Drive 

•  12X  SCSI  CD-ROM  Drive  •  3Com®  10/100  PCI  Network  Card 

•  E-Series  Workstation  Tower  Case  •  104+  Keyboard  &  Mouse 

•  Intel  LANDesk®  Client  Manager  3.01  •  Microsoft®  Windows  NT®  4.0 

$3599  Business  Lease  f$132/mo.  CDRS-03  30.7 

E-5002  •  Intel  300MHz  Pentium  II  Processor  (Dual-Processor 
Ready)  •  128MB  ECC  SDRAM  •  EV900  19"  Monitor  (18“  viewable) 

•  8MB  AccelGraphics  Permedia  2  AGP  Graphics  Card  •  9GB  10,000 
RPM  Ultra  Wide  SCSI  Hard  Drive  •  3.5"  Diskette  Drive 

•  12X  SCSI  CD-ROM  Drive  •  3Com  10/100  PCI  Network  Card 

•  E-Series  Workstation  Tower  Case  •  1 04+  Keyboard  &  Mouse 

•  Intel  LANDesk  Client  Manager  3.01  •  MS®  Windows  NT  4.0 

$4999  Business  Lease  f$  183/mo.  CDRS-03  32.42 
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GATEIW2000 


YOU’VE  GOT  A  FRIEND  IN  THE  BUSINESS 


CALL  1-888-217-4945  www.  gateway,  com 


Gateway  2000  Major  Accounts,  Inc. 


©  1997  Gateway  2000,  Inc.  Gateway  2ooo,  black-and-white  spot  design,  "G'  logo  and  “You've  got  a  friend  in  the  business"  slogan  are  registered  trademarks  of  Gateway  2000,  Inc.  The  Intel  Inside  Logo,  Intel,  LANDesk  and  Pentium  -  U‘d  ■' 

Intel  Corporation.  AH  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  Many  Gateway  2000  products  are  custom  engineered  to  Gateway  2000  specifications  which  may  vary  from  the  ret.  til . .  ••  ■■  J’f  .nnJ.-r  to  .nee 

performance,  or  compatibility.  All  prices  and  configurations  are  subject  to  change  without  notice  or  obligation.  Prices  do  not  include  shipping  or  applicable  sales  tax.  Gateway  2000  Major  Accounts,  Inc.  is  a  wholly  owned  subsidiary  of  Ga  ■  I  -s.ng  arranged  b\ 

companies  to  qualified  commercial  customers.  Lease  payments  based  on  36-month  term.  Lease  terms  subject  to  change  without  notice  or  obligation. 
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Valentino  Lee 


and  IBM  don't  want  you  to  know:  We  have  more 
e  are  just  8  of  our  over  1600  high  priests  of  N 


about  Windows  NT®  that  HP,  G 
certified  engineers  than  they 


and  the  D 


Tracy  Sofia 


Sondra  Brandonhooker 


imm 


T  experience,  more  choice  of  NT  hardware,  software  and  solutions,  an 
id  us  at  www.digital.com/gospel,  or  call  1  300-DIGITAL.  And  get  ready  to  win  i 


(merit  Corp.  All  other  tradema 
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torageTek  tapes  go  virtual 


By  Tim  Ouellette 

the  leading  high-end  tape  systems 
vendor  is  trying  to  get  customers  to  use 
fewer  tapes. 

At  its  annual  user  conference  last  week 


in  San  Francisco,  Storage  Technology 
Corp.  announced  a  disk/tape/software 
bundle  that  will  let  users  more  efficiently 
load  data  into  their  StorageTek  tape 
libraries,  allowing  them  to  save  valuable 
floor  space. 


Virtual  Storage  Manager  (VSM),  due 
early  next  year,  uses  a  disk  array  to  cache 
data  until  there  is  enough  to  fill  a  tape 
cartridge.  It  can  store  the  most-used  tape 
data  in  memory  for  fast  access. 

“With  VSM,  we  will  be  able  to  share 


ENTERPRISE  SECURITY 


ENTERPRISE  COMPUTING 


DATA  WAREHOUSING 


OPEN  SYSTEMS 


Clark  County,  Nevada  -  home  of  Las 


Vegas  -  is  the  fastest  growing 


WHEN  ONE  OF  THE  COUNTRY’S 


county  in  the  nation  with  over 


4,000  new  residents  every  month 


FASTEST  GROWING  COUNTIES 


Thousands  of  new  businesses  were 


clogging  the  Clark  County 


Department  of  Business  License, 


BECAME  SWAMPED  WITH  RESIDENTS 


‘We  couldn’t  operate  any  longer,' 


says  Ardel  Jorgensen,  director  of 


THEY  WEREN'T  WILLING  TO  GAMBLE  THEIR 


Business  License, 


The  system  was 


broken  and  driving  up  the  cost  of 


DOCUMENT  MANAGEMENT  SYSTEM 


business.”  Working  with  Ms 


Jorgensen  and  her  team,  Bull 


offered  a  solution.  A  client/server 


based  document  management  system 


that  reduced  processing  time  for  a 


business  license  from  120  to  45 


days.  “It’s  exciting  being  on  the 


cutting  edge 


says  Jorgensen 


Our  experience  with  Bull  has  been 


outstanding.  A  true  partnership 


EVERYTHING’S  POSSIBLE 


more  resources  found  in  the  data  center 
and  reduce  the  overall  cost  per  megabyte 
of  storage,’’  said  Vincent  Turco,  supervi¬ 
sor  of  data  center  services  at  Nissan 
North  America,  Inc.  in  Englewood,  Colo. 

Michael  McLean,  manager  of  enter¬ 
prise  storage  at  Harris  Methodist  Health, 
Inc.  in  Arlington,  Texas,  said  VSM  will 
free  up  room  to  let  the  company’s  largest 
applications  grow  without  hindrance. 

Although  it  looks  as  if  StorageTek 
might  be  cannibalizing  its  own  tape  sales 
to  sell  VSM,  company  officials  said  they 
are  giving  users  a  better  way  to  use  the 
tapes  they  already  have  and  are  helping 
users  fully  automate  their  tape  systems. 

Most  data  centers  still  have  many  tapes 
sitting  on  racks  instead  of  in  Storage¬ 
Tek’s  robotic  tape  libraries,  where  users 
can  electronically  access  the  data. 

"With  VSM,  we  will  be  able  to 

share  more  resources  found  in 

the  data  center  and  reduce  the 

overall  cost  per  megabyte  of 

storage." 

-  Vincent  Turco, 

Nissan  North  America 

“This  will  be  important  for  anyone  re¬ 
quired  to  keep  data  around  for  a  long 
time  and  those  who  need  really  quick  re¬ 
sponse  time,”  said  John  McArthur,  an 
analyst  at  International  Data  Corp.  in  Fra¬ 
mingham,  Mass. 

Louisville,  Colo.-based  StorageTek  isn’t 
the  first  out  of  the  gate.  IBM  and  Sutmyn 
Storage  Corp.  in  Santa  Clara,  Calif.,  are 
already  shipping  virtual  tape  products. 

But  StorageTek  officials  said  VSM 
makes  up  in  performance  what  it  loses  in 
timing.  It  includes  StorageTek’s  own 
high-speed  disk  array  —  the  Ramac  Vir¬ 
tual  Array  —  14  host  paths  and  930G 
bytes  of  disk  caching. 

Though  a  1996  agreement  made  IBM 
the  only  seller  of  StorageTek’s  powerful 
Ramac  Virtual  Array,  I BM  isn’t  allowed  to 
use  it  in  its  own  Virtual  Tape  Server 
(VTS).  Instead,  IBM  uses  its  7133  SSA 
disk  array. 

IBM  is  using  its  time  wisely,  though. 
Earlier  this  month  it  doubled  VTS’s  disk 
cache  to  144G  bytes  and  added  an  im¬ 
proved  Magstar  tape  controller.  □ 


VIRTUAL  TAPE  A  REALITY 

StorageTek  Virtual 
Storage  Manager 

Disk  array 

STK  Ramac  Virtual 
Array 

Accepted 
tape  drive 

STK  Timberline 
or  Redwood 

Cache 

180G  to  930G  bytes 

Data  channels 

8  to  16 

Availability 

01 1998 

Price 

$300,000  to  $2M 

The  freedom  to 


Hyperion  provides 
the  independence  to  use 
information  freely - 
without  compromising 
existing  systems  and 
standards. 


As  an  IT  professional,  main¬ 
taining  the  integrity  of  your 
company's  information  infra¬ 
structure  is  your  top  priority. 

It's  a  priority  that  must  take  into 
account  the  needs  of  managers 
to  access  and  use  information 
freely,  independently  and  to 
their  best  advantage.  And  in 
these  terms,  the  best  advantage 
you  can  give  them  is  Hyperion. 

Our  comprehensive  financial 
management  solutions  easily 
integrate  into  your  infrastructure. 
End  users  get  the  information 
tools,  business  intelligence  and 
freedom  they  need  to  listen  to 
their  business,  and  to  understand 
what  they  hear.  In  fact,  more  than 
half  of  Fortune  500  companies 
are  listening  and  hearing  more 
clearly  with  Hyperion,  right  now. 

To  find  out  how,  call  us  at 
1  -800-286-8000.  Or  visit  our 
web  site  at  www.hyperion.com. 


Listen  to  your  b 


©1997  Novell,  Inc.  All  rights  reserved.  Novell  is  a  registered  trademark  and  NDS  and  Rock  the  Net  are  trademarks  of  Novell,  Inc.  in  the  United  States 
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FINALLY, 

WORRY-FREE 


Seems  like  everybody  and  his  uncle  is  trying  to  install  Windows*  NT  applications. 

And  when  they  do,  a  few  surprises  will  be  waiting  for  them.  Because  NT  is  a  proprietary  domain-based  operating  system. 
So  it  doesn't  integrate  as  seamlessly  as  promised.  And  it  can  require  users  to  chuck  their  existing  network  investment. 
But  now  you  can  deploy  NT  without  having  to  deal  with  its  idiosyncrasies. 

You  can  turn  it  into  an  enterprise<apable  open  system  supporting  hundreds  of  third-party  applications. 

Manage  access  to  and  deployment  of  Microsoft*  BackOffice*  applications  such  as  Exchange*  and  SQL  Server 
And  lower  the  cost,  complexity  and  redundancy  of  your  entire  network. 

NDS™  for  NT  makes  it  possible. 

NDS  avoids  the  old-fashioned  straight  jacket  of  NT  domains 
by  supporting  heterogeneous  environments  of  different  platforms,  different  protocols,  different  people  in  different  places. 

NDS  makes  NT  better.  And  one  less  thing  to  worry  about. 

Internet,  intranet,  extranet— anynet— the  name  of  the  net  is  Novell. 
www.novell.com/NDS 

Novell. 


Novell  directory  Services 
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PIONEERING  IS  DEPARTMENTS 

Risk-takers  play  venture  capital  game 

CO  NTINUED  FROM  COVER-1 _ 


Motorola,  Inc.  in  Schaumburg, 
Ill.:  and  United  Health  Care, 
Inc.  in  Minnetonka,  Minn. 

Critics  say  IS  departments 
that  play  venture  capitalist  could 
get  in  over  their  heads  and  waste 
large  sums  of  money  in  a  field 
best  left  to  professionals. 

But  successful  ventures  can 
help  convince  boardroom  skep¬ 
tics  that  IS  shops  can  act  “more 
like  a  profit  center  instead  of  as 
a  subservient  cost  center,”  said 
Jerry  Luftman,  professor  of 
management  at  Stevens  Insti¬ 
tute  of  Technology  in  Hoboken, 
N.J. 

IS  executives  “do  not  act  and 
think  as  businesspeople  as 
much  as  they  think  they  do,” 
said  Vaughan  Merlyn,  vice  presi¬ 
dent  at  The  Concours  Group,  a 
Roswell,  Ga. -based  consultancy. 
A  venture  capital  unit  can  pro¬ 
vide  IS  a  better  understanding 
of  the  business  side  of  high- 
tech,  “especially  as  IS  shops  rely 
more  and  more  on  technology 
vendors,”  Merlyn  said. 


At  GE  Capital,  the  investment 
of  an  undisclosed  amount  of 
cash  in  PointCast  provided  the 
IS  shop  with  early  access  to 
PointCast’s  push  technology, 
which  GE  incorporated  into 
some  of  its  n  extranets. 

McKinley  said  GE  Capital  has 
“gotten  some  very  good  early 
performance”  out  of  its  Point¬ 
Cast  investment,  leading  to  fur¬ 
ther  investments  in  companies 
such  as  I2  Technologies,  Inc.,  a 
supply-chain  software  vendor  in 
Irving,  Texas,  and  Streamline, 
Inc.,  an  online  shopping  service 
in  Westwood,  Mass. 

How  do  IS  departments  get 
access  to  this  pool  of  mad  mon¬ 
ey?  The  IS  group  at  Blue  Cross/ 
Blue  Shield  of  Massachusetts 
secured  a  seven-figure  pool  of 
venture  capital  in  1995  by  per¬ 
suading  the  board  of  directors  to 
invest  the  same  amount  of  mon¬ 
ey  on  external  software  develop¬ 
ers  as  it  spends  on  internal  soft¬ 
ware  development. 

The  company’s  push  into 


managed  care  was  being  sty¬ 
mied  by  the  lack  of  off-the-shelf 
software  (see  story  below  left). 

Investments  in  innovative 
start-ups  often  yield  a  glimpse 
into  new  ways  of  doing  things. 
BT  Ventures  in  1995  invested  in 
New  York-based  Zoologic,  then 
an  18-month-old  developer  of 
multimedia  training  software, 
which  uses  pictures,  numbers 
and  words  to  teach  users  how  to 
understand  the  meaning  of 
complex  financial  instruments. 
BT  Ventures’  parent  company, 
Bankers  Trust,  has  since  used 
the  software  internally  to  train 
hundreds  of  employees,  said 
John  Herron,  Jr.,  senior  manag¬ 
ing  director  of  BT  Ventures. 


Companies  with  IS  departments  involved  in  venture  capital 


Company 

Funds  invested 

Sample  recipient 

United 

Health  Care 

$40  million 

Dow  Systems 
(San  Diego) 

GE  Capital 

Not  disclosed 

12  Technologies 
(Irving,  Texas) 

Fidelity 

Investments 

$75  million 

Geotel  Communications 
(Littleton,  Mass.) 

J.  P.  Morgan 

$1  billion 

Trusted  Information 
Systems  (Glenwood,  Md.) 

Health  care  venture  flatlines 


It  isn’t  so  surprising  that  IS  departments  in  the  financial  services 
industry  would  get  involved  in  high-tech  venture  capital.  But 
health  care? 

Yes,  health  care.  Blue  Cross/Blue  Shield  of  Massachusetts,  for 
example,  used  its  venture  capital  unit  to  become  one  of  the  first  of 
the  so-called  “Blues”  to  offer  some  services  via  the  Internet  in 
1995- 

Yet  although  company  officials  deemed  the  unit  a  financial  suc¬ 
cess,  Blue  Cross  has  decided  to  shut  down  its  New  Health  Ven¬ 
tures  division  at  the  end  of  this  year.  Officials  cited  two  reasons  for 
the  closure:  When  New  Health  Ventures’  president  Russell  Ricci 
left  to  join  IBM  late  last  year,  most  of  his  four-person  staff  left  with 
him.  And  then  Blue  Cross  reported  a  $90  million  loss  for  1996, 
forcing  it  to  refocus  on  improving  the  company’s  core  operations, 
said  a  spokeswoman  for  the  Boston-based  health  insurer. 

New  Health  Ventures  was  formed  in  1995  to  team  up  with  other 
venture  capitalists  and  invest  in  IT  vendors.  Blue  Cross  acted  as  an 
alpha  site  to  test  their  technologies.  Ricci  said  Blue  Cross  took  the 
investment  approach  because  “there  were  no  off-the-shelf  applica¬ 
tions  available  to  solve  our  business  problems,”  such  as  streamlin¬ 
ing  operations  for  the  cost-conscious  managed  care  revolution. 
Ricci  is  currently  general  manager  of  IBM’s  global  health  care  in¬ 
dustry  practice  in  Waltham,  Mass. 

New  Health  Ventures  would  place  “bets  in  the  six-  to  seven-fig¬ 
ure  range”  on  technology  vendors,  Ricci  said.  Then  the  other  ven¬ 
ture  capitalists  would  match  that  figure  tenfold  to  twentyfold,  Ricci 
said.  “We  were  basically  using  other  people’s  money  to  solve  our 
business  problems,"  he  said.  Ricci  said  Blue  Cross’  seven-figure 
start-up  investment  in  New  Health  Ventures  was  “more  than  cov¬ 
ered”  by  its  investment  returns. 

Through  one  of  New  Health  Ventures’  investments,  Blue  Cross 
was  able  to  gain  early  access  to  an  automated  enrollment  system 
that  it  used  to  link  1,700  employer  customers  for  electronic  enroll¬ 
ment  in  995.  The  system  helped  Blue  Cross  eliminate  paper  en¬ 
rollment,  decrease  phone  calls  to  its  call  center  and  improve  over- 
a'l  customer  satisfaction,  Ricci  said. 

—  Thomas  Hoffman 


CLOSE  TO  HOME 

A  more  common  approach  is 
for  IS  to  tap  the  resources  of  a 
venture  capital  unit  elsewhere 
in  the  company.  That  tactic  has 
worked  very  well  for  Motorola’s 
internal  IS  unit. 

In  1991,  it  quietly  plunked 
down  a  20%  stake  in  a  small, 
5 -year-old  maker  of  frame-relay 
switches.  The  result:  Motorola 
gained  access  to  Strata  com, 
Inc.’s  equipment  three  years  be¬ 
fore  the  frame-relay  market  took 
off. 

In  addition  to  the  financial  re¬ 
turns  the  investment  generated 
after  Stratacom  went  public  in 
July  1992  (and  before  Stratacom 

was  acquired  in  _ 

April  1996  by  Cis¬ 
co  Systems,  Inc.), 

Motorola  used  the 
switches  to  build 
a  global  frame- 
relay  network  and 
slashed  its  voice 
and  data  costs  by 
20%. 

The  frame-relay 
investment  has 
saved  the  company 
“tens  of  millions 
of  dollars”  annual¬ 
ly,  said  Les  Schroy- 
er,  former  chief 
information  offi¬ 
cer  at  Motorola 
and  now  general  manager  of 
Motorola’s  Internet  software 
products  division. 

By  partnering  with  its  in- 
house  venture  capital  group, 
Motorola’s  IS  division  can  use 
its  “IT  infrastructure  as  a  test 
bed”  and  “shake  down  those 
products  before  they  get  to  mar¬ 
ket,”  Schroyer  said. 

But  is  the  venture  capital 
game  the  best  way  for  IS  to  get  a 


His  IS  group  used 
firewall  software 
from  a  venture  firm,  a 
year  ahead  schedule 


sneak  peek  at  new  technologies? 

Ephraim  McLean,  an  expert 
on  IS  strategy  at  Georgia  State 
University  in  Atlanta,  said  a  bet¬ 
ter  use  of  limited  resources  is  to 
invest  in  a  small  in-house  “ad¬ 
vanced  technology 
group”  that  can  ex¬ 
periment  with  a 
wide  variety  of 
emerging  technol¬ 
ogies.  That  sort  of 
investment  can  be 
more  flexible  and 
“a  lot  cheaper  than 
trying  to  sprinkle 
money  on  flaky 
start-ups,”  Mc¬ 
Lean  said. 

Besides,  IS  de¬ 
partments  aren’t 
usually  known  for 
their  financial  sav¬ 
vy,  said  Andrew  B. 

Whinston,  profes¬ 
sor  of  computer 
science  and  economics  at  the 
University  of  Texas  at  Austin. 

An  IS  department  —  un¬ 
skilled  in  distinguishing  good 
investments  from  overly  risky 
ones  —  could  get 
“snookered”  by  a 
start-up  with  a  glit¬ 
zy  prototype,  he 
said. 

But  that  problem 
may  not  apply  to  IS 
departments  that 
collaborate  with 
savvy  venture  capi¬ 
tal  outfits  within 
their  companies. 

For  example,  the 
IS  department  can 
identify  hot  tech¬ 
nology  companies 
for  the  venture  cap¬ 
ital  unit  to  fund 
and  then  get  early 
access  to  the  technology. 

That’s  what  happened  at  J.  P. 
Morgan  last  year  when  the 
bank’s  IS  group  came  across 
Trusted  Information  Systems, 
Inc.,  a  Glenwood,  Md.-based 
maker  of  Internet  firewall  and 
security  software. 

“Our  technology  people  were 
able  to  [identify]  a  company  with 
high-end  technology  that  would 
be  attractive  to  Fortune  100 


J.  P.  Morgan's 
John  Forlines 


"It’s  extremely 
valuable  for  an  un¬ 
derwriter  to  have" 
in-house  technology 
resources" 


companies,”  said  John  Forlines, 
a  managing  director  who  helps 
find  investment  clients  for  J.  P. 
Morgan  Capital.  “It’s  extremely 
valuable  for  an  underwriter  to 
have  that  resource,”  said  For¬ 
lines,  whose  group 
took  Trusted  Infor¬ 
mation  Systems 
public  last  year.  In 
return,  J.  P.  Mor¬ 
gan’s  IS  group  was 
able  to  use  the  fire¬ 
wall  software  inter¬ 
nally  to  provide  its 
investment  bank¬ 
ing  customers  ac¬ 
cess  to  the  firm’s 
internal  data  about 
a  year  ahead  of 
original  plans,  said 
Mike  Reilly,  a  vice 
president  in  the 
bank’s  IS  group. 

At  Fidelity  In¬ 
vestments,  the  ven¬ 
ture  capital  arm  invested  in  Dev¬ 
onshire  Technology,  Inc.,  a 
Seattle-based  developer  of  stock 
portfolio  management  software, 
mostly  for  the  financial  rewards. 
But  a  side  benefit  of  the  deal  was 
that  it  gives  Fidelity  a  way  to  de¬ 
velop  investment  software  for 
in-house  use,  “using  a  small- 
company  approach,”  said  Ste¬ 
phen  Campbell,  president  and 
CEO  of  Devonshire. 


CLOSE  TO  THE  VEST 

IS  executives  involved  in  the 
world  of  venture  capital  are  of¬ 
ten  reluctant  to  talk  about  the  fi¬ 
nancial  details  on  grounds  that 
the  deals  can  provide  a  competi¬ 
tive  advantage  and,  potentially,  a 
big  payoff. 

GE  Capital,  for  example,  has 
invested  in  Auto-By-Tel  in  Ir¬ 
vine,  Calif.,  an  Internet-based 
auto  shopping  network.  In  turn, 
prospective  buyers  can  apply  on¬ 
line  for  financing  with  GE  Capi¬ 
tal. 

So  far,  GE  Capital  has  gotten 
“some  very  good  early  perfor¬ 
mance”  from  its  Auto-By-Tel  in¬ 
vestment.  How  good?  “I’d  have 
to  kill  you  if  I  told  you,”  McKin¬ 
ley  quipped.  □ 

Assistant  news  editor  Mitch 
Betts  contributed  to  this  article. 
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and  NetWare/IntraNetWare  users  can 
simultaneously  access  CD-ROMs  with 
the  same  ease  and  performance  using 
CD  FORCE.  Exclusive  features  of  CD 
FORCE  include: 


Compatibility  with  NT  Domain 
Services 


Search  &  Execute  applications 
and  remote  management  using 
a  Web  Browser 

NDS  support  for  NetWare/ 
IntraNetWare  clients 


delivers  unprecedented  administrative 
power  to  manage  your  entire  CD-ROM 
library  even  via  the  Internet!  Finally 
cross-platform  access  to  our  CD-ROMs. 

Call  us  today  at  800 -N  0-8600  x414  or 
visit  our  website  a  v-  vvw.procom.corn 
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It  may  sound  trite,  but  we're  fighting  for  you.  To  put  an  end  to  the  prices  that  most  customers  are  paying  for 
high-end  systems.  Our  ammunition?  The  Dell®  PowerEdge*  61 00  Pentium1  Pro  processor  sewer.  A  high-end  SMP 
server  for  $13,999  that  has  four  Pentium  Pro  processors,  redundant  hot-pluggable  cooling  fans,  hot  pluggable 
hard  drive  bays  and  ECC  Memory.  Need  more?  For  an  additional  charge  you  can  bolster  your  PowerEdge  6100 
with  an  expandable  RAID  controller,  redundant,  hot  pluggable  power  supplies,  redundant  NICs  and  Automatic 
Server  Recovery.  And  now  for  another  weapon  in  our  arsenal:  exceptional  service.  We  offer  the  BusinessCare 
4-hour  On-site4  response  option,  standard  Next-Business-Day  On-site  Service  and  24x7  telephone  support  lines. 
And  being  one  of  the  leading  price/performance  systems  in  the  server  category  has  helped  make  us  the  fastest 
growing  major  server  manufacturer  around*  Did  we  mention  we  also  have  key  relationships  with  some  of  the 
major  players  in  the  industry  like  Microsoft,  Intel,  Oracle  and  Informix?  Support  a  winning  cause.  Give  us  a 
call  or  visit  our  website. 
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DELL®  POWEREDGE®  6100  SERVER 

- 

•  200MHz  Pentium®  Pro  Processor 

•  64MB  EDO  ECC  Memory 

•  512KB  Integrated  L2  Cache 

•  Dual  Integrated  PCI  Ultra/Wide  SCSI-3  Controllers 

•  4GB  Ultra/Wide  SCSI-3  Hard  Drive 

•  24X  Max/1 2X  Min  Variable  SCSI  CD-ROM  Drive 

•  Intel  Pro/1 00B  PCI  Ethernet  Adapter 

•  Intel  LANDesk®  Server  Manager  v2.52 

•  10  Drive  Bays:  6  Hard  Drive,  4  Removable  Media 

•  10  Expansion  Slots:  6  PCI,  4  EISA 

•  3  Years  NBD  On-sitea  Service 

•  1  Year  DirectLine*  NOS  Support 

•  7x24  Dedicated  Server  Hardware 
Technical  Telephone  Support 


$8179 

Order  Code: 200268 
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DELL  POWEREDGE  6100  SERVER 


•  4x200MHz  Pentium  Pro  Processors 
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•  Intel  LANDesk  Server  Manager  v2. 52 

•  10  Drive  Bays:  6  Hard  Drive,  4  Removable  Media 

•  10  Expansion  Slots:  6  PCI,  4  EISA 

•  3  Years  of  NBD  On-siteA  Service 

•  1  Year  DirectLine  NOS  Support 

•  7x24  Dedicated  Server  Hardware 
Technical  Telephone  Support 

$13,999 

Order  Code:  200319 


•  4x200MHz  Pentium  Pro  Processors 

•  256MB  EDO  ECC  Memory 

•  1MB  Integrated  L2  Cache  per  Processor 

•  Dual  Integrated  PCI  Ultra/Wide  SCSI-3  Controllers 

•  3x9GB  Ultra/Wide  SCSI-3  Hard  Drives 

•  Dual  Peer  PCI  Bus 

•  24X  Max/1 2X  Min  Variable  SCSI  CD-ROM  Drive 

•  PowerEdge  Expandable  RAID  Controller 

•  Intel  Pro/1 00B  PCI  Ethernet  Adapter 

•  Intel  LANDesk  Server  Manager  v2. 52 

BUY  TWO  QUALIFYING  POWEREDGE  6100'S  AND  GET  A  POWEREDGE  RACK  FREE.  CALL  YOUR  SALES  REP  FOR  DETAILS  * 


•  Redundant  Hot  Pluggable  Power  Supplies 

•  10  Drive  Bays:  6  Hard  Drive,  4  Removable  Media 

•  10  Expansion  Slots:  6  PCI,  4  EISA 

•  3  Years  of  NBD  On-siteA  Service 

•  1  Year  DirectLine  NOS  Support 

•  7x24  Dedicated  Server  Hardware 
Technical  Telephone  Support 

$29,199 

Order  Code:  200313 
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McAfee,  Network  General  will  merge 


►  Companies  combine  tools 
to  tackle  NT  troubles,  users 
hope  support  continues 

By  Patrick  Dryden 

seeking  to  cash  in  on  the  rapid 
spread  of  Windows  NT  into  corporate 
client/server  networks,  McAfee  Asso¬ 
ciates,  Inc.  and  Network  General  Corp. 
last  week  announced  they  will  merge. 

The  combined  company,  Network  As¬ 
sociates,  Inc.,  plans  to  create  an  inte¬ 
grated  suite  of  products  supported  by  a 
single  sales  and  support  organization. 

The  goal  is  to  help  information  sys¬ 
tems  managers  overcome  problems 
supporting  PCs,  servers  and  networks 
based  on  the  Microsoft  Corp.  software. 

SUITE  APPROACH 

The  company  plans  to  create  four  busi¬ 
ness  units  focused  on  virus  defense, 
network  visibility,  network  security  and 
service  desk.  A  suite  called  NetTools  will 
run  on  Windows  NT  to  manage  net¬ 
worked  PCs  and  reach  out  to  Unix  systems, 
as  well. 

"Sounds  like  that  covers  all  your  bases,” 
said  Diane  DelVecchio,  a  systems  engineer 
at  integrator  Network  Data  Services,  Inc.  in 
Plano,  Texas. 

Network  Associates  should  do  well  with 
its  complementary  product  mix  and  target¬ 
ing  of  Windows  NT.  “The  suite  approach  is 
very  attractive,  and  Windows  NT  is  the  mar¬ 
ket  sweet  spot,”  said  Greg  Cline,  an  analyst 
at  Business  Research  Group  in  Newton, 
Mass. 


ANATOMY  OF  A  MERGER 


McAfee  Associates 

Santa  Clara,  Calif. 

(Virus  scanner, 
desktop/server 
management  tools, 
help  desk) 


Network  General 

Menlo  Park,  Calif. 

(Protocol  analyzer, 
network  security, 
network 
performance) 


McAfee  offers  stock  valued  at  $1.3  billion 

Network  Associates,  Inc. 

■  10th  largest  independent  software 
company  based  on  combined  1997  revenue 
of  $600  million 

■  Focus  on  Windows  NT  client/server  networks 

■  Common  sales,  support  and  field  service 

■  Integrated  suite  for  managing  network, 
security,  viruses  and  help  desk 


Cline  cautioned  that  integrating  the  di¬ 
verse  management  tools  probably  will  take 
six  to  12  months. 

McAfee,  in  Santa  Clara,  Calif.,  is  a  leading 
supplier  of  virus  detection  software,  LAN 
and  desktop  management  tools,  help  desk 
software  based  on  Windows  NT  and  PC  en¬ 
cryption  software. 

Network  General,  in  Menlo  Park,  Calif.,  is 
the  leading  vendor  of  protocol  analyzers.  Its 
Sniffer  line  of  hard  ware/ software  tools  cap¬ 
tures  packets  flowing  across  networks  to 
help  troubleshooters  and  software  develop¬ 


ers  diagnose  communications  prob¬ 
lems. 

Network  General  recently  launched 
software  for  monitoring  performance, 
service  levels  and  security  violations  in 
networks. 

Merger  talks  began  over  lunch  a 
month  ago,  said  Les  Denend,  president 
and  CEO  of  Network  General.  Denend 
will  become  president  of  Network  Asso¬ 
ciates.  Bill  Larson,  McAfee’s  president, 
CEO  and  chairman,  will  be  chairman 
and  CEO  of  the  new  company. 

USER  CONCERN 

Some  users  expressed  concern  about 
the  merger. 

“I  hope  to  see  these  products  work  to¬ 
gether  better,”  said  Jim  Robertson,  a 
network  operations  supervisor  who 
uses  three  McAfee  tools  and  Network 
General’s  distributed  Sniffer  to  support 
an  n,ooo-user  network  at  Georgetown 
University  and  Medical  Center  in  Wash¬ 
ington. 

Robertson  added  that  he  hopes  Net¬ 
work  Associates  won’t  forget  about 
Novell,  Inc.’s  NetWare,  which  rims  95%  of 
the  servers  on  campus.  “There  definitely 
will  be  a  problem  if  they  don’t  equally  sup¬ 
port  NetWare  with  the  integrated  suite,”  he 
said. 

Another  potential  problem  is  the  “dilu¬ 
tion  of  Network  General’s  technical  focus,” 
said  Steve  Tindall,  a  senior  technical  special¬ 
ist  at  Allegiance  Healthcare  Corp.  in 
McGaw,  Ill.  “I  hope  they  don’t  lose  their  ex¬ 
pertise  in  detailed  network  analysis  when 
they  try  to  address  the  needs  of  the  masses,” 
he  said.  □ 


Wright  named  Amdahl  CEO; 
will  push  services,  consulting 


"We  want  market  share  of 

the  IT  budget,  not  just  MIPS 

shipped  or  storage  devices 

installed.  We  want  to  bring 

more  to  the  table  than  just  a 

product  play." 

-  David  B.  Wright,  president 
and  CEO,  Amdahl  Corp. 


Apple  woes  deejmn 

The  financial  slidecontinues  at 
Apple  Computer,  Inc.Thecom- 
pany  reported  a  quarterly  loss 
of$i6i  million  on  sales  of  Si. 6 
billion.  Apple  said  the  bad 
financial  news  will  trigger  an¬ 
other  round  oflayoffs. 

Unisys  comeback _ 

Unisys  Corp.  in  Blue  Bell,  Pa., 
is  headed  for  its  first  profitable 
year  since  1993.  The  company 
reported  third-quarter  net  in¬ 
come  ofSso.g  million,  upfrom 
$14.2  million  lastyear. 

NCR  to  slash  jobs 

NCR  Corp.  in  Dayton,  Ohio, 
posted  a  third-quarter  loss 
of$9  million  and  said  revenue 
fell  6%  from  Si .66  billion  to 
$1.56  billion.  The  company  ex¬ 
pects  to  make  job  cuts  next 
year. 

Lucent  buys  Livingston 

Lucent  Technologies,  Inc.  in 
Murray  Hill,  N.j.,  last  week 
said  it  will  acquire  remote  ac¬ 
cess  device  maker  Livingston 
Enterprises,  Inc.  for  approxi¬ 
mately  $650  million  worth  of 
Lucent  stock. 

Intel  growth  flattens 

Intel  Corp.’s  third-quarter 
revenue  rose  20%  to  $6.2 
billion  from  $5.1  billion  in 
its  third  quarter  last  year.  The 
company  warned  that  fourth- 
quarter  revenue  will  be  only 
slightly  higher.  Intel  earned 
$1.57  billion,  up  from  $1.31 
billion. 

Compaq  rolls  on 

Compaq  Computer  Corp.  re¬ 
ported  a  42%  jump  in  third- 
quarter  income,  from  $365  mil¬ 
lion  to  $517  million.  Revenue 
rose  31%,  from  $4.95  billion  to 
$6.47  billion. 


Digital  Equipment  Corp.  in 
Maynard.  Mass.,  had  profits  of 
S25  million  on  revenue  of 
$2.96  billion  for  its  quarter 
ended  Sept.  27.  Th  is  com  pares 
with  a  loss  of  $66  million  on 
revenue  of  $2.91  billion  in  the 
same  period  lastyear. 

The  company  attributed  its 
gains  to  growth  in  server 
sales,  v/niie  service  revenue 
was  flat. 


By  Tim  Ouellette 


amdahl  corp.  got  a  new  own¬ 
er  last  month.  Now  the  Sunny¬ 
vale,  Calif.,  firm  has  a  new  CEO. 

David  B.  Wright,  previously 
executive  vice  president  of  Am¬ 
dahl’s  hardware  and  systems 
support,  last  week  succeeded 
John  Lewis  as  president  and 
CEO.  Lewis  will  remain  chair¬ 
man  of  the  board. 

The  move  follows  on  the 
heels  of  Amdahl’s  purchase  last 
month  by  Japanese  computing 
giant  Fujitsu  Ltd.  for  $850  mil¬ 
lion.  Wright’s  background  in 
services  will  be  crucial  in  Am¬ 
dahl’s  move  from  a  hardware- 
dependent  company  to  one  that 


expects  to  garner  more  than  half 
of  its  revenue  from  software, 
services  and  consulting. 

LOOKING  INWARD 

Wright  told  Computerworld  that 
Amdahl  never  looked  outside  its 
ranks  for  Lewis’  successor.  Lew¬ 
is  had  planned  to  step  down  as 
CEO  after  helping  to  improve 
Amdahl’s  long-term  strategy 
during  the  past  few  years,  he 
said. 

“Jack  is  a  tremendous  teach¬ 
er,”  Wright  said.  “And  now  we 
are  going  to  a  different  level  in 
our  business,  and  we  will  be  do¬ 
ing  different  things.” 

That  strategy  is  to  help  give 
Fujitsu  more  market  share  out¬ 


side  of  Japan  by  targeting  the 
largest  information  technology 
buyers  and  delivering  them  a 
range  of  products  —  from  main¬ 
frames  to  consulting  to  mainte¬ 
nance  and  service. 

That  also  will  help  Amdahl 
compete  on  a  more  level  footing 


with  longtime  mainframe  rival 
IBM. 

“We  want  market  share  of  the 
IT  budget,  not  just  MIPS 
shipped  or  storage  devices  in¬ 
stalled.’’  Wright  said.  “We  want 
to  bring  more  to  the  table  than 
just  a  product  play.”  □ 


Staffing  woes  deepen 


Year  2000  glitches 
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51  issues  for  $39.95 
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I .  BUSIN  ESS/INDUSTRY  (On*  on.) 

10.  Manufacturer  (other  than  computer) 

20.  Rnance/lnsurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/Transportation 
70.  Mining/Constniction/Petroleum/ 
Refining/Agriculture 
80.  Manufacturer  of  Computers. 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators.  VARs,  Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


Please  complete  the  questions  below. 


90.  Computer/PeripheraJ  Dealer/Dist-/ 
Retailer 

95.  Other _ 


(Please  Specify) 

2.  TITLE/FUNCTION  (Circle  one) 

I  S/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 
President/ Asst. VP  IS/MIS/DP 
Management 

2 1 .  Dir/Mgr.  MIS  Services.  Information 
Center 

22.  Dir/Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  MgrTPC  Mgr.,  Tech. 
Planning  Administrative  Services 

23.  Dir/Mgr.  Sys.  Development,  System 
Architecture 

3 1 .  Programming  Management,  Software 
Developers 


4 1 .  Engineering,  Scientific,  R&D.Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner.  General  Mgr. 

12.  Vice  President,  Asst. Vice  President 

1 3.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal  Accounting  Mgt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


3.  Do  you  use.  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  NetWare  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  O  Yes  □  No 
Networking  Products  □  Yes  □  No 

Intranet  Products  □  Yes  O  No 

4.  Do  you  use,  specify,  evaluate,  recommend, 
or  approve  the  purchase  of  Internet 
products  and/or  services? 


□  Yes 


□  No 


B4K7S 


First  Name 


Title 


Company 


E-mail  address 


Sate 


Last  Name 


First  Name 


Tide 


Company 


Address 


E-mail  address 


Please  complete  the  questions  below. 


I .  BUSINESS/INDUSTRY  (Grde  one) 

10.  Manufacturer  (other  than  computer) 

20.  Rnance/lnsurance/Real  Estate 
30.  Medical/Law/Education 
40.  WholesaJe/Retai l/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/Transportation 
70.  Mining/Construction/Petroleum/ 
Refining/ Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators, VARs,  Computer 
Service  Bureaus.  Software  Planning  & 
Consulting  Services 


90.  Computer/Peripheral  Dealer/Dist^ 
Retailer 

95.  Other _ 

(FW  Specify) 

2.TITLE/FUNCT10N  (Circle  one) 
IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice 
President/ Asst. VP  IS/MIS/DP 
Management 

2 1 .  Dir/Mgr.  MIS  Services.  Information 
Center 

22.  Dir/Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  Mgr/PC  Mgr., Tech. 
Planning,  Administrative  Services 

23.  DirTMgr.  Sys.  Development,  System 
Architecture 

3 1 .  Programming  Management,  Software 
Developers 


4 1 .  Engineering,  Scientific,  R&D,Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst. Vice  President 

1 3.  Treasurer,  Controller,  financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal  Accounting  Mgt 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Tided  Personnel 


3.  Do  you  use.  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS. 

(b)  NetWare  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App,  Development  Products  □  Yes  □  No 
Networking  Product?  □  Yes  □  No 

Intranet  Products  □  Yes  □  No 

4.  Do  you  use,  specify,  evaluate,  recommend, 
or  approve  the  purchase  of  Internet 
products  and/or  services? 

□  Yes  □  No 

B4K7S 
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Only  peak  performers  need 


If  you've  scaled  the  heights  of  custom  application  development, 
now’s  the  time  to  prove  it.  Enter  your  innovative  Microsoft® 
Windows®  solution  in  the  seventh  annual  Windows  World  Open 
today.  It’s  the  international  competition  that  recognizes  the 
best  in  Windows  development.  And  isn’t  reaching  the  top  what 
your  journey  is  all  about? 

Submit  your  entry  by  January  23, 1998,  and  receive 
the  recognition  you  deserve. 

www.wwopen.com 

Visit  the  contest  Web  site  to  download  an  entry  kit,  meet  last 
year’s  winners  and  get  details  about  this  year’s  categories. 

E-mail  wwo@jcai.com  or  call  800-829-4143. 


RECOGNIZING  EXCELLENCE 

IN  CUSTOM  APPLICATIONS 


FOUNDING  SPONSORS 

Microsoft  COMPUTERWORLD  {$$$$)££ 


Made  for 
each  other. 

The  new  Intel  Pentium9 E processor. 


One  processor  was  designed  with  your  business 
software  in  mind.  The  new  Pentium®  II  processor. 
It's  the  most  powerful  Intel  processor  available 
today.  Which  means  greater  performance  from  your  traditional 
business  applications.  And  the  headroom  for  new  applications, 
like  those  based  on  JavaP  Its  sleek  new  package  incorporates 


pentium®!! 


SYSmarkNT*  for  Windows  NT*  4.0* 

Performance  Comparison 


Pentium®  Processor  with  MMX™  Technology  at  200MHz 


Pentium®  Pro  Processor  200MHz,  256KB  L2 


153 

201 


257 

Pentium*!  Processor  266MHz,  512KB  L2 

mmmaaammmmmmm  274 

Pentium*!  Processor  300MHz,  512KB  L2 

i  As  compared  to  Pentium*5  processor-based  systems  w  ithout  Dual  Independent  Bus  architecture  as 
measured  b>  the  SYSmarkNT*  for  Windows  NT*  4.0  Performance  Comparison  (benchmark  was  run 
without  the  benefits  of  Intel  MMX™  technology  code).  8-25-97.  Performance  tests  and  ratings  arc 
measured  using  specific  computer  systems.  Any  difference  in  system  hardware  or  software  design  or 
configuration  may  affect  actual  performance. 


Intel's  unique  Dual  Independent  Bus 
architecture,  an  advanced  design  that  uses 


two  separate 

rv 

' 

pentium  II  '  - 

r 

buses— one 

Intel 

linked  to  the  L2  cache  and  the  other 
dedicated  to  the  main  memory.  The  result 
is  a  boost  in  overall  performance  that 
allows  you  and  your  company  to  get  more 
done.  The  Pentium  II  processor.  Power 
that's  made  for  today's  business  software. 
To  learn  more,  visit  our  Web  site. 

►  www.intel.com/PentiumII 


intel® 

The  Computer  Inside.™ 


©  1997  Intel  Corporation  ’Third-party  trademarks  are  property  of  their  respective  owners.  tAs  compared  to  Pentium®  processors  without  Intel  MMX™  technology. 
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Silicon  sfiarae  In  about 
the  time  it  takes  you 
to  read  this  sentence, 

somebody  out  there  will  turn  50.  If  that  somebody 
happens  to  be  a  highly  skilled,  experienced  systems 
analyst,  Cobol  programmer  or  application  designer, 
would  your  company  hire  him? 

Not  if  you’re  reading  this  in  Silicon  Valley,  appar¬ 
ently.  Age  discrimination  seems  to  be  a  nasty  fact  of 
life  among  many  of  the  high-tech  enterprises  that  dot 
this  stretch  of  California.  That’s  the  hard-earned  con¬ 
clusion  Cordon  Clark  came  to  after  the  62-year-old 
part-time  consultant  watched  hundreds  of  his  re¬ 
sumes  ignored  up  and 
down  the  Valley. 

“It  became  very  apparent 
that  I  was  something  to  go 
away  and  sit  on  the  shelf,” 
he  told  Computerworld  re¬ 
porter  Julia  King  (see  story 
in  the  Oct.  13  Corporate 
Strategies  section).  Clark 
has  more  than  20  years  of 
project  management  work  under  his  belt,  plus  anoth¬ 
er  10  years  as  CEO  of  his  own  software  company. 

This  former  chief  exec  is  one  of  the  7,000  IT  pro¬ 
fessionals  registered  at  Senior  Staff  2000,  a  database 
of  retired  and  over-50  experts  in  Cobol  and  other 
mainframe  skills.  Exactly  the  kind  of  skills  that  IT 
shops  nationwide  are  scrambling  to  procure  as  the 
countdown  continues  to  the  year  2000. 

Maybe  high-tech  centers  such  as  Silicon  Valley  are 
immune  to  the  century  date-change  disasters.  They’d 
better  be,  because  twentysomething  Web  designers 
and  Java  jockeys  aren’t  going  to  be  interested  in  work¬ 
ing  on  year  2000  projects.  Ironically,  the  more  experi¬ 
enced  workforce  often  is  looking  for  a  part-time  con¬ 
sulting  gig  rather  than  full-time  work  —  meaning  no 
overhead  for  health  insurance. 

Now  that  Uncle  Sam  has  deemed  the  IT  labor 
shortage  a  national  emergency,  even  the  real  world 
beyond  the  computer  industry  is  taking  notice.  It’ll  be 
interesting  to  see  what  happens  to  this  Silicon  shame 
as  the  more  youthful  end  of  the  talent  pool  drains 
away.  Revenge  of  the  senior  nerds,  perhaps? 


Maryfran  Johnson,  Executive  editor 
Internet:  Maryfran_Johnson@cw.com 
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Most  Internet  E-mail  fails  Communications  101 


As  an  organization  that  has 
been  providing  E-mail  access 
for  more  than  a  year  to  outside 
users,  I  was  pleased  to  find  out 
how  well  our  agency  does  in  re¬ 
sponding  to  E-mail  [“Consumers 
www.wait  for  E-mail  responses,” 
CW,  Sept.  15]. 

I  get  extremely  tired  of  reading 
about  how  bad  the  bureaucracy  is, 
and  I  think  our  response  time  is 
far  superior  to  what  you  experi¬ 
enced.  You  might  try  going  to  our 
agency’s  World  Wide  Web  site 
(www.window.state.tx.us)  and  trying 
us  out.  Thanks  for  the  informa¬ 
tion  on  how  other  organizations 
handle  E-mail.  Our  folks  will  be 
pleased. 

Stuart  Greenfield,  analyst 
Comptroller  of  public  accounts 
Austin,  Texas 
stuart.  greenfield@cpa.state.tx.us 

I  started  keeping  a  log  and  jour¬ 
nal  of  online  messages  I  sent  to 
various  companies  requesting  sup¬ 
port.  All  were  legitimate  matters. 
Most  have  yet  to  reply  —  after 
months!  A  few  replied  after  I  sent 
another  message  clearly  labeled 
“Second  notice.”  A  couple  of  firms 
replied  only  after  I  threatened  to 
return  the  merchandise  or  cancel 
an  order. 

For  another  article,  how  about 
looking  into  the  many  Web  pages 
that  waste  your  time  with  forms 
that  require  you  to  enter  a  lot  of 
data  in  blanks,  and  then  when  you 
submit  it,  you  get  an  error  mes¬ 
sage.  Or  those  sites  that  have  so 
many  graphics  changing  on  the 
page  that  you  can’t  tell  if  it’s  fin¬ 
ished  loading. 

There  seem  to  be  many  compa¬ 
nies  that  are  ambitious  about  their 


Web  sites,  but  they  are  hiring 
techie  gurus  to  design  the  pages. 
They  insist  on  all  the  latest  good¬ 
ies  yet  ignore  the  main  reason  the 
page  exists:  customers!  Thanks  for 
a  great  article.  A  wake-up  call  is 
sorely  needed. 

Gordon  Hesketh 
MIS  manager 
LaPorte,  Texas 

Your  article  about  Web  site 
E-mail  problems  in  the  Sept. 
15  issue  identified  a  definite  busi¬ 
ness  communication  failure,  but 
you  failed  to  note  that  the  big¬ 
gest  and  most  in¬ 
excusable  violator  is 
the  computer  indus¬ 
try.  Wouldn’t  you 
think  that  compan¬ 
ies  selling  hardware 
and  software  that 
is  intended  to  help 
people  communicate 
would  recognize  the 
importance  of  com¬ 
municating  with  their 
customers  and  poten¬ 
tial  customers? 

Sure,  E-mail  can  be  overwhelm¬ 
ing  if  you  aren’t  prepared  for  it. 
The  same  is  true  of  telephone 
calls. 

But  if  a  company  is  willing  to 
spend  millions  of  dollars  for  blan¬ 
ket  advertising  in  the  hope  that 
perhaps  i%  (or  fewer)  of  the  peo¬ 
ple  seeing  the  ad  will  be  interest¬ 
ed,  why  won’t  they  commit  a  few 
bucks  to  talking  with  those  people 
when  they  call  or  drop  a  message 
in  the  E-mail  box? 

Stupid. 

Charles  A.  McNulty 
Queensbury,  N.Y. 
mcnulty.group@palmtop.com 


Your  recent  article  about 
companies  that  put  up  Web 
sites  for  reasons  other  than  profits 
struck  a  chord  with  me.  I  was  re¬ 
cently  in  the  market  for  a  new 
dishwasher  and  decided  to  check 
the  Web. 

There  were  two  companies  of 
interest  to  me:  Maytag  and  anoth¬ 
er  popular  manufacturer. 

When  I  visited  the  Maytag  site, 
I  found  complete  specifications 
that  could  be  downloaded  as  PDF 
documents,  which  clearly  ex¬ 
plained  all  the  features  and  dimen¬ 
sions  of  each  model. 

When  1  visited  the 
competitor,  I  found 
one  of  those  cute  lit¬ 
tle  construction  work¬ 
er  icons  with  a  mes¬ 
sage  to  check  back 
later  when  the  site 
was  complete. 

I  assume  you  can 
guess  which  dish¬ 
washer  I  bought. 

Paul  Lourd 
Director  of  technology 
UST,  Inc. 
Greenwich,  Conn. 
More  letters,  page  39 

Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  Johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  500  Old 
Connecticut  Path,  Framing¬ 
ham,  Mass.  01701.  Fax  num¬ 
ber:  (508)  875-8931;  Internet: 
letters@cw.com.  Please  in¬ 
clude  an  address  and  phone 
number  for  verification. 


Companies  insist 
on  all  the  latest 
goodies  yet 
ignore  the  main 
reason  the 
page  exists: 
customers! 
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Who’s  in  charge  here? 

Michael  Cohn 

There  was  a  time  when  CIOs  were  cool.  When  IS 
middle  managers  were  in  demand.  A  time  when 
even  CFOs  and  CEOs  actually  called  the  shots. 
Not  anymore.  Executives  are  out.  Power  users  (most  of 
them,  anyway)  are  out.  If  you’ve  got  expensive  wood  fur¬ 
niture  in  your  office,  take  a  hike. 

You’re  not  in  charge  anymore.  We  are.  CvAAIlf  illAC  nr  A  All!1 
The  meek.  The  humble.  The  lowly  bot-  LAvvUlIVCu  ult  U  U  l  • 
tom  rungs  of  IS. 

With  so  much  to  do  and  so  few  of  us 
to  do  it,  we  call  the 
shots  now.  To  all  you 
power-tie-wearing,  cig¬ 
ar-smoking,  expen- 
sive-Japanese-sedan- 
driving  folks  out 
there:  Make  room. 

Move  over.  Update 
your  resumes.  Things 
are  going  to  be  different. 

Because  from  now  on,  these  people 
are  in  charge: 

THE  PEONS 

High-tech  cubicle  dwellers  are  in  charge. 

You  tried  to  downsize  us.  Demote  us. 


lots  to  do  and  few  of  us  to 
do  it,  those  at  the  bottom 
rungs  of  IS  call  the  shots. 


THE  RECRUITS 

With  a  skills  shortage,  even  new  hires 
are  in  charge.  Remember  the  days  when 
nervous  college  seniors  interviewed  in 
suits  that  still  had  a  tag  or  two  on  the 
sleeve?  Forget  it.  You’re  lucky  if  they 
come  in  wearing  an  Izod.  You’re  lucky  if 
they  come  at  all.  One-hour  interviews 
now  take  one  minute.  “Yeah,  I  heard  of 
Visual  Basic.  00?  I  can  spell  it.  And  we 
had  some  of  those  Pentium  computer 
things  at  school.  So  what 
salary  are  we  talking,  70- 
plus?  More  important,  is 
there  a  Starbucks  around 
here,  or  what?” 


Defeat  us.  You  threw  us  $26,500  plus 
two  weeks’  vacation. 

But  now  the  workload  is  huge.  The 
projects  have  piled  up.  The  payroll  is 
thin.  So  we  set  the  schedules.  No  more 
death  marches.  No  more  working  week¬ 
ends.  No  more  on-call. 

You  want  us  to  wear  beepers?  Okay, 
but  only  so  headhunters  can  always  get 
through. 


THE  CONTRACT 
PROGRAMMERS 

Heavens,  no!  But  it’s  true. 
Everyone’s  looking  for  con¬ 
tractors.  So  these  program¬ 
mers  are  in  charge,  too.  Everyone’s  got 
consultants  in  the  budget.  You  know 
Sybase?  The  RPG  language?  English? 
Come  on  in  and  sit  down.  How  does  $85 
an  hour  sound?  And  if  it’s  not  too  much 
trouble,  it  would  be  nice  if  you  worked 
at  least  three  hours  per  day,  preferably 
here  in  the  office.  But  you  can  dial  in 
from  home  if  you  promise  to  lower  the 
volume  on  the  soaps. 


THE  VENDORS 

This  is  truly  disgusting,  but  vendors  are 
also  calling  the  shots.  Their  phones  are 
ringing  off  the  hook.  People  want  soft¬ 
ware.  People  want  services.  Overworked 
vendors  smugly  send  them  to  the  back 
of  the  line. 

Slimy  salespeople  are  handpicking 
their  prospects.  Thirty-day  sales  cycles? 
They’re  29  days  too  long. 

Discounts?  Don’t  even  think  about  the 
D-word.  These  days,  list  price  is  a  dis¬ 
count  —  because  vendors  will  probably 
be  raising  prices  every  week  through 
2000. 

THE  END  USERS 

Finally,  a  few  of  those  pesky  end  users 
are  still  in  charge. 

Contrary  to  popular  belief,  we  can’t  tell 
them  all  to  jump  in  the  lake.  Vendors 
can  no  longer  make  them  pay  for  lunch. 
The  help  desk  can  no  longer  stick  them 
on  hold  for  weeks  at  a  time. 

Because  even  with  all  this  inflated 
pricing,  pitiful  service,  personnel  short¬ 
age  and  contention  for  labor,  we  need  to 
stay  close  to  our  end  users  —  because  a 
few  of  them  are  taking  Cobol  classes  at 
night,  and  we  could  sure  use  the  help.  □ 

Cohn  is  a  computer  consultant  in  Atlanta. 


Lax  data  policies  pollute  intranet  pond 

Michael  Schrage 


Got  an  E-mail  epigram  that  made  me  smile: 
“We  have  all  heard  that  a  million  monkeys 
with  a  million  typewriters  would  eventually  re¬ 
produce  the  entire  works  of  Shakespeare.  Now,  thanks 
to  the  Internet,  we  know  this  is  not  true.” 


By  the  time  I’d  finished  smiling,  I  had 
mentally  outlined  this  column.  Although 
I’m  an  enormous  fan  of  the  ’net  and  an 
honest  believer  that  intranets  will  have  a 
bigger  impact  on  the  quality  of  work 
than,  say,  total  quality  management,  I  get 
this  queasy  feeling  whenever  I  browse.  I 
see  “facts”  that  aren’t  and  “data”  of  ques¬ 
tionable  parentage.  Was  it  Will  Rogers  or 
Mark  Twain  who  wrote,  “It’s  not  what 
you  don’t  know  that  hurts  you  —  it’s 
what  you  do  know  that  ain’t  so”?  I’ll 
check  that  out  on  the  ’net.  . . . 

Net  issues  such  as  data  integrity  and 
the  lack  thereof  have  gotten  great  main¬ 
stream  media  play,  thanks  to  newbies 
such  as  Pierre  Salinger  and  his  TWA 
Flight  800  conspiracy  theories.  Unfortu¬ 
nately,  comparable  energy  hasn’t  been  fo¬ 
cused  on  the  data  integrity  of  intranets. 
Every  day,  it  becomes  easier  for  a  depart¬ 


ment  or  salesperson  —  or  a  key  supplier 
or  valued  client  —  to  link  their  site  (read: 
data)  to  the  enterprise  intranet. 

More  often  than  not  —  that  is, 
94.99%  of  the  time  —  no  formal  data 
quality/data  integrity  standards  are  re¬ 
quired  of  the  linkers.  That  scares  me. 

To  be  sure,  data  integrity  has  always 
been  a  critical  component  of  IS  manage¬ 
ment.  What’s  the  point  of  having  superb 
digital  technologies  chock-full  of  crappy 
information?  At  least  in  the  relatively 
centralized  glass-house  era,  it  was  un¬ 
ambiguously  clear  that  IS  had  direct  re¬ 
sponsibility  and  influence  over 
the  information  its  main¬ 
frames  were  munching  —  the 
good  old  days  of  "garbage  in, 
garbage  out.” 

Of  course,  data  integrity  is¬ 
sues  were  hot-button  topics 


during  the  initial  waves  of  client/server 
computing.  But  the  irresistible  rise  of 
netcentric  computing  has  really  placed 
IS  in  the  most  awkward  high-risk/high- 
exposure  predicament.  To  wit,  when  Big 
Company  gets  caught  dumping  toxic 
waste  in  the  water  supply,  it  gets  fined, 
penalized  and  scorned  by  the  communi¬ 
ty.  Of  course,  if  Big  Company  is  also  the 
town’s  biggest  employer  and  taxpayer, 
that  complicates  matters. 

Regardless,  the  water  utility  is  still  ex¬ 
pected  to  detect  the  pollution  and  purify 
the  troubled  waters. 

Alas,  the  analogy  holds  for  the  netcen¬ 
tric  enterprise:  Big 
Department  pollutes 
the  intranet  with  out¬ 
dated  or  not-quite- 
right  data,  which  leads 
to  unfortunate  misun¬ 
derstandings  with  im¬ 
portant  customers.  All 
of  a  sudden,  it’s  “Why 


What's  the  point  of  superb 
digital  technologies  full  of 
crappy  information? 


isn’t  IS  enforcing  guidelines  for  data  in¬ 
tegrity?  After  all,  they’re  running  the  net¬ 
work,  right?” 

The  last  thing  a  CIO  and  an  IT  depart¬ 
ment  need  to  become  is  a  censor  cum 
intranetwork  nanny  for  the  enterprise. 
Getting  caught  up  in  the  politics  of  in¬ 
formation  distribution  can  be  brutal. 

On  the  other  hand,  insisting  that  de¬ 
partments  and  individuals  publicly  war¬ 
rant  that  the  data  on  their  sites  is  valid 
and  forcing  people  to  post  “expiration 
dates”  on  pages  are  excellent  first  steps 
toward  creating  a  net  culture  free  of 
Shakespeare-emulating  primates. 

There’s  nothing  wrong  in  principle 
or  practice  for  I S  to  politely  but  firm¬ 
ly  insist  that  people  not  pollute  their 
networks 

An  outdared  invoice  can  do  more 
damage  to  a  company  than  a  virus. 

As  we  move  from  info-intranets 
to  electronic-commerce  transactions 
across  the  Web,  managing  data  in¬ 
tegrity  will  become  the  biggest  price 
we  pay  for  '‘.centric  computing. D 


Schrage  is  <  ■  rch  associate  at  the 
MIT  MeC.  i  and  author  of  No 
More  Teas:  ;  internet  address  is 

schrage(&ni  .it.edu. 


IT  managers  everywhere:  sharpen  your  scissors. 


pentlunyU 
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Lucent  tackles  56K  standard 

This  letter  is  in  response  to  a  brief 
[“56K  standard  delayed”]  that  ap¬ 
peared  in  Computerworld’s  Sept.  22  issue 
about  the  status  of  standards  regarding 
56K  bit/sec.  modems.  It  states  that  the 
International  Telecommunications  Union 
(ITU)  has  delayed  a  vote  on  a  standard 
until  January  because  ITU  members  “ap¬ 
parently  want  the  two  companies  with 
the  modems  to  share  some  of  their 
patented  technology.” 

The  item  identified  3Com  and  Rock¬ 
well  as  the  two  firms.  The  only  company 
that  has  advised  the  ITU  of  any  specific 
patents  it  believes  may  be  applicable  to  a 
forthcoming  standard  is  Lucent  Tech¬ 
nologies.  The  three  issued  patents  Lucent 
holds  are  the  result  of  what  we  believe  is 
the  earliest  work  in  this  technology. 

3Com  has  indicated  that  it  would  li¬ 
cense  all  patents  it  owns  relating  to  the 
anticipated  standard,  without  identifying 
any  such  patents.  To  the  best  of  our 
knowledge,  Rockwell  has  not  identified 
any  patents  applicable  to  this  technology. 
Lucent  has  been  a  prime  mover  behind 
the  efforts  to  develop  an  industry  stan¬ 
dard  for  this  high-speed  modem  technol¬ 
ogy.  The  company  has  submitted 
several  of  its  key  technical  proposals. 
We  plan  to  continue  to  work  closely  with 
the  ITU  until  the  standard  issue  is  re¬ 
solved. 

Bob  Rango 
General  manager 
Modem  and  Multimedia 
Integrated  Circuits 
Lucent  Technologies,  Inc. 
Huntington  Beach,  Calif. 

Microsoft  misrepresents  NT 

This  letter  is  in  response  to  Com¬ 
puterworld’s  article,  “Users  to  Mi¬ 
crosoft:  NT  4.0  still  needs  work,”  in  the 
Sept.  15  issue.  Microsoft  has  used  third- 
party  software  as  a  crutch  for  quite  some 
time.  DOS  and  Windows  95  have  many 
utilities  that  are  made  by  companies  oth¬ 
er  than  Microsoft.  One  of  the  really 
sneaky  things  Microsoft  does  is  to  show 
how  much  cheaper  NT  is  than  some  of 
the  Unix  competitors  and  OS/2.  The 
claims  are  misleading  because  of  the 
large  cost  involved  in  buying  enough  ex¬ 
tra  software  to  get  a  manageable  operat¬ 
ing  system  with  NT.  They  also  leave  out 
the  fact  that  server  crashes  and  downtime 
are  very  expensive  to  companies  and  that 
OS/2  and  Unix  systems  are  much  more 
stable. 

Ricky  Hardt 
Houston 

Entering  modern  era  with  net  PCs 

Frank  Hayes’  column  [“Showdown  at 
the  PC  corral,”  CW,  Sept.  15]  paints  a 
fearful  picture  of  MIS  management  at 
Wells  Fargo.  It  serves  as  a  warning  to 
management  not  to  take  away  benefits 
(pay,  time  off,  tools  and  so  on)  from  its 
employees  without  anticipating  backlash. 


For  this,  I  am  appreciative. 

But  his  conclusion  that  “If  there’s  a 
single  issue  that  can  shatter  your  hopes 
of  successfully  putting  network  comput¬ 
ers  on  your  users’  desks,  it’s  the  fact  that 
you’ll  be  taking  their  PCs  away,”  is 
flawed.  Typewriters  and  adding  machines 
are  not  network  computers.  Wells  Fargo 


removed  their  PCs  without  giving  them 
network  computers. 

Also,  you  assume  a  network  computer 
is  not  a  PC.  It  certainly  doesn’t  have  to 
be,  but  it  can  be.  We  rolled  out  network 
PCs  at  my  company  recently.  Yet,  no  one 
who  had  a  PC  complained  because  we 
didn’t  take  it  away  from  them.  We  in¬ 
stalled  a  single  Citrix  WinFrame  server 
(Windows  NT  3.51,  with  extensions  for 
multiuser  capacity)  and  installed  client 


software  on  existing  PCs. 

We  eliminated  the  need  for  constant 
upgrades  of  everyone’s  desktop  system’s 
hardware  and  software.  We’ve  entered 
the  modern  era  (albeit  with  NT  3.51,  for 
now),  leaving  the  stagecoach  in  the 
dust. 

Robert  Taylor 
Thermeon  Corp. 

Santa  Ana,  Calif. 
rtaylor@  thermeon.com 


We  take  every  measure 
to  make  you  comfortable 
with  your  future. 


As  an  integrated  training  and  consulting  company, 
Mentortech  can  uniquely  pinpoint  and  teach  the 
technology  skills  that  are  most  in  demand. 

We  provide: 

•superior  classroom 
technical  training 
•cutting  edge  technology- 
based  training 
•  professional  consulting 


services 


Our  training  and  consulting  services  are  custom- 
designed  for  individuals  and  corporations  by  top  industry 
professionals.  So  IT  professionals  increase  their  value  to 
corporations  and  corporations  are  assured  they  have 
the  most  knowledgeable,  up-to-date  staff  possible. 

No  matter  what  pair  of  shoes  you're  trying  to  fill, 
Mentortech  can  help  you  find  the  perfect  fit  as  quickly 
and  as  comfortably  as  possible. 

No  pinching. 

No  rubbing. 

No  blisters. 


For  information,  please  call 
Terry  Steinberg,  EVP 

1.800.727.6583,  ext. 216 

info@mentortech.com 

www.mentortech.com 
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HP  Business  PCs.  The  HP  Vectra  VL  with 
Vindows®  95  or  Windows  NT®  Workstation, 
or  1-800-322-HPPC,  ext  3998. 
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1  N O  MATTER  WHAT  PROBLEMS  DISTRIBUTED  APPLICATIONS 

■ 

mm--  THROW  YOUR  WAY,  WE  CAN  HELP  YOU  GET  OVER  THEM 


Managing  a  distributed  environment  can  be  a  rough  road.  That's  why  we  Command  Center  has  the  scope,  scale,  and  power  to  keep  you  in  control 


Candle  brings  you  the  power  to  address  the  mission  -  impossible 


a  solution  which  gives  you  the  power  to 


created  Candle  Command  Center 


detect  and  control  problems  and  manage  your  SAP  R/3,  Lotus  Notes,  and  problem  of  end-user  application  response  time  and  the  power  to  manage 


internally  developed  applications  —  all  from  a  single  management  point. 
Whether  your  applications  run  on  Oracle,  Microsoft  SQL  Server 


new 


To  see  how  we  can  help  you  stay  on  top  of  things  call  1-888-322-9988 


or  visit  our  Web  site  at  www.candle.corr 
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Case  Studies  ♦  Trends  ♦  Outsourcing 


Briefs 


The  U.S.  Immigration  and 
Naturalization  Service  has  in¬ 
creased  by  $47  million  the 
amount  it  is  paying  Electronic 
Data  Systems  Corp.  to  devel¬ 
op  systems  for  projects  such 
as  case  tracking  and  employ¬ 
ment  verification. 

In  1994,  the  agency  award¬ 
ed  EDS  part  of  its  five-year, 
$300  million  Information 
Technology  Partnership  con¬ 
tract. 

CSC  takes  aim _ 

Computer  Sciences  Corp. 
in  El  Segundo,  Calif.,  has 
launched  a  new  consulting 
practice  aimed  at  the  chemi¬ 
cal,  oil  and  gas  industry. 

The  group  will  have  3,000 
specialists  worldwide,  includ¬ 
ing  2,600  chemical-industry 
specialists  in  18  countries 
that  CSC  acquired  through  an 
outsourcing  contract  it  signed 
this  year  with  Du  Pont  Co. 
The  group  will  focus  on  year 
2000  services  and  supply- 
chain  management  imple¬ 
mentations 

Enabling  E-banking _ 

Integrion  Financial  Network, 
a  consortium  of  IBM  and 
top  U.S.  banks,  has  formed 
a  joint  development  effort 
with  Intuit,  Inc.  that’s  intend¬ 
ed  to  allow  financial  institu¬ 
tions  to  connect  users  of 
Intuit’s  Quicken  personal 
financial  management  soft¬ 
ware  with  Integrion’s  Interac¬ 
tive  Financial  Services  plat¬ 
form. 

Under  the  partnership,  the 
two  plan  to  develop  by  mid- 
1998  a  server  technology  de¬ 
signed  to  translate  Quicken 
financial  software  transac¬ 
tions  into  Integrion’s  Cold 
Standard  messages. 


LABOR  COSTS 


Because  labor  accounts  for 
roughly  50%  of  IT  budgets 
and  staff  compensation 
increases  will  reach  15%  to 
20%  per  year  through 
2000,  IT  budgets  must 
grow  more  than  10%  per 
year  just  to  handle  labor 
increases. 

Source:  Meta  Group,  Inc.,  Westport,  Conn. 


IT  churn  concerns  IS 


By  Matt  Hamblen 
Orlando,  Fla. 


information  systems  man¬ 
agers  feel  overwhelmed  by  tech¬ 
nological  change,  especially  in 
software  upgrades,  and  worry 
about  justifying  the  costs  to 
higher  management. 

The  anxiety  showed  itself  at 
Gartner  Group,  Inc.’s  sympo¬ 
sium  recently.  Two  chief  infor¬ 
mation  officers  appeared  on  a 
panel  before  thousands  of  infor¬ 
mation  technology  managers 
and  said  that  the  productivity 
gains  from  computers  are 
tough  to  measure  —  especially 
when  the  product  upgrade  cycle 
is  relentless. 

Their  comments  came  amid 
a  flurry  of  recent  press  reports 
questioning  whether  computers 


Nabisco's  Joseph  W.  Farrel 
ly:  "The  time  spent  on 
upgrades  is  enormous” 


make  companies  more  produc¬ 
tive.  Some  Wall  Street  analysts 
and  even  Federal  Reserve  Chair¬ 


man  Alan  Greenspan  have 
called  for  changes  to  the  way 
economists  measure  productivi¬ 
ty  gains  from  information  tech¬ 
nology. 

Meanwhile,  experts  such  as 
Computerworld  columnist  Paul 
A.  Strassmann  continue  to  ar¬ 
gue  that  productivity  hasn’t  im¬ 
proved  much  in  the  past  io 
years  despite  the  billions  of  dol¬ 
lars  invested  in  computers  [CW, 
Sept.  15]. 

Joseph  W.  Farrelly,  CIO  at 
Nabisco  Holdings  Corp.  in  Par- 
sippany,  N.J.,  said,  “The  time 
spent  on  upgrades  is  enor¬ 
mous.”  Companies  need  help 
from  vendors  with  time-saving 
technologies,  for  example,  to 
help  their  users  keep  pace  with 
new  software  releases,  he  said. 

IT  churn,  page  43 


Lawsuits 

galore 


YEAR  2000  LITIGATION  AVOIDANCE  TIPS 


I  Don't  rely  on  end  users  to  test  repaired  software 
code. 

I  Don't  make  functional  software  changes  during 
year  2000  work. 


►  Lawyers  ‘ slobbering ’ 
over  upcoming  year 
2000-related  litigation 


I  Establish  a  separate  year  2000  project  management 
office  to  track  and  document  all  work. 


By  Julia  King 


if  you  are  a  year  2000  project 
manager,  do  yourself  a  favor 
and  get  to  know  your  com¬ 
pany’s  lawyers.  Really  well. 

You  will  probably  need  them 
during  the  next  few  years,  when 
the  cost  of  year  2000  litigation 


is  projected  to  exceed  $1  trillion, 
according  to  a  study  by  Thelen, 
Marrin,  Johnson  &  Bridges,  a 
law  firm  in  San  Francisco. 

Attorneys  are  “actually  slob¬ 
bering”  over  the  prospect  of 
year  2000  lawsuits,  said  Steven 
L.  Hock,  a  Thelen  attorney  who 
specializes  in  technology  law. 


“If  legal  issues  aren’t  ad¬ 
dressed  up  front,  it’s  the  year 
2000  project  manager  who  will 
end  up  on  the  hot  seat  in  the 
witness  box,”  Hock  said. 

The  first  rule  for  project  man¬ 
agers  is  document  everything 
carefully.  That  includes  conver- 
Lawsuits,  page  43 


Feds  plan  to 
check  ID  at 
Web  site  doors 


By  Sharon  Machlis 


the  federal  government  will 
soon  seek  proposals  to  develop 
a  secure  way  to  identify  users  of 
government  World  Wide  Web 
sites. 

The  request  for  proposals, 
expected  as 
month,  will 
include  plans 
to  distribute 
software  or 
hardware  “to¬ 
kens”  aimed 
at  ensuring 
users  are 

who  they 

claim  to  be, 

General  Ser¬ 
vices  Admin¬ 
istration  offi¬ 
cials  told  a 
government 
security  con¬ 
ference  earlier  this  month.  The 
tokens  generate  one-time  pass¬ 
words,  which  makes  password¬ 
stealing  efforts  pointless. 

The  system  would  use  a  pub¬ 
lic  key  infrastructure  (PKI), 
which  uses  special  key  pairs  — 
one  private,  one  public  —  to  en¬ 
crypt  and  decrypt  data.  Any  gov¬ 
ernment  agency  could  use  the 
resulting  system  to  more  se¬ 
curely  provide  data  to  the  pub¬ 
lic  over  the  Internet. 

The  PKI  project,  which  would 
be  for  government  use  only, 
mirrors  attempts  by  the  private 
sector  to  find  a  method  of  au¬ 
thenticating  users  in  electronic- 
Feds,  page  43 


early  as  next 


The  GSA’s  Stan 
Choffey:  The 
proposal  will 
have  two  levels 
of  security 


Legacy  code  is  recyclable 


McDonnell  Douglas'  contracts  management  system 

Business  objective:  To  create  a  uniform,  corporatewide 
contract  management  system. 

Challenge:  To  move  and  merge  four  mainframe-based 
contract  management  systems  into  one  client/server-based 
system. 

Solution:  To  reuse  legacy  mainframe  applications  as  much 

as  possible. 


By  Jaikumar  Vijayan 

old  software  doesn’t  always 
have  to  die.  Sometimes,  it  can 
just  get  recycled. 

At  least  that’s  what  has  hap¬ 
pened  at  St.  Louis-based  Mc¬ 
Donnell  Douglas  Corp.  Two 
years  ago,  the  giant  government 
contractor  wanted  to  create  a 
new  contracts  management  sys¬ 
tem  to  manage  the  many  re¬ 
porting  requirements  on  each 


of  the  thousands  of  active  con¬ 
tracts  that  McDonnell  Douglas 
handles. 

But  instead  of  developing  a 
new  system,  the  company 
reused  core  functions  from  its 
legacy  environment,  added  new 
functionality  and  rehosted  them 
in  a  client/server  application. 

The  move  not  only  helped 
McDonnell  Douglas  preserve 
parts  of  its  legacy  investment,  it 
also  helped  the  company  cut  its 


application  development  and 
implementation  cycle  in  half, 
according  to  Randy  Simmons,  a 
controller  at  the  company. 


Such  considerations  are  im¬ 
portant  for  corporations  want¬ 
ing  to  move  to  new  distributed 
Legacy,  page  43 


MICRON  CLIENTPRO  Vxe 


Intel  166MHz  Pentium®  processor  with  MMX,M  technology 

32MB  EDO  RAM,  support  for  SDRAM 

1.2GB  SMART  EIDE  hard  drive 

15"  Micron  500Lx,  ,28dp  (13.7"  display) 

STANDARD  FEATURES 

512KB  pipeline  burst  cache,  flash  BIOS,  DMI  Support 

16X  EIDE  variable  speed  CD-ROM  drive 

3Com  3C509  ISA  Ethernet  T-P  NIC 

S3  ViRGE  graphics  accelerator,  2MB  EDO  RAM 

Microsoft®  Mouse 

Microsoft  Windows®  95 

5-year/3-year  Micron  Powers"  limited  warranty 


Change  is  inevitable.  That’s  why  you  need  the  consistency 
of  the  Micron™  ClientPro’s®  custom  configuration.  ClientPro 
systems  are  built  on  a  stable  platform,  reliable  enough  to 
handle  the  toughest  business  tasks.  And  with  Intel  Pentium 
or  Pentium  II  processors,  ClientPro  systems  pack  the  power  to  run  the  latest  technologies  -  so 
you  can  have  a  powerful  business  PC  that  reduces  the  risk  of  downtime  and 
lowers  your  total  cost  of  ownership.  The  new  ClientPro  Mre  includes  the 
latest  management  features  like  DMI  2.0,  LANDesk®  3.1  and  Wake  On  LAN 
adapters  for  enhanced  remote  management,  and  chassis  intrusion  alert  for 
security  protection.  What’s  more,  all  systems  are  backed  by  our  award-winning  24-hour 
customer  support  and  one  of  the  best  limited  warranties  in  the  business.  So  if  you’re  looking 
for  performance  and  stability  -  at  an  affordable  price  -  it’s  time  you  changed  to  the  ClientPro. 


Pentium® 

IPROCItlOR 


MICRON 

POWER - 

WARRANTY 

5-year  limited  warranty  on  microprocessor  and  main  memory 
3-yeat  limited  parts-only  system  warranty 

1  2-  or  3-year  optional  on-site  service  agreement  for  Micion  desktop  and  server  systems 
30  days  ol  tree  Uicmn-supplied  software  support  for  Micron  desktop  systems;  3  optional 
network  operating  system  incident  resolutions  included  In  Micion  server  systems 
30-dey  money  took  policy 
24-Oout  tectwcai  support 

The  foreowng  is  subject  to  and  Qualified  by  Micron's  standard  limited  warranties  and  terms 
and  conditions  ot  sale.  Teims  and  conditions  ol  sale  may  nary  loi  specific  continuations 
Copies  ol  die  laiwteo  warranties  may  be  obtained  on  our  Web  site  n  by  calling  Micron. 


GSA  Contract  #GS35F4317D 

Micron  Sales  Hours:  Mon-Fri  6am-10pm,  Sat  7am-5pm  (MT)  Technical 
Support  Available  24  Hours  A  Day-7  Days  A  Week. 

Toll  free  from  Mexico:  95-800-708-1755  •  Toll  free  from  Canada: 

800-708-1758  •  Toll  free  from  Puerto  Rico:  800-708-1756 
International  Sales:  208-893-8970  •  International  Fax:  208-893-7393 

©1997  Mcron  Electronics,  Inc.  AH  ngrts  reserved  Mcron  Electronics  is  not  responsible  tor  onsscrew  errors  fi  typography  or 
photography  AA  purchases  are  subject  to  availatxlrty  Prices  and  specifications  may  be  changed  without  nobce.  pnces  do  not 
include  shipping  and  handling  and  any  applicable  taxes  30day  moneydack  policy  does  not  ndude  return  freight  and 
original  shipping/ handling  charges,  applies  onty  to  Micron  brand  products  and  begins  from  date  of  shipment  AH  sales  are 
subject  to  Micron  Electronics'  current  terms  and  conditions  of  sale  Lease  pnces  based  on  36^nonth  lease  The  Intel  hsioe 
Logo  and  Pentium  are  registered  trademarks  aid  MMX  is  a  trademark  of  Intel  Corporation  Microsoft  Windows,  Windows  NT 
and  the  Windows  logo  are  registered  trademarks  ot  Microsoft  Corporation  Product  names  of  Micron  products  are 
trademarks  or  registered  trademarks  of  Micron  Bectroncs,  Inc.  or  NetFRAME  Systems,  Inc.  Other  product  names  used  in 
Ifns  puttcafion  are  for  identification  purposes  onfy  and  may  be  trademarks  of  their  respective  companies 


Microsoft 

WNXHASNt 

READTTDftUN 


Microsoft* 

WnWbS 


MICRON  CLIENTPRO  Mre 


Intel  200MHz  Pentium  processor  with  MMX  technology 
64MB  SDRAM 

2.1GB  Ultra  ATA  SMART  EIDE  hard  drive 
15”  Micron  SOOLx,  ,28dp  (13.7"  display) 

STANDARD  FEATURES 

512KB  pipeline  burst  cache,  flash  BIOS,  DMI  2.0 
3.5"  floppy  drive 

16X  EIDE  variable  speed  CD-ROM  drive 
Intel  Pro/100  w/Wake  On  LAN  network  adapter 
S3  ViRGE  graphics  accelerator,  2MB  EDO  RAM 
Microsoft  IntelliMouse™ 

Microsoft  Windows  95 
Intel  LANDesk  Client  Manager 
5-year/3-year  Micron  Power 


MICRON  CLIENTPRO  Xlu 


Intel  266MHz  Pentium  II  processor 
(features  MMX  technology) 

64MB  EDO  RAM 

2.1GB  SMART  EIDE  hard  drive 

17"  Micron  700FGx,  ,26dp  (16.0”  display) 

STANDARD  FEATURES 

512KB  internal  L2  secondary  cache,  DMI  support 
3.5"  floppy  drive 

16X  EIDE  variable  speed  CD-ROM  drive 
3Com  PC1 10/100  Ethernet  NIC 
PCI  64-bit  3D  video,  MPEG,  4MB  EDO  RAM 
Upgradable  wavetable  audio  with  speakers 
Microsoft  IntelliMouse 
Microsoft  Windows  NT®  Workstation 
Intel  LANDesk  Client  Manager 
5-year/3-year  Micron  Power 
limited  warranty 


Call  now  to  order. 

800*214*6676 

www.micronpc.com 


MICRON 

electronic:  s 


THINKING  OUT  OF  THE  BOX 


October  20, 1997  •  Volume  3,  Issue  10 


COMPUTERWORLD 


• Leadership  Series - 

From  the  Editors  of  Computerworld 


By  M.  Lynne  Markus 
and  Robert  I.  Benjamin 


Are  You  Gambling 
on  a  Magic  Bullet? 


COMPUTERWORLD 


Leadership  Series 


Do  you  believe  in  magic? 
Managers  who  think  technology 
alone  can  magically  improve 
their  business  inevitably  crash 

and  burn.  FoxMeyer  Drug  Co.  gambled  on 

information  technology  —  and  lost. 


hen  the  Carrollton,  Texas-based  company 
decided  to  replace  its  legacy  mainframe  sys¬ 
tems  in  a  $65  million  enterprise  resource 
planning  (ERP)  project,  Chief  Information  Officer  Robert 
Brown  told  Computerworld :  “We  are  betting  our  company 
on  this.”  [CW,  Sept.  5,  1994.]  Just  a  few  years  later,  after 
the  system  failed  to  deliver  the  expected  benefits,  the  phar¬ 
maceuticals  company  filed  for  bankruptcy  and  sold  off  a 
major  business  unit  to  a  key  competitor. 

The  real  culprit  in  the  FoxMeyer  Drug  story  is  not  IT, 
ERP  or  client/server  technology.  It’s  unrealistic,  “magic 
bullet”  thinking  about  IT  and  its  benefits  by  information 
systems  managers  and  line  executives. 

Magic  bullets  are  technologies  and  methodologies  that 
people  believe  can  do  remarkable  things  with  little  or  no 
human  intervention.  Computerworld  readers  are  more 
familiar  with  magic  bullets  than  most  people,  because  the 
IT  industry  produces  them  at  a  very  rapid  rate.  Examples 
include  client/server  architecture,  object-oriented  pro¬ 
gramming,  Java,  outsourcing,  re-engineering  and  enter¬ 
prise  packages.  In  our  research  and  consulting,  we  have 
learned  that  belief  in  IT’s  magical  powers  is  widespread 
and  plays  an  important  role  in  IT  project  failures  —  and 
even  business  failures.  Are  you  and  your  line  management 
colleagues  betting  your  company  on  IT?  And  if  so,  is  it  a 
calculated  risk  or  a  reckless  gamble? 
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he  details  of  the 
FoxMeyer  Drug  story 
show  that  only  some 
of  the  blame  can  be  traced  to 
technical  problems.  In  the  mid¬ 
dle  of  the  ERP  implementation, 
for  example,  the  company  had 
the  bad  luck  to  lose  a  key  cus¬ 
tomer  that  accounted  for  15% 
of  its  sales.  But  a  closer  look  at 
the  project  reveals  a  series  of 
risky  management  decisions, 
which  can  be  traced  to  the 
company’s  “magical  thinking” 
about  the  power  of  IT. 

RISKY  BUSINESS 

Among  the  risky  bets  FoxMeyer 
Drug  placed  were  these: 

•  FoxMeyer  Drug,  a  business 
with  very  tight  margins,  em¬ 
barked  on  a  second  high-risk  IT 
project  simultaneously  with  the 
ERP  implementation.  It  was  an 
$18  million  state-of-the  art  com¬ 
puterized  warehouse,  which  en¬ 
countered  severe  technical  prob¬ 
lems  and  led  to  inventory  losses 
of  more  than  $  1 5  million. 

•  In  an  attempt  to  regain  lost 
sales,  FoxMeyer  Drug’s  managers 
signed  a  contract  for  a  new  cus¬ 
tomer  on  the  assumption  that  a 
projected  $40  million  in  benefits 
from  the  ERP  implementation 
would  be  realized  right  away. 

•  To  accommodate  the  new  cus¬ 
tomer,  FoxMeyer  Drug  pushed 
the  deadline  for  the  ERP  imple¬ 
mentation  project  forward  90 
days.  This  meant  it  could  not  re¬ 
engineer  business  processes  and 
reap  the  attendant  savings.  IT 


specialists  responded  by  cutting 
short  the  testing  of  modules  that 
hadn’t  been  modified. 

The  results  were  predictable. 
FoxMeyer  Drug’s  ERP  started  up 
on  time  and  customer  orders 
were  filled.  But  widespread  data 
errors  led  to  inaccurate  customer 
sales  histories,  thereby  limiting 
the  company’s  ability  to  benefit 
from  forecasting  inventory  needs. 
Ultimately,  the  firm  realized  only 
half  the  projected  savings. 

“In  hindsight,”  said  the 
company’s  new  CIO,  Douglas 
Schwinn,  “I’d  stand  up  in  front 
of  the  board  of  directors  and  say, 
‘Don’t  spend  that  money.’  ”  (“A 
Cautionary  Tale:  FoxMeyer’s 
High  Tech  Gamble,”  The  Wall 
Street  Journal  Interactive  Edition, 
Nov.  18,  1996.)  But  at  the  time, 
both  then-CIO  Brown  and 
FoxMeyer  Drug’s  line  managers 
gambled  on  the  magical  ability 
of  IT  to  deliver  enormous  bene¬ 
fits  with  a  minimum  of  risk  and 
effort. 

FoxMeyer  Drug’s  executives 
were  not  alone  in  believing  in 
IT’s  magical  powers.  We’ve 
found  similar  patterns  of 
thinking  among  both  IT  spe¬ 
cialists  and  line  managers  in 
many  companies.  The 
tragedy  of  the  “Magic  Bul¬ 
let  Theory  of  IT”  is  that  it 
lulls  executives  into  a  false 
sense  of  security  in  which  they 
don’t  take  adequate  steps  to 
prevent  failures  and  ensure 


shows  that  good  change  manage¬ 
ment  skills  can  substantially  in¬ 
crease  the  odds  of  IT  project  suc¬ 
cess.  Yet  it  is  also  clear  that  best 
practices  in  change  management, 
although  known,  are  not  widely 
used  by  IT  specialists  or  their  line 
management  clients.  IT  execu¬ 
tives  and  consultants  often  do 
not  employ  these  practices  be¬ 
cause  of  magic  bullet  thinking. 

Altogether,  there  are  three 
different  models  of  what  it  means 
to  be  a  successful  agent  of  IT-en¬ 
abled  organizational  change.  We 
call  these  models  the  Tool-Builder 
model,  the  Facilitator  model  and 
the  Advocate  model.  All  three  are 
appropriate  in  different  circum¬ 
stances;  the  odds  of  success  are 
highest  when  IT  and  line  execu¬ 
tives  know  and  practice  all  three 
roles.  But  in  our  conversations 
with  IT  executives  and  consul¬ 
tants,  we  found  that  the  Tool- 
Builder  model  was  heavily 
overused  in  ways  that  reduced  the 
odds  of  success. 


success. 


Research  conclusively 


Change  agentry  is  a  contact 
sport  of  a  different  sort,  explain 
M.  Lynne  Markus  and  Robert  I. 
Benjamin. 
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The  Tool-Builder 
Model:  “IT  is  Magical” 


any  people  who 
work  with  IT  claim 
to  be  “change 
it  what  they  usually 
mean  is  that  the  IT  they  imple¬ 
ment  will  create  favorable  orga¬ 
nizational  change.  They  believe 
that  IT  changes  people  and  or¬ 
ganizations  by  empowering 
them  to  do  things  they  couldn’t 
do  before  and  by  preventing 
them  from  working  in  old,  un¬ 
productive  ways.  Therefore,  the 
people  who  initiate,  design, 
build  or  install  this  powerful, 
magical  technology  are  “agents” 
of  organizational  change. 

“We  bring  you  Lotus  Devel¬ 
opment  Corp.  Notes,  and  you 
will  collaborate.”  “We  bring 
you  an  enterprise  logistics  sys¬ 
tem,  and  you  will  save  time  and 
money.”  “We  bring  you  data 
warehouses,  and  you  will  make 
better  decisions.” 

The  belief  that  IT  makes 
benefits  happen  glosses  over  the 
great  shifts  in  users’  knowledge, 
skills  and  routine  workplace  be¬ 
haviors  that  are  needed  for  im¬ 
provements  in  organizational 
performance.  No  matter  how 


magical  the  bullet,  someone  has 
to  aim  the  gun  and  pull  the 
trigger.  Tool  builders  don’t  do 
that;  they  just  build  the  guns 
and  the  bullets.  But  somebody 
(actually,  many  people)  in  the 
organization  has  to  take  re¬ 
sponsibility  for  the  training, 
coaching,  redesign  of  business 
processes  and  new  managerial 
behaviors  needed  to  get  IT’s 
promised  results. 

Successful  organizational 
change  is  a  contact  sport. 
Change  is  not  produced  by 
planners  planning,  designers 
designing  and  funders  funding. 
Rather,  it  is  the  result  of  hard, 
interpersonal  work  by  all  the  ac¬ 
tors  in  the  change  drama,  where 
the  tactics  can  range  from  infi¬ 
nite  patience  to  the  use  of 
metaphorical  two-by-fours.  The 
magic  bullet  theory’s  seductive 
appeal  is  that  it  will  do  the 
hard,  contact  sport  work  for  all 
of  those  who  prefer  disembod¬ 
ied  ideas  to  “in-your-face”  con¬ 
tact  with  the  users  who  are  tar¬ 
gets  of  change. 

The  Tool-Builder  model  of 
IT  change  agentry  does  not 


even  recognize  the  need  for  the 
contact  sport  of  change.  It  does 
not  specify  who,  if  anyone, 
should  go  out  on  the  playing 
field.  It  assumes  that  the  hard 
work  of  change  can  be  accom¬ 
plished  without  human  inter¬ 
vention,  as  if  by  magic. 

Quite  frankly,  that’s  a  mes¬ 
sage  many  busy  executives  like 
to  hear  (especially  if  they  are 
still  ignorant  about,  and  intimi¬ 
dated  by,  IT).  Not  surprisingly, 
line  managers  who  listen  to  tool 
builders  can  easily  feel  justified 
in  shifting  the  burdens  of 
change  onto  the  technology  it¬ 
self.  Unfortunately,  however,  IT 
really  isn’t  magic.  When  line 
managers  eventually  realize 
their  mistake,  it’s  often  too  late 
to  prevent  an  implementation 
or  business  failure.  Any  wonder, 
then,  that  many  line  managers 
blame  IT  specialists  when 
things  don’t  go  as  planned? 

Magic  bullet  thinking  in  IT 
implementation  is  like  a  Hail 
Mary  pass  in  football:  It’s  better 
if  you  don’t  have  to  use  it.  So, 
it’s  useful  to  know  the  alterna¬ 
tives  to  the  Tool-Builder  model. 


M 
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rganizational  develop¬ 
ment  (OD)  specialists 
also  frequently  refer  to 
themselves  as  change  agents. 
When  you  listen  to  them  closely, 
you  find  that  they  mean  some¬ 
thing  very  different  than  “tool 
builder”  by  this  phrase. 

Whether  they  are  consul¬ 
tants  or  staff  members,  OD  spe¬ 
cialists  are  concerned  with  im¬ 
proving  the  effectiveness  of 
human  systems  at  all  levels:  work 
groups,  organizations,  interorga- 
nizational  alliances.  They  view 
themselves  as  facilitators  of  oth¬ 
ers’  efforts  to  create  change.  The 
basic  belief  is  that  people,  not 
technologies,  make  change.  Even 
facilitation  and  other  “soft”  skills 
cannot  produce  change.  At  best, 
they  help  people  take  responsi¬ 
bility  for  making  change  happen 
and  empower  them  by  surfacing 
information  they  need  to  make 
informed  decisions  about 
change.  OD  facilitators  stay  out 
of  the  content  of  the  decisions 
they  facilitate  as  a  matter  of 
principle:  They  do  this  to  avoid 
exerting  unfair  influence  on 
their  clients’  choices. 


MUCH  TO  GAIN 

IS  executives  and  specialists  have 
much  to  gain  by  judiciously 
adopting  the  change  facilitator 
role  in  large-scale  IT  projects.  At 
a  minimum,  adopting  the 
change  facilitator  role  brings  to¬ 
gether  the  factors  necessary  for 
IT  success:  sound  ideas  for  the 
use  of  IT  to  improve  perfor¬ 
mance,  well-built  and  supported 
technologies,  conditions  that 
foster  effective  IT  use  and 
knowledgeable  users.  Broadly, 
being  a  change  facilitator  helps 
managers  and  users  test  the  feasi¬ 
bility  of  proposals  for  change  be¬ 
fore  the  search  for  technical  solu¬ 
tions  begins.  (FoxMeyer  Drug’s 
new  CIO  claimed  he  would  tell 


the  board  of  directors  today: 
“Don’t  spend  that  money  [on 
ERP  software  and  state-of-the- 
art  warehouse  automation]... 
There  are  cheaper  ways  to  do  it. 
There  are  better  ways  to  do  it 
that  aren’t  quite  as  technological¬ 
ly  advanced.  ”) 

HELPING  CHANGE 

Where  might  change  facilitation 
help  in  cases  of  IT-enabled 
change? 

•  IT  projects  often  run  into 
trouble  when  internal  clients 
and  users  interpret  IS’  technical 
expertise  as  self-serving  advocacy. 
A  neutral  facilitator  would  not 
endorse  a  particular  solution, 
but  would  instead  help  clients 
make  informed  decisions  based 
on  valid  information  about  the 
alternatives  and  their  pros  and 
cons.  (Valid  information  means 
that  IS  clients  would  know,  for 
example,  that  a  particular  tech¬ 
nology  reduces  costs  for  the  IT 
group  but  increases  costs  for 
users.)  We  believe  if  more  IS  ex¬ 
ecutives  and  specialists  behaved 
like  facilitators  in  technology 
choice  decisions,  then  conflict 
between  specialists  and  clients  or 
users  would  wane  and  more 
projects  would  be  successful. 

•  IT  efforts  often  fail  to  yield 
their  intended  benefits  because 
line  executives  fail  to  take  full 
responsibility  for  ongoing  user 
training  and  support.  In  some 
cases,  these  tasks  do  not  fall 
within  the  IS  budget.  Neverthe¬ 
less,  success  depends  on  these 
tasks  being  performed  well.  In 
cases  like  these,  IT  specialists 
can  help  by  educating  managers 
tactfully  about  implementation 
requirements  and  helping  man¬ 


agers  find  the  resources  to  get 
the  job  done. 

•  Many  newer  information 
technologies  such  as  Lotus 
Notes  and  the  Internet  do  not 
require  the  same  heavy  invest¬ 
ments  in  development  as  tradi¬ 
tional  transaction-oriented  sys¬ 
tems.  At  the  same  time,  users 
may  require  much  more  educa¬ 
tion  and  support  to  employ  the 
new  groupware  technologies 
productively  than  they  would 
for  familiar  technologies.  IT 
specialists  can  act  as  change  fa¬ 
cilitators  by  documenting  and 
disseminating  information 
about  effective  user-developed 
practices  with  collaborative 
technologies  throughout  the  or¬ 
ganization. 

Despite  the  potential  ad¬ 
vantages  of  the  change  facili¬ 
tator  role  in  IT-en- 
abled  change,  there  are 
some  hazards  and  dif¬ 
ficulties. 

First,  there’s  the 
chicken-and-egg  prob¬ 
lem.  IT  specialists  can 
actually  gain  credibility 
by  not  pushing  their 
technical  expertise,  but 
it  requires 
some 
credibil¬ 
ity  for  IT 
specialists  to 
play  the  role  of 
neutral  facilitator.  In 
addition,  there  are 
times  when  clients  ex¬ 
pect  IT  specialists  to 
display  their  expertise 
—  though  these  times 
are  not  as  frequent 
as  most  specialists 
think. 


The  Facilitator  Model: 
“People  Work  Wonders” 
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The  purchase  price 


When  choosing  a  PC  for  your  company,  remember 


the  lesson  of  the  Titanic.  High  PC  management 
costs  aren’t  just  bad  in  themselves;  they 
also  translate  into  lost  productivity.  Worse, 
they  suggest  a  PC  environment  barely 

V’" 

hp vactra ve  under  control.  But  at  HP,  we  don’t  just  make 

for  Business  FROM$992t 

Intel®  Pentium®  processor-based  PCs  that  you  can  manage. 
We  make  PCs  that  help  you  manage.  Between  our  hardware 
and  software  features  such  as  TopTOOLS  and  OpenView, 
we  offer  a  host  of  non-proprietary,  DMI-standards-based 
management  solutions.  You  can  remotely  upgrade  the 
BIOS  of  multiple  PCs,  monitor  every  PC  in  your  network,* 
troubleshoot  problems  and,  in  general,  minimize  costs. 
The  iceberg  will  still  be  out  there,  of  course.  But  it  won’t 
be  one  you’ll  founder  on.  www.hp.com/go/vectracommercial 
Better  products,  better  productivity. 
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The  Advocate  Model:  “You’ve 
Got  to  Make  Them  Think” 


uccessful  business  and 
technical  leaders  often 
|  refer  to  themselves  as 
change  agents,  but  they  mean 
something  quite  different  from 
either  the  Tool-Builder  or  the 
Facilitator  model  of  change 
agentry. 

Change  advocates  know  that 
facilitated  empowerment  often 
results  in  more  of  the  status  quo. 
A  change  of  mind  and  heart  is 
required  for  real  change  to  hap¬ 
pen.  The  role  of  a  change  advo¬ 
cate  is  to  envision  what  is  need¬ 
ed  to  get  the  organization  on 
track  and  to  get  everyone  else  to 
see  that  vision,  too.  They  don’t 
worry  about  elegant  tools  or 


staying  on  the  sidelines  while 
people  work  things  out.  They 
neither  flaunt  nor  conceal  their 
technical  expertise;  they  don’t 
worry  about  exerting  too  much 
influence  on  how  others  see  the 
world.  Their  model  of  change 
agentry  is  best  described  as 
“whatever  works.”  Overt  persua¬ 
sion,  covert  manipulation,  sym¬ 
bolic  communication  and  even 
the  naked  exercise  of  formal  or¬ 
ganizational  power  (when  the 
advocate  has  it,  which  is  not  al¬ 
ways  the  case)  are  all  acceptable 
tactics  for  achieving  change.  At 
the  same  time,  successful  change 
advocates  understand  they  work 
with  and  through  people  and 


An  Advocate  in  Action 

By  changing  hearts  and  minds,  one  change  advocate  added  $500  million  to  his  company’s  bottom  line 


w 


hen  the  CEO  of  a  business 
equipment  manufacturer 
learned  that  slow  invento¬ 
ry  turns  were  hurting  profits,  he  charged 
a  distribution  executive  with  an  IS  back¬ 
ground  with  reducing  inventories  by  im¬ 
proving  the  worldwide  inventory  man¬ 
agement  process. 

The  advocate  rejected  line  responsi¬ 
bility  and  chose  to  build  a  team  of  30 
change  agents  —  experts  in  IS,  distribu¬ 
tion  and  organizational  development. 
The  team  defined  a  vision  and  a  clear 
road  map  for  fulfilling  it.  Then  they  cre¬ 
ated  a  simple,  unified  company  invento¬ 
ry  measure.  The  advocate  subsequendy 
convinced  the  CEO  to  give  bonuses  to 
his  top  20  executives  if  they  drove  down 
this  measure. 

Once  the  incentives  were  in  place, 


the  team  focused  on  obvious  quick  fixes, 
such  as  transferring  inventory  from 
countries  that  could  not  move  it  to 
those  that  needed  it.  The  team’s  IS  ex¬ 
perts  provided  simple  inventory  summa¬ 
ry  reporting  that  facilitated  inventory 
sharing  across  the  company.  Meanwhile, 
the  team’s  senior  members  kept  encour¬ 
aging  and  assisting  the  business  unit 
leaders. 

These  early  successes  paved  the 
way  for  a  tougher  step:  changing  the 
production  planning  process.  For 
years,  inflexible,  26-week  production 
schedules  were  set  by  the  top  manufac¬ 
turing,  marketing  and  procurement 
executives.  The  team  could  see  that 
empowering  middle  managers  and 
plant  managers  to  plan  production 
every  week  would  keep  inventories  in 


line.  The  only  obstacle  was  fear:  Man¬ 
agers  were  afraid  of  making  mistakes, 
executives  of  losing  control. 

The  team’s  IT  experts  developed  a 
simple  production  decision-support 
system.  To  keep  executives  happy,  the 
system  alerted  mid-level  managers 
when  they  had  crossed  thresholds  that 
required  them  to  seek  approval  for 
their  decisions.  Facilitators  supported 
the  managers’  weekly  meetings  by 
walking  through  the  data  and  clarify¬ 
ing  the  decision  issues.  In  time,  the 
managers’  confidence  grew.  Savings 
came  to  exceed  expectations,  and  the 
new  approach  spread  worldwide. 

The  moral:  Change  agents  are  agents 
of  organizational  change,  not  agents  of 
technology. 
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often  make  sure  others  get  all 
the  credit  for  success. 

SHOWING  THE  WAY 

In  an  IT  context,  the  successful 
change  advocate  shows  people 
the  kinds  of  IT  they  want  and 
need  as  well  as  how  to  use  IT  to 
get  results.  One  CIO  we  know 
built  and  demonstrated  small 
prototype  systems  to  his  clients 
to  get  them  thinking  about  or¬ 


ganizational  improvement  op¬ 
portunities.  Another  type  of  ad¬ 
vocate  would  preach  the  benefits 
of  IT  skills  testing  and  training 
for  users.  Practiced  astutely,  the 
change  advocate  role  can  create 
consensus  among  line  managers 
about  the  need  to  invest  in  IT 
infrastructure  today  to  get  busi¬ 
ness  results  tomorrow. 

As  with  the  facilitator  role, 
change  advocacy  has  pitfalls  and 


inappropriate  uses.  For  example, 
it  may  work  best  in  organiza¬ 
tions  in  which  IT  is  viewed  as 
primarily  supportive  rather  than 
strategic.  It  probably  works  bet¬ 
ter  when  the  role  of  the  IT  func¬ 
tion  is  more  advisory  than  con¬ 
trol-oriented.  And  it  can  be 
deadly  in  multidivisional  com¬ 
panies  with  strong  general  man¬ 
agers  and  a  CEO  who  wavers  on 
questions  of  shared  IT  needs. 


Conclusions 


espite  all  that  is 
known  about  IT  suc¬ 
cess,  many  projects 
still  fail.  Why?  IT  and  line  exec¬ 
utives  often  hold  magical  beliefs 
about  the  power  of  IT,  and 
these  beliefs  are  reflected  in 
what  they  see  as  their  own  and 
others’  roles. 

The  result  may  be  that  no 
one  accepts  responsibility  for 
playing  the  contact  sport  of 
change.  Then  IT  fails,  nobody 
learns  and  more  failures  are 
likely  in  the  future. 

Effective  change  manage¬ 
ment  is  everyone’s  job.  IT  exec¬ 
utives  may  not  officially  be  re¬ 


sponsible  for  educating  users  or 
convincing  line  managers  of 
the  need  for  change.  But  to  re¬ 
main  in  the  Tool-Builder  role 
while  these  things  do  not  get 
done  is  a  recipe  for  failure. 
Today’s  IT  projects  are  so  large 
and  complex  that  they’re  “bet- 
the-company”  propositions. 
They  cannot  succeed  if  people 
only  do  their  own  jobs  well; 
everyone  must  make  a  direct 
contribution  to  the  desired 
final  result.  This  means  line  ex¬ 
ecutives  must  take  more  re¬ 
sponsibility  for  IT  than  they 
often  do  today  and,  at  the  same 
time,  IT  specialists  must  take 


more  responsibility  for  making 
the  business  a  success. 

IT  leaders  cannot  just  build 
tools.  They  must  also  facilitate 
people  and  try  to  change  their 
minds.  But  first,  they  must  ex¬ 
amine  their  own  beliefs  and 
understand  how  magical  think¬ 
ing  about  IT’s  power  can  lead 
to  IT  failures. 

The  ideas  presented  in  this  article 
are  developed further  in  “The 
Magic  Bullet  Theory  in  IT-En¬ 
abled  Transformation,” M.  L. 
Markus  and  R.  I.  Benjamin, 
Sloan  Management  Review, 

38,  2  (Winter):  55-68. 
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IT  churn  concerns  1$ 


sations  and  agreements  with 
software  and  hardware  vendors 
as  well  as  your  own  business 
users.  Any  and  all  documenta¬ 
tion  of  year  2000  problems  and 
solutions  works  to  indicate  due 
diligence,  Hock  said. 

But  there  also  is  a  pitfall.  Op¬ 
posing  attorneys  can  and  will 
use  that  same  documentation 
against  you  in  court.  A  rogue 
electronic-mail  message  from  a 
colleague  expressing  concern 
about  inadequate  testing  proce¬ 
dures  or  a  casual  comment 
about  problems  hiring  Cobol 
programmers  can  come  back 
to  haunt  you.  That’s  why  it  is 
critical  to  review  and  control  all 
correspondence  and,  in  some 
cases,  discard  and  delete  docu¬ 
ments  and  electronic  files. 

“IS  managers  will  see  E-mails 
blown  up  the  size  of  a  barn 
door  in  the  courtroom.  So  if  you 
have  concerns,  take  them  to 
your  in-house  attorney,”  Hock 
told  year  2000  project  man¬ 
agers  who  attended  a  recent 
Project  Leadership  Conference 
in  San  Francisco. 

Last  week,  an  informal  poll  of 


a  half-dozen  year  2000  man¬ 
agers  showed  that  most  are 
keenly  aware  of  the  higher-than- 
usual  risk  of  legal  problems  on 
century-change  projects.  As  a 
result,  some  have  altered  stan¬ 
dard  project  procedures. 

Software  testing  is  a  proj¬ 
ect  manger's  best  and  last 
defense,  and  it  should 
comprise  at  least  50%  of 
a  company's  year  2000 
effort,  according  to  Ian  S. 

Hayes,  a  year  2000 
expert  and  principal  of 
Clarity  Consulting,  Inc.  in 
Marblehead,  Mass. 


At  Union  Pacific  Railroad  in 
Omaha,  “we’re  absolutely  docu¬ 
menting  this  project  differently 
than  others,”  said  information 
systems  director  Jim  Pox. 
“We’re  making  sure  we  keep 
every  piece  of  paper  or  docu¬ 
ment  we  collect,”  he  said. 

Those  pieces  of  paper  include 
contracts,  purchase  orders 
and  all  correspondence  with 
product  and  services  suppliers, 


such  as  banks  and  insurance 
companies. 

“We’re  also  sending  out  let¬ 
ters  to  all  cities  where  we  have 
major  operations  and  asking 
them  what  they’re  doing  about 
the  year  2000.  We’re  covering 
our  bases  for  the  sake  of  due 
diligence,”  Fox  said. 

Nevertheless,  he  said,  "we 
suspect  there  will  be  litigation, 
but  we’ll  be  so  well-documented 
that  we’ll  be  difficult  to  litigate.” 

At  Atlantic  Energy,  Inc.  in 
Pleasantville,  N.J.,  project  man¬ 
ager  Chris  Arena  had  his  team 
hand-deliver,  rather  than  E-mail 
or  post,  year  2000  risk  assess¬ 
ment  surveys  to  80  different 
managers  in  the  $1  billion  utili¬ 
ty’s  business  departments.  Man¬ 
agers  were  asked  to  list  all  ap¬ 
plications  they  used  and  to  rank 
the  level  of  damage  that  any 
problem  with  an  application 
would  cause. 

“Those  are  the  kinds  of  ques¬ 
tions  that  I  can’t  answer  in  IS, 
but  people  in  the  business  unit 
can  answer,”  Arena  said. 

The  survey  may  one  day 
prove  useful  in  a  courtroom  as 
well. 

“From  a  legal  standpoint,  if 
all  hell  breaks  loose,  we  can 
show  we  made  an  honest  at¬ 
tempt"  at  finding  and  fixing  the 
problems,  Arena  said.  □ 


CONTINUED  FROM  PAGE  41 

“It’s  a  very  serious  issue. 
Zero  administration  or  push¬ 
button  deployment  [of  software 
upgrades]  is  very  important,” 
Farrelly  said. 

James  Dixon,  CIO  at  Atlanta- 
based  NationsBanc,  Inc.,  said 
the  complexity  of  technology 
will  become  a  bigger  issue  as  it 
gets  more  difficult  for  end  users 
to  adapt  to  constant  upgrades. 
“We  have  to  deploy  things 
which  enable  our  [workers],  so 
the  speed  of  deployment  will  be 
a  larger  issue”  as  time  goes  on, 
he  said. 

One  of  the  biggest  rounds  of 
applause  by  the  more  than 
7,000  IT  managers  at  the  sym¬ 
posium  came  when  Mitchell 
Kertzman,  CEO  of  Sybase,  Inc. 
in  Emeryville,  Calif.,  wondered 
aloud,  “What  if  customers  want 
technology  that  works  for  a  long 
time?  We  think  our  customers 
want  new  technology,  so  we 
keep  throwing  change  in  to 
make  it  attractive.” 

Kertzman  said  the  software 
industry  needs  to  be  ready  if 
there  is  a  backlash  against  con¬ 
stant  updates.  He  said  his  com¬ 
pany  has  intentionally  stretched 


its  product  cycles. 

Dixon  said  that  with  Nations- 
Banc’s  $2  billion  annual  IT 
budget,  investments  “have  to  re¬ 
sult  in  satisfying  customer 
needs.” 

Dixon  added:  “The  dollars 
and  focus  [in  the  future]  will  be 
spent  on  when  you  are  enhanc¬ 
ing  the  customer  experience  or 
enabling  the  associate  to  do 
that.  If  that’s  the  case,  then  you 
are  going  to  spend  as  much  or 
more  time  on  making  sure  that 
the  last  rollout  is  being  used  ef¬ 
fectively.” 

Farrelly  said  productivity 
from  IT  is  hidden,  but  it  is  seen 
most  clearly  in  the  ways  soft¬ 
ware  helps  the  company  do 
real-time  ordering  and  produc¬ 
tion. 

Electronic-mail  and  collabora¬ 
tion  tools  also  have  helped  cut 
down  the  company’s  product 
cycle,  Farrelly  said. 

Some  IT  managers  said  IT  is 
viewed  as  the  great  hope  for 
their  growing  companies,  so 
they  feel  pressure  to  find  the 
newest  innovation  that  will 
grant  their  companies  a  com¬ 
petitive  edge.  □ 


Feds  plan  to  check  ID 
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Legacy  code  is  recyclable 
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commerce  transactions  that  is 
both  secure  and  easy  to  use. 

The  PKI  was  designed  to  ease 
fears  that  posting  government 
data  on  the  Internet  would  in¬ 
vade  personal  privacy  by  letting 
people  tap  in  to  sensitive  infor¬ 
mation  about  others. 

But  some  attendees  at  the  Na¬ 
tional  Information  Systems  Se¬ 
curity  Conference  —  where  the 
GSA  outlined  the  project  — 
questioned  whether  the  propos¬ 
al’s  requirement  that  users  pick 
up  software  “tokens”  in  person 
to  help  verify  their  identity, 
might  limit  the  number  of  peo¬ 
ple  who  would  visit  government 
sites. 

The  requirement  is  left  over 
from  an  earlier  project  designed 
to  create  a  system  secure 
enough  for  electronic  funds 
transfer. 

“The  agencies  said  that  [ap¬ 
proach  is]  ‘too  secure’  and  too 
expensive,”  said  Stan  Choffey, 
chief  technical  manager  for 
the  PKI  project  at  the  GSA. 
“We  learned  a  lesson  from 
that.” 

The  new  request  for  propos¬ 
als  will  feature  two  classes  of 


certification,  which  Choffey  re¬ 
ferred  to  as  “classic”  and  “gold” 
—  with  just  the  gold  requiring^ 
such  hardware-based  high  secu¬ 
rity  and  a  requirement  that 
users  appear  in  person  to  get 
tokens. 

BUSINESS  MODEL? 

In  the  corporate  world,  some 
companies  already  use  tokens 
to  let  remote  employees  or 
strategic  business  partners  ac¬ 
cess  sensitive  data  over  the  In¬ 
ternet.  It  is  unclear  whether  the 
government  system  might  serve 
as  a  model  for  businesses,  like 
a  digital-certificate  system  first 
employed  by  the  Canadian  gov¬ 
ernment  that  has  been  used  by 
at  least  one  major  financial  in¬ 
stitution  there. 

The  GSA  will  seek  one  or 
more  commercial  vendors  to 
build  a  public  key  infrastructure 
to  manage  the  keys  needed 
to  send  and  receive  encrypted 
data. 

Users  of  early  pilot  projects 
said  the  projects  have  proven 
helpful.  Back  in  1988,  for  exam¬ 
ple,  initial  electronic  contract 
proposals  for  the  government 


were  also  submitted  on  paper. 
Then,  employees  had  to  manu¬ 
ally  check  that  the  electronic 
versions  matched  the  formal  pa¬ 
per  one,  an  extremely  time- 
consuming  process  because 
documents  could  approach  iG 
byte  in  size,  according  to  Mon- 
ette  Respres,  a  systems  admin¬ 
istrator  at  Mitretek  Systems, 
Inc.  in  McLean,  Va. 

The  FTS2001  Secure  Elec¬ 
tronic  Procurement  System 
used  digital  certificates,  not 
manual  labor,  to  verify  the  in¬ 
tegrity  of  electronic  documents, 
Respres  said,  taking  just  min¬ 
utes  to  verify  a  iG-byte  table. 
The  savings  were  “immeasur¬ 
able  in  time  and  accuracy,”  she 
said. 

But  at  an  earlier  panel  on 
PKI,  attendees  were  cautioned 
to  be  realistic  about  their 
timetables  for  getting  a  project 
online. 

Early  schedules  for  rolling 
out  the  Secure  Electronic  Trans¬ 
action  (SET)  standard  were  “op¬ 
timistic,"  said  Ann  Terwilliger, 
project  manager  for  certificate- 
related  SET  activities  at  Visa  In¬ 
ternational,  Inc. 

“There  will  be  unexpected 
problems,”  Terwilliger  warned. 
“It’s  all  too  new.  ...  It  will  take 
patience.  It  will  take  persis¬ 
tence.  It  will  take  flexibility.”  □ 


environments  while  maintain¬ 
ing  their  huge  investments  in 
costly,  rapidly  aging  legacy  sys¬ 
tems,  analysts  said. 

“You  would  prefer  to  use  as 
much  existing  code  as  possible 
because  it  is  cheaper,”  said  Bob 
Tasker,  an  analyst  at  The  Yankee 
Group  in  Boston. 

But  a  lot  depends  on  the  en¬ 
vironment,  he  said.  For  in¬ 
stance,  it  is  easier  to  move  from 
a  Cobol  environment  to  a  new 
one  because  Cobol  is  more 
portable  than  other  languages, 
Tasker  said. 

The  move  to  consolidate  the 
contracts  management  system 
was  part  of  a  larger  reorganiza¬ 
tion  McDonnell  Douglas 
launched  in  1994  to  provide 
uniform,  companywide  infor¬ 
mation  systems  based  on  busi¬ 
ness  practices  shared  across  all 
business  units. 

To  manage  its  contracts,  for 
example,  McDonnell  Douglas 
had  four  different  systems  re¬ 
siding  on  mainframes  in  nonre¬ 
lational  databases.  The  compa¬ 
ny  has  primarily  relied  on 
IBM  mainframes,  Cobol  appli¬ 
cations  and  IMS  and  DB2 
databases.  To  migrate  to  a 


client/server  environment,  the 
company  chose  International 
Integration,  Inc.  (I-Cube),  a 
Cambridge,  Mass. -based  sys¬ 
tems  integrator. 

Using  a  proprietary  set  of 
transformation  tools  and  meth¬ 
ods  called  I-Structure,  I-Cube 
took  apart  each  of  the  legacy  ap¬ 
plications,  containing  more 
than  a  million  lines  of  code, 
and  reassembled  them  in  a  new 
environment  in  a  three-stage 
process. 

In  the  first  stage,  the  compa¬ 
ny  divided  the  old  application 
into  its  smallest  logical  compo¬ 
nents,  such  as  data  types,  pre¬ 
sentation  attributes  and  applica¬ 
tion  logic. 

The  components  and  other 
application  information  were 
then  reassembled  using  things 
such  as  relational  databases, 
transaction  monitors  and  graph¬ 
ical  user  interfaces. 

The  system  integrator  took 
applications  running  on  IBM 
MVS  mainframes  using  3270 
text-based  terminals  and  legaq/ 
databases  and  migrated  them  to 
a  Unix  environment,  with 
graphical  interfaces  based  on 
Visual  Basic  and  C++.  □ 
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Presenting  our  new  expanded  line  of  servers.  Each  day  more  and  more  companies  realize 
the  power  and  advantages  of  running  their  operations  with  Compaq  servers. 

Today,  over  one  million  Compaq  servers  are  in  operation.  As  the  need  for  this  more  efficient  and 
intelligent  form  of  computing  has  expanded,  our  line  of  servers  has  expanded  to  meet  every  demand. 

. 

The  ProSignia  200  is  our  entry-level  server,  which  your  business  can  buy  for  the  price  of  a  desktop. 

For  workgroups,  we  offer  the  ProLiant  800  and  the  new  850R,  which  is  the  first  high-density,  rack-ready  workgroup  server. 

Moving  up  the  organization,  we  offer  the  scalable  and  flexible  ProLiant  2500  for  departments  and  the  ProLiant  6000,  which  delivers 
excellent  price  performance  for  midrange  enterprises. 

The  ProLiant  6500  and  7000  are  the  newest  scalable  additions  to  our  line  and  establish  solid  enterprise  capabilities.  Each  offers  the  highest 
levels  of  availability  for  7x  24  computing. 

From  the  very  beginning,  Compaq  servers  have  set  the  standard  for  open  systems  computing.  Today,  Compaq  management  software  allows 
companies  to  keep  networks  up  and  running  and  costs  down. 

The  days  of  having  to  run  your  business  only  on  the  big,  expensive  iron  are  over.  The  future  with  Compaq  is  a  wide  open,  newly  paved 
superhighway  just  begging  to  be  travelled. 

www.compaq.com/products/servers 
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Doing  IS  at  the  bottom  of  the  world 


By  Roger  Dennis 


doing  information  technology  stints  in 
Antarctica  can  be  the  most  daunting  — 
and  the  most  fulfilling  —  experience  of  a 


career.  But  according  to  those  who  have 
done  technology  stints  in  Antarctica  — 
and  those  who  have  hired  them  —  it 
takes  a  very  special  set  of  skills  to  suc¬ 
ceed. 


Currently  at  the  U.S.  Antarctic  base, 
called  McMurdo,  is  Keith  Conrey,  the  as¬ 
sistant  manager  for  information  systems 
with  the  U.S.  team.  He  has  spent  many 
summers  at  “the  ice”,  with  the  upcom¬ 
ing  season  being  his  third  winter.  Fewer 
than  i%  of  Americans  will  ever  get  the 
opportunity  to  go  to  the  ice,  Conrey  says, 
and  when  the  situation  arose,  he  jumped 
at  the  chance. 

“There  seem  to  be  two  sorts  of  folks 
when  it  comes  to  deploying  to  Antarcti¬ 
ca.  One  sort,  the  larger  group,  thinks  the 
idea  is  preposterous. 

The  other  group 
thinks  it  sounds  like 
a  unique  experience 
that  just  can’t  be 
missed.  I’m  in  this 
second  group,”  said 
Conrey,  a  former  IS 
manager  at  a  large 
defense  contractor. 

Hermione  Binnie, 
an  electrical  engineer 
who  has  worked  with 
a  wide  range  of  tech¬ 
nologies,  is  just  be¬ 
ginning  a  yearlong 
excursion  as  a  tech¬ 
nologist  on  Antarcti¬ 
ca  with  the  New 
Zealand  contingent. 

Binnie  said  that  get¬ 
ting  down  to  the  ice  has  been  a  goal  of 
hers  “since  I  was  very  short.  My  dad  was 
snow  mad  and,  apparently  when  I  was  3 
months  old,  I  was  out  in  the  snow.” 

Both  Binnie  and  Conrey,  their  bosses 
say,  have  what  it  takes  to  succeed  in  a 
place  where  many  don’t  even  wish  to  vis¬ 
it,  much  take  leave  of  their  families  for 
an  average  of  five  to  seven  months.  The 
hours  are  long,  six-day  weeks  aren’t  un¬ 
common,  and  a  wide  range  of  hardware 
and  software  expertise  is  essential. 

Jim  Johnson  is  responsible  for  hiring 
IT  employees  for  McMurdo.  Johnson  is 
based  in  Denver  and  works  at  Antarctic 
Support  Associates  (ASA)  as  assistant 
data  manager.  Johnson  said  about  65% 
of  successful  candidates  reapply  the  next 


Salaries  for  American  IT  workers 
at  McMurdo  are  paid  according  to 
an  annual  survey  of  relevant  posi¬ 
tions  in  the  Denver  area,  and  a 
bonus  is  awarded  for  completing 
the  contract.  Bonuses  are  directly 
related  to  time  spent  at  the  ice  - 
those  there  for  the  first  time 
receive  16%  of  base  weekly  pay 
for  every  week  on  the  ice,  rising 
2%  each  year  until  it  caps  out  at 
24%.  On  the  New  Zealand  side  of 
the  fence,  the  average  age  of  suc¬ 
cessful  candidates  is  28,  with  a 
"good  split"  between  married  and 
single  people.  As  to  the  gender 
mix,  this  coming  winter,  three 
out  of  the  10  IT  workers  at 
Scott  Base  will  be  women. 


year  for  another  slot. 

The  U.S.  has  one  of  the  largest  bases 
on  the  ice  and  a  correspondingly  large  IT 
department.  In  the  quiet  months  of  win¬ 
ter,  only  18  people  look  after  the  system, 
but  that  swells  to  about  75  in  the  busy 
summer  season. 

There  are  negative  aspects  to  the  job. 
Conrey  said  the  base  is  a  very  closed 
community,  as  many  people  return  sea¬ 
son  after  season  and  form  long-term 
friendships.  The  nature  of  the  accommo¬ 
dations  means  that  often  you  will  have  a 
shared  room,  with  the  accompanying 
loss  of  privacy. 

And  adjusting  to  life  on  the  ice  can  be 
tough.  Conrey  said  that,  like  a  lot  of  first 
timers,  when  he  arrived,  he  kept  a  jour¬ 


nal.  “When  I  re-read  that  journal  now, 
my  first  reaction  was  about  what  you’d 
experience  if  you  left  the  planet  and 
landed  somewhere  else.  ...  I  had  to  learn 
everything  from  scratch  —  how  to  open 
the  door  handles,  how  to  dress  for  the 
weather,  where  to  go  to  eat,  everything.” 

However,  it  is  those  conditions  that 
combine  to  make  the  Antarctic  a  unique 
place  to  work,  and  Conrey  said  that  re¬ 
sults  in  a  special  type  of  people  working 
at  the  ice.  “The  kind  of  people  down 
here  are  the  same  type  that  will  be  on 
the  first  big  space  station,”  Conrey  said. 

Antarctica  New  Zealand,  the  govern¬ 
ment  agency  that  runs  the  country's  re¬ 
search  program  at  the  ice,  operates  one 
main  facility  called  Scott  Base. 

“It’s  quite  important  to  find  out  why 
people  want  to  go  down,”  said  Paul 
Woodgate.  movements  controller  for  the 
New  Zealand  crew.  It  is  part  of  his  job  to 
select  IT  applicants  for  Scott  Base.  Some 
applicants  go  for  the  unique  experience 
of  living  in  Antarctica,  he  said,  whereas 
others  may  go  to  escape  relationships 
and  other  pressures  at  home. 

In  addition  to  Binnie,  the  other  New 
Zealand  technician  going  down  over  the 
summer  is  Grant  Redvers. 

The  effect  of  the  experience  on  the  ice 
can’t  be  denied.  Conrey  said  that  the 
Antarctic  is  now  in  his  blood.  “1  will 
keep  coming  back  here  as  long  as  I  can, 
which  means  as  long  as  my  family  can 
stand  the  long  separations.”  □ 


Dennis  is  a  freelance  writer  in  Christ¬ 
church,  New  Zealand. 


sets 

■MM 


... 

aSiEvS?'?''  r 


THE  LEADERS 
FOLLOW  LAWSON 
SOFTWARE. 


I 

r‘  '*  _  , 

,  '  ■‘>~Y 


•  Web-deployable  enterprise 
applications  —  today 

•  Self-Evident 
Applications'" 
featuring  zero  training 
browser  technology 

•  Activity-based  management 

•  Workflow-automated  processes 

•  Self-service  capablities 

•  Financials,  human  resources, 
procurement  and  supply  chain 
management 

•  Enterprise  business  software 
provider  to  these  leading 
companies: 

McDonald’s  Corporation 
Walgreen  Company 
Sears,  Roebuck  and  Company 
The  Penn  Traffic  Company 
Dayton  Hudson  Corporation 
Polo  Ralph  Lauren 
Wilsons  The  Leather  Experts 
Costco  Companies 
SUPERVALU  INC. 

Find  out  more  @  www.lawson.com/guide 
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Working  In  Antarctica,  Hermione  Binnie  (left)  and  Keith 
Conrey  find  adventure  on  the  ice 


Find  out  about  the  powerful  workstation 

that’s  taking  the  industry  by  storm. 
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Dual  Pentium  II  processors  and  Perrriedia  2  graphics  accelerator  will  be  available  approximately  October  28,  1997,  subject  to  change  without  notice.  . 

MHz  de '  otes  internal  Clock  speed  of  the  microprocessor  only;  other  factors  also  affect  application  performance.  2GB=1,000  million  bytes  when  referring  to  hard-drive  capacity.  Accessible  c 
Solutions  for  a  small  planet  are  trademarks  or  registered  trademarks  Of  International  Business  Machines  Corporation.  The  Intel  Inside  logo  and  Pentium  are  registered  trademarks  pi 
registered  trademarks  of  Microsoft  Corporation.  Other  company,  product  and  Service  names  may  be  trademarks  or  service  marks  of  others.  PCs  referenced  in  this  ad  ship  with  an  operating 


A  poivetful  design  workstation 
and  PC  all  in  one  that  fi  ts 
easily  into  your  current  network. 

You  can  install  and  upgrade  software  and 
manage  the  IntelliStatiori ”  like  other  PCs  —  all 
over  the  LAN  from  one  central  loca  tion, 

Major  amounts  of  power 
with  up  to  tivo  300MHz1 
Intel  Pentium®  II  processors 1 

Eye-popping  2D  and  3D  graphics 
with  Windows  NT®  versions  of  the 
most  advanced  applications 

Winner 

Best  Workstation 

IBM  IntelliStation  M  Pro 

Call  now  and  join  the  invasion. 

1  800  426-7255  ™. 


An  explosive  amount  of  power:  Up  to  two  300MHz  Pentium  II  processors*  •  512KB  on-board 
L2  cache  •  512MB  RAM  •  Up  to  9.1GB2  Wide  Ultra  SCSI  with  S.M.A.R.T.  •  Your  choice  of  graphics 
accelerators:  Permedia  2*  or  Intergraph  lntense3D  with  16MB  frame/4MB  texture  memory  and  Open  GL 


BEFORE  YOU  LET  A 


COMPANY 


CONNECT  YOUR 


BUSINESS 


TO  THE  INTERNET, 
ASK  YOURSELF. 


Look  for  the  new  Cisco 
Powered  Network  mark  or  visit 
our  Web  site  at  www.cisco.com 
to  find  out  more  about  the 
participating  network  service 
providers.  Either  way,  you  will 
know  your  provider  is  committed 
to  giving  your  business  the  most 
in  reliable,  secure  and  innovative 
service.  And  you  will  know  it’s 
powered  by  Cisco  -  the  company 
that  makes  the  world’s  networks 
work  for  business. 


If  the  answer  is  Cisco,  you  know 
your  network  service  provider  is 
supported  by  the  products  and 
technology  that  brought  the 
Internet  to  business.  In  fact,  the 
Internet  as  we  know  it  today  is 
built  on  Cisco  equipment. 

Cisco  Powered  Network"' 
service  providers  are  equipped  to 
make  your  network  work  for  you. 
Whether  it’s  Internet  access,  ATM, 
frame  relay  or  other  data  services, 
you  will  know  your  business  is 
getting  the  quality  it  can  depend  on. 
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Briefs 


Help 


desk  on  the  Web 

Mountain  View,  Calif.-based 
Remedy  Corp.  this  week  will 
announce  the  java  version  of 
Flashboards  2.0,  which  will 
enable  information  systems 
managers  to  use  World  Wide 
Web  browsers  to  better  track 
help  desk  performance  across 
platforms. 

Flashboards  works  with 
Remedy’s  Action  Request 
System,  which  is  used  for  au¬ 
tomating  help  desks.  Flash- 
boards’  Java  version,  avail¬ 
able  next  month,  will  cost 
$16,500  and  will  include  the 
server,  five  user  licenses,  a 
proxy  server,  the  Java  client 
and  an  Action  Request  Sys¬ 
tem  performance  monitor 
that  monitors  the  Action  Re¬ 
quest  System  servers. 


Mitnick  wants  a  PC 

Superhacker  Kevin  Mitnick 
may  be  allowed  to  use  a  com¬ 
puter  to  prepare  his  legal  de¬ 
fense  against  25  computer 
and  wire  crime  charges.  A 
federal  judge  initially  planned 
to  prevent  Mitnick,  who  is 
considered  highly  dangerous 
at  a  keyboard,  from  getting 
near  computer  equipment. 
But  the  judge  may  be  swayed 
after  Mitnick’s  lawyer  argued 
that  it  was  impractical  to 
print  out  paper  versions  of  all 
documents  relating  to  Mit¬ 
nick’s  case.  The  computer 
wouldn’t  have  a  modem,  the 
attorney  pledged. 


SPECIAL  MARKET 


The  market  for  specialized 
business  online  services,  such 
as  those  aimed  at  financial 
and  health  care  professionals, 
will  increase  55%  from 
1996  to  2001 


1996 


2001 


*  Projected 

Source:  Cowles/Simba  Information.  Stamford,  Conn. 
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web  reviews-  Investment  sites 


Schwab  impresses 


By  Paul  Gillin 


n-r.  -  ■  •  .  Net, tope:  t-TRBDt  Mom.  Page 


the  web  is  teeming 
with  investment  advice, 
but  online  brokerages 
seem  to  fall  at  opposite 
ends  of  the  information 
spectrum  when  it  comes 
to  their  public  sites. 

From  Charles  Schwab 
&  Co.’s  gold  mine  of  an¬ 
alytical  treasures  to  Mer¬ 
rill  Lynch,  Inc.’s  bare 
minimalist  approach, 
they  either  entice 
the  public  with 
information  jewels 
or  lock  the  good 
silver  in  the  cabi¬ 
net  and  entice  visi¬ 
tors  to  subscribe. 


E-Trade's  home  page  is  aimed  at 
getting  you  to  sign  up 


to  manage 
nances. 

The  home  page  is  ad¬ 
mirable  for  its  restraint 
and  freedom  from 
graphics  clutter.  Once 
you  get  past  that, 
though,  the  design  is 
somewhat  inconsistent. 
Without  paying  a  fee, 
viewers  can  check  the 
performance  of  1,300 
mutual  funds  and  link 
to  prospectuses.  An  im¬ 
pressive  online  trading 
demo  lets  you  step 
through  the  process  of 
executing  a  trade,  right 
down  to  placing  and 
tracking  an  order.  But 
after  you’re  in  the 


SCHWABNOW 

Charles  Schwab  in  San  Francis¬ 
co  is  the  8oo-pound  gorilla  of 
the  online  trading  business,  and 
it’s  easy  to  see  why.  The  com¬ 


pany  spares  no  expense  to  at¬ 
tract  prospective  customers  with 
a  mother  lode  of  information 
services.  The  strategy  is  clear: 
Schwab  wants  to  look  like  the 
only  source  investors  will  need 


Tool  makes  the  Web  active 


►  Dreamweaver  is  first 
design  product  to  sup¬ 
port  dynamic  HTML 
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By  Nancy  Dillon 


the  beauty  of  Macromedia, 
Inc.’s  new  visual  World  Wide 
Web  authoring  tool,  Dream¬ 
weaver,  is  that  it  automatically 
generates  “cross-browser”  dy¬ 
namic  Hypertext  Markup  Lan¬ 
guage  (HTML),  according  to 
Web  designers. 

Dynamic  HTML  is  a  new 
model  of  HTML  that  lets  users 
create  simple  animation  with¬ 
out  arcane  programming. 

The  San  Francisco-based 
company’s  tool  is  the  first  in  a 
wave  of  Web  design  products 
that  will  offer  dynamic  HTML 
support.  Microsoft  Corp.’s 
FrontPage  98  will  ship  in  No¬ 
vember  with  dynamic  HTML 
support.  But  animations  created 
with  it  will  work  only  with  In¬ 
ternet  Explorer  4.0.  Dynamic 
HTML  support  also  is  planned 
for  future  releases  of  Fusion 
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Features  include  error -free  rouDdtnps  between  graphical  editing  mode  and  your  fasorte  scarce  editor,  abeobte 
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Dreamweaver  includes  an  animation  time  line,  a  layers 
palette  and  a  library  of  JavaScript  behaviors 


from  Redwood  City,  Calif. -based 
NetObjects,  Inc.  and  PageMill 
from  San  Jose,  Calif.-based 
Adobe  Systems,  Inc. 

“We  like  to  do  interactive 
work  that  is  alive  with  sound 
and  swapping  animation,”  said 
Ben  Rigby,  CEO  of  Akimbo 
Design,  a  Web  design  firm  in 
San  Franciscol  “In  the  past,  this 
meant  hand-coding  of  coordi- 


Extranet 
brokers  access 
to  funds  data 


their  fi-  By  Craig  Stedman 


demo,  there’s  no  intuitive  way 
to  get  out. 

It  is  an  effective  means  of 
highlighting  the  service’s  ease 
of  use,  though. 

Web  review,  page  51 


Schwab  initially 
tried  to  provide 
analysis  capabili¬ 
ties  to  10  mutual 
fund  companies 
by  installing  a 
proprietary  data¬ 
base  at  their 
sites  that  could 
be  fed  by  Schwab 
systems.  But 
that  proved  too 
expensive  and 
cumbersome. 


nates,  lengthy  animation  path¬ 
ways  and  JavaScript.  Now, 
Dreamweaver  does  much  of  the 
redundant  coding  for  us.” 

Steve  Zehngut,  president  of 
Zeek  Interactive,  Inc.,  another 
San  Francisco  Web  design  firm, 
said  he  likes  Dreamweaver  be¬ 
cause  it  is  intuitive  and  doesn’t 
require  plug-ins. 

Dreamweaver,  page  54 


this  data  is  my  data,  this  data 
is  your  data.  And  to  make  life 
better  for  all  of  us,  you  might 
as  well  have  direct  Internet 
access  to  the  stuff. 

That  is  the  song  being  sung 
by  Charles  Schwab  &  Co., 
which  in  July  launched  a  Java- 
based  extranet  application  that 
lets  150  mutual  fund  compa¬ 
nies  use  the  World  Wide  Web 
to  download  decision-support 
data  collected  by  the  San  Fran¬ 
cisco  brokerage. 

Analysts 
said  Schwab  is 
among  the 
companies  at 
the  forefront  of 
a  move  to  link 
Internet  and 
data  warehous¬ 
ing  technolo¬ 
gies  [CW,  June 
2].  The  idea  is 
to  give  analy¬ 
sis-minded  ex¬ 
ternal  users, 
ranging  from 
suppliers  to 
customers,  keys  to  online  vaults 
of  historical  data. 

For  Schwab,  the  extranet 
project  was  a  way  to  avoid 
printing  and  mailing  monthly 
reports  on  stock  trading  activity 
and  asset  holdings  to  mutual 
fund  companies  that  use  the 
brokerage  as  a  sales  channel. 

But  more  important,  Schwab 
hopes  that  providing  the  ability 
to  customize  reports  and  then 
directly  download  the  informa¬ 
tion  via  the  Web  will  help  en¬ 
dear  it  to  mutual-fund  man¬ 
agers.  The  goal:  Make  it  harder 
for  rival  discount  fund  broker¬ 
ages  to  take  business  away 
from  Schwab. 

“The  driving  force  for  this 
was  that  the  fund  companies 
wanted  to  receive  the  informa¬ 
tion  electronically,”  said  Linda 
Coffey,  a  vice  president  in 
Schwab’s  fund  relations  depart¬ 
ment.  “We  want  to  be  perceived 
as  providing  more  services  than 
our  competitors,  and  we’re  try¬ 
ing  to  stay  out  ahead  of  the 
curve.” 

Schwab  plans  to  make  a 
Schwab,  page  54 
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How  do  you  really  feel  about  technology 
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It  gives  you  power,  it  takes  it  away.  It  makes  your  life  easier,  it  makes  your  life 
miserable.  Of  course  you  have  mixed  feelings  about  technology.  You're  only  human. 

But  that's  okay,  we  can  help.  Because  as  an  integrated  technology  services 
provider  we  can  help  you  take  care  of  the  design,  acquisition,  management 
and  protection  of  your  corporation's  technology  infrastructure.  Centralized  or 
decentralized.  Enterprise  Server  or  PC.  All  manufacturers. 

We'll  make  sure  the  systems  and  networks  working  for  you  today  don't  work 
against  you  tomorrow. 

No  inflexible  commitments.  No  power  struggles.  No  dysfunction.  No  angst. 
Just  the  ongoing  feeling  that  technology  is  your  friend,  not  your  foe. 


MDISCa 


A  TECHNOLOGY  SERVICES  COMPANY 

To  learn  more,  visit  www.comdisco.com  or  call  1-800-272-9792. 
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By  Stephen  D.  Hendrick 

Director  of  the  Application  Development  Tools  program  for  International  Data  Corp. 


COMPONENT-BASED  DEVELOPMENT  (CBD)  WILL 
REVOLUTIONIZE  THE  SOFTWARE  INDUSTRY.  Unlike 
recent  trends  such  as  objects  and  client/server,  it  is  not  just 
another  flavor  of  distributed  computing,  but  an  extensible 
architecture  to  support  a  full  lifecycle  computing 
metaphor,  including  design,  development  and  deployment. 

Because  of  its  high  levels  of  reuse  and  interoperability, 
CBD  will  influence  every  dimension  of  application  com¬ 
position,  including  all  types  of  clients,  application  servers 
and  database  servers,  and  will  have  a  profound  impact  on 
all  aspects  of  application  development. 

CBD’s  predecessor  was  object-oriented  (00)  develop¬ 
ment.  Objects  were  the  industry’s  first  stab  at  delivering 


high  levels  of  reuse.  But  the  unsophisticated  nature  of  OO 
development  environments  and  the  lack  of  a  common 
infrastructure  for  addressing  object  interoperability  hin¬ 
dered  their  mainstream  adoption.  OO  development  was 
too  far  ahead  of  its  time  and  lacked  infrastructural  support 
from  the  software  industry. 

CBD  redefines  objects  in  the  context  of  a  standardized 
infrastructure  for  interoperability,  frameworks  for  the 
construction  and  assembly  of  applications,  and  pre-built 
components  that  subscribe  to  component  infrastructures 
and  frameworks.  The  infrastructural  dimension  of  the 
component  architecture  is  the  catalyst  to  achieving  the 
reuse  and  interoperability  that  undermined  OO  develop¬ 
ment.  This  infrastructure,  along  with 
the  availability  of  CBD  frameworks 
that  enable  component  design,  con¬ 
struction  and  assembly  (rather  than 
just  being  an  environment  for  visual 
programming),  will  forever  change 
how  applications  are  developed. 

Three  stages  of  CBD 

Fig.  1  shows  the  evolution  from 
first-generation  (2-tier)  and  second- 
generation  (3-tier)  client/server  to 
CBD.  The  dotted  lines  suggest  the 
transitions  between  phases  are  evo- 
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The  Evolution  to  Component-based  Development 
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Component 

Frameworks 


Standardized 

Component 

Infrastructure 


1  st  Generation  2nd  Generation  Monolithic  Distributed  Persistent 

Client/Server  Client/Server  Components  Components  Components 

Key  Phases  of  the  Distributed  Computing  Continuum 

Source:  International  Data  Corp.,  1997 
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lutionary  in  nature.  Because  newer  phases  such  as  3-tier 
client/server  and  CBD  essentially  subsume  the  function¬ 
ality  of  older  ones,  the  migration  of  systems  is  theoretically 
possible,  although  typically  it  is  difficult  due  to  the  pro¬ 
prietary  constructs  of  earlier  products.  As  a  result,  many 
applications  built  with  older  products  simply  become 
another  class  of  legacy  system. 

Fig.  1  (see  preceding  page)  divides  CBD  into  three 
stages:  monolithic,  distributed  and  persistent.  Over 
time,  certain  standards  will  become  pervasive, 
core  services  will  become  commoditized, 
and  the  infrastructural  dimension  of 
CBD  will  ensure  that  portability 
and  interoperability  requirements 
are  met.  Component  frame¬ 
works  play  a  key  role  in  defin¬ 
ing  the  design,  development 
and  deployment  paradigm, 
usage  metaphor,  infra¬ 
structural  extensions  and 
pre-built  components  for 
application  development. 

Frameworks,  which  work 
with  the  component 
infrastructure  to  provide  a  complete  development  envi¬ 
ronment,  are  the  most  important  dimension  of  CBD. 

The  first  stage  of  CBD  is  the  era  of  monolithic  compo¬ 
nents,  a  seeming  oxymoron  that  describes  the  adolescent 
state  of  components  today.  None  of  today’s  component 
standards  and  frameworks  have  resolved  the  portability 
and  interoperability  issues  that  would  allow  components 
to  be  distributed  or  persistent  across  multiple  vendor 
frameworks.  Standards  for  CBD  are  being  established  but 
standardized  infrastructural  components  do  not  exist.  As 
a  result,  frameworks  are  being  introduced  with  a  high  con¬ 
tent  level  of  proprietary  infrastructural  components. 

In  the  next  stage,  monolithic  components  give  way  to 
distributed  components  as  maturing  component  stan¬ 
dards  and  new  infrastructural  components  permit  com¬ 
ponent  interoperability  and  portability.  Frameworks,  now 
freed  of  specific  infrastructural  tasks,  focus  more  on  the 
development  paradigm  and  support  more  aspects  of  the 
component  lifecycle.  The  increased  richness  of  compo¬ 
nent  standards  and  frameworks  brings  support  for  more 
granular  components,  with  many  vendors  marketing 
component  libraries.  In  this  stage,  the  scope  of  CBD 
expands  to  include  component  design.  Component-based 
design  changes  the  CBD  paradigm  from  physical  con¬ 
struction  to  logical  design.  The  increased  granularity  of 


components,  their  rich  and  varied  supply,  and  the  inclu¬ 
sion  of  design  metadata  in  the  components  themselves 
improves  CBD  and  validates  it  as  the  application  develop¬ 
ment  paradigm. 

The  persistent  component  stage  occurs  when  virtually 
all  the  infrastructure  associated  with  CBD  is  commodi¬ 
tized.  Commoditization  encourages  the  growth  of  service 
providers  who  broker  many  types  of  components,  which 
are  easily  customized  by  business  rules.  This  ele¬ 
vates  the  concept  of  leasing  in  the  software 
market;  in  this  stage,  most  compo¬ 
nents  are  reused,  leased  or  pur¬ 
chased  by  consumers. 
Component  design  is  the 
focal  point  of  CBD  activities 
for  those  that  manufacture 
components.  Tool-centric 
issues  (lifecycle  coverage, 
development  paradigm, 
usage  metaphor  and  avail¬ 
ability  of  pre-built  compo¬ 
nents)  become  key  product 
differentiators. 

Now,  application  qual¬ 
ity — measurable  for  the  first  time — becomes  a  competi¬ 
tive  feature.  Frameworks  continue  as  the  focal  point  for 
enabling  application  development  due  to  their  control 
over  the  development  paradigm.  Old  functionality  moves 
“down”  and  may  even  become  part  of  the  operating  sys¬ 
tem.  New  functionality  is  divided  into  process  functional¬ 
ity,  which  resides  in  the  frameworks,  and  domain-specific 
functionality  (along  with  domain  content,  which  is 
embodied  in  component  libraries).  The  persistent  com¬ 
ponent  phase  is  marked  by  cross-vendor  interoperability 
without  the  requirement  for  specific  bilateral  technology 
relationships. 

This  distributed  computing  model,  which  relies  on  a 
synergistic  relationship  between  component  standards, 
infrastructure  and  frameworks,  operates  most  efficiently 
when  vendors  collaborate  on  the  core  infrastructural 
dimensions  of  CBD.  The  faster  this  collaboration  occurs, 
the  faster  CBD  will  mature.  Such  collaboration  implies 
agreement  on  APIs,  core  languages,  foundation  classes 
and  domain-specific  metadata  definitions.  Once  the 
infrastructure  is  agreed  on,  competition  can  revolve 
around  factors  such  as  features,  quality  and  cost-to-use. 
This  evolution  to  a  standards-based  infrastructure  is 
accelerating  as  vendor  attitudes  about  the  basis  for  mar¬ 
ket  competition  mature  (see  sidebar,  p.  9). 
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Challenges 
remain  for  CBD 


I  or  CBD  to  become  the  dominant 
paradigm  for  application  develop- 
I  ment,  three  events  must  occur:  the  develop¬ 
ment  of  new  enabling  technologies,  the 
availability  of  products  that  fully  utilize  these 
technologies,  and  the  implementation  of  busi¬ 
ness  models  that  allow  full  assimilation  of  the 
products  and  technology. 

The  first  two  events  are  already  occurring. 
(The  third  is  discussed  in  the  sidebar  on  p.  9).The 
new  enabling  technologies  include  ActiveX, 
COM/DCOM,  CORBA,  Enterprise  JavaBeans, 
Internet  Inter-ORB  Protocol  (HOP),  JavaBeans, 
Java  Virtual  Machines  (JVMs),  message-oriented 
middleware  (MOM)  and  Object  Request  Brokers 
(ORBs).  Existing  frameworks  for  CBD  support 
many  of  these  enabling  technologies. 

Applications  developed  today  have  more  dis¬ 
tributed  properties  than  ever. These  applications’ 
distributed  requirements  currently  can  be  sup¬ 
ported  only  by  tools  that  support  3-tier  applica¬ 
tion  development.  Most  vendors  of  such  tools 
are  re-engineering  and/or  repackaging  them  in 
the  name  of  CBD.  However,  many  of  these  tools 
rely  on  proprietary  architectures,  which  con¬ 
strains  their  ability  to  support  reuse  and  interop¬ 
erability. 

As  a  result,  some  vendors  are  re-architecting 
their  products  to  a  higher  level  of  abstraction, 
thereby  extending  their  object  models  to  support 
CBD.  Although  new  products  can  avoid  these 
massive  re-engineering  efforts,  virtually  ail  lead¬ 
ing  component  standards  are  relatively  imma¬ 
ture,  resulting  in  products  that  are  either  light  on 
functionality  or  characterized  by  hybrid  solutions 
with  some  proprietary  content. 

ActiveX,  CORBA  and  JavaBeans  may  be  the 
best  known  standards  for  CBD.  However,  ven¬ 
dors  remain  divided  on  support  for  them  due  to 
their  differing  focuses,  philosophies  and  states 
of  development.  The  API  war  for  supremacy  of 
the  CBD  standard  is  raging.  With  the  outcome 
uncertain,  some  vendors  conclude  that  the  best 
course  of  action  is  to  support  all  the  standards. 


Sybase  Adaptive  Component  Architecture 

The  Adaptive  Component  Architecture  (ACA)  frame¬ 
work,  which  Sybase  unveiled  in  April,  represents  both  a 
unification  of  the  company’s  products  and  an  ongoing 
evolution  of  its  product  families  in  the  direction  of  CBD. 
With  ACA,  the  goal  of  Sybase  is  to  deliver  a  framework 
that  sets  new  standards  for  completeness,  openness,  flexi¬ 
bility  and  performance. 

Completeness 

ACA  is  one  of  the  most  complete  and  well-integrated 
collection  of  tools  available  for  CBD.  Fig.  2  (on  the  next 
page)  shows  the  primary  tools  and  interoperability  com¬ 
ponents  of  the  ACA  framework.  ACA  provides  unparal¬ 
leled  depth  in  development,  middleware  and  data 
management  tools. 

Sybase  has  also  achieved  a  balance  between  the  synergy 
that  can  be  derived  from  its  tools  used  collaboratively  and 
the  utility  derived  from  the  use  of  one  or  more  tools.  This 
balance  stems  from  Sybase’s  mission  to  build  or  provide 
best-of-breed  tools  for  heterogeneous  environments. 
Enabling  technologies  allow  these  tools  to  function  as  best- 
of-breed  solutions  in  a  multi-vendor  environment  while 
offering  unmatched  features  across  the  application  devel¬ 
opment  domain  when  used  collaboratively. 

The  ACA  framework  exhibits  depth  in  several  areas: 
the  application  development  lifecycle,  distributed  com¬ 
puting  solutions  and  application  development  paradigms. 
ACA  addresses  lifecycle  requirements  by  delivering  prod¬ 
ucts  that  support  application  design,  construction,  deploy¬ 
ment  and  maintenance.  ACA’s  emphasis  on  CBD 
promotes  better  integration  across  these  lifecycle  stages 
through  the  development  and  use  of  components,  which 
have  inherent  qualities  of  reuse  and  interoperability. 

In  the  distributed  computing  domain,  ACA  supports 
all  the  leading  models,  including  multi-tier  client/server, 
CBD  and  the  development  of  LAN-based  as  well  as  Inter- 
net-centric  applications.  ACA  development  tools  also  sup¬ 
port  multiple  application  development  paradigms  which 
are  focused  around  design  (PowerDesigner),  construction 
(PowerBuilder,  PowerJ,  Power++  and  PowerSite)  and 
reverse  engineering  (PowerDesigner,  PowerSite). 

ACA  is  also  close  to  achieving  consistency  in  metadata 
management  across  all  its  tools.  This  solution,  to  be  based 
on  Universal  Modeling  Language,  will  subsume  the 
ObjectCycle  and  MetaWorks  solutions  in  place  today.  This 
unification  of  metadata  will  reduce  complexity  and  will 
generate  a  standards-based  solution. 
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Openness 

The  most  visible  aspect  of  Sybase’s  commitment  to 
CBD  is  ACA’s  support  for  leading  object  and  component 
standards.  Tables  1  and  2  show  how  the  company’s  devel¬ 
opment  tools  endorse  the  leading  component  standards 
(or  models)  from  the  perspective 
of  Sybase  being  both  a  producer 
and  consumer  of  components. 

Widespread  production  and  con¬ 
sumption  of  components  across 
the  leading  standards  are  impor¬ 
tant  to  ensure  openness  in  the  pro¬ 
duction  (development)  and 
consumption  (deployment)  of 
applications. 

Table  1  indicates  widespread 
support  on  behalf  of  Sybase  appli¬ 
cation  development  tools  for  com¬ 
ponent  production  based  on 
leading  object  and  component 
standards.  The  depth  of  support 
for  the  leading  standards  across 
tools  today  and  planned  for  1998  is  complete  in  the  case  of 
PowerBuilder  and  is  appropriate  for  the  rest  of  the  tools, 
given  their  relatively  short  time  in  the  marketplace. 

Table  2  defines  the  extent  of  component  consumption 
by  key  ACA  tools.  The  ability  of  a  tool  to  consume  com¬ 
ponents  defines  its  utility,  heterogeneity,  openness  and 
flexibility.  The  ability  of  key  tools  across  the  distributed 
computing  domain  to  support  Java  is  especially  interest¬ 
ing.  Sybase  is  pioneering  support  for  Java  across  the  three 
tiers  associated  with  most  distributed  computing  models: 
the  client,  application  server  and  database  server. 

Pervasive  support  for  Java  across  the  distributed  com¬ 
puting  domain,  especially  the  database,  provides  applica¬ 
tion  developers  with  a  compelling  development 
environment  due  to  its  expanded  power  and  elegant  sim¬ 
plicity.  Jaguar  CTS  is  an  important  product  within  ACA 
due  to  its  extensive  support  for  the  leading  component 

ACA  Component  Production 


models.  This  support  provides  Sybase  with  scalability  for 
Internet  and  OLTP  applications. 

Because  they  offer  comprehensive  support  for  compo¬ 
nent  models,  the  tools  within  ACA  work  as  part  of  any 
heterogeneous  environment  or  even  more  synergistically 


as  part  of  a  more  homogeneous  collaborative  ACA- 
oriented  environment. 

Flexibility 

ACA  provides  unilateral  development  and  deployment 
flexibility.  This  flexibility  stems  from  component  reuse 
and  interoperability  and  is  most  evident  to  developers  due 
to  the  ability  to  define  discrete  business  components  and 
distribute  them  across  any  type  of  device  (ultra-thin,  thin 
or  fat  clients,  application  servers  or  database  servers).  The 
open  properties  of  Jaguar  CTS  and  Adaptive  Server,  espe¬ 
cially  through  their  support  for  Java  component  model 
(an  embedded  JVM,  Java  classes  and  JDBC  in  the  case  of 
Adaptive  Server),  are  instrumental  in  creating  a  com¬ 
pelling  metaphor  for  distributing  application  logic. 

Reuse  and  interoperability,  while  characteristics  of 
CBD,  are  enhanced  in  ACA  in  two  ways:  through  support 
for  leading  component  models  and 
the  ACA  application  development 
paradigm.  Reuse  starts  with  classes 
but  does  not  end  there.  To  opti¬ 
mize  reuse,  the  development  para¬ 
digm  must  understand  the 
multi-dimensional  relationships 
between  objects  and  their  contex¬ 
tual  semantics  and  relate  this  infor- 
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I  QNSIDER  THIS  A  TRIPLE  SHDT  OF  IRON  AND  ADRENALINE,  HEADED  RIGHT  FDR  THE 
HEART  DF  YOUR  COMPANY’S  INFORMATION  SYSTEMS.  IT’S  CALLED  THE  ADAPTIVE 

Component  Architecture™  from  Sybase.®  It’s  a  complete,  integrated,  end-to- 

end  ARCHITECTURE  FOR  HANDLING  ALL  YOUR  INFORMATION  NEEDS,  FROM  HIGH 
PERFORMANCE  DATABASE  SERVERS  TO  LEADING  EDGE  MIDDLEWARE  AND  ENTERPRISE 
DEVELOPMENT  TOOLS.  ►THINK  OF  THE  ADAPTIVE  COMPONENT  ARCHITECTURE  AS 


THE  FOUNDATION  FOR  BUILDING 
TOTALLY  OPEN.  THAT’S  BECAUSE 
TO  WORK  WITH  EVERYTHING  IN 
WHICH  PLATFORM  OR  VENDOR 
CREATE  NEW  CUSTOMER-CENTRIC 


INTRODUCING 

ADAPTIVE 

COMPONENT 

ARCHITECTURE 


YOUR  FUTURE.  A  FUTURE  THAT  IS 
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Computing  applications  that 


USE  STANDARD  COMPONENTS  DEPLOYED  THE  WAY  YOU  WANT  ON  ANY  TIER,  ACCESS¬ 
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Ten  rules  for  selecting  a  CBD  framework 


■  he  infrastructure  for  CBD  is  evolving.  Buy¬ 
ers  should  look  for  frameworks  with  flexi- 
I  ble  architectures,  which  provide  best- 
of-breed  functionality  and  widespread  support  for 
the  CBD  infrastructure.  Select  frameworks  that: 

1  Are  built  for  openness.  Tools  based  on  propri¬ 
etary  architectures  have  limited  ability  to  leverage 
component  frameworks  and  the  wealth  of  stan¬ 
dardized  components  and  services  that  evolve. 
Don’t  confuse  a  tool’s  development  paradigm — by 
definition,  proprietary — with  its  architecture.  Find 
tools  that  generate  standardized  components  and 
assemble  them  into  applications  that  use  stan¬ 
dardized  services  associated  with  CBD. 

2  Support  multiple  component  standards.  Each 
component  standard  has  its  attributes.  ActiveX 
reigns  on  the  desktop.  CORBA  contends  for  the 
server.  Most  development  tool  vendors  back  Java- 
Beans.  Find  tools  that  support  multiple  standards; 
this  promotes  flexibility  while  offering  insurance  in 
case  there  are  casualties  in  the  API  war. 

3  Promote  easy  reuse  of  components.  CBD  tools 
need  browsers  with  multi-dimensional  object  mod¬ 
els  for  cataloging  components,  defining  properties 
and  maintaining  relationships.  This  meta  data  inten¬ 
sive  nature  of  CBD  requires  a  repository  for  coor¬ 
dinating  and  managing  this  information. 

4  Address  your  portability  requirements.  Compo¬ 
nent  and  application  portability  will  grow  in  impor¬ 
tance  as  the  distributed  computing  wave  creates 
new  classes  of  devices  and  operating  environ¬ 
ments.  However,  the  importance  of  portability 
varies  and  performance  requirements  sometimes 
outweigh  the  need  for  flexibility  in  porting. 

5  Promote  extensibility  (a  tool’s  ability  to  expand  its 
scope  and  the  scope  of  applications  it  produces 
with  minimal  constraints).  Inheritance  is  a  classic 
example  of  how  to  address  extensibility,  but  more 
powerful  object  models  (delegation)  avoid  the  sta¬ 
tic  limitations  of  the  inheritance  model.  Know  your 
application  development  requirements  and  assess 
the  quality  of  fit  and  liabilities  of  architectural  attrib¬ 
utes  of  CBD  tools  under  consideration. 


6  Promote  design.  The  development  metaphor  for 
most  CBD  relies  on  visual  construction,  but  com¬ 
ponent  generation  and  assembly  based  on  logical 
design  criteria  is  feasible.  As  component  libraries 
expand,  as  components  become  more  granular, 
and  as  design  meta  data  becomes  associated  with 
components,  design-based  CBD  will  become  a  real¬ 
ity.  A  focus  on  design  raises  the  framework’s  level 
of  abstraction,  leading  to  more  re-use  and  produc¬ 
tivity.  Be  aware  of  vendor  products  and  initiatives  in 
this  evolving  area  of  CBD. 

7  Are  truly  scalable.  Scalability  continues  to  be  a 
key  determinant  of  a  CBD  tool’s  utility.  Scalability 
defines  a  framework’s  ability  to  deploy  applications 
of  increasing  complexity,  which  can  support 
increasing  numbers  of  users.  The  concept  may  be 
simple,  but  execution  can  be  complicated,  typically 
requiring  a  framework  that  can  support  multi¬ 
threading,  multiplexing,  parallelism,  failover,  load 
balancing,  other  concurrency  controls,  instrumen¬ 
tation  and  system  management  interfaces. 

8  Support  legacy  and  enterprise  integration.  Com¬ 
ponents  are  unique  in  their  ability  to  support  many 
different  environments.  Since  the  component 
model  provides  for  wrappering  of  legacy  code,  a 
CBD  framework’s  ability  to  integrate  legacy  sys¬ 
tems  and  how  this  function  is  performed  can  be 
critical  in  the  tool  selection  process. 

9  Provide  abstract  development  environments.  The 
concept  of  abstract  development  is  an  architectural 
issue  related  to  openness,  scalability  and  extensi¬ 
bility.  A  tool’s  usage  metaphor  is  a  proxy  for  its 
level  of  abstraction.  Abstraction  is  driven  by  the 
richness  of  a  tool’s  object  model,  and  the  extent  to 
which  class  level  support  is  provided.  However, 
assessing  a  tool’s  level  of  abstraction  and  the  util¬ 
ity  it  provides  can  be  very  complicated. 

10  Have  design,  development  and  deployment 
dimensionally.  Given  the  rapid  evolution  of  distrib¬ 
uted  computing,  the  best  way  to  maximize  utility 
and  minimize  risk  is  to  select  frameworks  that  are 
unconstrained  in  their  ability  to  adopt  or  adapt  to 
new  development  paradigms,  usage  metaphors  and 
other  key  trends  in  CBD. 
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mation  to  developers  in  a  concise  way  that  facilitates  the 
design,  development  and  deployment  of  components.  The 
Powersoft  family  of  tools  neatly  balances  the  abstracted 
development  in  modeling  tools  such  as  PowerDesigner 
with  the  rapid  visual  construction  capabilities  of  Power¬ 
Builder,  PowerJ,  Power-H-  and  PowerSite. 

When  it  comes 
to  interoperability, 

ACA  raises  the  bar 
in  its  support  for 
server-side  process¬ 
ing.  While  ACA 
supports  compo¬ 
nent  models  across 
the  entire  distrib¬ 
uted  computing 
domain — most  notably  application  servers  such  as  Jaguar 
CTS  and  database  servers  such  as  Adaptive  Server — ACA 
provides  additional  products  and  services  that  are  related 
to  interoperability. 

OmniConnect,  DirectConnect  and  the  Common  Lan¬ 
guage  and  Services  component  of  the  Adaptive  Server 
architecture  all  address  SQL-based  RDBMS  interoperabil¬ 
ity.  As  an  option,  the  InfoHub  component  provides  trans¬ 
parent  dynamic  SQL  access  to  legacy  data  sources  and 
supports  access  to  leading  non-relational  databases  and 
file  systems.  This  component  is  a  buffer  that  promotes 
transparency  between  the  adaptive  servers  and  all  other 
data  access  components.  The  Common  Language  and  Ser¬ 
vices  component  maps  a  common  query  language  (Trans¬ 
act-SQL)  to  any  Adaptive  Server,  thereby  providing  some 


degree  of  normalization  across  a  diverse  set  of  specialized 
database  engines. 

Replication  Server  adds  flexibility  to  the  ACA  frame¬ 
work  by  providing  asynchronous  transaction-based  repli¬ 
cation  capabilities.  Replication  Server  supports 
heterogeneous  requirements,  which  span  distributed  pro¬ 


cessing  (data  consolidation  and  decentralization),  avail¬ 
ability,  analytical  processing  and  disaster  recovery.  Its 
transaction-based  orientation  enables  Replication  Server 
to  function  as  a  key  middleware  component  within  ACA 
and,  at  the  same  time,  places  the  product  beyond  the  realm 
of  conventional  trigger-based  solutions. 

Performance 

Sybase  has  gained  performance  in  ACA  through  the 
concept  of  purpose-built  tools  and  servers.  This  is  partic¬ 
ularly  visible  in  the  Adaptive  Server  data  stores;  since  they 
are  optimized  for  their  specified  task,  they  can  deliver  far 
higher  levels  of  performance  than  general-purpose 
engines.  Adaptive  Server  Anywhere  and  Adaptive  Server 
IQ  databases  were  built  for  addressing  mobile  computing 
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The  third  challenge:  vendor  “coopetition” 


Ithough  the  software  community  has  made  progress  in  developing  business  models  to 
support  the  CBD  paradigm,  challenges  remain.  The  ongoing  fragmentation  in  the  soft¬ 
ware  community  results  from  the  fact  that  there  are  many  competitors,  each  oper¬ 
ating  with  almost  total  autonomy — an  autonomy  that  has  impeded  growth. 

Vendor  autonomy  has  prevented  any  real  consistency  in  the  message  and  products  being  deliv¬ 
ered,  forestalling  critical  mass  in  the  market.  From  the  buyer’s  standpoint,  an  inefficient  market 
results,  since  it  is  clear  that  there  is  no  consensus  or  unification  of  vendor  strategies. 

However,  in  the  case  of  CBD,  the  vendor  community  recognizes  the  importance  of  unification  and 
opportunity  which  results  from  collaborative  competition,  or  “coopetition.”  But  because  this  concept 
is  new,  vendors  are  being  cautious.  This  is  perhaps  the  greatest  risk  to  CBD.  Should  vendors  resist 
the  notion  of  coopetition,  the  arrival  of  mainstream  CBD  may  be  significantly  delayed. 
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and  mass  deployment,  and  data  warehousing,  respectively. 
Adaptive  Server  Enterprise,  with  its  focus  on  OLTP  and 
expanding  support  for  specialty  data  stores,  is  gaining  a 
reputation  as  the  preferred  database  for  supporting  the 
complex,  mission-critical  development  necessary  for 
today’s  enterprise-class  applications. 

The  collection  of  products  and 
services  that  comprises  ACA  allows 
the  development  and  deployment 
of  any  type  of  distributed  applica¬ 
tion.  This  flexibility  drives  perfor¬ 
mance,  because  it  enables  ACA  to 
implement  an  application  opti¬ 
mized  for  its  intended  purpose  and 
available  system  topology. 

ACA  is  the  only  framework  that 
has  deep  product-level  support 
across  the  entire  distributed  com¬ 
puting  domain.  The  completeness 
of  ACA  development  tools  ensures 
that  changing  application  require¬ 
ments  and  systems  are  easily  supported  through  resident 
re-engineering  and  deployment  features.  As  a  result,  ACA 
applications  can  evolve  alongside  changing  business 
requirements  with  the  same  emphasis  on  productivity  and 
performance. 

Conclusion 

The  business  justification  for  CBD  virtually  ensures 
that  it  will  evolve  to  a  point  of  mass  market  acceptance. 
Although  issues  regarding  when  and  how  CBD  will  come 
of  age  remain,  most  vendors,  through  their  frameworks, 
will  insulate  developers  from  these  questions.  Accom¬ 
plished  vendors  will  also  provide  developers  with  frame¬ 
works  exhibiting  dimensions  of  completeness,  openness, 
flexibility  and  performance.  These  versatile  frameworks 
will  mitigate  the  uncertainty  and  risk  pertaining  to  how 
CBD  infrastructure  issues  will  be  resolved. 

Adoption  of  a  framework  does  not  imply  a  homoge¬ 
neous  solution.  In  fact,  since  the  focus  of  CBD  is  reuse  and 
interoperability,  CBD  embraces  the  notion  of  heteroge¬ 
neous  solutions  built  from  best-of-breed  tools. 

However,  a  case  can  be  made  for  the  added  synergy, 
productivity  and  performance  which  comes  from  selecting 
a  framework  that  embraces  a  common  development  par¬ 
adigm.  While  ACA  delivers  a  more  compelling  framework 
when  its  products  are  used  collaboratively,  the  best-of- 
breed  nature  of  ACA  tools  also  secures  their  position  as 


key  products  in  heterogeneous  solutions. 

Fig.  3  shows  that  best-of-breed  tools  and  frameworks 
can  accelerate  the  adoption  of  CBD  solutions.  This  event 
could  cause  the  CBD  “triangle”  to  increase  in  area,  thereby 
reducing  the  integration  required  of  the  customer  by  con¬ 
ventional  tools.  This  model  suggests  that  developers 


should  seek  out  tools  and  frameworks  that  rank  high  in 
completeness,  openness,  flexibility  and  performance  and 
also  qualify  as  best-of-breed. 

ACA  rates  as  a  best-of-breed  framework  for  addressing 
CBD  today,  and  shows  strong  signs,  through  its  support 
for  all  leading  standards,  of  maintaining  this  position  for 
some  time.  The  best-of-breed  products  that  comprise 
ACA  reinforce  Sybase’s  leadership  in  CBD  and  ensure  that, 
even  when  used  individually,  these  products  will  continue 
to  deliver  high  levels  of  performance.  As  a  result,  ACA 
ranks  as  perhaps  the  most  compelling  collection  of  frame¬ 
works,  tools  and  products  for  addressing  CBD  today. 
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Starting  tgday,  the  rules  have  changed.  Sybase’s  new  Adaptive  Server™ product 

FAMILY  15  GOING  TO  HELP  YOU  USE  INFORMATION  MORE  POWERFULLY  THAN  EVER  BEFORE. 

That’s  because  Adaptive  Server  is  based  on  a  new  architecture  that  is  optimized 


FOR  SPECIFIC  APPLICATION  REQUIREMENTS,  k  GUR  OPTIMIZED  DATA  STORE  APPROACH 
HANDLES  TODAY’S  CUSTOMER-CENTRIC  APPLICATIONS,  SUCH  AS  THE  INTERNET,  DATA  WARE¬ 
HOUSING,  E-COMMERCE  AND  MOBILE  COMPUTING.  INSTEAD  OF  A  ONE'SIZE  FITS  ALL  APPROACH, 
YOU  HANDLE  INFORMATION  ON  YOUR  TERMS.  Ik  ADAPTIVE  SERVER  ALSO  FEATURES  COMMON 
SERVICES  ACROSS  ALL  DATA  STORES.  THESE  SERVICES  INCLUDE  AN  EASY  TO 
USE  MANAGEMENT  INTERFACE,  COMMON  DATA  ACCESS  AND  MOVEMENT,  WEB 
ACCESS  AND  INTEGRATED  SECURITY,  fc  AT  THE  HEAD  OF  OUR  FAMILY  IS 

Adaptive  Server  Enterprise,  which  continues  to  be  a  market 

LEADER  IN  MAINLINE  □  LTP  PERFORMANCE  AS  WELL  AS  MIXED  WORKLOAD  ENVIRONMENTS, 
fc  The  Adaptive  Server  family  is  the  cornerstone  of  dur  Adaptive  Component 
Architecture?  an  open,  integrated,  end-to-end  architecture  that  includes  every¬ 
thing  FROM  HIGH  PERFORMANCE  SERVERS  TO  LEADING  EDGE  MIDDLEWARE  AND  ENTERPRISE 
DEVELOPMENT  TOOLS.  AND  IT’S  SOMETHING  YOU  SHOULD  DEFINITELY  BE  READING  UP  ON.  fc  TO 
DO  JUST  THAT,  VISIT  US  AT  WWW.SYBASE.CDM/ADAPTIVESERVER.  OR  CALL  FOR  OUR  FREE 
INFORMATION  KIT  ON  THE  ADAPTIVE  SERVER  FAMILY  AT  1  -BOD-8  SYB  AS  E  (REF.  ASCW). 
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ET  EVERYONE  ELSE  KEEP  TALKING,  WHILE  YDU  START  BUILDING  THOSE  POWERFUL, 
ENTERPRISE-CLASS  JAVA™  APPLICATIONS  YOU’VE  BEEN  HEARING  ABOUT.  BECAUSE 

with  Sybase’s  new  tools,  Java-based,  enterprise-wide  computing  is  more  than 

JUST  TALK.  Now  YOU  CAN  ACTUALLY  BUILD  AND  DEPLOY  UNIVERSALLY  ACCESSIBLE, 
MISSION-CRITICAL  APPLICATIONS  THAT  WORK  WITH  YOUR  EXISTING  DATA  SOURCES. 
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Java  Component  Transaction  Server.  Running  on  NT  and  Unix 
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MIDDLE-TIER  ENVIRONMENT  FOR  YOUR  BUSINESS  LOGIC.  TO  KEEP  YOUR  CLIENTS 
THIN  -  AND  HAPPY.  N  O  BODY  ELSE  HAS  ANYTHING  LIKE  IT.  fc  FACT  IS,  ONLY  SYBASE 
HAS  A  FULL  RANGE  OF  JAVA  PRODUCTS  FOR  THE  ENTERPRISE.  AND  IT’S  PART  OF 

our  Adaptive  Component  ArchitectureT  a  complete,  integrated,  end-to-end 

SOLUTION  FOR  HANDLING  ALL  YOUR  INFORMATION  NEEDS.  SO  TALK  TO  US  TODAY.  TO 
SEE  HOW  WE  HAVE  HELPED  COMPANIES  FUNDAMENTALLY  IMPROVE  THEIR  BUSINESS, 
VISIT  US  AT  WWW.SYBASE.COM/JAVA.  CR  CALL  1  -  B  □  □  -  B  -  S  Y  B  A  S  E  (REF.  J  AC  W). 
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You  can  sign  up  for  an  ac- 
ount  electronically,  but  you 
iiave  to  download  an  inconve- 
iently  large  file  to  do  it. 
Schwab’s  most  ambitious  fea- 
re  is  Market  Buzz,  a  financial 
iformation  center  on  steroids, 
i  luzz  taps  content  from  more 
lan  80  sources  of  news, 
uotes,  historical  performance 
nd  financial  planning  re- 
ources. 

Visitors  can  get  only  news 
leadlines;  you  have  to  be  a 
.wab  customer  to  get  the  full 
ories.  For  all  its  richness,  Buzz 
a  little  chaotic.  Many  infor- 
ation  services  are  presented  in 
ames,  and  the  navigation 
hemes  don’t  relate  well  to  one 
other.  In  fact,  some  of  the 
rvices  appear  to  be  earlier 
hwab  products  that  are 
med  and  presented  again 
der  the  Market  Buzz  banner. 
A  particularly  clever  idea  is 
e  interactive  financial  plan- 
g  guides,  which  provide  tu- 
al  information  for  new  in- 
tors  and  a  clever  college- 
er  calculator.  Visitors  come 
ay  with  the  impression  that 
wab  is  a  hip  and  innovative 
pany,  eager  to  provide  them 
!th  lots  of  analytical  tools, 
at’s  probably  just  the  effect 
wab  wanted. 
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ite  the  opposite  of  Schwab  is 
;  venerable  Merrill  Lynch, 
e  New  York-based  company 
esn’t  offer  online  trading  and, 
ging  by  the  lack  of  enthusi- 
it  brings  to  its  site,  doesn’t 
.cularly  want  to. 

Whereas  online  brokers 
npt  prospects  with  data,  Mer- 
Lynch  doesn’t  even  try.  The 
me  page  offers  three  possible 
s  to  get  deeper  into  the  site, 
|ch  is  confusing.  Timely 
ket  information  is  almost 
nexistent.  Indexes  don’t  even 
iy  if  the  market  is  up  or  down, 
ers  can  search  for  an  individ- 
1  stock  quote,  but  features 
such  as  watch  lists,  trends, 
news  or  charts  are  apparently 
limited  to  customers  only. 

Merrill  Lynch  employs  a  vari¬ 
ety  of  “centers”  with  guided 
tours  to  help  with  personal  fi¬ 
nance,  investor  learning  and 
business  planning.  But  the  in- 
formation  is  skimpy  and  lacks 
nteractivity.  Worse,  each  tour 
l-c  iehow  leads  to  a  Merrill 
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Lynch  offering  and  an  accompa¬ 
nying  marketing  pitch.  You 
don’t  get  educated  on  this  site 
—  you  get  sold.  First-time  in¬ 
vestors  are  also  unlikely  to  re¬ 
late  to  categories  such  as  Asset 
Allocation,  Equities  are  Per¬ 
formers  and  Building  a  Bond 
Ladder. 

But  the  site  has  the  greatest 
depth  of  corporate  information 
of  any  of  the  sites  reviewed  — 
a  volume  of  data  designed  to 
give  the  message  that  Merrill 
Lynch  isn’t  for  do-it-yourselfers 
but  for  investors  who  want  ac¬ 
cess  to  smart  people  and  are 
willing  to  pay  to  get  it.  The  site 
offers  the  opinions  of  Merrill 
Lynch  executives  and  discusses 
the  firm’s  products  and  corpo¬ 
rate  activities  in  exhaustive  de¬ 
tail.  It  also  has  the  most  consis¬ 
tent  design  of  any  of  the  sites 
sampled.  But  that  is  partly  be¬ 
cause  the  content  is  so  static. 

Contact  information  is 
skimpy,  limited  to  a  few  main 
telephone  numbers  and  a  feed¬ 
back  electronic-mail  box. 

FIDELITY  INVESTMENTS 

Fidelity  Investments  in  Boston 
is  chasing  Schwab  in  the  online 
brokerage  business,  and  its  site 
reflects  a  very  similar  marketing 
approach  to  its  West  Coast  com¬ 
petitor.  There  is  a  ton  of  infor¬ 
mation  here.  But  like  the 
Schwab  site,  Fidelity.com  is  a 
bit  of  a  patchwork,  lacking  a 
clear  set  of  design  standards. 

The  site  is  anchored  by  two 
sections  called  Personal  Invest¬ 
ing  and  My  Market.  Each  offers 
a  lot  of  content,  but  some  of  it 
overlaps,  and  the  look  and  feel 
is  inconsistent  between  the  two. 
My  Market  uses  an  elegant 
black  frame  to  box  its  multitude 
of  information  services,  but  it 
puts  a  few  too  many  buttons  on 
the  navigation  bar.  Full-text 
news  is  free  —  a  big  plus.  You 
can  create  a  customized  home 
page  ticker  with  quotes  and 


news,  but  my  ticker  repeatedly 
returned  an  unexplained  Java¬ 
Script  runtime  error. 

Personal  Investing  is  a  less 
well-designed  service  that  front- 
ends  Fidelity’s  awesome  mutual 
fund  service.  Features  such  as 
news,  quotes  and  market  index¬ 
es  are  the  same  as  those  offered 
on  My  Market,  but  it  is  harder 
to  figure  out  how  to  get  a  stock 
quote  here.  Design  standards 
are  erratic.  There  are  13  naviga¬ 
tion  buttons  in  some  spots.  Fi¬ 
delity  is  the  only  site  reviewed 
that  uses  audio  service  —  a  dai¬ 
ly  market  update  —  but  it  is  a 
minor  feature  of  the  site. 

Not  surprisingly  for  the 
world’s  mutual  fund  leader,  the 
online  funds  information  is  out¬ 
standing.  Information  about  Fi¬ 
delity  funds  is  exhaustive,  and  a 
spiffy  Java  applet,  Funds  Evalua¬ 
tor,  uses  Momingstar,  Inc.  data 
to  give  interactive  analyses  and 
rankings  of  every  fund  Fidelity 
sells.  Fidelity  has  to  be  strong  in 
mutual  funds  data,  and  it  does¬ 
n’t  disappoint. 

Corporate  information  is  al¬ 


most  nonexistent,  and  links  to 
international  offices  are  skimpy. 

E-TRADE 

Schwab’s  online  nemesis  has 
been  spunky  E-Trade  Group, 
Inc.,  a  2-year-old  virtual  trading 
firm  in  Palo  Alto,  Calif.,  that  al¬ 
ready  claims  more  than 
200,000  customers.  Growth  is 
clearly  paramount  to  the  young 
company,  so  much  so  that  near¬ 
ly  everything  about  its  home 
page  is  aimed  at  getting  you  to 
sign  up.  And  the  online  sign-up 
feature,  which  lets  you  fill  out 
and  then  print  a  Hypertext 
Markup  Language  form,  is  the 
easiest  to  use  of  any  of  the  bro¬ 
kers  reviewed. 

In  contrast  to  Schwab  and 
Fidelity,  E-Trade  doesn’t  give 
away  much  information  for 
free.  The  home  page  entices  vis¬ 
itors  with  teases  for  information 
treasures  that  await  behind  the 
membership  door,  but  the  clear 
message  is  that  for  $20  per 
trade,  E-Trade  isn’t  going  to  give 
this  stuff  away.  You  can’t  buy 
mutual  funds  on  E-Trade,  but 


the  home  page  doesn’t  exactly 
advertise  that  fact. 

As  a  corporate  billboard, 
E-Trade  is  exceptionally  coher¬ 
ent  and  well-planned.  Its  pages 
feature  a  uniform  design  with 
navigation  bars  on  the  top  and 
bottom  and  no  pages  occupying 
more  than  two  screens.  The 
three-dimensional  buttons  are 
consistent  from  page  to  page, 
and  the  Home  button  is  always 
easy  to  find.  No  matter  where 
you  are,  you  always  know  you 
are  in  E-Trade. 

The  most  innovative  feature 
on  E-Trade’s  site  is  a  stock  mar¬ 
ket  game.  Contestants  use  dum¬ 
my  accounts  and  play  money  to 
compete  with  one  another,  with 
the  monthly  winners  getting  a 
nominal  prize.  The  game  is  ac¬ 
tually  the  best  way  to  get  a  look 
at  expanded  E-Trade  services, 
such  as  multiple  quotes,  watch 
lists  and  company  research.  But 
E-Trade  doesn’t  tell  you  that. 
Some  of  the  more  useful  re¬ 
search  features  are  available  free 
to  game  players,  but  you  have  to 
go  looking  for  them.  □ 


SHORTS 


Intranet  groupware 

Changepoint  International  Corp.,  a  subsidiary  of 
Richmond  Hill,  Ontario-based  Changepoint  Corp., 
next  month  will  ship  Involv  Intranet  2.0,  an  up¬ 
grade  of  its  software  for  hosting  groupware  appli¬ 
cations  on  intranets.  The  new  version  lets  users 
access  nine  starter  applications  and  create  their 
own  password-protected,  virtual  meeting  room. 
Pricing  is  $40  per  user  in  quantities  of  1,000  or 
more. 

Netscape  aims  at  telcos 

Netscape  Communications  Corp.  will  offer  a  new 
edition  of  its  server  software,  SuiteSpot  Hosting 
Edition,  for  telecommunications  companies  and 
large  corporate  partners  to  offer  hosted  Internet, 
intranet  and  extranet  services.  Plugging  in  to  the 
local  telecommunications  company,  businesses 
and  individuals  could  gain  access  to  a  variety  of 


services,  including  World  Wide  Web  document 
publishing,  messaging,  group  discussions  and  di¬ 
rectories.  Netscape  is  licensing  the  software  at 
$13  per  seat  for  individuals  and  $39  per  seat  for 
corporate  intranets. 

E-document  security 

IBM  officials  said  the  company  is  preparing  to 
ship  a  new  version  of  its  Cryptolope  document¬ 
sharing  software. 

The  software  lets  users  wrap  documents  and 
multimedia  files  in  a  software  “envelope”  that  in 
eludes  code  to  require  users  to  pay  to  view  the 
document  or  executable  code  to  make  the  docu 
ment  part  of  a  workflow  process.  The  new  ver¬ 
sion,  written  in  Java,  allows  documents  to  be 
shared  using  Cryptolope  in  any  electronic  format. 
IBM  expects  to  ship  the  software  next  month 
Pricing  hasn’t  been  determined. 
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Dreamweaver  first  to  support  dynamic  HTML 

CONTINUED  FROM  PAGE  49 _ _ 


And  Zehngut  said  he  appreciates  not 
having  to  write  for  separate  browsers.  “It 
tells  you  up  front  where  functions  will 
work  and  where  they  won’t,  so  you  don’t 
have  to  backpedal,”  he  said. 

But  Peter  Dushkin,  an  analyst  at 
Jupiter  Communications,  Inc.  in  New 
York,  warned  that  Dreamweaver  may 
lose  much  of  its  appeal  as  a  cross-brows¬ 
er  dynamic  HTML  editor  if  the  World 
Wide  Web  Consortium  arrives  at  a  dy¬ 
namic  HTML  standard  in  the  coming 
months.  “It’s  sexy  now  because  it’s  one 
of  the  first  products  to  bridge  competing 
standards  in  the  4.0  browsers  from  Mi¬ 
crosoft  Corp.  and  Netscape  Communica- 

Schwab  hands  out 
keys  to  its  data 

CONTINUED  FROM  PAGE  49 

wider  range  of  data  available  in  a  more 
timely  manner,  Coffey  said.  For  example, 
more  detailed  reports  could  be  created 
for  customers  who  manage  specific  types 
of  funds,  such  as  retirement  plans.  Even¬ 
tually,  Schwab  wants  to  update  the  data 
on  a  real-time  basis,  she  said. 

For  Jim  Robillard,  chief  investment  re¬ 
lations  liaison  at  Baron  Capital,  Inc.’s 
Baron  Funds  in  New  York,  Schwab’s  ex¬ 
tranet  is  cutting  two  to  three  weeks  off 
the  time  it  took  to  plow  through  the 
monthly  printed  reports  and  manually 
enter  data  into  an  Excel  spreadsheet. 

“It’s  a  tremendous  amount  of  materi¬ 
al,  and  in  paper  form  it  was  unsortable,” 
Robillard  said.  “There  was  no  automa¬ 
tion  at  all.”  And  because  the  reports  usu¬ 
ally  didn’t  arrive  until  nearly  two  weeks 
into  the  next  month,  the  analysis  that  fi¬ 
nally  got  done  “was  a  little  retrospective,” 
he  added. 

Opening  up  historical  data  to  out¬ 
siders  “is  all  the  rage  out  there  right 
now,”  said  Ed  Schaide,  an  analyst  at  The 
Standish  Group  International,  Inc.  in 
Dennis,  Mass.  But  the  big  challenge  is  to 
make  sure  that  individual  users  can  see 
only  information  about  themselves,  he 
said. 

Schwab  built  the  application  around  a 
Java-based  data  analysis  server  made  by 
InfoSpace,  Inc.  in  San  Mateo,  Calif. 
Users  point  their  Web  browsers  at  a  uni¬ 
form  resource  locator  that  lets  them  log 
on  to  Infospace’s  SpaceSQL  software, 
which  dynamically  builds  reports  from 
information  stored  in  an  Oracle  Corp. 
database. 

Users  then  can  download  reports  di¬ 
rectly  into  Excel  spreadsheets,  said  Dan 
Keller,  senior  vice  president  of  Schwab’s 
mutual  funds  technology  group.  To  keep 
data  from  falling  into  the  wrong  hands, 
the  SpaceSQL  server  is  located  behind 
Schwab's  firewall  and  holds  a  database  of 
passwords  and  IDs  for  each  user.  Keller 
wouldn't  say  how  much  Schwab  has 
spent  on  the  project.  □ 


tions  Corp.,"  Dushkin  said. 

Dreamweaver  does,  however,  have  oth¬ 
er  strong  features  that  make  it  worth¬ 
while,  Dushkin  said.  “The  program  pro¬ 
vides  charts  depicting  the  different 
platforms  hitting  your  site,  and  these  are 


helpful,  because  they  let  you  know  which 
platforms  you  should  optimize  for.” 

An  animation  time  line,  a  layers 
palette,  the  ability  to  manage  sitewide 
changes  and  a  library  of  JavaScript  be¬ 
haviors  such  as  “mouse  rollovers”  or 


“play  sound”  also  are  included. 

Todd  Fullerton,  a  computer  graphics 
analyst  at  Toyota  Motor  Credit  Corp.  in 
Torrance,  Calif.,  said  he  plans  to  use 
Dreamweaver  to  bring  interactivity  to  his 
group’s  Web-based  training  programs. 
“If  Dreamweaver  helps  us  to  create  a  bit 
of  movement  on  the  page  and  this  helps 
to  captivate  users,  we’ll  be  more  success¬ 
ful  at  getting  our  message  out,”  he 
said.  □ 


Envision  an  enterprise  that’s 


completely  compatible, 


infinitely  scalable,  totally  expandable, 


easily  manageable,  and  entirely  mobile. 
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TENDRIL  SOFTWARE.  INC.  has  announced 
Structure  Builder  i.o  for  Java,  a  tool  for 
object  design  that  transparently  updates 
Java  source  code. 

According  to  officials  at  the  Westford, 
Mass.,  company,  the  tool  displays  a  side- 
by-side  view  of  the  object  design  and  the 
source  code.  It  automatically  generates 


code  in  sync  with  object  design  changes 
and  modifies  object  design  with  code 
changes.  Structure  Builder  helps  pro¬ 
grammers  visualize  development  and  in¬ 
teract  with  overall  design  rather  than  fo¬ 
cus  on  rote  programming  tasks. 

Structure  Builder  i.o  costs  $495. 
Tendril  Software 


(508)  392-9600 
www.tendril.com 

WATCHSOFT,  INC.  has  announced  Disk 
Tracy,  Internet  monitoring  software  for 
corporate  computer  networks. 

According  to  the  Houston  company, 
the  software  has  a  uniform  resource  lo¬ 


cator  tracking  system  that  keeps  a  log  of 
sites  visited  by  users,  with  date  and  time 
stamps.  Detailed  reports  can  be  generat¬ 
ed  about  World  Wide  Web  sites  visited 
and  about  material  downloaded.  The  pro¬ 
gram  works  in  Windows  and  Unix  envi¬ 
ronments. 

Pricing  is  about  $1,150  for  systems  of 
up  to  25  nodes. 

Watch  soft 

(281)  586-2036 

www.watchsoft.com 

ELEKTROSON,  INC.  has  announced  Web- 
Grabber  2.2,  software  that  saves  World 
Wide  Web  content  to  a  CD  for  archival 
and  presentation  purposes  or  off-line 
browsing. 

According  to  the  Campbell,  Calif., 
company,  the  software  enables  users  to 
record  a  Web  site’s  Hypertext  Markup 
Language,  applets,  graphics,  audio  and 
text  files  to  CD.  Once  recorded,  it  can  be 
played  back  from  any  CD-ROM  drive  as 
it  would  appear  on  the  Internet.  The 
Windows-based  application  supports  all 
recorders,  according  to  the  company. 

WebGrabber  costs  $79.95. 

Elektroson 

(408)  371-4800 

www.elektroson.com 

ALADDIN  SYSTEMS,  INC.  has  announced 
Private  File,  cross-platform  encryption 
software  for  transmitting  files  over  the 
Internet. 

According  to  the  Watsonville,  Calif., 
company,  the  software  uses  128-bit  en¬ 
cryption  in  two  applications:  PF  Encrypt 
and  PF  Decrypt.  To  encrypt  and  com¬ 
press,  users  drop  files  onto  the  PF  En¬ 
crypt  application  and  enter  a  password. 
To  access  a  transmitted  file,  the  recipient 
drops  the  encrypted  document  onto  PF 
Decrypt  and  enters  the  password  at  the 
prompt.  Private  File  works  with  Win¬ 
dows  95,  Windows  NT  4.0  and  Mac  OS 
7.0. 

It  costs  $99.95  for  a  two-user  license. 

Aladdin  Systems 
(408)  761-6200 
www.aladdinsys.com 

GOLIVE  SYSTEMS,  INC.  has  announced 
CyberStudio  2.0,  Macintosh-based  soft¬ 
ware  for  World  Wide  Web  site  design 
and  management. 

According  to  the  Menlo  Park,  Calif., 
company,  the  software  doesn’t  require 
any  Hypertext  Markup  Language 
(HTML)  programming  but  includes 
HTML  source  code  and  JavaScript  tools 
if  needed. 

The  new  version’s  layout  mode  sup¬ 
ports  ActiveX  controllers  for  Microsoft 
Corp.’s  Internet  Explorer. 

CyberStudio  2.0  can  check  and  repair 
broken  links  within  Web  pages.  A  spell¬ 
checker  and  the  ability  to  link  informa¬ 
tion  from  several  independent  servers 
are  included. 

CyberStudio  2.0  costs  $349. 

GoLive  Systems 
(650)  463-1580 
www.golive.com 


Introducing  Acer’s 


mobile  client  server 


solution  —  the  new  way  to  truly  realize 


enterprise  productivity. 


Today,  many  companies  are 
extending  the  enterprise  into 
virtual  offices.  Add  to  that  an 
increasingly  mobile  workforce, 
and  a  compatible,  integrated 
solution  becomes  vital  to  ensure 
anytime,  anywhere  access  to 
information. 

By  design,  Acer's  full  range  of 
Mobile  Client  Server  solutions, 
like  the  AcerAltos™  9000Pro 
server  with  dual  Intel®  Pentium® 
Pro  processors,  provide  compat¬ 
ibility,  connectivity,  security, 
mobility,  accessibility,  and  man¬ 
ageability.  And  help  you  gain  a 
competitive  edge. 

As  one  of  the  worlds  largest 
personal  computer  and  compo¬ 
nent  manufacturers,  Acer  has 
the  core  technological  capabil¬ 
ities  critical  to  your  601014)056. 
Plus,  the  channel  relationships 
and  resources  to  provide  you 
single-call  support. 

Acer’s  Mobile  Client  Server. 
Now  you  can  have  the  compat¬ 
ibility  you  need  to  be  endlessly 
productive. 


► 


AceR  <♦ 


1-800-558-ACER  &  select  option  2,  1 
www.acer.comlaacl 


With  an  industry  leading  7-hour  single  battery 
notebook,  Acer  is  redefining  mobile  solutions. 


- 


With  a  new  Network  Ready  PC,  Acer  has 
a  range  of  products  that  make  sense. 


AcerAltos  servers  have 
manageability  built-in. 
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Briefs 

Managing  bandwidth 

Ukiah  Software,  Inc.  in 
Campbell,  Calif.,  this  week 
will  begin  beta-testing  Traffic- 
Ware,  bandwidth  control 
software  for  IP  or  IPX  net¬ 
works  that  runs  on  a  Win¬ 
dows  NT  system.  Like  Uki- 
ah’s  firewalls,  TrafficWare 
builds  on  user  groups  al¬ 
ready  defined  in  available  di¬ 
rectories  to  simplify  creation 
of  management  policies  and 
lets  users  allocate  bandwidth 
by  user  or  application.  Ukiah 
supports  Novell,  Inc.  direc¬ 
tory  services  and  Light¬ 
weight  Directory  Access  Pro¬ 
tocol  3.0-compliant  systems. 
It  is  expected  to  ship  in 
December. 

CompuWare  tries  NT 


The 


Enterprise 


LANs 


WANs 


Network  Manag 


Outsourcing  lets 
IS  pick  targets 

►  External  specialists  optimize  net  management 

By  Patrick  Dry  den  to  do  everything  internally,” 

Weldon  said. 

selective  outsourcing  of  net-  Yankee’s  survey  of  informa- 
work  management  tasks  is  on  tion  systems  directors  at  25 
the  rise,  according  to  research  large  corporations  revealed  an 
by  The  Yankee  Group  in  increasing  desire  to  hand  off 
Boston.  tactical  tasks  such  as  diagnos- 

Although  some  users  happily  tics,  performance  tuning  and 
unload  all  network  duties  on  in-  Internet/intranet  maintenance, 
tegrators  or  full-service  out-  IS  managers  told  Computer  - 
sourcers,  most  Fortune  1,000  world  that  they  can  better  serve 
organizations  are  reluctant  to  internal  users  and  external  cus-  \ 
hand  over  all  the  keys  to  their  tomers  by  supplementing  their  \ 
strategic  network,  said  Yankee  staff  with  a  specialty  service, 
analyst  Kitty  Weldon.  “We  prefer  to  keep  close  con-  < 

“Even  large  shops  find  it  hard  IS  hands  off,  page  58  ° 


HBO's  Michael  Smith:  "So  many 
strange,  unexplainable  problems 
would  surface  that  some  of  us 
blamed  gremlins" 


Sun  has  'net  mail  server  on  tap 


CompuWare  Corp.  in  Farm¬ 
ington  Hills,  Mich.,  is  beta¬ 
testing  a  version  of  its  Eco- 
Tools  system  and  application 
performance  monitor  that 
runs  entirely  on  a  Windows 
NT  system. 

The  simpler  NT  interface 
lets  managers  track  hundreds 
of  NT,  Unix  and  other  plat¬ 
forms.  Version  5.0  stores 
data  in  Microsoft  Corp.’s  SQL 
Server,  instead  of  the  former 
proprietary  dataftse,  for  easi¬ 
er  exporting  and  reporting.  It 
should  ship  by  the  end  of  the 
year. 


Network 

management  duties 

Rank  the  importance  of  tasks 
involved  in  managing  networks 
(1  =  unimportant  to  5  =  critical) 


By  Barb  Cole-Gomolski 


SUN  MICROSYSTEMS,  INC.  hopes 

to  fill  a  void  for  companies  that 
want  the  scalability  of  Internet 
mail  and  the  features  associated 
with  proprietary  electronic-mail 
systems. 

The  company  recently  intro¬ 
duced  Sun  Internet  Mail  Server 
3.1,  a  messaging  server  based 
on  Internet  mail  standards  that 
has  an  integrated  Lightweight 
Directory  Access  Protocol  direc¬ 
tory.  Sun  officials  said  the  soft¬ 
ware  can  support  thousands  of 
users  per  server,  compared  with 
client/server  systems  that  typi¬ 
cally  support  only  a  few  hun¬ 
dred  users  per  server. 

The  cost  of  ownership  of 


E-mail  systems  drops  as  they 
scale  to  support  more  users  be¬ 
cause  high-volume  systems  re¬ 
quire  companies  to  buy  and  ad¬ 
minister  fewer  servers. 


Although  Sun  hopes  to  steal 
business  from  well-entrenched 
messaging  vendors  such  as 
Lotus  Development  Corp., 
Sun,  page  58 


Networking 
in  Europe  a 
bumpy  ride 

By  Bob  Wallace 


inconsistent  regulations,  huge 
line  installation  delays,  high 
prices  and  inconsistent  support 
give  fits  to  information  systems 
managers  extending  their  net¬ 
works  to  Europe. 

Until  they  encounter  the 
complexities  of  dealing  with 
myriad  European  governments 
and  carriers,  U.S.  companies 
take  for  granted  the  sophisticat¬ 
ed  wide-area  network  choices 
they  have  in  the  U.S.,  analysts 
said. 


Open  messaging  means  savings 

►  Companies  can  save  $367  to  $406  per  user  in  the 
first  year  using  standards-based  E-mail 

►  Average  E-mail  administrator  can  support  1,300  users 
on  a  standards-based  messaging  system,  compared 
with  about  740  users  on  a  proprietary  system 

►  It  costs  about  $174  per  year  to  provide  a  user  with 
standards-based  E-mail,  compared  with  about  $541 
for  a  proprietary  system 

Source:  Creative  Networks,  Inc.,  Palo  Alto,  Calif. 
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Base:  200  IS  managers,  engineers 
and  consultants 


Source:  International  Network  Services.  Inc., 
Sunnyvale,  Calif. 


Novell  defends  its  turf  against  NT 


►  Offerings  to  compete 
with  Microsoft 

By  Laura  DiDio 

Novell,  inc.  hopes  its  next- 
generation  IntranetWare  and 
advanced  clustering  software 
will  be  the  one-two  combination 
that  staves  off  defections  to  the 


rival  Microsoft  Corp.  Windows 
NT  Server  platform. 

Novell  is  set  to  begin  ship¬ 
ping  a  beta  version  of  Intranet- 
Ware,  code-named  Moab,  in 
November.  Additionally,  the 
Provo,  Utah-based  company  an¬ 
nounced  plans  to  ship  a  beta 
copy  of  an  optional  clustering 
package,  code-named  Orion, 
early  next  year. 


The  combination  has  the  po¬ 
tential  to  outpace  Windows  NT 
in  directory  services,  clustering 
and  intranet  functionality,  ana¬ 
lysts  and  users  said. 

"The  management  capabili¬ 
ties  included  in  Orion  are  a 
generation  ahead  of  those  de¬ 
fined  in  Microsoft’s  upcoming 
Cluster  Server  product  [formerly 
Novell,  page  58 


DEREGULATION  IN  EUROPE 

Although  the  European  Union 
has  agreed  to  deregulate  tele¬ 
communications  in  Europe, 
only  a  handful  of  countries  have 
opened  up  their  telecommuni¬ 
cations  industries  to  full  compe¬ 
tition,  and  others  don’t  plan  to, 
according  to  Dave  Neal,  an  ana¬ 
lyst  at  Gartner  Group,  Inc.  in 
Stamford,  Conn. 

“Users  must  realize  that  in 
Europe,  they’re  dealing  with 
over  12  countries,  each  with 
their  own  rules  and  agenda,’ 
European  networking,  page  58 
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trol  of  our  network,  but  it’s 
tough  to  find  someone  who  un¬ 
derstands  all  the  management 
statistics  and  can  explain  the 
implication  on  quality  of  ser¬ 
vice,”  said  Mike  Del  Secolo,  se¬ 
nior  director  of  communica¬ 
tions  engineering  at  ADP  Corp. 
in  Roseland,  N.J. 

The  payroll  processor  hired 
International  Network  Services, 
Inc.  in  Sunnyvale,  Calif.,  to  ana¬ 
lyze  the  performance  of  its 
wide-area  network,  summarize 
the  most  important  details 
about  hundreds  of  inter¬ 
networking  devices  and  project 
bandwidth  trends. 

“This  keeps  my  head  count 
down  while  providing  valuable 
information  to  our  trouble¬ 
shooters  and  capacity  planners,” 
Del  Secolo  said.  Now  network 
engineers  can  spend  more  time 
working  on  strategic  projects  in¬ 
stead  of  deciphering  minute  de¬ 
tails,  he  said. 

Network  details  also  bedev¬ 


iled  IS  at  the  Home  Box  Office 
division  of  Time- Warner  Enter¬ 
tainment  Co. 

“So  many  strange,  unexplain¬ 
able  problems  would  surface 
that  some  of  us  blamed  grem¬ 
lins,”  said  Michael  Smith,  direc¬ 
tor  of  network  strategy  at  HBO 
in  New  York. 

NO  MORE  SURPRISES 

With  daily  surprises  disrupting 
planned  work,  Smith’s  team 
sought  a  way  to  end  the  reactive 
firefighting  mode  of  operation. 
It  tested  a  fault-prediction  ser¬ 
vice  from  NetOps  Corp.  in  New 
Fairfield,  Conn.,  to  complement 
its  normal  network  manage¬ 
ment  tools. 

“Our  alerting  systems  tell  us 
when  something  fails,  but  it’s 
better  to  get  ahead  of  the  game 
by  tackling  issues  before  they 
affect  critical  applications,”  said 
Gargan  Yee,  a  senior  network 
engineer  at  HBO. 

For  example,  NetOps  detected 


errors  made  by  a  switch  that  in¬ 
dicated  its  processor  card  would 
soon  die,  and  it  correlated  sev¬ 
eral  traffic  errors  to  reveal  a 
protocol-handling  problem  by  a 
router,  Yee  said. 

“Prior  to  NetOps,  we  didn’t 
even  know  we  had  symptoms,” 
Smith  said.  NetOps  can  analyze 
a  2,000-node  network  for  about 
half  the  cost  of  a  full-time  em¬ 
ployee,  he  said. 

Seeking  a  similar  benefit  in 
security,  Computer  Discount 
Warehouse,  Inc.  hired  NetSolve, 
Inc.  in  Austin,  Texas,  to  moni¬ 
tor  its  Internet  connections  and 
World  Wide  Web  presence  full 
time. 

“We  want  a  stable  Web  site 
for  our  customers,  and  we  need 
to  guard  against  hacking  at¬ 
tempts,  E-mail  hijacking  and 
virus  attacks  around  the  clock,” 
said  Steve  Staines,  network  ad¬ 
ministrator  at  the  reseller  in 
Vernon  Hills,  Ill. 

During  the  past  year,  Net- 


HBO's  Gargan  Yee  says,  "It's  better  to  get  ahead  of  the 
game  by  tackling  Issues  before  they  affect  critical  appllca- 


Solve  operators  have  alerted 
Staines  each  time  his  Internet 
service  has  faltered,  and  they 
have  detected  break-in  attempts 
every  month,  he  said. 

“We  were  skeptical  about  se¬ 


curity  monitoring  at  first,  but 
now  we  absolutely  don’t  want  to 
do  without  it,”  Staines  said.  “We 
could  lose  more  revenue  from  a 
few  hours  of  downtime  than  the 
service  costs.”  □ 
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Microsoft  Corp.  and  Novell, 
Inc.,  it  is  also  pitching  its  mail 
server  as  a  backbone  that  can 
coexist  with  —  and  increase  the 
scalability  of  —  multiple  client/ 
server  E-mail  systems. 

“I  like  that  idea,”  said  Jeff 
Franks,  a  senior  technical  spe¬ 
cialist  at  a  Midwest  retailer  that 
runs  Novell  GroupWise  enter¬ 
prisewide.  “GroupWise  works 
great  as  long  as  you  are  run¬ 
ning  in  the  NetWare  environ¬ 
ment,”  Franks  said.  "But  when 
you  mix  in  Windows  NT  and 
Unix,  it  is  more  of  a  mixed  bag 
in  terms  of  scalability.” 

NOT  A  REPLACEMENT 

Franks  said  he  doesn’t  view 
Sun’s  offering  as  a  replacement 
for  GroupWise,  even  though 
Sun  plans  to  add  calendaring 
support,  workflow  and  gateways 
to  other  mail  systems  down  the 
road. 

Rather,  Sun’s  mail  server 
could  be  used  to  off-load  traffic 
from  the  GroupWise  system, 
thus  improving  performance 
and  reliability,  Franks  said. 

The  Sun  Internet  Mail  Server 
can  run  in  conjunction  with  any 
mail  client  that  supports  either 
Post  Office  Protocol  or  Internet 
Message  Access  Protocol. 

Several  users  beta-testing  the 
product  said  they  were  im¬ 


pressed  by  its  scalability. 

“There  aren’t  many  products 
that  can  handle  this  kind  of  vol¬ 
ume,”  said  Greg  Thomas,  chief 
technology  officer  at  Northwest 
Regional  Education  Service  Dis¬ 
trict  in  Hillsboro,  Ore.,  a  service 
bureau  that  provides  Internet 
access,  E-mail  and  other  com¬ 
puter  services  to  schools. 

E-MAIL  FOR  STUDENTS 

The  service  bureau  will  use 
Sun’s  mail  server  to  provide 
about  100,000  schoolchildren 
with  E-mail  accounts. 

Thomas  said  he  expects  to 
support  about  5,500  users  per 
server,  compared  with  about 
1,500  per  server  he  could  sup¬ 
port  with  GroupWise,  Microsoft 
Exchange  or  Lotus  Cc:Mail. 
Thomas  said  he  also  found  that 
Sun’s  server  is  more  adept  at 
handling  Internet  attachments 
than  those  other  products, 
which  require  gateways  or  mes¬ 
sage  transfer  agents  to  send  In¬ 
ternet  mail. 

Available  now.  Sun  Internet 
Mail  Server  3.1  runs  on  Intel 
Corp.  Solaris  and  SPARC  sys¬ 
tems.  Pricing  is  $1,495  f°r  the 
departmental  versions  and 
$3,495  for  the  enterprise  ver¬ 
sion,  which  supports  multi¬ 
threading  and  has  gateways  to 
other  E-mail  systems.  □ 


Neal  said.  “That  makes  it  ex¬ 
tremely  difficult  to  build  a  pan- 
European  network.” 

Long  turnaround  times  for 
private  lines  and  high  prices 
have  kept  Guardian  Industries, 
Inc.,  an  auto  parts  manufactur¬ 
er  with  plants  in  13  countries, 
on  an  analog  dial-up  modem 
network. 

“We’d  love  to  use  private 
lines  to  support  collaboration 
using  Lotus  Notes,  but  private 
lines  cost  a  fortune  —  $7,500 
for  56K  bit/sec.  frame-relay 
links  that  would  cost  around 


Novell 
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Wolfpack  1.0],”  said  Jay  Bretz- 
mann,  vice  president  of  world¬ 
wide  systems  research  at  Inter¬ 
national  Data  Corp.  in  Fra¬ 
mingham,  Mass. 

“With  its  new  virtual  memo¬ 
ry  and  memory  protection, 
Moab  erases  Novell’s  most  glar¬ 
ing  deficiencies  as  an  applica¬ 
tion  server,”  said  Bob  Sakakee- 
ny  an  analyst  at  Aberdeen 
Group,  Inc.  in  Boston. 

Moab,  now  slated  for  delivery 
in  mid-1998,  will  be  the  first 
version  of  the  operating  system 


$1,000  in  the  U.S.,”  said  Ken 
Nixon,  network  manager  at 
Auburn  Hills,  Mich. -based 
Guardian. 

HIGHER  COSTS 

Users  can  expect  to  spend  10  to 
12  times  more  for  services  in 
Europe,  Neal  said. 

And  some  services,  such  as 
45M  bit/sec.  T3,  aren’t  widely 
available  in  Europe.  In  fact, 
some  less-advanced  countries 
don’t  have  the  network  infra¬ 
structure  to  support  medium- 
speed  services,  Nixon  said. 


to  run  natively  on  TCP/IP. 

Moab  will  improve  as  an  ap¬ 
plication  server  with  support 
for  Java  applications,  Common 
Object  Request  Broker  Archi¬ 
tecture/Internet  Interorb  Proto¬ 
col  and  ActiveX  —  all  in  con¬ 
junction  with  Novell  Directory 
Services. 

SCALABLE  STORAGE 

Orion,  advanced  clustering  tech¬ 
nology  that  also  is  due  in  the 
second  half  of  next  year,  will  im¬ 
prove  NetWare’s  application 
serving  abilities  by  allowing  as 
many  as  16  network  servers  to 
work  together  with  scalable  stor¬ 
age  systems. 


Guardian  would  like  to  run 
its  9.6K  bit/sec.  dial-up  network 
throughout  Europe.  But  some 
networks  support  only  2.4K 
bit/sec.  dial-up  speeds. 

Service  and  support  is  anoth¬ 
er  sore  spot  for  users  who  have 
networks  in  Europe. 

“We  have  a  frame-relay  net¬ 
work  in  Europe,  but  the  service 
and  support  from  our  carrier 
was  so  poor  that  we  started 
looking  at  another  carrier  with 
more  of  a  presence  in  Europe,” 
said  Natalie  Johnson,  a  member 
of  the  communications  net¬ 
working  services  group  for  Ben¬ 
ton  Dickinson  Immunocytome- 
try  Systems,  Inc.  in  San  Jose, 
Calif.,  which  makes  sports  med¬ 
icine  products.  □ 


Robert  Abate,  chief  informa¬ 
tion  officer  at  GTN  Technolo¬ 
gies  LLC  in  Lawrenceville,  N.J., 
said  Novell  is  going  in  the  right 
direction  with  open  systems. 

Dean  Johnson,  senior  techni¬ 
cal  specialist  at  Freudenberg- 
NOK  General  Partnership,  an 
auto  parts  manufacturer  in  Bris¬ 
tol,  N.H.,  agreed. 

“Are  we  worried  about  Nov¬ 
ell’s  ongoing  business  prob¬ 
lems?  Yes.  But  the  fact  that 
we’re  staying  our  course  and 
upgrading  to  IntranetWare  is 
the  best  vote  of  confidence  for 
[Novell  CEO  Eric]  Schmidt  and 
the  new  technologies,”  Johnson 
said.  □ 
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Save  up  to  46%  on  rack-mounted 
Peace  of  Mind  from  APC 
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Wish  you  had  bought  an  APC  Smart- 
UPS ®  instead  of  brand  X?  Trade-Up! 
APC's  Trade-UPS  is  designed  as  a  cost- 
effective  program  for  customers  who  want 
to  continually  upgrade  to  new  systems  or  new  tech¬ 
nologies  offered  by  APC  UPS  product  lines. 
Customers  may  trade  in  old  APC  units  or  other 
manufacturers'  units  for  new  APC  units,  with  a  full 
2  year  warranty  at  substantial  discounts  (up  to  46°/o 
off  list  price).  This  program  effectively  extends  the 
customer's  product  warranty  while  continually 
upgrading  old  UPS  systems  with  new  units. 


Smart-UPS®  Power  in  a  Convenient  Rack  Design 

Now,  packed  inside  the  3U  Smart-UPS  rack-mount, 
you  can  find  all  the  same  award-winning  features 
and  clean,  reliable,  uninterruptible  power  that 
you’ve  come  to  expect  in  Smart-UPS.  Unique 
CellGuard™  intelligent  battery  management  pro¬ 
vides  internal  microprocessor  control  of  the  UPS 
batteries  to  prolong  the  life  of  the  cells. 
SmartBoost™  and  SmartTrim™  correct  under  and 
over-voltages  without  battery  drain.  QuickSwap™, 
APC’s  patented  60-second  hot-swappable  battery 
system,  lets  users  safely  change  UPS  batteries 
while  the  system  stays  up. 


Custom  Power  Management:  Maximum  Control 

Smart-UPS  includes  PowerChute®  plus  software: 
You’ll  find  remote  power  management  saves 
travel  and  support  costs  by  keeping  systems  up 
whether  you’re  there  or  not.  In  fact,  with 
PowerXtend™  plug-ins  you  can  integrate  with  vir¬ 
tually  any  server  management  platform  to  man¬ 
age  your  entire  network  from  your  server  or  lead¬ 
ing  NMS.  For  instance,  if  power  events  threaten 
your  equipment,  you  can  configure  PowerChute® 


plus  to  alert  you  by  pager,  notify  users  on-screen, 
then  safely  shut  your  server  down  before  data  is 
lost  or  hardware  is  damaged. 

Enhanced  Reliability:  Maximum  Peace  of  Mind 

With  SmartSlot™-equipped  Smart-UPS  rack- 
mount  server  and  internetworking  equipment  pro¬ 
tection,  you  can  diagnose  problems  before  they 
can  cause  downtime.  You  can  also  contact  your 
Smart-UPS  through  an  out-of-band  modem  link, 
check  the  power  events  log  and  diagnose  any 
problems  without  leaving  your  desk.  Then  you  can 
reboot  the  remote  server  with  one  click.  You  can 
even  wire  your  security  system  right  into  your 
NMS  to  keep  your  hardware  safe  from  vandals, 
thieves  or  from  unauthorized  access. 
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PowerXtend" 

Power 


Management 
Software  -  An  Extension  of  PowerChute"  plus 


MICROSOFT. 

WINDOWSNT. 

COMFKTOLE 


Solaris 


Leapfrogging  proprietary  software  developers,  APC  has 
just  released  PowerXtend  for  Compaq  Insight  Manager 
(CIM).  Customers  using  Compaq  Insight  Manager  to 
manage  Compaq  servers  can  now  manage  power  at  all 
Windows  NT  and  Netware  servers  -  directly  from  the 
CIM  console.  Visit  our  website  to  download  software. 


Free  yourself  from  the  threat  of  a  network  night¬ 
mare.  Trade-Up  to  Smart-UPS  today  and  join  over 
8,000,000  satisfied  users  who  diagnose  problems, 
eliminate  down-time,  cut  costs,  and  get  a  good 
night’s  sleep  due  to  the  company  that  protects 
more  networks  than  all  others  combined:  APC. 
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Percentage  of  Macro  Virus  Detection 
Source:  Virus  Bulletin 


Let's  talk  percentages.  If  your  anti-virus  package  delivers  94% 
detection,  there's  still  a  6%  chance  you'll  be  totally  screwed.  And 
when  that  happens,  there's  exactly  a  0%  chance  the  CEO  will 
understand.  Fortunately,  there's  McAfee,  the  anti-virus  defense 
with  100%  protection. 


BLOCKS  EVERY  POINT  OF  ENTRY 

McAfee  Total  Virus  Defense  (TVD)  Suite  goes  beyond  traditional 
anti-virus  protection  to  provide  100%  network  security Jt 
extends  our  number  one  anti-virus  software  to  protect  all 
points  of  entry — the  client,  server  and  internet  gateways.  But 
viruses  aren't  the  only  threat  to  your  network.  TVD  prevents 
attacks  by  disgruntled  employees  and  internet  hackers.  With  iLl lalw 

bulletproof  client  and  server  encryption,  authentication  and  firewall  software,  TVD 
keeps  the  wrong  people  away  from  your  data. 

PROTECTION  FROM  VIRUSES  THAT  DON'T  EVEN  EXIST  YET 

All  McAfee  anti-virus  products  include  support  from  AVERT, 
SecureCast  our  Anti-Virus  Emergency  Response  Team.  With  research 
centers  worldwide,  you  get  online  support  24  hours  a  day.  Also,  our  unique  SecureCast 
feature  automatically  pushes  updates  and  alerts  directly  to  your  PC  to  protect  you 
from  the  latest  virus  strains — like  the  new  Office97  macro  viruses. 

CHOICE  OFTHE  FORTUNE  100 

100%  detection.  100%  hacker  protection.  The  choice  of  80%  of  the  Fortune  100. 

Now  those  are  numbers  even  your  CEO  will  understand.  For  more  information,  call 
1-800-332-9966,  department  321.  www.mcafee.com 
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Go  explain  to  the 
CEO  why  you  thought 
94%  virus  defense 
was  good  enough. 
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Web  management 

Saratoga  Systems,  Inc.  in 
Campbell,  Calif.,  this  week 
shipped  Avenue,  a  32-bit  Web- 
enabled  customer  manage¬ 
ment  system  for  Windows  95 
and  Windows  NT.  The  system 
has  a  built-in  World  Wide 
Web  browser  that  tightly  inte¬ 
grates  the  sales  force  automa¬ 
tion  system  with  corporate  in¬ 
tranets  and  the  Internet. 
Avenue  costs  $25,000  for  15 
users  and  is  available  at  vol¬ 
ume  discounts. 

Mainframe  mining _ 

IBM  plans  a  consulting  ser¬ 
vice  that  will  help  users  mine 
all  the  gold  in  their  main¬ 
frame  data.  Called  the  Trea¬ 
sure  Series,  the  service  brings 
consultants  into  medium-size 
companies  to  analyze  S/390 
mainframe  data  and  reveal 
market  trends  and  customer 
buying  patterns. 

Middleware  reseller 

IBM  will  let  Candle  Corp.  re¬ 
sell  its  MQSeries  middleware 
package  worldwide,  the  first 
worldwide  reseller  agreement 
Big  Blue  has  signed.  Other 
similar  software  deals  will 
come,  IBM  officials  said.  Can¬ 
dle  in  Santa  Monica,  Calif., 
makes  several  tools  to  man¬ 
age  MQSeries  installations. 

Domino  product _ 

Lotus  Development  Corp.  in 
Cambridge,  Mass.,  has 
shipped  NotesPump  2.5,  an 
upgrade  of  its  server  software 
used  to  import  data  into 
Domino  servers.  The  new  ver¬ 
sion  supports  real-time  data 
access  to  dozens  of  databas¬ 
es.  The  tool  costs  $7,995. 

Managing  knowledge 

Dataware  Technologies,  Inc. 
in  Cambridge,  Mass.,  this 
week  will  announce  Dataware 
II  Knowledge  Management 
Suite,  software  designed  to 
let  users  capture,  manage 
and  share  a  company’s  intel¬ 
lectual  property.  The  software 
integrates  information  stored 
in  desktop  applications,  Hy¬ 
pertext  Markup  Language, 
groupware  and  databases.  It 
will  be  available  in  the  fourth 
quarter. 


CEO  pushes  migration  onto  fast  track 


►  Peregrine  updates 
software  to  compete 

By  Thomas  Hoffman 

talk  about  top-down  project 
management. 

Three  months  into  a  massive 
information  technology  consol¬ 
idation  project.  Peregrine,  Inc.’s 
operations  staff  told  Ed  Gulda 
—  the  company’s  chairman  — 
it  would  take  at  least  six  weeks 
to  migrate  personnel  records 
onto  a  hybrid  Unix/ Windows 
NT  platform. 

Big  mistake. 

Unwilling  to  accept  such  a 
delay,  Gulda  instructed  each 
of  Peregrine’s  700  salaried 
employees  to  load  their  own 
personnel  records  into  the  sys¬ 


tem  instead  of  leaving  that 
work  for  data  entry  clerks  to 
handle. 

The  result:  Gulda’s  directive 
reduced  the  effort  from  six 
weeks  to  two  and  a  half  weeks. 

“It  came  down  to  people  tak¬ 
ing  charge  of  this  themselves 
and  not  waiting  for  the  techni¬ 


cal  people  to  spoon-feed  them,” 
Gulda  said. 

Gulda’s  hands-on  manage¬ 
ment  of  the  IT  project  was  evi¬ 
dent  throughout.  In  January, 
Gulda  and  a  group  of  auto  in¬ 
dustry  executives  formed  South- 
field,  Mich.-based  Peregrine 
from  four  underperforming 


units  they  purchased  from  Gen¬ 
eral  Motors  Corp.’s  Delphi  unit. 

To  ensure  the  success  of  the 
new  company,  Gulda  personally 
spearheaded  a  $20  million 
rapid  IT  deployment  project 
that  required  migrating  500- 
plus  legacy  applications  to  sev¬ 
en  core  systems  that  support 
manufacturing,  financials  and 
other  functions  in  less  than  five 
months. 

The  GM  systems  Peregrine 
inherited  comprised  a  mix  of 
mainframe,  midrange  and  Unix 
legacy  systems  that  supported 
everything  from  manufacturing 
to  human  resources. 

Peregrine,  which  makes  auto 
components  such  as  interior 
door  panels,  “was  founded  on 
the  basis  of  speed  and  preci- 
Migration,  page  62 


"I  held  our  people 
accountable  for  getting 
this  thing  in." 

-  Ed  Gulda, 

Peregrine  CEO 


Baan,  HP  offer  users 
out-of-box  middleware 


By  Randy  Weston 


the  baan  co.  is  the  latest  ven¬ 
dor  to  offer  users  a  take-out  ver¬ 
sion  of  client/server  enterprise 
systems. 

The  Dutch  vendor,  with  U.S. 
headquarters  in  Menlo  Park, 
Calif.,  has  hooked  up  with 
Hewlett-Packard  Co.  to  offer 
users  a  ready-to-go  package  of 
software,  hardware,  database, 
middleware,  training  programs 
and  implementation  services. 
The  software  system  is  used  to 


automate  business  processes 
from  order-entry  systems  to 
general  accounting  applications. 

Baan  officials  said  prices  for 
the  offering,  available  this 
month  in  the  U.S.,  will  start  at 
between  $500,000  and  $1  mil¬ 
lion.  It  is  targeted  at  companies 
that  range  in  size  from  $50  mil¬ 
lion  to  $500  million  in  annual 
revenue. 

“The  positive  side  of  this  is  if 
you  are  getting  a  bundled  prod¬ 
uct  like  Baan  that  is  quite  scal- 

Middleware,  page  62 


Baan/HP  application  package  for  small 
and  medium-size  companies 

|  HP  9000  Enterprise  Server  running  Unix 
or  HP  NetServer  Systems  running  Windows  NT 

I  Baan  IV  enterprise  applications 

|  Informix,  Oracle  or  SQL  Server  databases 

I  Integrated  HP  systems  such  as  HP  Open  View 
and  HP  Omniback  II 

|  Design,  configuration  and  performance  audit  services 
|  HP  and  Baan  support  services 


Microsoft  object  spec 
opens  up  to  Unix  users 


►  Ports  move  DCOM 
beyond  Windows 

By  Sharon  Gaudin 


companies  may  soon  be  able  to 
access  legacy  data  on  Unix  and 
mainframe  systems  with  the 
same  technology  used  on  Win¬ 
dows  desktops. 

Software  AG,  Inc.  is  in  the 
midst  of  porting  Microsoft 
Corp.’s  Distributed  Component 
Object  Model  (DCOM)  architec¬ 
ture  to  non- Windows  platforms, 
opening  up  the  long-proprietary 
application  development  tech¬ 
nology  to  mainframes  and  Unix 
machines. 

Software  AG,  a  German  com¬ 
pany  with  U.S.  offices  in 
Reston,  Va.,  came  out  with 
DCOM  for  Sun  Microsystems, 
Inc.’s  Solaris  operating  system 
late  last  month,  and  a  list  of 
others  is  on  the  way. 

SLOWDOWN 

The  move  may  create  a  bump 
in  the  road  for  the  mounting 
momentum  for  the  CORBA/ 
Java  combination  that  users 
have  been  picking  up  to  access 
database  information  on  dis¬ 
parate  databases.  Before  Com¬ 


mon  Object  Request  Broker  Ar¬ 
chitecture  (CORBA)  and  DCOM 
for  systems  other  than  Win¬ 
dows  came  along,  connecting  to 
that  database  information  was 
as  tricky  as  wiring  a  telephone 
system  with  string  and  cans. 

“We  needed  to  get  historical 
data,  like  quotes,  off  our  Solaris 
system  for  our  traders  who  are 
using  Windows  desktops. 


Many  companies  may  still 
choose  a  combination  of 
CORBA  and  Java  to  move 
information  over  the  'net. 


DCOM  did  the  job,”  said  Joe 
Persichetti,  senior  software  en¬ 
gineer  at  Dow  Jones  &  Co.  in 
Princeton,  N.J.  “It’s  great  for 
anybody  interested  in  support¬ 
ing  legacy  applications.  And  we 
already  knew  [Component  Ob 
ject  Model]  and  DCOM,  so  we 
didn’t  have  to  learn  something 
new  like  CORBA.” 

Software  AG  is  scheduled  to 
move  DCOM  to  several  other 
platforms  in  the  coming 
DCOM,  page  62 
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Softw?,  e  AG  is  porting  DCOM  architecture 
to  non-Windows  platforms  for  the  first  time 

DCOM  on  Sun  Soiaris 

Sept.  22  DCOM  on  HP-UX 

'"i  beta  end  1997 


DCOM  on  AIX 
beta  01 1998 


1997  1998 


DCOM  gets  ported  to  Unix 

CONTINUED  FROM  PAGE  61 _ 


DCOM  on  Digital  Unix  DCOM  on  RS390 
November  November 


Migration  on  fast  track 
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months.  The  following  ports  are  on 
tap: 

■  Digital  Equipment  Corp.’s  Digital  Unix 
is  slated  for  general  availability  next 
month. 

■The  OS/390  IBM  mainframe  operating 
system  is  slated  for  release  at  the  end  of 
next  month. 

■  Hewlett-Packard  Co.’s  HP-UX  is  set  to 
go  beta  by  year’s  end. 

■  IBM’s  AIX  is  set  for  beta  in  the  first 
quarter  of  next  year. 

FLEXIBILITY 

DCOM  and  CORBA  can  be  considered 
electronic  buses  that  transport  informa¬ 
tion  among  applications  on  clients  and 
servers.  CORBA,  an  industry-standard 
architecture  overseen  by  the  Object  Man¬ 
agement  Group  in  Framingham,  Mass., 
can  transport  information  among  any 
clients  and  servers,  whether  they  are 


Windows,  terminals  or  network 
computer  front  ends.  The  new,  more 
open  DCOM  will  be  able  to  move  be¬ 
tween  the  various  servers  and  a  Win¬ 
dows  client. 

Tim  Sloan,  an  Internet  analyst  at  Ab¬ 
erdeen  Group,  Inc.  in  Boston,  said  a 
nonproprietary2  DCOM  could  be  a  good 
application  development  answer  for  com¬ 
panies  that  have  Windows  on  the  desk¬ 
top.  But  Sloan  said  many  companies 
may  still  choose  to  use  a  combination  of 
CORBA  and  Java  to  move  information 
over  the  Internet. 

“Why  people  would  use  [DCOM]  in¬ 
stead  of  CORBA  beats  the  hell  out  of 
me,”  Sloan  said.  “CORBA  is  already  be¬ 
ing  deployed  in  Fortune  200  companies. 
It  works  today  on  Windows,  Unix  and 
mainframes.  DCOM  is  great  if  you’re 
only  going  to  move  information  to 
Windows.”  □ 


sion,”  requiring  “real-time  information” 
distributed  among  its  four  manufactur¬ 
ing  plants,  Gulda  said. 

Gulda  oversaw  similar  IT  projects  at 
three  previous  companies  he  helped  run, 
including  Lucas  Varity  Kelsey  Hayes,  a 
Livonia,  Mich.-based  auto  parts  supplier. 

Speed  is  key  in  the  automotive  indus¬ 
try,  where  suppliers  are  judged  on  their 
responsiveness  to  the  Big  Three  in  De¬ 
troit  and  other  automakers  with  U.S.  op¬ 
erations,  such  as  Nissan  Motor  Co.  and 
Daimler-Benz  AG. 

The  Big  Three  —  Ford  Motor  Co.,  GM 
and  Chrysler  Corp.  —  “are  demanding 
suppliers  bring  their  costs  down  every 
year,”  thereby  forcing  suppliers  to 
streamline  their  operations  and  react 
faster  to  supply-chain  demands,  said 
Gisela  Wilson,  director  of  research  at 
Advanced  Manufacturing  Research  in 
Boston. 

Peregrine’s  business  model  is  consid¬ 
erably  less  centralized  than  GM’s.  For 
example,  electronic  data  interchange 
(EDI)  functions  for  the  Delphi  units 
were  managed  centrally  at  GM.  EDI 
transaction  sets  would  then  be  sent  out 
to  each  of  the  four  plants  in  the  U.S.  and 
Canada. 

Plus,  the  510  systems  that  Peregrine 
inherited  from  GM  were  poorly  integrat¬ 
ed.  All  of  those  systems  were  scrapped 
with  the  exception  of  a  few  employee  at¬ 
tendance  subroutines. 

At  Peregrine,  Gulda  wanted  EDI  to  be 
decentralized  and  managed  by  each  of 
the  four  groups,  using  a  common  ap¬ 


proach  to  smooth  the  way  for  upcoming 
acquisitions  or  any  divestitures  the  com¬ 
pany  might  make.  With  $1.2  billion  in 
annual  sales,  Gulda  said  he  hopes  to  get 
Peregrine  to  the  $3  billion  mark  by 
2000,  primarily  through  acquisitions. 

To  install  new  systems  quickly,  Pere¬ 
grine  hired  Electronic  Data  Systems 
Corp.  and  its  A.  T.  Kearney  consulting 
unit.  A.  T.  Kearney  built  a  “model  office” 
to  test  performance  of  the  manufactur¬ 
ing  application  chosen  from  QAD,  Inc. 
in  Carpinteria,  Calif.,  and  tailored  the 
software  for  Peregrine’s  needs,  said  Dan 
Oxyer,  a  principal  at  A.  T.  Kearney  in 
Southfield,  Mich. 

ATM  NETWORK 

The  model  office  helped  A.  T.  Kearney 
link  the  QAD  software  with  Peregrine’s 
PeopleSoft,  Inc.  and  other  applications. 
A.  T.  Kearney’s  130-person  staff  replaced 
Peregrine’s  coaxial  text-based  terminal 
environment  with  a  fiber-optic  Asyn¬ 
chronous  Transfer  Mode  network  using 
Hewlett-Packard  Co.  server  hardware  and 
Unix  and  Windows  NT  operating  sys¬ 
tems,  said  Thomas  J.  Morgan,  Pere¬ 
grine’s  IT  director. 

Gulda  couldn’t  quantify  the  business 
benefits  of  the  new  IT  environment, 
which  was  fully  installed  by  its  June  30 
deadline.  “I  never  try  to  quantify  such 
things,  but  the  real-time  impact  it  has 
had  is  that  we  operate  decisively  and 
quickly  and  are  very  responsive.  We 
couldn’t  do  that  before”  under  the  old  in¬ 
frastructure,  Gulda  said.  □ 
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•  netCONVERT  -  Intelligent  file  con¬ 
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Programmers  Tools 
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utilities  and  Dialog  Management 
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able,  you  have  an  insurance  policy  for 
the  future,”  said  Joshua  Greenbaum,  an 
analyst  at  Hurwitz  Group,  Inc.  in  New¬ 
ton,  Mass.  “The  software  is  able  to  keep 
up  with  a  company’s  growth.” 

Baan’s  competitors  have  launched 
similar  programs  during  the  past  year, 
all  aimed  at  attracting  midsize  user  com¬ 
panies.  SAP  AG  was  first  to  market  a 
year  ago,  and  Oracle  Corp.  followed  ear¬ 
lier  this  year.  PeopleSoft,  Inc.  last  month 
launched  its  PeopleSoft  Select  offering 
for  companies  in  the  $50  million  to 
$250  million  range. 

NEW  BATTLEGROUND 

This  midsize  market,  with  an  estimated 
30,000  U.S.  companies,  has  become  the 
new  battleground  for  the  large  enterprise 
resource  planning  (ERP)  vendors,  ob¬ 
servers  said. 

“The  midsize  market  now  becoming 
the  big  market  is  a  natural  evolution  of 
these  folks  after  five  or  10  years  moving 
from  the  old  minicomputer  and  AS/400 
base,”  said  Dennis  Byron,  an  analyst  at 
International  Data  Corp.  in  Framing¬ 
ham,  Mass.  “All  those  [smaller]  compa¬ 


nies  want  the  same  advantages  of  the  big 
guys.  Also,  those  bigger  companies  are 
their  customers,  and  those  bigger  com¬ 
panies  want  their  supply  partners  up  to 
speed  with  the  latest  technology.” 

Midsize  companies  are  looking  to  in¬ 
formation  technology,  and  specifically 
ERP  systems,  to  gain  a  competitive  ad¬ 
vantage. 

Greenbaum  said  he  warns  those  users 
to  be  careful  when  weighing  whether  to 
go  with  the  cheap  and  quick  preconfig¬ 
ured,  bundled  programs  such  as  those 
HP  and  Baan  are  offering. 

“Users  should  watch  out  for  the 
fact  that  the  more  a  product  like  Baan  or 
competitors  develop  a  bundled  turnkey 
product,  the  less  of  a  competitive 
advantage  it  will  be,”  he  said.  “It  will 
look  like  everybody  else’s  system.  But  if 
you  are  going  to  get  maximum  return  on 
your  investment,  you  are  going  to  have 
to  live  with  very  little  customization. 
That’s  the  decision  that  has  to  be 
weighed.” 

Baan  and  HP  have  lined  up  about  25 
resellers  nationwide  to  implement  their 
program.  □ 


ADVERTISEMENT 


Rules-driven  apps 
can  change  as  fast 
as  business  changes 

When  a  company  changes  its 
pricing  or  credit  policies,  it  can  take 
precious  time  to  implement  those  changes 
in  a  critical  application.  In  the  past,  making 
these  changes  required  weeks  of  technical 
staff  programming  and  application  down¬ 
time.  This  was  acceptable  when  policies 
seldom  changed  and  interna!  customer 
service  reps  were  the  primary  link  to 
the  customer.  However,  with  the  advent 
of  the  Internet  and  direct,  self-service 
access  to  business  applications  on  the 
Web,  support  for  rapid  business  change 
is  now  a  competitive  imperative. 

A  new  approach  to  application 
development,  called  “rules-driven” 
development,  shows  promise  as  a  means 
of  creating  applications  which  can  adapt 
quickly  to  business  change,  instead  of 
embedding  business  rules  and  policies 
within  application  code,  rules  and  policies 
are  externalized  from  the  application  in 
a  rules-base,  which  can  be  accessed  by 
many  applications  and  changed  easily 
(by  the  business  analyst  to  reflect  policy 
change  immediately.  This  approach 
minimizes  the  need  for  developers  to 
patch  or  change  existing  code,  which 
may  run  the  risk  of  introducing  new 
bugs  into  working  code. 

What  are  business  rules? 

Business  rules  are  programmatic 
implementations  of  the  policies  and 
practices  of  a  business  organization. 
For  example,  business  rules  would 
control  the  following  aspects  of  a 
business: 

•  When  to  offer  a  discount 

•  When  to  restock  inventory 

•  Whether  or  not  to  extend  credit 
to  a  customer  and  how  much 
to  extend 

•  What  configuration  is  valid  for 
a  sales  order 

•  When  to  escalate  a  customer 
problem 

Business  rules  and  policies  are 
central  to  any  business  operation,  and 
yet  are  often  scattered  throughout 
the  organization,  across  applications, 
manuals,  and  in  individuals’  minds. 
This  makes  it  very  hard  to  achieve 
consistency  throughout  a  business 
and  to  change  rules  on  a  company¬ 
wide  basis. 

The  concept  of  centralizing  business 
rules  into  a  single  rules  engine  allows 
organizations  to  react  quickly  to  busi¬ 
ness  change.  For  example,  if  customers 
who  earn  $20,000-$40,000  are  better 
credit  risks  than  those  who  earn  between 
$60,000  and  $80,000,  a  simple  entry 
in  the  rules-base  will  change  the 
existing  business  rule  and  apply  it  to 
all  applications  accessing  the  business 
rule.  The  rules-base  eliminates  the 
need  to  locate,  change,  and  test  all 
instances  of  applications  which  use 
the  rule. 


Applications  support  a  rules-driven  approach 

A  number  of  products  on  the  market  claim  to 
support  a  rules-driven  approach.  One  company, 
Neuron  Data,  leads  in  this  area  by  providing 
comprehensive,  rules-driven  development  tools 
for  C,  C++,  and  Java.  Neuron  Data’s  Elements 
product  line  offers  powerful,  easy-to-use  rules 
engines  within  a  robust  development  environment. 
Elements  Presenter/J  and  Advisor/J  are  new 
products  that  provide  the  essential  tools  for 
building  adaptive,  self-service  applications  in  Java. 


Many  of  the  major  wins  in  the  “rules-driven” 
development  arena  concentrate  on  three  application 
areas:  e-commerce,  call  center,  and  financial  services, 
“Changing  the  knowledge  base  used  to  take  six  to 
eight  weeks.  With  Elements  we  can  make  the  same 
rule  changes  in  20  minutes,”  stated  one  customer, 
American  Greetings.  Neuron  Data,  1310  Villa  Street. 
Mountain  View,  CA  94041  Tel:  (650)  528-3450, 
Fax  (650)  943-2752, 

Web  site:  elements.com 
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Following  the  rules  can  keep  you  out 
of  trouble  -  and  your  business  rules  are 
no  exception.  Neuron  Data's  ELEMENTS’" 
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developing  rules-driven  C++  and  Java™ 
enterprise  applications,  such  as  complex 
order  entry  and  call  center  systems. 
ELEMENTS  is  used  by  over  22,000 
licensees  worldwide  to  dynamically 
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Get  the  facts.  See  a  demo.  Download  a 
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Large  Systems  ♦  Workstations  ♦  Portable  Computing 


Briefs 

Road  warrior  aid 

Laptop  bumblers  may  find 
sanity  in  a  1 6-page  booklet 
from  the  Center  for  Office 
Technology  (ivww.cot.org)  in 
Alexandria,  Va.  The  Laptop 
Users’  Guide:  Practical  Rec¬ 
ommendations  for  the  Road 
Warrior  advises  laptop  users 
about  ways  to  work  more 
comfortably  and  efficiently  in 
hotels,  airplanes,  meeting 
rooms  and  offices  and  at 
home.  Copies  cost  $6  each 
and  are  available  at  a  bulk  rate. 

Hitachi  mainframes 

Hitachi  Data  Systems  Corp. 
in  Santa  Clara,  Calif.,  early 
next  year  will  upgrade  its 
Pilot  line  of  CMOS-based 
mainframes.  New  features 
will  include  extension  to  15 
partitions  in  the  box  and  an 
internal  coupling  facility  for 
mainframe  clustering.  Those 
upgrades  will  be  part  of  the 
Pilot  P7  models  that  will  ship 
in  the  first  quarter  next  year. 

Installation  of  new 
mainframe  disk  capacity 


3  IT 

bytes 

bytes* 

1996  1997 


♦Projected 


Base:  200  IS  managers 

Source:  Soundview  Financial  Group, 
Stamford,  Conn. 


By  Tim  Ouellette 


age,  also  called  storage-area  networks 
(SAN),  that  aren’t  tied  to  specific 
servers. 

Those  networks  can  use  high-speed 
Fibre  Channel  connections  between  de¬ 
vices,  thereby  avoiding  the  tangle  of 
direct  server-to-storage  connections  that 
exist  today  (see  chart,  page  70). 


network  technology  is  becoming  as 
important  as  gigantic  disk  arrays  in 
feeding  users’  voracious  desire  for  more 
storage. 

And  new  Fibre  Channel  networking 
products  are  giving  information  sys¬ 
tems  staffers  the  chance  to  build  a 
storage  bypass,  so  all  that  data  won’t 
create  a  gridlock  on  the  corporate  net¬ 
work. 

“Fast  disk  performance  is  a  network 
problem,  not  just  a  disk  problem,”  said 
Michael  Peterson,  president  of  Strategic 
Research  Corp.  in  Santa  Barbara,  Calif., 
in  a  recent  report. 

The  point  is  to  create  pools  of  stor- 


EASY  ACCESS 

"This  will  allow  people  to  have  a  pool  of 
storage  that  is  accessible  to  decen¬ 
tralized  servers  and  gets  over  the  dis¬ 
tance  limitations  of  SCSI,”  said  John 
McArthur,  an  analyst  at  International 
Data  Corp.  in  Framingham,  Mass. 

For  example,  the  radiology  depart- 

Fibre  Channel,  page  70 


PROCESSING  SPEED 

Merced  may  be 
high-end  haven 
for  Intel  users 


By  April  Jacobs 


with  its  64-BiT  chip  architec¬ 
ture  in  the  works,  Intel  Corp. 
may  be  extending  to  users 
an  invitation  to  cheaper  servers, 
analysts  said. 

The  Santa 
Clara,  Calif.,  chip 
maker  last  week 
laid  out  initial  but 
still  sketchy  de¬ 
tails  for  its  IA-64, 
or  Intel  Architec¬ 
ture  64-bit  chip. 

Analysts  said 
the  architecture, 
which  is  also 
known  as  the 
Merced  chip,  is 
likely  to  debut  in 
1999  at  somewhere  between 
700  and  900  MHz. 


Merced  will  be  a 
boon  to  database 
users  because  of 
its  ability  to 
cache  large 
amounts  of  data. 

-  Jane  Wright, 
Datapro 


CACHING  CAPABILITIES 

Industry  observers  said  the  first 
versions  are  expected  to  cache 
up  to  14G  bytes.  By  contrast,  the 
Pentium  II  processor,  which  de¬ 
buted  this  summer,  features 
clock  speeds  of  up  to  300  MHz. 

Jane  Wright,  an  analyst  at 
Datapro  Information  Services 
Group,  Inc.  in  Delran,  N.J.,  said 
the  Merced  chip  will  be  a  boon 
to  database  users  because  it  can 
cache  large  amounts  of  data  — 
a  feature  crucial  to  performance 
on  such  memory-intensive  ap¬ 
plications. 

Merced,  page  70 
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YOU  CAN  BE  WIRED,  PLUGGED  IN 
AND  ONLINE  -  BUT  WHEN  YOUR 
MESSAGING  SOFTWARE 
OF  GAS  YOU  WON’T  DO 


u. 

M  LOTUS  SCALABLE  MESSAGING  SOLUTIONS.  This  is  a  huge  issue:  will  the  messaging 
I  software  you  buy  today  grow  with  your  company  down  the  road?  Or  will  it  be  a  big  gaping 
pothole  that  throws  your  whole  company  out  of  alignment?  It  doesn’t  matter  how  big  your 
company  is.  Or  how  small  it  is.  You  must  have  innovative  messaging  and  communications 
software  that  enables  you  to  grow  and  allows  you  not  only  to  add  new  users,  but  also  to 
add  new  capabilities.  As  your  company  becomes  more  and  more  dependent  on  messaging 
software,  this  issue  continues  to  loom. 

LOTUS  LEADS  THE  INDUSTRY  in  messaging  and  communications  solutions.  We  offer 
more  safe  and  proven  choices  than  any  other  software  company.  From  basic  e-mail  to  the 
tools  that  let  companies  build  massive  customized  messaging  systems  for  larger  enterprises. 
All  of  them  web-tuned  for  seamless  integration  with  the  Internet  (or  your  intranet). 

But  even  more  important,  Lotus  messaging  solutions  are  designed  to  provide  an  easy  upgrade 
path  from  one  to  another.  Leverage  your  existing  IT  investment.  Move  easily  to  the  software 
you’ll  need  tomorrow,  adding  new  users  and  new  capabilities  as  you  need  them. 

Common  sense  says  this  is  the  way  it  should  work.  But  the  deep  dark  secret  of  most  messaging 
software  is  that  when  you  hit  the  ceiling  on  its  capabilities,  that’s  it.  You  have  to  throw  it  away 
and  start  over.  The  cost,  the  aggravation,  and  the  sheer  inconvenience  are  enormous.  For 
more  information  about  Lotus  messaging  solutions,  go  to  www.lotus.com/worktheweb 


LOTUS  MESSAGING 


LOTUS  DOMINO"  MAIL 

Powerful  messaging 
for  the  Net 

LOTUS  NOTES  DESKTOP" 

The  ultimate  integrated 
intranet  client 

LOTUS  NOTES  MAIL® 

Most  advanced  messaging 
client  tor  the  Net 

SOFT-SWITCH® 

Messaging  integration 
solutions 
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Working  Together’ 


For  more  information,  call  1  800  828-7086,  ext.  0565.  In  Canada,  call  1  800  CO  LOTUS.  ©  1997  Lotus  Development  Corporation,  55  Cambridge  Parkway.  Cambridge.  MA  02142.  All  rights  reserved,  lotus.  Notes  Mail  and  Working  together  are  registered  trademarks  and 
Domino.  Lotos  Notes  DeskTop  and  Work  the  Web  are  trademarks  ol  lotus  Development  Corporation.  Soft-Switch  is  a  registered  trademark  ol  Soft  Switch.  Inc.,  a  wholly  owned  subsidiary  ol  Lotus  Oevelopmeot  Corp. 
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HIGH-FIBRE  DIET 


The  benefits  of  Fibre  Channel-based 
storage-area  networks  include: 

►  External  storage  to  keep  business  data  available  - 
even  if  server  fails 

►  Central  storage  repositories  for  backup,  archiving 
and  data  warehousing 

►  Remote  clustering  thanks  to  improved  bandwidth 
and  distances  supported  over  SCSI  connections 

Source:  Strategic  Research  Corp.,  Santa  Barbara,  Calif. 


Fibre  Channel 
puts  storage 
in  fast  lane 

CONTINUED  FROM  PAGE  67 _ 

ment  at  the  UCLA  Medical  Center  in 
Los  Angeles  is  using  a  GigWorks  Fibre 
Channel  switch  from  Ancor  Communi¬ 
cations,  Inc.  The  switch  connects  a 
Unix  server  to  three  different  disk  sub¬ 
systems  that  contain  X-ray  image  files. 
It  has  helped  reduce  access  times  to 
critical  X-ray  images  from  90  seconds 
to  eight  seconds,  said  Lu  Huang,  a  se¬ 
nior  technical  manager  at  the  medical 
center. 

The  decision  to  go  to  Fibre  Channel 
was  motivated  by  storage  concerns,  but 
the  switch  “basically  increased  the  whole 
system  throughput,”  Huang  added. 

The  new  Fibre  Channel  adapters, 
switches  and  hubs  coming  out  this  fall 
promise  gains  over  current  SCSI  con¬ 
nections,  with  more  bandwidth,  longer 
physical  connections  between  disk  arrays 
and  support  for  more  devices. 


Fibre  Channel  can  move 
data  at  100M  bit/sec.,  can 
handle  up  to  120  drives  in 
one  connection  and  will  al¬ 
low  up  to  500  meters  be¬ 
tween  devices  in  initial  im¬ 
plementations.  The  latest 
UltraSCSI  throughput  is 
pegged  at  40M  bit/sec. 
and  can  handle  15  drives 
per  connection  and  5  feet 
between  devices. 

Fibre  Channel  also  is 
compatible  with  SCSI.  So 
although  a  disk  subsystem 
may  connect  to  other  disk 
arrays  or  servers  via  Fibre  Channel, 
users  can  keep  their  existing  SCSI  drives 
running. 

STORAGE  PLAYERS 

Ancor,  in  Minneapolis,  was  one  of  many 
vendors  that  announced  or  demonstrat¬ 
ed  new  Fibre  Channel  products  at  the  re¬ 
cent  Networld/Interop  ’97  conference. 

Other  vendors  that  will  release  Fibre 
Channel  products  for  storage  networks 
include  Brocade  Communications  Sys¬ 
tems,  Inc.  in  San  Jose,  Calif.;  McData 
Corp.  in  Broomfield,  Colo.;  Vixel  Corp. 
in  Bothell,  Wash.;  and  Gadzoox  Net¬ 
works,  Inc.  in  San  Jose. 

Users  can  gain  basic  benefits  from 
Fibre  Channel,  but  the  next  wave  of 


products  from  these  players  will  let 
“users  take  on  more  server  clustering  is¬ 
sues  to  share  and  distribute  data  more 
smoothly,”  said  Thomas  Lahive,  an  ana¬ 
lyst  at  Dataquest  in  San  Jose. 

Right  now,  the  move  to  Fibre  Channel 
is  happening  mostly  in  high-end,  high- 
bandwidth  applications  such  as  the  radi¬ 
ology  imaging  work  at  UCLA. 

But  as  servers  continue  to  get  faster 
and  more  powerful  —  especially  with 
64-bit  hardware  support  —  users  will  be¬ 
gin  to  need  Fibre  Channel  to  maintain 


access  levels  to  their  data. 

Dataquest  predicts  that  by 
2000,  more  than  half  of  all 
multiuser  storage  will  be  at¬ 
tached  to  the  host  via  Fibre 
Channel  technology. 

To  simplify  the  eventual 
move  to  Fibre  Channel,  ana¬ 
lysts  expect  the  leading  stor¬ 
age  subsystem  players  to 
offer  their  own  Fibre  Chan¬ 
nel  switches  and  hubs  — 
most  likely  through  partner¬ 
ships  with  these  smaller 
players. 

For  example,  Sun  Mi¬ 
crosystems,  Inc.  this  week  plans  to  an¬ 
nounce  Photon,  its  latest  Fibre  Channel 
storage  subsystem,  which  also  comes 
with  a  Fibre  Channel  switch. 

Sun  also  plans  to  use  Fibre  Channel 
disk  drives  from  Seagate  Technology, 
Inc.  in  Scotts  Valley,  Calif,  in  the  Photon 
arrays. 

Among  other  deals,  McData  is  already 
a  subsidiary  of  storage  mainstay  EMC 
Corp.  in  Hopkinton,  Mass.,  and  disk 
maker  Seagate  took  an  ownership  stake 
in  Gadzoox  this  summer.  □ 


Merced  may  help  users  on  high  end 


Don’t  mess  with  the  millennium  bug- 
take  your  best  shot!  Here’s  your  automatic  weapon 

adapt/2000 

One  tool  addresses  all  the  needs  and  automates  all  key  phases  of  year 
2000  projects,  with  built  in  RAD  and  code  re-engineering  capabilities 
that  will  provide  value  beyond  the  year  2000. 


COBOL  SOURCES,  COPYBOOKS,  SCREEN  DEFINITIONS 
JOB  CONTROL,  DATA  DEFINITION  LANGUAGE  (DDL) 


IMPACT  ANALYSIS 


•  Rules  based 

■  Code  parser,  Data  aliasing,  Data  analysis 

■  Detailed  analysis  by  program,  copy  element, 
job  script,  date  field 

•  Summary  analysis,  resource  and  cost  estimates 


AUTOMATED  DATA  UTILITIES 


'Hi M/A  :  '. 


■  Data  dictionary 

■  Rules  based 

•  Code  generator 

*  New  DDL 


■  Outputs  programs  for: 
Data  conversion 
Data  bridging 
Data  aging 


AUTOMATED  SOURCE  CONVERTER 


Rules  based  •  Logic  changes 

Detailed  comments  •  New  data  definitions 

Expansion,  windowing  or  encapsulation 
New  copybooks,  source  code 


CODE  EDITOR,  RAD  TOOLS,  DATE  ROUTINES 


•  Search,  copy,  replace  •  Report  writer 

■  Multiple  windows  •  Application  builder 

■  Library  of  date  routines,  with  source  code 


MODIFIED  APPLICATIONS 


Allegiant  Legacy  Solutions — one  company  that  provides  a  full  range  of  year  2000  services 
including  year  2000  project  management,  turnkey  impact  analysis  and  remediation. 

Call  us  now  for  your  ammunition  at  888-YR2K  ALS  (888-972-5257) 


A  Division  of  Neo  Media  Technologies.  Inc. 


W*Sun, 


Bringing  Legacy  Applications  into  the  21st  Century 

1 1 025  Reed  Hartman  Highway.  Cincinnati.  OH  45242 
Phone  513-984-1822  •  888-YR2K  ALS  (888-972-5257)  Fax:  513-984-2438 
,  .  E-Mail:  gluntzSiglou.com  •  Web  Address:  http://www  allgnt.com 
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Wright  said  Digital  Equipment  Corp.’s 
AltaVista  search  engine  is  a  good  exam¬ 
ple  of  what  64-bit  performance  can  do. 
Because  AltaVista  runs  on  a  64-bit  Alpha 
server,  the  search  engine  can  cache  more 
data  than  a  32-bit  server  and  provide 
more  information  faster. 

“There  is  just  no  way  that  you  could 
get  that  kind  of  performance  from  a  32- 
bit  architecture,”  Wright  said. 

For  most  users,  the  technology  is  too 
far  in  the  future  to  affect  current  pur¬ 
chasing  plans.  But  users  who  bite  most 
quickly,  such  as  financial  firms  that  need 
real-time  data  for  applications  such  as 
stock  trading,  may  be  likely  end  users  of 
the  technology,  observers  said. 

One  member  of  the  board  of  directors 
at  a  large  financial  company  in  New  York 
said,  “We  have  tried  to  use  some  of 
the  existing  64-bit  technology  available 
today  but  found  that  porting  to  NT  was 
too  difficult. 

“But  when  the  technology  comes 


around  and  matures,  there  will  definitely 
be  users,  especially  database  application 
users,”  said  the  user,  who  requested 
anonymity.  Intel  and  Hewlett-Packard 
Co.  co-developed  the  foundation  64-bit 
architecture  that  Merced  and  other  IA-64 
chips  will  run  on. 

“HP  is  very  strong  in  the  enterprise, 
and  Intel  wants  to  be  the  strongest  in  the 
enterprise  as  a  chip  maker.  So  this  move 
effectively  legitimizes  Intel  [at  the  high 
end]  and  is  a  very  strategic  relationship 
for  HP,”  said  John  Dunkle,  president  of 
Workgroup  Strategic  Services,  Inc.  in 
Portsmouth,  N.H. 

Rob  Enderle,  an  analyst  at  Giga  Infor¬ 
mation  Group,  Inc.  in  Cambridge,  Mass., 
said  server  pricing  for  high-end  systems 
could  drop  considerably  once  Intel  be¬ 
gins  mass-producing  64-bit  chips. 

Enderle  said  comparable  systems  cost 
about  $100,000,  whereas  Intel-based  sys¬ 
tems  that  run  Windows  NT  would  be  in 
the  $10,000  to  $20,000  price  range.  □ 


EXP  COMPUTER,  INC.  in  Irvine,  Calif.,  has 
announced  the  Data  Traveler  336E,  a 
Type  II  PC  Card  fax  modem  for  note¬ 
books,  palmtops,  Windows  CE  hand¬ 
held  devices  and  AppleMessage  Pads. 

The  33. 6K  bit/sec.  card  has  a  de¬ 
tachable  battery  pack.  It  costs  $199. 
EXP  Computer 
(7M)  453-1020 
www.expnet.com 

ADVANCED  LOGIC  RESEARCH,  INC.  in  Ir¬ 


vine,  Calif.,  has  announced  the  ALR 
Evolution  Series  of  business-class 
desktops,  which  incorporate  Intel 
Corp.’s  LANDesk  Client  Management 
and  desktop  management  interface 
support.  Pricing  for  the  Evolution 
4000  starts  at  $1,019.  Pricing  for  the 
Evolution  5000  starts  at  $1,151.  Pricing 
for  the  Evolution  6000  starts  at  $1,645. 
Advanced  Logic  Research 
(714)  581-6770 
www.alr.com 
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Avoid  the  crash.  Make  mass  Y2K  change  in-house  with  the  privacy  and  control  you  need,  and  a  partner  you  can  trust. 


There  is  a  long  line  of  vendors  promising  to  code  conversion,  and  risk-based  testing, 
manage  your  mass  Y2K  conversion  project  Change  today.  Test  tomorrow.  Drive  the 
fc '  you.  Yet  more  project  managers  are  enterprise  safely  through  the  year  2000. 
realizing  that  outsourcing  their  project  isn't  Don't  be  a  dummy  for  "cookie  cutter" 

without  risk.  change  strategies.  Do  it  right,  do  it  yourself 

That’s  why  so  many  Y2K  managers  are  with  Viasoft's  complete  ESW2000  solution, 
choosing  to  keep  their  project  in-house  by  Because  better  change  is  change  for 

using  Viasoft's  ESW2000™  ESW2000  pro-  the  better, 
vides  mass  change  without  mass  confusion. 

Every  aspect  of  mass  ch.  nge  projects  is  To  download  your  FREE  demo  today,  go 

supported  by  ESW2000  tools,  including  to  www.viasoft.com/change2.  Or  call  us 

automated  century  windowing,  automated  at  1-888-VIASOFT,  ext.  101. 


Managing  the  Business  of  Information  Technology 


©  1997  Viasoft,  Inc  All  rights  reserved 


Jim  Miller, 

VP,  Information  Technology, 
CIO,  Hallmark  Cards,  Inc. 


“In  our  business,  complex  decision  support  is 
mission-critical.  We  can’t  afford  a  data  engine  that 
doesn’t  scale  and  isn’t  reliable.  That’s  why  we  picked 
the  NCR  Teradata®  database.” 

Hallmark  wanted  to  gain  better  insight  as  to  what  products 
were  selling  best  at  the  thousands  of  retailers  who  offer 
Hallmark  products.  So  they  asked  NCR,  the  world  leader 
in  data  warehousing,  to  deliver  the  goods. 
alB  lN  DATA  I  Our  NCfLServices  professionals  helped 
Hallmark  address  the  issue  by  implementing 
a  300-gigabyte  scalable  data  warehouse  that  captures 
and  stores  all  the  point-of-sales  data  that  constantly  rolls 
in  from  over  16,500  stores  nationwide. 

Running  our  NCRIeradata  database  on  our 


NCR  help* 
Hallmark  push 
the  envelope. 


scalable  NCR  WorldMark"  servers  enables  unmatched, 
ad  hoc,  complex  business  questions,  giving  Hallmark 
the  analytical  and  interpretive  power 
to  determine  which  of  their  many 
items  and  store  displays  best  stimulate 
sales  and  traffic. 

To  learn  more  about  how  NCR  can  help  you 
set  up  a  scalable  data  warehouse,  call  1  800  CALL-NCR, 
ext.  3000.  Or  visit  us  on  the  web  at  www.ncr.com.To  learn 
more  about  Hallmark,  visit  www.hallmark.com. 


PENTIUM  PRO 

PROCESSOR 


(30  NCR 


All  WorldMark  savers  shown  feature  Intel  Pentium  Pro  processors. 

The  Intel  Inside  Logo  and  Pentium  are  registered  trademarks  of  Intel  Corporation. 
Teradata  is  a  re.  ste'ed  trademark  and  WorldMark  is  a  trademark  of  NCR 
Corporation  01997  NCR  Corporation.  All  rights  reserved 


Transactions  in  the  Age  of  the  Consumer 
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Data  Warehousing 


Special  Section:  Data  Mining  ♦  Decision  Support  ♦  Strategies 


HP  service  offering 

At  the  recent  DC1  Data 
Warehouse  Conference  in 
Phoenix,  Hewlett-Packard  Co. 
announced  a  services  offering 
to  hook  its  OpenView  net¬ 
work  and  systems  manage¬ 
ment  software  to  data  ware¬ 
houses.  HP  officials  said 
the  OpenWarehouse  Manage¬ 
ment  Suite  will  let  warehous¬ 
ing  managers  set  up  service- 
level  agreements  with  end 
users,  then  track  query  re¬ 
sponse  times  and  other 
usage  conditions  on  the  fly. 
Pricing  for  the  suite  is  expect¬ 
ed  to  range  from  $50,000  to 
$100,000  for  consulting  ser¬ 
vices  and  the  OpenView  soft¬ 
ware.  There  are  no  plans 
currently  to  turn  it  into  a 
packaged  product. 

Meta  data  links _ 

The  Metadata  Coalition,  a 
group  of  more  than  50  data 
warehousing  vendors  and 
users,  recently  announced 
that  its  specification  for  ex¬ 
changing  informational  meta 
data  is  being  linked  to 
Microsoft  Corp.’s  software 
development  repository.  A 
software  translator  is  being 
built  to  convert  data  back  and 
forth  between  the  Microsoft 
repository  and  the  coalition’s 
Metadata  Interchange  Specifi¬ 
cation.  The  coalition  also  will 
work  with  Microsoft  to  review 
future  interoperability  exten¬ 
sions  to  the  repository.  Meta 
data  acts  as  a  card  catalog 
and  end-user  navigation  aid 
for  data  warehouses. 

Data  analysis  tool 

Prism  Solutions,  Inc.  in 
Sunnyvale,  Calif.,  recently  an¬ 
nounced  a  consolidated  ver¬ 
sion  of  two  products  for  ana¬ 
lyzing  data  quality  that  it 
bought  in  July.  The  software, 
now  called  Prism  Quality 
Manager,  can  be  used  in  data 
warehousing  and  application 
conversion  projects.  New  fea¬ 
tures  include  added  support 
for  Informix  Software,  Inc. 
and  Sybase,  Inc.  databases 
and  the  ability  to  analyze 
multiple  databases  at  once. 
Pricing  starts  at  $70,000,  and 
general  release  is  scheduled 
for  November. 


Tooling 

►  ERP  vendors  bundle 
in  free  analysis  tools; 
they  aren't  for  everyone 

By  Randy  Weston 


as  data  warehousing  becomes 
a  standard  item  on  corporate 
computing  shopping  lists,  ERP 
application  vendors  are  begin¬ 
ning  to  bundle  in  free  data 
analysis  and  extraction  tools. 

Warehouses  from  enterprise 
resource  planning  (ERP)  indus¬ 
try  giants  SAP  AG,  Oracle  Corp. 
and  PeopleSoft,  Inc.  promise 


By  Linda  Wilson 


THE  BANK  OF  MONTREAL  Wants 
to  offer  its  customers  the  right 
product,  at  the  right  price,  at 
the  right  time.  And  it  wants  to 
make  money  doing  so. 

The  bank  hopes  sophisticated 
data  mining  techniques 
will  help  it  do  just  that. 

Using  advanced  tech¬ 
niques  in  mathematics 
and  artificial  intelligence,  data 
mining  uncovers  complex  pat¬ 
terns  or  models  in  data.  Those 
models  are  then  used  to  help 
solve  business  problems  that 
come  up  in  direct  marketing, 
credit-risk  evaluation,  fraud 


around 

users  quick,  cheap  and  relatively 
easy-to-use  versions  of  these  in¬ 
creasingly  popular  analytical 
tools.  The  vendors  are  using  a 
mix  of  their  own  developed 
products  and  tools  from  estab¬ 
lished  third  parties  (see  related 
story,  page  76). 

And  free  is  key.  Building  a 
data  warehouse  from  scratch 
can  take  anywhere  from  18  to 
36  months  and  can  cost  $1  mil¬ 
lion  or  more. 

For  internetworking  company 
Bay  Networks,  Inc.  in  Santa 
Clara,  Calif.,  a  data  warehouse 
from  its  application  vendor, 


detection  and  other  areas. 

At  The  Bank  of  Montreal,  that 
means  taking  information 
about  bank  customers  —  their 
assets,  services  they  use  and 
their  history  of  account  fees,  for 
example  —  and  crunching  it  to 
determine  what  products  and 
prices  can  be  customized 
to  fit  their  individual 
needs. 

“The  whole  idea  be¬ 
hind  database  marketing  and 
data  mining  is  to  switch  from  a 
focus  on  products  to  customers, 
to  view  them  as  households  and 
analyze  their  portfolios,”  said 
Jan  Mrazek,  manager  of  the 
data  mining  group  at  the  Toron- 


Bay's  Ari  Bose:  The  compa¬ 
ny  will  switch  to  SAP's  Busi¬ 
ness  Information  Warehouse 


SAP,  is  just  what  the  database 
administrator  ordered.  The  $2 
billion  company,  which  is  now  a 
beta  tester  for  SAP’s  Business 
Information  Warehouse  (BIW), 
hopes  the  product  will  resolve 


to  bank.  The  bank  was  founded 
in  1817  and  has  $101  billion  in 
assets. 

The  bank  already  has 
crunched  the  data  on  its  5.1  mil¬ 
lion  customers  and  come  up 
with  a  profitability  figure  for 
each  —  that  is,  how  much  rev¬ 
enue  each  customer  generates 
for  the  bank  in  account  fees  and 
interest. 

Those  calculations  took  a 
staggering  1.5  years  to  crunch, 
primarily  because  the  data- 
gathering  process  was  time-con¬ 
suming  and  complex,  Mrazek 
said.  Those  calculations  are 
processed  and  stored  on  an 
Bank,  page  76 


the  nonstop  problems  it  has 
had  getting  R/3  data  into  a 
40oM-byte  Oracle-based  data 
warehouse  that  is  tied  to  Arbor 
Software  Corp.’s  Essbase  online 
analytical  processing  (OLAP) 
server.  With  almost  80%  of 
Bay’s  data  being  generated  in 
R/3,  the  BIW  is  set  to  replace 
the  old  system  and  become  the 
enterprise  warehouse. 

“One  of  the  problems  we 
have  is,  everyone  working  in  the 
data  warehouse  group  has  to 
have  knowledge  of  the  underly¬ 
ing  SAP  data,”  said  Ari  Bose, 
director  of  SAP  systems  and  da¬ 
ta  management  at  Bay.  “The  ex¬ 
traction  process  also  needs  con¬ 
tinuous  monitoring.  Every  time 
Tooling  around,  page  76 


C  O  M  M  E  N  T  A  R  Y 

The  trouble 
with 
training 

SHAKU  ATRE 

Because  many  data 

warehouses  are  built  on 
client/server  architec¬ 
tures,  it’s  not  surprising  that 
data  warehousing  faces  many 
of  the  same  challenges  and 
problems  as 
client/server 
systems. 

One  of  the 
most  com¬ 
mon  difficul¬ 
ties:  Training 
often  is  un¬ 
derfunded 
and  under- 
appreciated. 

Let’s  focus  on  data  marts 
and  small  departmental 
client/server  applications. 
Between  them,  there  are  many 
parallels  that  impact  training. 
Exploring  these  correspon¬ 
dences  may  help  you  turn  a 
pound  of  hard-won  client/ 
server  lessons  into  an  ounce  of 
data  mart  prevention  —  or  vice 
versa. 

•  First  of  all,  both 
client/server  applications  and 
data  marts  rely  on  new  con¬ 
cepts  and  processes  that  aren’t 
easily  understood  by  users  or 
technical  staff.  But  many  peo- 
Trouble,  page  76 
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FREE for  a  Limited  Time...A  CD  ROM  Preview  of 

The  Top  New 
Data  Warehousing 

Wien  200,000  IS  managers  were  asked  to 
choose  the  top  software  for  data  warehousing, 
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Datamation 


As  the  only  end-to-end 
solution  for  rapid 
data  warehousing, 

SAS  software  delivers 
everything  you  need  to 
manage,  organize,  and 
exploit  your  business 
data.  The  tools  you  use 
to  build  a  data  warehouse  are  the 
same  ones  used  to  maintain  it... 
run  it... and  change  it.  And  what’s 
more,  everything’s  scalable.  Jump 
right  into  enterprise-wide  informa¬ 
tion  delivery  applications... or  start 
small  and  build  on  your  success. 

SAS  software  doesn’t  consume 
overhead  for  database  features  you 
don’t  need.  And  once  you  have  data 
in  the  warehouse,  you’ll  find  every¬ 
thing  you  need  for  data  query  and 
reporting,  OLAP/multi- dimensional 
analysis,  data  mining,  database 
marketing,  data  visualization,  and 
much  more.  It’s  never  been  easier  to 
access  your  data... or  to  arrive  at 
informed  decisions  by  turning  raw 
data  into  real  information. 


their  answer  had  a  familiar  ring: 

SAS®  software  from  SAS  Institute. 


SAS  Institute 


Software  for  Successful  Decision  Making 


Phone  919.677.8200  Fax  919.677.4444 
In  Canada  1.800.363.8397 

You  can  also  request  your  free  CD  ROM,  and  learn 
more  about  SAS  seminars  in  your  area,  by  visiting 
us  on  the  World  Wide  Web  at  http://www.sas.com/ 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1996  by  SAS  Institute  Inc. 
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Bank  mines 
for  gold 


CONTINUED  FROM  PAGE  73 


A 


IBM  SP2  server. 

The  bank  then  looked  at  each 
customer  of  its  online  banking 
service,  Mbanx.  It  scored  each 
customer  and  assigned  each  to 
a  group  of  similar  customers, 
such  as  highly  educated  people 
who  are  unprofitable  in  check¬ 
ing  and  savings  accounts  but 
profitable  in  mortgages  and 
loans.  That  was  accomplished 
by  feeding  to  the  data  mining 
tools  the  profitability  figures,  de¬ 
mographics  and  behavioral  vari¬ 
ables. 

The  bank  used  clustering, 
available  from  IBM’s  Intelligent 
Miner  data  mining  tool,  to  do 
that. 

“Generically,  what  clustering 
identifies  is  how  things  are 
clumped  together,”  said  Herbert 
Edelstein,  president  of  Two 
Crows  Corp.,  a  Potomac,  Md.- 
based  consultancy  that  special¬ 
izes  in  data  mining. 


Using  advanced  tech¬ 
niques  in  mathematics 
and  artificial  intelligence, 
data  mining  uncovers 
complex  patterns  or 
models  in  data. 


But  he  warned  it  won’t  reveal 
cause-and-effect  relationships 
—  merely  associations. 

“There  may  be  cause  and  ef¬ 
fect,  but  you  need  to  go  outside 
data  mining  to  find  it,”  such  as 
through  assumption  or  hypoth¬ 
esis  based  on  experience  and 
business  knowledge,  he  said. 

Return  on  investment  for  the 
project  hasn’t  been  calculated, 
Mrazek  said.  He  declined  to 
provide  cost  figures. 

The  bank  plans  to  update 
profitability  calculations  and 
customer  clusters  monthly,  be¬ 
ginning  next  spring.  The  results 
will  be  stored  in  the  Bank  Infor¬ 
mation  Warehouse,  which  re¬ 
sides  in  a  DB2  database  on  an 
IBM  3090  mainframe  that  runs 
MVS.  Information  pertaining  to 
Mbanx  customers  also  will  be 
stored  on  a  data  mart,  an  Oracle 
7.3  database  running  on  an 
IBM  RS/6000. □ 


Wilson  is  a  freelance  writer  in 
Glen  Ellyn,  III. 
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ERP  data  warehousing  offerings 

ORACLE  CORP. 

Data  Warehouse  with  Oracle  Applications  Version  10  Smart  Client 
Oracle  Applications  Data  Warehouse  package  includes  embed¬ 
ded  versions  of  the  Express  suite  of  OLAP  tools;  tools  to  extract, 
transform  and  load  operational  and  external  data  sources;  and  a 
warehouse  to  store  and  manage  the  data. 

Available:  Since  1995 

SAP  AMERICA,  INC. 

Business  Information  Warehouse 

Data  warehouse  will  reside  independent  of  the  transaction¬ 
processing  applications,  so  it  won’t  interfere  with  transaction  pro¬ 
cessing.  But  it  will  have  R/3  business  rules  embedded,  so  users 
can  more  easily  analyze  R/3-generated  data.  Outside  data  also  can 
be  loaded.  No  multidimensional  analysis  capabilities  will  be  avail¬ 
able  until  the  second  version. 

Available:  Qi  1998  with  R/3  4.0  applications  package 

PEOPLESOFT,  INC. 

No  data  warehouse,  but  an  application  package  is  integrated 
with  Cognos,  lnc.’s  PowerPlay  and  Arbor  Software  Corp.’s  Essbase 
OLAP  tools.  PeopleSoft  Version  7.0,  which  hit  the  market  last 
month,  comes  with  a  cube  manager  that  will  let  users  define  the 
data  they  want  to  extract  into  an  OLAP  cube  for  analysis. 

—  Randy  Weston 


someone  comes  up  with  a  new 
area  to  analyze,  it’s  a  huge  pro¬ 
ject  for  us.  It’s  a  constant  ware¬ 
house  hog.  When  we  do  up¬ 
grades  of  the  application,  we 
have  to  do  a  lot  of  work  in  ware¬ 
house  testing,  too.” 

NOT  GOOD  FOR  ALL 

Henry  Morris,  an  analyst  at  In¬ 
ternational  Data  Corp.  in  Fram¬ 
ingham,  Mass.,  argued  that  an 
R/3-specific  warehouse  from 
SAP  would  be  useful  for  a  com¬ 
pany  such  as  Bay,  which  has  so 
much  of  its  data  generated  by 
R/3.  But  for  companies  with 
data  such  as  market  research 
that  is  stored  elsewhere  but 
needs  to  be  analyzed  with  Re¬ 
generated  data,  the  application 
vendor’s  product  falls  short. 

“It  is  very  difficult  to  pull  data 
out  of  SAP  because  of  the  way 
it  is  structured,"  Morris  said. 
“Some  people  with  diverse  sys¬ 
tems  may  in  fact  use  the  Busi¬ 
ness  Information  Warehouse  as 
a  jumping  off  point  to  an  enter¬ 
prise  data  warehouse.  But  in  the 
broad  view  of  most  companies, 
SAP  is  only  one  data  source 
among  many.” 

Morris  said  having  to  trans¬ 
late  non-SAP  data  into  a  form 
that  the  BIW  will  understand  al¬ 
so  takes  work.  Bose  said  that 
has  been  a  task,  but  it  hasn’t 


been  nearly  as  troublesome  as 
pulling  data  out  of  R/3  and  into 
an  independent  data  warehouse. 

Other  users  are  keeping  a 
cautious  yet  interested  eye  on 
the  offerings,  waiting  to  see  if 
the  vendors’  promises  of  tight 
integration  with  ERP  software 
systems  are  enough  to  scrap 
other  data  warehousing  plans. 

“It’s  a  wait-and-see  attitude,” 
said  David  Chesson,  director  of 
the  SAP  implementation  project 
at  Occidental  Chemical  Corp.  in 
Dallas.  The  company  is  stan¬ 
dardizing  on  SAP’s  software 
system.  “Strategically,  we  would 
probably  migrate  to  BIW  as  a 
data  warehouse  for  both  legacy 
and  SAP  system  data.” 

Those  “ifs”  include  whether  it 
is  scalable  for  enterprise  use; 
how  hard  it  is  to  import  non- 
SAP  data  into  the  system;  and  if 
it  will  have  powerful  enough 
OLAP  capabilities.  SAP  is  ex¬ 
pected  to  add  a  multidimen¬ 
sional  OLAP  tool  with  the  sec¬ 
ond  version  of  the  BIW,  due  in 
the  spring. 

MORE  IS  BETTER 

Wayne  Eckerson,  an  analyst  at 
Patricia  Seybold  Group  in 
Boston,  said  no  matter  which 
ERP  system  you  use,  letting  one 
vendor  provide  most  or  all  of 
your  enterprise  systems  is  an  at¬ 


tractive  but  dangerous  proposi¬ 
tion.  “You  want  to  use  a  ware¬ 
house  as  a  lever  to  keep  your 
systems  open,”  Eckerson  said. 
“Data  should  not  be  controlled 
by  an  ERP  vendor.  You  are  giv¬ 
ing  too  much  control  over  your 
data  resources.” 

But  some  users  are  willing  to 
trade  that  for  the  ease  of  a  quick 
data  warehouse  package. 

Don  Zimmer,  database  ad¬ 
ministrator  at  Harcourt  Brace  & 
Co.,  a  publishing  company  in 


Orlando,  Fla.,  said  the  more  one 
vendor  can  provide,  the  easier  it 
is  for  users.  Harcourt  is  in¬ 
stalling  PeopleSoft’s  applica¬ 
tions  and  is  considering  some 
of  the  data  warehouse  tools  that 
come  with  them. 

The  ERP  warehouses  “can  get 
users  started  with  the  technolo¬ 
gy  and  let  them  explore  what 
kinds  of  things  they  can  do 
without  having  to  design  a  data 
warehouse  from  square  one," 
Zimmer  said.  □ 


Trouble  with  training 
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pie  think  these  matters  should 
be  obvious.  Only  products 
should  require  training,  they 
argue.  But  training  often  fails 
when  there’s  no  conceptual 
foundation  for  learning. 

•Client/server  applications 
and  data  marts  both  have 
graphical  user  interfaces  (GUI) 
that  look  easy  to  use,  but  that 
doesn’t  mean  managers  can 
skip  necessary  product  train¬ 
ing.  Even  IT  may  skim  over 
training  when  the  supposedly 
“completely  intuitive”  GUI 
appears  on  design  tools  or  oth¬ 
er  software  for  technical  staff. 
And  because  client/server  ap¬ 
plications  and  data  marts  often 
use  components  from  multiple 
vendors,  the  training  gap  grows 
with  each  product  added. 

•Both  systems  often  are 
built  by  departmental  users 
who  rebel  against  IS,  which 
can  lead  to  a  wealth  of  dis¬ 
parate  multivendor  systems 


spread  throughout  the  organi¬ 
zation  and  a  further  prolifera¬ 
tion  of  tools  needing  support. 
And  although  both  tout  open 
systems,  they  usually  rely  on 
proprietary  tools  for  key  func¬ 
tions. 

•Client/server  and  data 
marts  both  have  risen  rapidly 
and  use  new  products  that 
often  need  frequent  upgrading. 
That  means  companies  have  a 
hard  time  finding  the  staff  they 
need  and  often  must  retrain 
current  staff.  But  a  tight  per¬ 
sonnel  market  pushes  salaries 
upward  and  destabilizes  a  com¬ 
pany’s  staff  if  members  leave 
once  they’re  trained  in  the  new 
technology  and  tools.  To  pre¬ 
vent  this,  many  managers  min¬ 
imize  training. 

•Both  disciplines  heavily  in¬ 
volve  users  in  planning  and  de¬ 
velopment,  which  means  uned¬ 
ucated  users  can  impact 
success  more  than  ever.  At  the 


other  extreme,  both  types  of 
implementations  also  must 
deal  with  power  users  who 
think  they  know  better  than  IT 
and  use  defective  information 
to  push  their  points  of  view. 

•  Both  implementations  tend 
to  cost  more  and  take  longer 
than  expected.  That  creates 
pressure  to  cut  comers,  espe¬ 
cially  on  low-glamour  activities 
such  as  training.  Budgets  can 
span  departments,  further 
boosting  the  pressure  to  trim 
training-induced  tedium  and 
delay. 

•  Both  systems  use  iterative 
design  methodologies  instead 
of  traditional  waterfall  tech¬ 
niques,  which  means  develop¬ 
ers  often  don’t  have  a  clear 
grasp  of  all  the  steps  they  need 
to  take  to  get  a  system  up. 
There  can  be  a  waterfall, 
nonetheless;  problems  will  cas¬ 
cade  when  a  successful  proto¬ 
type  goes  into  production, 
gains  usage  rapidly  and  starts 
breaking  any  component  that 
won’t  scale. 

•In  both  systems,  designers 
often  skip  formal  data  model¬ 


ing  practices  and  skimp  on 
planning.  That  leads  to  two  re¬ 
lated  results:  Training  becomes 
an  afterthought,  and  there  are 
few  trained  people  to  handle 
the  fallout  when  poor  planning 
engenders  chaos. 

•  Both  systems  often  face 
significant  challenges  in  deal¬ 
ing  with  legacy  data  and  the  IT 
staff  that  knows  the  mainframe 
technology  that  creates  and 
stores  this  data.  Both  make 
heavy  demands  for  connectivity 
via  networks,  an  area  for  which 
in-house  support  is  thin. 

Just  because  these  training 
challenges  haven’t  been  well 
met  in  client/server  systems 
doesn’t  mean  history  must  re¬ 
peat  itself  with  data  marts.  But 
to  avoid  a  repeat,  you  need  a 
lot  of  foresight  —  and  the 
money  to  actualize  its  fruits.  □ 


Atre  is  president  of  Atre,  Inc.,  a 
consulting  firm  in  Port  Chester, 
N.  Y„  that  specializes  in  data 
warehousing  and  database  tech¬ 
nology.  She  can  be  reached  at 
(914)  939-0045  or  by  E-mail  at 
shaku@atre.com. 
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“Red  Brick  Warehouse  5.0 
helps  Red  Brick  solidify  its 
lead  among  RDBMS  vendors 
in  the  data  warehouse  space.” 
Patricia  Seybold  Group 


“.  .  .  Red  Brick  is  the  technol¬ 
ogy  leader  among  the  open 
systems  data  warehouse 
RDBMS  vendors.” 

Giga  Information  Group 


“We  believe  Red  Brick  is  the 
best  DSS/OLAP  platform  for 
real-time,  random  query 
access  of  larger  data  sets  .  .  .” 
META  Group 


“.  .  .  we  estimated  Red  Brick 
to  have  between  a  12  and  18 
month  lead.”  UBS  Securities 


“We  believe  that  Red  Brick 
has  at  least  a  12-month 
competitive  lead 
over  Informix  and 
Oracle.” 

Paine  Webber 


“Red  Brick  Data  Mine  .  .  . 
addresses  the  need  of  IT 
managers  for  data  mining 
solutions  that  meet  core 
requirements  of  today’s 
distributed  data  ware¬ 
housing  .  .  .” 
Hurwitz  Group 


Red  Brick  Warehouse  is  the  only  open  standard  RDBMS  built  from  the  ground  up 
to  meet  all  the  critical  performance  requirements  for  all  data  warehouse  applications, 
including  data  marts,  on-line  analytical  processing  (OLAP)  and  data  mining. 

Can  you  afford  not  to  partner  with  the  leader ? 

Call  Red  Brick  at  1-800-777-2585,  or  find  us  on  the  Web  at  http://www.redbrick.com. 

RED  BRICK* 

The  Data  Warehouse  Company"1 

©  1997  Red  Brick  Systems,  Inc.  All  rights  reserved.  Red  Brick,  Red  Brick  and  logo  and  RISQL  are  registered  trademarks,  and 
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Red  Brick  Systems,  Inc.  All  other  registered  trademarks  and  trademarks  are  the  property  of  their  respective  holders. 


Y  With  thousands  of  PCs  and  servers  on  the  frontlines,  your  IT  resources  are  already  stretched  to  the  limit.  Call  for 
reinforcements.  Vanstar  is  your  global  task  force  for  network  computing.  Y  Vanstar  has  designed,  deployed  and  sup¬ 
ported  distributed  networks  for  the  most  demanding  Fortune  1000  companies.  We  have  the  experienced  people,  proven 
processes,  and  advanced  systems  needed  to  help  you  build,  manage  and  enhance  your  growing  enterprise.  Y  Our  IT  pro¬ 
fessionals  work  with  your  internal  resources  to  support  your  network  in  every  phase  of  its  life  cycle:  consulting  &  design, 
network  planning,  integration,  procurement,  installation,  deskside  support  and  network  enhancement.  With  Vanstar,  you 
choose  as  much,  or  as  little  of  our  expertise  as  needed, 
tide  in  your  war  against  rising  IT  costs  and  risks,  visit 

web  site  at  www.vanstar.com  or  call  1-800-994-2345.  WWW.vanstar.com 


VST 
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YEAR  2000  CONVERSION  MANAGERS  SAY  TESTING  WILL  TAKE  UP  50%  -  MAYBE  AS  MUCH  AS  70%  - 
OF  YOUR  TIME  AND  EFFORT.  BUT  YOU  CAN  GET  A  HEAD  START.  BY  ROBERT  L.  SCHEIER 


you  wait  until  1999,  1998  or  even  next  month  to  be-  YEAR  Conn.,  began  testing  more  than  a  year  ago,  and 
gin  testing  your  year  2000  repairs,  you’ll  be  too  late.  even  he  wishes  his  company  had  allotted  more  time 


You  need  to  start  the  test  process  now  if  you  want 
to  make  sure  critical  business  processes  don’t  fail  because 
your  systems  can’t  tell  the  difference  between  the  20th  and 
21st  centuries. 

Year  2000  project  managers  expect  testing  to  soak  up  as 
much  as  70%  of  all  year  2000  efforts.  Ed  Hourihan  of 
Phoenix  Home  Life  Mutual  Insurance  Co.  in  Hartford, 


than  it  did  to  help  the  business  and  technical  staffs 
work  through  the  complexity. 

The  testing  challenge  can  include  figuring  out  which  ap¬ 
plications  are  most  critical  and  should  be  tested  most  strin¬ 
gently  and/or  finding  extra  room  for  test  data  on  main¬ 
frame  disk  drives. 

Testing  can't  wait,  page  82 


Mobile 


3Com  hito  the  market  with  the  Foot  EtherLlnk  XL  CardBuo  PC  Card, 
the  footed  t  10/100  connectivity  in  a  new  CardBud  package.  Pow! 

Give  your  mobile  users  a  powerful  punch.  Outfit  your  new,  32-Bit  high  performance  CardBus 
notebooks  with  the  fastest  10/100  PC  Card  in  the  industry.  Only  notebooks 
supporting  the  CardBus  standard  provide  full  100  Mbps  network 
performance,  and  only  3Com  combines  a  32-Bit  architecture  with 
lightning-fast  Parallel  Tasking®  technology  that  is  a  full  31%* 
faster  than  other  leading  CardBus  PC  Cards. 

The  Fast  EtherLink  XL  card  not  only  packs  a  wallop  with 
1 00  Mbps  throughput,  it  also  supports  3Com  s  unique 
DynamicAccess™  features  designed  to  improve  overall  network 
performance  and  manageability.  Also,  the  Fast  EtherLink  XL  card  comes  with  a  full  lifetime  warranty 
and  is  guaranteed  compatible  with  leading  CardBus  notebooks.  And  here  s  another  bell-ringer: 

3Com  s  Fast  EtherLink  XL  CardBus  PC  Card  keeps  your  notebooks  running  extra  cool  and  sale  by 
drawing  at  least  50%  less  power  than  any  other  CardBus  PC  Card. 

Now  that  3Com  has  set  the  standard  for  Fast  Ethernet  CardBus  performance,  who  else 
do  you  need  in  your  corner? 


1 -888-906-3COM  (ext.  103) 
www.3com.com/pccard 


©1997  3Com  Corporation.  3Com,  EtherLink,  Parallel  Tasking  are  registered  trademarks;  DynamicAccess  is  a  trademark  of  3Com  Corporation. 

*  Industry-standard  Perform3  testing  conducted  by  LANQuest  Labs.  For  a  full  benchmark  rpport.  visit  our  website  at  www.3com.com. 
*°Limit  one  trial  card  per  qualified  business  customer,  per  site  as  determined  by  3Com.  Dollars  in  U.S.  currency. 
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Testing  CANT  WAIT 


CONTINUED  FROM  PAGE  79 

Year  2000  managers  are  coping  by 
testing  only  critical  applications,  rushing 
parts  of  applications  back  into  produc¬ 
tion  after  minimal  testing  and  delaying 
in-depth  testing  until  1998  or  1999. 


Here’s  what  you  have  to  do,  why  you 
have  to  do  it  and  how  to  do  it. 

ASSESS  YOUR  APPLICATIONS 

Rather  than  trying  to  fix  all  their  year 
2000  problems,  most  managers  are  per¬ 
forming  triage.  They’re  isolating  the 


most  critical  business  processes  and 
doing  repair  work  first  on  the  applica¬ 
tions  and  databases  needed  to  accom¬ 
plish  those  tasks. 

That  analysis,  usually  one  of  the  first 
jobs  in  a  year  2000  repair  effort,  also 
can  be  used  to  build  the  test  scripts  and 
test  databases  that  will  be  needed  later. 

At  Boston  Mutual  Life  Insurance  Co. 
in  Canton,  Mass.,  the  most  critical  appli¬ 
cations  “are  our  administrative  systems, 
and  our  claims  payment  systems  —  any¬ 
thing  that  ships  money  out  the  door,” 
says  Bill  Dillon,  director  of 
management  information  sys¬ 
tems.  Next  come  systems  that 
rate  customers  by  risk  and  cal¬ 
culate  premiums,  followed  by 
systems  that  merely  generate 
reports. 

Boston  Mutual  has  organized  its  year 
2000  work  in  10  segments,  each  of 
which  reflects  a  part  of  the  business, 
such  as  accounting  or  the  output  from 
the  company’s  life  insurance  systems.  A 
manager  for  each  segment  determines 
which  code  and  data  are  needed  to  carry 
out  that  function  and  schedules  repairs 
and  testing  for  them. 

By  identifying  which  programs  those 
functions  run,  the  year  2000  team  can 
isolate  the  most  critical  code  into  sepa¬ 
rate  libraries  for  repair  and  testing,  Dil¬ 
lon  says. 

Analysis  teams  at  The  Clorox  Co.  in 
Oakland,  Calif.,  went  through  the  same 
exercise,  says  Joe  Romello,  service  deliv¬ 
ery  director  at  Interim  Technology,  a  Fort 
Lauderdale,  Fla.,  service  provider  that 
has  helped  Clorox  with  its  year  2000 
work. 

With  about  an  80%  success  rate,  “we 
could  pull  a  string  in  accounts  payable 
and  find  all  the  [mainframe]  jobs  the 
users  believed  were  necessary  to  support 
[that]  process,”  Romello  says.  The  teams 
copied  every  instance  of  those  jobs  as  the 
basis  for  tests  of  the  repaired  code. 

Nabisco,  Inc.  in  East  Hanover,  N.J.,  is 
using  data  and  actual  transactions  from 
its  manufacturing  resource  planning  and 
purchasing  systems  as  a  model  for  test¬ 
ing,  says  senior  director  Tony  Del  Duca. 
“This  data  is  real  data  we’ve  captured 
from  normal  runs  of  our  system,”  he 
says.  After  identifying  when  and  how 
these  actual  transactions  use  dates,  Del 
Duca  says  the  test  team  can  easily  build 
test  scripts  for  repairs  to  those  parts  of 
the  system. 

BUILD  YOUR  TEST  PLAN 

Because  testing  takes  up  so  much  time 
and  money,  you’ll  need  to  build  it  in  to 
your  budget  early  and  warn  your  internal 
business  partners.  You’ll  also  have  to 
make  tough  decisions  about  what  to  test, 
when  to  test  it  and  how  thoroughly  to 
test  it.  That  requires  a  test  plan. 

Ideally,  developers  first  test  each  mod¬ 
ule  of  an  application,  then  the  entire  ap¬ 
plication,  and  then  the  application  as  it 
works  with  other  applications  and  data¬ 
bases.  But  because  the  year  2000  prob¬ 
lem  is  so  complex,  such  integration  test¬ 
ing  is  never  going  to  happen,  says  Bill 
Schuyler,  a  senior  IS  staff  specialist  at 
Sunstrand  Corp.,  an  equipment  manu¬ 


facturer  in  Rockford,  Ill. 

Instead,  “you  have  to  do  it  in  chunks" 
that  reflect  how  users  tap  multiple  appli¬ 
cations  to  get  their  work  done,  rather 
than  modules  of  individual  applications. 
Nor  should  your  plan  simply  be  to  test 
every  possible  link  between  every  possi¬ 
ble  system  as  if  all  links  were  of  equal 
importance. 

But  which  chunks  do  you  test?  In 
Schuyler’s  case,  they  were  the  code  and 
databases  required  to  perform  a  business 
process.  For  example,  he  says,  Sunstrand 
will  fix  its  purchasing  module, 
“and  we’ll  test  that,  as  well  as 
the  interfaces  [to  other  systems] 
that  purchasing  affects  on  a  dai¬ 
ly  basis”  rather  than  test  how 
that  module  works  with  every 
other  application  in  the  enter¬ 
prise. 

Most  managers  break  the  testing  into 
several  stages  so  they  can  test  code  as  it’s 
fixed  without  waiting  for  other  modules 
or  vendor-supplied  software  to  be  ready. 

The  Canadian  Imperial  Bank  of  Com¬ 
merce  in  Toronto,  for  example,  is  testing 
repaired  code  against  current  data  to  en¬ 
sure  the  repair  process  hasn’t  introduced 
bugs. 

Second-level  testing,  most  of  which  is 
scheduled  for  next  year,  will  test  the  fixed 
code  against  dates  on  and  after  Jan.  1, 
2000.  It  will  probably  be  1999  before 
the  bank  tests  the  fixed  code  in  a  total 
environment  in  which  operating  sys¬ 
tems,  middleware,  database  platforms 
and  system  clocks  have  all  been  updated 
to  2000. 

Adding  to  the  complexity  is  the  way 
new  systems  and  the  links  between 
them  have  grown  like  vines  over  the 
years.  “When  your  applications  become 
tighter  and  more  integrated,  the  test  bed 
creation  process  becomes  much  more 
complex,”  due  to  the  complex  interac¬ 
tions  between  application  logic  and  the 
databases  they  access,  Schuyler  says. 

For  example,  Sunstrand,  which  has 
about  7.2  million  lines  of  in-house  code 
to  repair,  has  been  developing  test  beds 
for  a  year  and  has  only  about  60%  com¬ 
pleted.  Schuyler  expects  to  have  a  full  set 
by  April. 

CHOOSE  YOUR  TOOLS 

Knowing  which  tools  to  use  and  how 
much  of  the  test  process  can  be  auto¬ 
mated  is  critical  to  firming  up  your  bud¬ 
get  and  schedule.  But  if  you  waste  too 
much  time  looking  for  the  perfect  tool, 
you’ll  never  get  started. 

Choosing  “test”  tools  begins  long  be¬ 
fore  testing,  when  you’re  analyzing  your 
year  2000  problem.  Because  the  better 
tools  you  have  to  analyze  and  tag  date 
dependencies,  the  more  quickly  you  can 
fix  and  test  the  systems. 

At  Nabisco,  Del  Duca  used  McCabe 
Visual  2000  from  McCabe  &  Associates 
in  Columbia,  Md.,  to  analyze  the  impor¬ 
tance  of  the  repairs  done  to  each  module 
and  thus  decide  whether  to  test  those 
changes.  For  instance,  if  a  “00”  date 
shows  up  in  a  report,  “the  report  would 
not  blow  up,"  he  says.  A  date  used  as  an 
index  for  a  database,  on  the  other  hand, 
is  critical. 
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Embraces  the  latest  Web 
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Java,  Netscape  and  more. 
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When  he  is  evaluat¬ 
ing  test  tools,  McLean 
says  he  looks  for  those 
that  will  work  with 
the  multiple  databases 
and  operating  systems 
in  today’s  mixed  com¬ 
puting  environments. 

User-friendliness  is  an¬ 
other  key  feature,  he 
says.  Rather  than  have 
to  hire  a  specialist  or  pay  for  training, 
McLean  says  he  wants  to  “walk  some¬ 
body  in  off  the  branch  banking  environ¬ 
ment”  and  put  them  to  work  on  testing. 

It  also  may  be  important  to  evaluate 
the  company  behind  the  product.  That  is 
especially  true  for  a  small  company  such 
as  McCabe,  but  Romello  says  he  was 
pleased  to  find  it  hadn’t  stretched  its 
technical  staff  and  was  instead  “short  on 
sales  staff  and  ...  very,  very  heavy  on  de¬ 
velopment  staff.” 

Given  the  relatively  short  time  span  of 
year  2000  work,  some  customers  aren’t 
too  worried  about  a  vendor’s  long-term 
prospects.  “You  need  to  see  a  three-year, 
four-year  window  [of  viability]  but  be¬ 
yond  that,  it  isn’t  as  important,”  Houri- 
han  says. 


With  many  of  the 
leading  test  tools  offer¬ 
ing  similar  capabilities, 
Schuyler  says  man¬ 
agers  shouldn’t  spend 
too  much  time  com¬ 
paring  them.  “Find  a 
tool  set  that  fits  into 
your  organization  and 
that  you’re  comfortable 
with,  but  don’t  expect  it 
to  handle  everything,”  he  says. 

MANAGING  THE  PROCESS 

One  major  challenge,  especially  for  com¬ 
panies  that  can’t  afford  to  buy  separate 
mainframes  for  testing,  is  squeezing 
“virtual  machines”  and  extra  data  used 
for  testing  onto  existing  mainframes. 

“We  dramatically  underestimated  the 
amount  of  DAS  D  [Direct  Access  Storage 
Device]  space  that  was  going  to  be  re¬ 
quired”  for  test  data,  Dillon  says.  With¬ 
out  the  money  to  buy  more  mainframe 
storage,  the  year  2000  team  “had  to 
work  with  the  technical  support  people 
on  almost  a  daily  basis  to  free  up  space” 
for  testing,  he  says. 

Getting  support  from  the  company’s 
top  ranks  also  is  crucial  because  without 
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WHO'S  USING  WHAT 


THE  CLOROX  CO. 

SIZE  OF  PORTFOLIO:  More  than  36  million  lines  of  mainframe  code. 
CONVERSION  METHOD:  Changes  to  application  logic,  windowing,  date-field 
expansion. 

AMONG  THE  TOOLS  USED:  Vantage  YR2000  from  Millennium  Dynamics,  Inc. 
(www.dynam.com)  in  Cincinnati  for  field  expansion,  as  well  as  data  and  logic 
windowing;  Time  Warp  from  Platinum  Technology,  Inc.  ( www.platinum.com )  in 
Oakbrook  Terrace,  III.,  for  simulating  system  dates;  QAHiperstation  from  Com- 
puware  Corp.  { www.compuware.com )  in  Farmington  Hills,  Mich,  to  capture  CICS 
transactions  for  future  playback;  Compuware’s  File-AID  for  source  code  manage¬ 
ment;  and  McCabe  Visual  2000  from  McCabe  &  Associates  (www.mccabe.com) 
in  Columbia,  Md.,  to  find  and  tag  year  2000  dependencies  in  code.  The  repair 
team  wrote  its  own  data-aging  software. 


NABISCO,  INC.  (manufacturing,  distribution  and  logistics  systems) 

SIZE  OF  PORTFOLIO:  Thirty-five  systems  that  run  on  mainframes,  PCs  and  IBM 
AIX  servers. 

CONVERSION  METHOD:  Windowing  and  expansion. 

AMONG  THE  TOOLS  USED:  McCabe  Visual  2000  to  identify  complexity  of  code 
and  cruciality  of  dates  within  code;  and  Quintek  PLUS  from  RCG  Information 
Technology  in  Edison,  N.J.,  ( www.quintic.com )  for  evaluation  and  remediation. 


SUNSTRAND  CORP. 

SIZE  OF  PORTFOLIO:  7.2  million  lines  of  code,  1.9  million  of  which  have  already 
been  repaired. 

CONVERSION  METHOD:  Windowing. 

AMONG  THE  TOOLS  USED:  Compuware’s  File-AID  to  create  test  data,  and 
Beyond  1999  from  CCD  Online  Systems,  Inc.  (www.ccdonline.com)  in  Arcadia, 
Calif.,  to  age-test  data.  Compuware’s  Xpeditr/Xchange  was  used  to  simulate 
turning  ahead  the  system  clock  on  the  test  portion  of  mainframes. 

NORTHEAST  UTILITIES 

SIZE  OF  PORTFOLIO:  Approximately  30  million  lines  of  code  in  1,500  applica¬ 
tions. 

CONVERSION  METHOD:  Windowing  where  possible,  date-field  expansion  where 
absolutely  necessary. 

AMONG  THE  TOOLS  USED:  WinRunner  2000  from  Mercury  Interactive  Corp. 
(www.merc-int.com)  in  Sunnyvale,  Calif.,  to  capture  and  play  back  user  interac¬ 
tion  with  systems;  Vantage  2000  from  Millennium  Dynamics  to  do  automatic 
code  changes  and  age-test  data;  and  HourGlass  2000  from  Circle  Computer 
Group  ( www.circle-group.com )  in  Wayne,  N.J.,  to  simulate  turning  the  system 
clock  ahead  to  2000. 


that  clout,  getting  testing  help  from  busi- 
ness-sawy  users  “can  be  very  difficult,” 
Dillon  says. 

With  hundreds  or  even  thousands  of 
modules  going  through  one  or  several 
tests,  “the  entire  year  2000  problem  has 
created  a  set  of  bookkeeping  and  man¬ 
agement  processes  that  heretofore  did 
not  exist,”  Romello  says. 

“It’s  complex  because  there’s  150  sys¬ 
tems  on  the  mainframe  side,  many  of 


which  talk  to  one  another,”  requiring 
testers  to  coordinate  the  preparation  of 
test  logic  and  data  among  many  different 
application  groups,  McLean  says. 

The  good  news,  he  says,  is  that  he 
doesn’t  “believe  it’s  an  impossible  or 
can’t-do  task” —  as  long  as  year  2000 
managers  get  started  now.  □ 

Scheier  is  Computerworld ’s  senior  editor, 
management. 
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Updates 
from  the  front 

Some  recent  news  on  the  year 
2000: 

►  Lou  Marcoccio,  a  research  ana¬ 
lyst  at  Gartner  Group,  Inc.  in 
Stamford,  Conn.,  says  the  labor 
market  dedicated  to  fixing  the  year 
2000  will  be  at  75%  capacity  by 
April.  But  most  of  the  25%  left 
could  be  limited  in  experience, 
with  some  fresh  out  of  college. 

►  Capers  jones,  in  his  upcoming 
book,  The  Year  2000  Software  Prob¬ 
lem:  Quantifying  the  Costs  and  As¬ 
sessing  the  Consequences  (Addison- 
Wesley):  “Current  data  indicates 
that  at  least  15%  of  software  appli¬ 
cations  [in  the  U.S.]  will  not  be  re¬ 
paired  in  time." 

►  Matt  Hotle,  a  Gartner  Group  re¬ 
search  director  for  year  2000 
strategies:  Companies  must  “plan 
to  fail”  with  their  year  2000  work 
and  begin  to  make  contingency 
plans  in  case  some  of  their  soft¬ 
ware  fails  to  work  on  Jan.  1,  2000. 

Outside  the 
company 

Most  companies  are  just  now  fig¬ 
uring  out  how  to  coordinate  their 
year  2000  repairs 
with  those  done  by 
their  suppliers  or 
customers.  Unless 
everyone  in  the 
supply  chain  fixes 
their  systems  at 
the  same  time, 
and  in  the  same 
way,  they  risk  in¬ 
fecting  one  anoth¬ 
er  with  bad  data. 
Author  and  industry  expert  Ed 
Yourdon  pushed  that  message  in  a 
recent  presentation  in  Newton, 
Mass.,  sponsored  by  Cutter  Con¬ 
sortium,  an  information  technolo¬ 
gy  advisory  firm  in  Arlington, 


Mass.  Yourdon  is  chairman  of  the 
consortium. 

Yourdon  told  executives  that 
they  must  stress  to  senior  man¬ 
agement  that  fixing  internal  sys¬ 
tems  is  only  20%  to  40%  of  fixing 
the  year  2000  problem. 

To  help  convince  senior  man¬ 
agement  about  the  seriousness  of 
dealing  with  noncompliant  suppli¬ 
ers  and  customers,  he  advises 
managers  to  ask  the  following 
question:  “What  if  we  lose  a  major 
supplier  for  a  month?  A  year?  Two 
to  three  days?  A  decade?” 

The  Clorox  Co.  has  plunged 
right  into  that  part  of  the  year 
2000  problem.  The  household 
products  company  in  Oakland, 
Calif.,  has  a  big  supply-chain  prob¬ 
lem  and  an  aggressive  plan  to 
solve  it,  says  Joe  Romello,  a  service 
delivery  director  at  Interim  Tech¬ 
nology  in  Fort  Lauderdale,  Fla.  In¬ 
terim  Technology  is  the  services 
firm  that  is  helping  Clorox  with  its 
year  2000  work. 

Clorox  has  a  whopping  1,100  in¬ 
terfaces  with  its  trading  partners. 
If  a  large  grocery  chain,  for  exam¬ 
ple,  begins  expecting  four-digit 
dates  before  Clorox  is  ready  to 
transmit  them,  Clorox  has  to 
adjust  its  electronic  interface  with 
that  chain  to  translate  two-digit 
dates  into  four  digits. 

To  cope,  Clorox  has  separated 
its  interfaces  into  three  categories, 
each  of  which  runs  on  its  own 
Hewlett-Packard  Co.  HP-UX  serv¬ 
er.  One  group  includes  the  inter¬ 
faces  Clorox  will  never  change;  the 
second  has  the  interfaces  that  will 
have  to  change  sometime  in  the 
next  year;  and  the  third  includes 
interfaces  Clorox  expects  to 
change  repeatedly  before  its  year 
2000  work  is  done. 

The  three  new  servers  sit  be¬ 
tween  the  outside  world  and  an  ex¬ 
isting  HP-UX  server,  which  is  the 
front  end  to  Clorox’s  legacy  main¬ 
frame  systems. 

Breaking  up  the  interfaces  into 
three  groups,  each  on  its  own 
server,  makes  it  easier  for  Clorox 
to  track  and  update  interfaces  as 
its  business  partners  fix  their  year 
2000  problems  at  their  own 


speed.  —  Robert  L.  Scheier  and 
Rick  Saia 

How  liable 
are  you? _ 

Can  a  chief  information  officer  be 
held  liable  if  the  company  is  sued 
for  failing  to  become  year  2000- 
compliant?  The  answer  is  yes  —  if 
the  CIO  is  considered  an  officer 
under  a  company’s  bylaws  or  arti¬ 
cles  of  incorporation,  or  if  the 
firm’s  directors  sign  contracts  af¬ 
firmatively  authorizing  officers,  ac¬ 
cording  to  litigation  attorney 
Steven  Brower  and  consultant 
Warren  S.  Reid,  both  of  California. 

But  even  if  a  CIO  isn’t  called  an 
officer  in  any  document,  he  still 
could  be  liable,  Brower  and  Reid 
wrote  in  a  recent  report.  The  re¬ 
port,  “Year  2000  Computing  Cri¬ 
sis,”  published  by  the  Atlanta- 
based  Information  Management 
Forum,  cites  Los  Angeles  cyber¬ 
lawyer  Richard  L.  Bemacchi. 

He  says  if  a  CIO  is  involved 
with  corporate  strategic  planning; 
is  allowed  to  make  spending  deci- 


Time  is  money 

Technology  Management  Reports,  a  San 
Diego-based  research  firm,  estimates  it 
will  cost  a  company  $1.30  per  line  of 
code  to  bring  programs  into  compliance 
—  if  it  begins  its  work  by  year’s  end.  But 
the  later  you  begin,  the  more  you  may 
pay,  according  to  the  firm.  Year  2000 
consulting  fees  are  climbing  to  about 
$1,500  per  day,  according  to  the  re¬ 
searcher.  That  will  rise  to  $2,000  in  a 
year  and  to  $2,500  by  1999. 

COST  PER  LINE  OF  CODE 


1st  half  of  1998 . $1.75 

2nd  half  of  1998 . $2.35 

1st  half  of  1999 . $2.95 

2nd  half  of  1999 . $3.65 

1st  half  of  2000 .  $4 


sions  of  at  least  $1  million  on 
hardware,  software  and  outsourc¬ 
ing;  and  usually  gains  senior  man¬ 
agement’s  approval  for  his  recom¬ 
mendations,  then  the  CIO  may 
well  be  considered  an  officer.  □ 


The  year  2000  lexicon _ 

An  industry  isn’t  an  industry  until  it  has  its  own  jargon.  We’ve  picked  up  the 
following  samples  in  our  year  2000  reporting  rounds: 

Time  machine:  Separate  physical  or  logical  machine  (usually  mainframe)  that 
lets  you  run  year  2000  tests  without  corrupting  production  systems.  As  in:  “I’m 
really  sweating  out  testing  because  we  can’t  afford  a  time  machine.” 

Antique  system:  A  system  so  old  you  don’t  even  know  who  built  it,  or  why.  Dif¬ 
ferent  from  a  “legacy”  system,  in  which  you  at  least  know  the  previous  owner. 

Process  triage:  A  fancy  way  to  say  you’re  so  far  behind  on  the  year  2000,  you 
can  only  do  the  most  vital  tasks.  By  doing  triage  on  the  work,  you  decide  what 
you  absolutely  need  to  do  to  keep  your  job. 

And,  from  author  and  industry  leader  Ed  Yourdon: 

Year  2000-compliant:  When  a  company’s  computer  systems  can  recognize  2000 
and  beyond  in  data  generated  within  its  own  systems. 

Year  2000-robust:  When  a  company’s  systems  can  recognize  2000  and  beyond 
internally  and  in  data  exchanged  with  business  partners. 


The  new  AS/4001'  series. 

Fully  integrated  and  tested 
to  work  together. 


IT  managers,  take  a  look  at 
just  some  of  the  things  the 
new  AS/400e  supports.  CEOs, 
you  may  want  to  jump  to 
the  bottom  line. 

64-bit  RISC  Operating  System 

Full  64-bit  Implementation 
Internet/e-business  Enablement 
Security 

Mail  Integration  - 
P0P3/MIME/MAPI 
DB2/400  Database 
Transaction  Processing 
Integrated  File  System 

Integrated  PC  Server  Support 

Lotus  Domino 
IBM  Firewall  for  AS/400 
Novell  NetWare 
OS/2  Warp  Server 

Client  Support 

Windows  3.1,  95,  NT 
OS/2  Warp  -  OS/2  Merlin 
Apple,  UNIX 
IBM  Network  Station 

Connectivity  Support 

TCP/IP  Native 
Ethernet/Token-Ring 
ODBC  L2 
SNA  /A  PPC/A  PPN 

Systems  Management  Support 

NetFinity  Suite  of  Products 
Backup/Recovery  Media 
Services  (BRMS) 

Job  Scheduler 

Performance  Tools 

Systems  Manager 

AdStar  Dist.  Storage  Mgr.  (ADSM) 

Application  Development 
Support 

VisualAge  for  Java 
VisualAge  for  RPG 
VisualAge  for  C++ 

VisualAge  for  SmallTalk 
AD  Toolset 
ILE  RPG/COBOL/C 
C.ODE/400 

Printer  Support 

AFP  Utilities  &  Fonts 
AFP  DBCS  Fonts 
NetW'are  Printing 

Productivity  Support 

Office  Vision/ JustMail 
Facsimile  Support 
DB2  Query  and  SQL 
Query/400 

$7995'  starting  price. 

For  more  information,  call 
l  800  IBM-7777,  ext.  BA221, 
or  visit  www.as400.ibm.com 


I.  IBM  ASI400e  server  model  150  published  U.S.  list  price.  IBM,  the  IBM  logo.  Solutions  for  a  small  planet  and  AS/400e  are  either  trademarks  or 
registered  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Java  is  a  trademark  of  Sun 
Microsystems,  Inc.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  their  respective  owners.  ©  1907  IBM  Corporation. 
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In  a  recent  ComputerWorld  Customer 
Satisfaction  Survey,  more  customers 
gave  Cabletron  the  highest  rating  for 
overall  satisfaction,  switching 
performance,  reliability,  manageability, 
expandability,  and  compatibility  with 
industry  standards  than  any  other 
vendor.  And,  customers  have  more 
confidence  in  Cabletron  when  it 
comes  to  service  and  support  and 
integration  with  other  vendors’ 
solutions. 

Find  out  how  you  can  increase  the 
odds  of  becoming  a  satisfied  switch 
user.  Call  (603)  337-0903  and  ask 
for  your  free  switching  solutions 
guide.  Or  visit  us  on  the  web  at 
www.cabletron.com  /  satisfaction. 
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ARE  YOU  READY 

TO  CREATE  MORE 
REVENUE  THROUGH 
INFORMATION? 


IN  THE 


Data  Center 


Your  data  is  expanding  at  an  explosive  rate.  As  is  your  volume  of 
users,  transactions  and  web  hits.  Meeting  these  ever  increasing 
demands  requires  new  dimensions — a  next  generation  data  center 
capable  of  managing  and  processing  data  into  useful  information, 
accessible  across  your  global  enterprise  anywhere,  anytime. 

At  Sequent,  we're  leading  new  dimensions  in  the  data  center  with 
NUMA-Q  2000,  our  robust,  scalable  platform  designed  with  plenty  of 
headroom  to  keep  pace  with  your  data  center  needs.  Sequent,  who 
delivered  the  world's  first  open  SMP  and  InteP-based  NUMA  systems, 
is  now  leading  a  safe  path  to  WindowsNT  in  the  data  center.  Armed 
with  Intel  Pentium  Pro  processors,  NUMA  Q  2000  ensures  the 
flexibility  and  investment  protection  you  need  to  respond  to  your 
changing  business  requirements. 


To  further  extend  Sequent's  data  center  capabilities,  we've  teamed 
with  the  best-in-class  leaders.  Sequent,  together  with  Intel,  EMC, 
and  Oracle  is  shaping  new  dimensions  in  the  data  center,  creating 
lasting  business  value  and  driving  revenue  generating 
opportunities  for  you. 

Get  ready  today!  Visit  www.sequent.com/datacenter  or  call 

o 

1  800-228  6524  to  receive  Sequent's  Data  Center  white  paper  and 
Guidebook  to  the  Data  Center. 


Our  business  is  your  success. 


Sequent  Computer  Systems,  Inc.  All  rights  reserved.  Sequent  is  a  registered  trademark  and  NUMA  Q  is  a  trademark  of  Sequent  Computer  Systems,  Inc. 
Intel  and  Pentium  are  registered  trademarks  of  Intel  Corporation.  Windows  NT  is  a  registered  trademark  of  Microsoft  Corporation. 
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New 


Dimensions 


In  most 
corporations, 


in  the  Data  Center 


the  enterprise  data 
center  contains  a 
hodgepodge  of 
hardware  and 
software  (e.g., 
multiple  flavors  of 
high-end  Unix, 
OS/390  and  other 
proprietary  systems), 
requiring  disparate 
support  infrastruc¬ 
tures  and  offering 
little  in  the  way 
of  integration. 

Since  this  is 
unacceptable  to  the 
customer,  IT  groups 
and  vendors  are 
working  to  unify 
these  technologies 


BY  BRUCE  ALLEN 

Vice  President,  META  Group 
Enterprise  Data  Center  Strategies 


through  integration  “middle¬ 
ware,”  migration  to  common 
platform  architectures  and  the 
provision  of  multiple  “person¬ 
alities”  in  a  single  box. 

With  these  technologies 
viewed  as  back  office,  and 
newer  network  computing  tech¬ 
nologies  considered  front  office 
functionality,  the  challenge  for 
IT  organizations  (and  vendors) 
is  to  join  both  capabilities 
seamlessly  by  providing  a  “mid¬ 
dle  office”  set  of  systems  and 
procedures  that  “glues”  the 
other  two  together  (see  Fig.  1). 

As  more  back-office  (and 
some  front-office)  tasks  are  rel¬ 
egated  to  external  providers 
(e.g.,  outsourcers),  most  Global 
2000  companies  are  developing 
a  mix  of  internal  and  external 
service  provisioning.  IT’s 
expanded  purview  of  responsi¬ 
bility  encompasses  the  needs  of 
customers,  external  suppliers, 
e-commerce  linkages,  and 
processes  that  are  cost-effective 
with  the  current  environment. 

The  challenge  is  heightened 
by  new  initiatives  such  as  data 
warehousing,  network  comput¬ 


ing,  business  intelligence,  e- 
commerce  and  “Webification” 
of  business  applications.  Along 
the  way,  remedial  issues  such 
as  Year  2000  compliance  and 
Euro  conversion  (which  are 
consuming  as  much  as  30%  of 
IT  resources  and  budgets) 
must  also  be  addressed.  To 
achieve  these  goals,  IT  groups 
must  prioritize  the  elements 
that  will  ensure  that  changing 
customer  requirements  are 
met,  as  well  as  identify  criteria 
for  selecting  strategic  vendors 
to  share  the  burden  of  meeting 
these  goals. 

Of  the  ten  critical  success 
factors  META  Group  has  iden¬ 
tified  for  the  future  enterprise 
data  center  (see  p.  4),  this  sup¬ 
plement  will  focus  on  four:  inte¬ 
gration,  scalable/flexible  plat¬ 
forms,  universal  data/media 
and  asset  management. 

Although  IT  has  ultimate 
responsibility  for  customer  sat¬ 
isfaction,  vendors  also  play  a 
key  role.  IT  must  make  tough 
choices  now  on  which  vendors 
will  help  energize  their  future 
enterprise  data  center. 
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Ten  Principles  for  the  Success 
of  the  Future  Enterprise  Data  Center 


1)  Integration:  To  ensure  optimal  flexibility 
for  users  to  access  systems  and  data  across 
disparate  platforms  and  networks,  a  mix  of 
off-the-shelf  technologies  (e.g.,  MQSeries, 
DCE,  ORBs,  distributed  transaction  moni¬ 
tors)  must  be  complemented  by  IT  services. 
Network  gateways,  bridges,  routers,  chan¬ 
nel  attach  and  other  mechanisms  are  also 
required  to  link  information  resources. 
Encryption,  authentication,  network  fire¬ 
walls,  resource  access/control  and  intruder 
monitoring  must  be  addressed  via  a  cohe¬ 
sive  security  policy  and  implemented  with 
the  appropriate  tools. 

2)  Scalable/flexible  platforms:  Short-  and 
long-term  scalability  of  CPU  (server),  mem¬ 
ory,  data  storage  and  network  bandwidth 
must  be  assured,  with  flexibility  to  adapt  to 
new  technologies  in  each  category. 

3)  Universal  data/media  (storage):  Tech¬ 
nologies  include  open  storage,  backup/ 
restore  software,  tape  devices,  automated 
tape  libraries,  hierarchical  storage  manage¬ 
ment  (HSM)  software  and  database  moni¬ 
toring  software  that  address  all  platform 
requirements.  Management  support 
includes  backup,  restore,  archival,  data 
placement  and  usage  monitoring. 

4)  Asset  management:  This  is  achieved 
through  the  implementation  of  the  afore¬ 
mentioned  items,  as  well  as  the  traditional 
capabilities  of  inventory,  configuration,  con¬ 
tract  and  vendor  management. 

5)  Application  management:  Provides 
application  development,  software  life¬ 


cycle  management  tools,  configuration/ 
change  management,  and  all  associated 
support  services. 

6)  Workload  management:  Includes  the 
areas  of  load  balancing,  batch  scheduling, 
workload  prioritization,  print/output  spool¬ 
ing  and  appropriate  resource  sharing. 

7)  Service-level/availability  management: 
Requires  appropriate  OS,  subsystem  and 
application  instrumentation  to  provide  sta¬ 
tus  information  on  system,  network  and 
application  resources.  These  tools  must 
also  tie  into  performance-,  problem-  and 
fault-monitoring  tools.  Availability  man¬ 
agement  capabilities  include  OS/resource 
partitioning,  clustering,  clustered  file  sys¬ 
tems,  ability  to  perform  preventive  mainte¬ 
nance  without  incurring  downtime,  etc. 

8)  Operations  management:  The  provision¬ 
ing  of  console/network  monitoring,  pro¬ 
duction  support,  and  general  monitoring  of 
workloads  as  they  are  processed. 

9)  Performance/capacity  management: 
Tools  include  performance  collection  soft¬ 
ware,  automated  analysis  of  performance 
data  in  relation  to  service  levels,  intelligent 
(rules-based)  response  to  abnormal  situa¬ 
tions,  and  a  capacity  planning  model  or  tool 
to  project  future  requirements. 

10)  Infrastructure  development  manage¬ 
ment:  Development  of  an  organizational 
core  competency  around  infrastructure 
problems.  Includes  many  of  the  other  nine 
areas,  with  emphasis  on  middleware  and 
application  management. 
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INTEGRATION 

Integration  is  the  most  criti¬ 
cal  success  factor  for  the  future 
enterprise  data  center.  This 
issue  is  synonymous  with  the 
issue  of  standards;  the  middle¬ 
ware  components  that  bring 
about  integration  are  only  as 
effective  as  they  are  pervasive. 
Individual  vendor  initiatives  to 
extend  “standard”  middleware 
often  render  them  non-standard. 

It  will  require  key  vendor  ini¬ 
tiatives  based  on  strong 
alliances  to  “glue”  these  dis¬ 
parate  integration  technologies 
together.  These  technologies 
include  platform-based  architec¬ 
tures  (e.g.,  non-uniform  mem¬ 
ory  access  [NUMA],  S/390  Par¬ 
allel  Sysplex),  data/storage 
architectures  and  middleware 
such  as  ORBs,  SQL,  gateways, 
distributed  transaction  moni¬ 
tors  and  messaging. 

Looking  out  to  2000/01, 
META  Group  believes  S/390 
(with  Parallel  Sysplex)  and 
NUMA  (with  Intel)  will  per¬ 
vade  most  enterprise  platforms 
(HP,  Sun  and  IBM  will  have 
NUMA-based  platforms  in  this 
time  frame)  as  the  means  of 
tying  small  groups  of  proces¬ 
sors  into  larger  processor  clus¬ 
ters.  NUMA  offers  the  advan¬ 
tage  of  symmetric  multipro¬ 
cessing  (SMP)  technology  with 
theoretical  massively  parallel 
processing  (MPP)  scalability. 

While  SMP  clustering  is  gen¬ 
erally  limited  to  16-32  proces¬ 
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sors,  NUMA  servers  will  soon 
handle  up  to  252  processors. 
The  advantages  of  NUMA 
translate  into  higher  availabil¬ 
ity,  reduced  cost  and  the  ability 
to  consolidate  workloads  into 
fewer  servers,  thus  minimizing 
management  overhead  and  pro¬ 
viding  economies  of  scale. 

Data/storage  architectures 
are  required  to  provide  common 
access  to  data  (regardless  of 
platform,  data  structure,  etc.) 
and  a  common  means  of  provid¬ 
ing  backup/recovery,  archival, 
HSM  and  database/data  ware- 


create  an  integrated  storage 
hierarchy  that  provides  trade¬ 
offs  between  cost  and  service. 

In  the  area  of  security,  the 
purpose  of  DCE  was  to  provide 
integration  for  network  authen¬ 
tication  of  users  through  Ker¬ 
beros,  DES  encryption  and 
database  single  sign-on.  By 
1998,  however,  Netscape  and 
Microsoft  will  have  driven  rea¬ 
sonably  effective  encryption 
and  authentication  mechanisms 
(via  a  successor  to  Secure  Sock¬ 
ets  Layer)  into  their  markets. 
By  1999,  those  technologies 
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house  interoperability.  While 
vendors  such  as  EMC  (in  part¬ 
nership  with  database  and  plat¬ 
form  vendors)  will  lead  the  way 
in  providing  enabling  technolo¬ 
gies,  IT  must  adopt  the  appro¬ 
priate  support  tools  and  develop 
systems  and  procedures  to 
ensure  maximum  availability, 
service  (speed  of  access)  and 
data  integrity.  The  goal  for  IT:  to 


(based  on  RSA  and  X.509)  and 
LDAP  will  deliver  enterprise 
directory  capabilities.  By  2001, 
this  technology  set,  in  a  form 
called  Public  Key  Infrastructure 
(PKI),  will  likely  supersede 
DCE  for  authentication  and,  by 
2003,  for  authorization. 

In  the  context  of  ORBs,  the 
Common  Object  Request  Bro¬ 
ker  (CORBA)  architecture  is 
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FIGURE  i 


FIGURE  2 
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Developers  creating 
custom  software  for 
multi-platform  distribution 
at  large  corporate  sites 
are  starting  to  seriously 
consider  CORBA. 


Political  and  technical 
obstacles  will  continue  to 
prevent  a  universal  SQL 
middleware  product. 


key.  Lack  of  interoperability  has 
limited  CORBA’s  usefulness  as 
a  standard  for  distributing 
objects  (i.e.,  its  ability  to  act  as 
an  object  traffic  cop)  but  imple¬ 
mentations  such  as  Universal 
Networked  Objects  have 
helped.  Developers  creating 
custom  software  for  multi¬ 
platform  distribution  at  large 
corporate  sites  are  starting  to 
seriously  consider  CORBA. 
OLE/DCOM,  by  virtue  of 
Microsoft’s  continued  push,  will 
become  a  major  consideration. 

SQL  interfaces/middleware 
are  a  difficult  proposition  for 
many  users.  Most  client/server 
implementations  use  the  mer¬ 
chant  database  vendors’  prod¬ 
ucts  (e.g.,  Oracle  SQL*Net, 
Sybase  OpenClient).  SQL  will 
remain  an  important  middle¬ 
ware  standard,  with  the  mer¬ 
chant  RDBMS  vendors  supply¬ 
ing  the  bulk  of  the  technology. 

While  greater  interoperabil¬ 
ity  will  always  be  a  goal,  politi- 
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cal  and  technical  obstacles  will 
continue  to  prevent  a  universal 
SQL  middleware  product.  And 
as  data-driven  IT  architectures 
include  more  disparate  data 
sources  (including  legacy  data¬ 
bases)  and  performance  require¬ 
ments,  users  will  have  to  move 
beyond  SQL  middleware. 

In  terms  of  third-party  SQL 
interfaces  and  gateways, 
Microsoft’s  ODBC,  Information 
Builders’  EDA/SQL,  Oracle’s 
SQL*Connect  and  Sybase’s 
OmniSQL  provide  database 
independence  for  applications 
with  limited  performance 
requirements.  The  best  use  of 
this  technology  is  to  enable 
client  access  to  data  warehouses 
(i.e.,  most  DSS  tools  support 
ODBC  on  Windows),  or  to  sup¬ 
port  batch  extracts  and  transfers 
from  one  database  to  another. 
SQL  gateways  are  also  marketed 
as  enabling  a  "SQL  view”  of  non¬ 
relational  data  (VSAM,  IMS, 
IDMS,  RMS),  but  the  usefulness 
of  these  products  is  restricted  by 
the  data  schema  changes  in 
most  legacy  databases. 

Distributed  transaction 
monitors  (e.g.,  Transarc, 
Tuxedo)  are  another  enabler  in 
IT’s  arsenal.  CICS  emulators  on 
Unix  (i.e.,  Unikix  and  Vlsys- 
tems)  enable  cut-and-paste 
downsizing  of  CICS  online  sys¬ 
tems,  and  support  open-CICS 
to  mainframe-CICS  intersystem 
communications.  But  META 
Group  does  not  project  long- 
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Not  Without 
EMC  Enterprise 
Storage 
They  Won’t. 


Consolidating  information  for 
business  results  is  nothing  more 
than  wishful  thinking  without 
EMC  Enterprise  Storage.1'1  With 


EMC  at  the  center  of  the  IT 


enterprise,  business  leaders 
now  have  the  tools  they  need 
to  leverage  all  of  their  informa¬ 
tion  into  a  powerful  competitive 
advantage.  Finally,  vast  amounts 
of  information  can  be  managed, 
stored,  protected,  and  rapidly 
shared  simultaneously  across 
all  platforms  -  mainframe,  open 
systems,  NT,  AS/400,  you  name 
it.  EMC  Enterprise  Storage.  For 
companies  that  want  to  grow 
as  quickly  as  their  information. 


To  learn  more,  visit  our  Web 


site  at  www.emc.com,  or  call 


1-800-424-EMC2,  ext.  106. 
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THE  DATA  CENTER 
OF  TOMORROW 
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term  success,  due  to  user  reluc¬ 
tance  to  load  a  full-scale  CICS 
interface  (API)  on  PCs. 

In  the  longer  term,  message¬ 
passing  and  queuing  middle¬ 
ware  offers  the  most  promise  as 
users  write  more  complex  GUI- 
based  applications.  The  non- 
blocking  asynchronous  model 
of  this  technology  best  fits  the 
event-driven  GUI  programming 
paradigm.  We  believe  IBM’s 
MQI  (message  queuing  inter¬ 
face)  will  be  the  messaging 
standard,  with  MQSeries  and 
MQ  3-Tier  deployment  slowly 
increasing. 

SCALABLE  PLATFORMS 

Even  the  most  talented  IT 
architects  have  been  unable  to 
project  the  evolution  of  hard¬ 
ware  and  software  platforms. 
Nor  have  they  been  able  to  pre¬ 
dict  server/network  application 
requirements,  even  within  the 
first  year.  IT  groups  must  adopt 
platforms  that  scale  over  at 
least  a  5-year  window  to  avoid 
costly  conversions,  migrations 
and  disruptions  to  business. 
Since  application  forecasts  (and 
longevity)  often  exceed  plans, 
the  real  need  is  to  "bullet¬ 
proof’  enterprise  technologies 
by  providing  a  growth  path 
(e.g.,  porting  or  normal  scale 
increments)  that  will  support 
the  normal  5-10  year  life  for 
applications  (see  Fig.  2). 

For  most  enterprise  applica¬ 
tions  (i.e.,  more  than  500  users 
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and  100GB  of  data),  data  cen¬ 
ters  will  opt  for  OS/390  and 
high-end  Unix  until  at  least  the 
second  half  of  1999,  when  NT 
Enterprise  begins  to  offer  new 
scale  options. 

By  2000/01,  we  foresee  Unix 
consolidation  around  Sun 
Solaris,  AIX  and  HP-UX,  creat¬ 
ing  challenges  for  vendors  and 
users.  While  we  view  S/390  as 
the  most  scalable  hardware 
platform  with  its  potential  for 
32x1 0-way  (uniprocessors  now 
at  62  MIPS,  scaling  to  100  + 
MIPS  by  2000)  configurations, 
Intel’s  LA-64  Merced  architec¬ 
ture  will  significantly  increase 
Unix/NT  scale  by  1999. 

Meanwhile,  users  continue 
to  back  off  from  shared  nothing 
architectures  (i.e.,  MPP)  in 
favor  of  SMP+  systems  such  as 
NUMA.  We  also  believe  that 
NUMA-based  clustering  and 
the  continued  trend  toward  NT 
will  shift  ISV  focus  and  overall 
market  perception  to  Wintel, 
including  both  Unix  and  NT 
permutations. 

Sequent  recently  demon¬ 
strated  its  ability  to  provide 
Unix  and  NT  partitions  in  its 
NUMA-Q.  2000  server.  This 
prototype,  to  ship  in  1998,  also 
highlights  the  capability  of  Ora- 
cle  Parallel  Server  to  scale 
across  multiple  nodes.  Virtual 
Interface  Architecture,  an 
emerging  high-speed  communi¬ 
cations  interface,  should  pro¬ 
vide  better  performance  and 


scalability  (versus  distributed 
message  passing,  or  DMP)  in 
such  configurations.  NUMA-Q 
2000,  however,  represents  the 
first  NT-capable  platform  that 
can  be  configured  in  a  distrib- 
uted/DMP  format,  a  large  SMP 
system,  or  both  simultane¬ 
ously.  This  approach  promises 
NT-scale  investment  protection 
and  a  migration  path  to  NT. 

NUMA  technology  repre¬ 
sents  a  good  compromise 
between  traditional  SMP  and 
MPP  architectures.  Its  key  con¬ 
cept  is  the  combining  of  “near” 
and  “far”  processor  and  mem¬ 
ory  resources  (e.g.,  on  a  local 
node  or  not),  transparently 
extending  the  SMP  shared 
resource  programming  model. 
The  I/O  subsystem  is  based  on 
lOOMB/sec  fiber  channel  inter¬ 
faces,  including  fiber  channel 
bridges  accommodating  SCSI 
and  legacy  peripheral  support. 
Sequent’s  NUMA-Q2000  is  the 
first  Intel-based  NUMA  system; 
we  expect  Sequent  to  establish 
OEM  deals  with  other  systems 
vendors  to  accelerate  their  tran¬ 
sition  to  NUMA. 

DATABASES/STORAGE 

As  Unix  database  servers 
grow  (30-300  GB  +  ),  and  as 
OS/390  data  is  increasingly 
accessed  across  disparate  plat¬ 
forms,  users  must  develop  stor¬ 
age  architectures  to  address 
issues  of  backup/restore,  HSM, 
cross-platform  access  to  tape 
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NUMA-based  clustering 
and  the  continued  trend 
toward  NT  will  shift 
ISV  focus  and  overall  market 
perception  to  Wintel. 


NUMA  technology 
represents  a  good  compromise 
between  traditional  SMP  and 
MPP  architectures. 


devices  and  automated  tape 
libraries.  The  pressing  area  of 
backup/recovery  operations  is 
driving  early  efforts,  with 
emphasis  on  the  integration  of 
DBMSs  with  tape  systems. 

Despite  rapid  product  evolu¬ 
tion,  led  by  vendors  such  as 
IBM  and  EMC,  users  will  con¬ 
tinually  have  to  overcome  tech¬ 
nology  limitations  and  lack  of 
media  and  access  method  stan¬ 
dardization  through  at  least 
2000.  In  1997/98,  users  will 
combine  automated  storage 
hardware  with  more  compre¬ 
hensive  network,  Unix,  OS/390 
and  storage  management  soft¬ 
ware/firmware  implementa¬ 
tions  (see  Fig.  3). 

As  the  lines  between  online, 
offline  and  cache  storage  over¬ 
lap,  storage  systems  leveraged 
by  enterprise  HSM  will  enable 
distributed  storage  I/O  subsys¬ 
tems  to  merge  with  S/390  sub¬ 
systems  in  the  enterprise  data 
center.  Linking  disparate  I/O 


Uniting  Enterprise  Data  Center  Technologies 


Source:  META  Group 


subsystems  will  enable  single¬ 
point  application  access,  the 
ability  to  join  data  from  geo¬ 
graphically  dispersed  and  dis¬ 
parate  data  structures,  and  pro¬ 
vide  a  foundation  for  common 
middleware  and  software  trans¬ 
port  functions.  Enterprise  I/O 
subsystem  building  blocks 
include  serial  and  fiber  connec¬ 
tivity  technologies,  multi-host 
connectivity  and  HSM  software. 

Storage  subsystems  are 
rapidly  evolving.  Sustained  data 
transfer  rates  of  500MB/ 
second  are  already  available, 
and  terabyte/second  rates  are 
projected  in  the  next  two  years. 
Storage  management  ISVs  such 
as  BMC,  Boole  &  Babbage, 
Compuware  and  Sterling  Soft¬ 
ware  will  make  product  acqui¬ 
sitions  to  support  these  newer 
technologies  through  1998, 
with  hardware  vendors  such  as 
EMC  and  IBM  providing  built- 
in  storage  management  func¬ 
tionality  and  connections  to 
their  respective  software-based 
capabilities. 

ASSET  MANAGEMENT 
Enterprise  asset  management 
(EAM)  is  defined  as  the  estab¬ 
lishment  of  core  competencies 
around  the  other  nine  princi¬ 
ples.  In  addition  to  providing 
tools  and  procedures  to  support 
various  EAM  disciplines  (e.g., 
configuration  management), 
tomorrow’s  data  center  must  be 
built  on  a  foundation  of  tech- 
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OF  TOMORROW 

nology  that  is  leveraged  (e.g., 
two  to  three  major  vendors, 
with  a  focus  on  technologies 
that  maximize  synergy  and  pro¬ 
vide  economies  of  scale),  while 
providing  scale  and  manage¬ 
ability.  These  strategic  vendors 
must  also  provide  technology 
that  lends  itself  to  achieving 
investment  protection,  lon¬ 
gevity,  financial  benefit  and  a 
toolkit  to  enable  EAM  rigor. 

EAM  tools  have  emerged 
from  systems  vendors,  ISVs, 
help  desk  vendors,  LAN  man¬ 
agement  vendors,  service  ven¬ 
dors  and  those  with  a  specific 
asset  focus.  These  tools  all 
enable  different  tasks  and  disci¬ 
plines,  ranging  from  inventory 
collection  and  reporting  to 
higher-end  analysis  of  the  asset 
portfolio.  While  each  EAM  con¬ 
stituency  prioritizes  criteria  dif¬ 
ferently,  the  key  factors  include 
asset  clustering  capabilities, 
data  mobility  (e.g.,  flexible 
import  and  export),  and  a  solu¬ 
tion  to  the  lack  of  a  primary  key 
(i.e.,  unique  identifier)  for  indi¬ 
vidual  assets. 

The  CIO  is  the  ultimate  cus¬ 
tomer  in  need  of  asset  manage¬ 
ment  information.  In  evaluating 
tools,  IT  must  balance  func- 


Bruce  Allen  is  Vice  President,  Enterprise 
Data  Center  Strategies  for  META  Group, 
Inc.,  an  independent  market  assessment 
company  that  provides  research,  analy¬ 
sis,  and  advisory  services  regarding 
information  technology  developments 
and  trends.  For  more  information,  visit 
www.metagroup.com. 


tional  vs.  financial  require¬ 
ments.  Solutions  such  as  HP’s 
AssetView,  Asset  Software 
International’s  AssetPro,  Tan- 
gram  Asset  Insight,  Comdisco’s 
Class  and  Isogon’s  SoftAudit 


track  the  financial  side  of  the 
house  (maintenance  and  service 
costs)  as  well  as  much  of  the 
functional  side  (hardware/ soft  - 
ware  configuration,  inventory 
management,  etc.).  + 


BOTTOM  LINE 


Since  most  data  center 
architectures  are  evolution¬ 
ary,  IT  must  provide  sup¬ 
port  for  at  least  three  plat¬ 
form  pillars:  OS/390,  Unix 
and  NT.  IT’s  challenge  in 
the  next  3-5  years  is  to 
develop  an  adaptive  archi¬ 
tecture,  one  that  includes 
selecting  key  vendors  with 
similar  goals  in  providing 
adaptability  and  integra¬ 
tion  during  this  transition. 

Database  (and  data) 
challenges  will  continue  to 
plague  IT  and  vendors. 
Vendors  will  lead  the 
charge  with  architectural 
“bridges”  such  as  Oracle’s 
NCA  and  IBM’s  DB2/UDB 
strategy  with  associated 
middleware  linkages.  For 
IT*  understanding  the 
advantages  of  integration 
among  hardware,  software, 
database  and  network  tech¬ 
nologies  will  determine  the 
appropriate  vendor  align¬ 
ment  and  will  help  resolve 
corporate  “how  and  where” 
hosting  decisions  for  new 


and  existing  applications. 

IBM  will  maintain  its 
hold  on  the  back  office 
while  reinventing  OS/390 
to  provide  some  front-  (and 
middle-)  office  capabilities. 
Microsoft  continues  its  NT 
juggernaut;  the  NT/Merced 
platform  will  likely  prevail 
as  the  standard  bearer  for 
network  computing, 
despite  Microsoft’s  inclina¬ 
tion  to  focus  on  SMP  and 
MPP  with  its  Wolfpack 
offerings. 

Meanwhile,  little  has 
been  done  to  address  mid¬ 
dle  office  requirements  (a 
notable  exception  is 
Sequent’s  NUMACentre 
2000  initiative),  leaving  the 
main  responsibility  so  far 
to  IT  organizations.  In  the 
next  3-5  years,  IT  must 
develop  partnerships  and 
alliances  with  vendors  who 
can  agree  on  common  mid¬ 
dleware  and  flexible  archi¬ 
tectures.  .  .which  ensure 
bullet-proof  enterprise 
capabilities  for  customers. 
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n  IS  revolution  is  well  under  way.  The  funda- 
entals  —  politics,  careers,  economics,  resource 
abilities,  mission  and  relationships  —  are  up 
grabs.  When  the  revolution  is  over,  the  infor- 
jon  systems  profession  will  resemble  law 
more  than  it  will  today’s  IS  departments. 


FUTURE 
OF  IS: 
ELITES 
AND  FREE 
AGENTS 


^^^^^■^40 -year  history,  IS  has 
neK  hi^«he  very  same  time  by 
sue*  a  combifiaPjin  of  factors  as  now. 
The  a  few  of  those  fac¬ 

tors: 

Tech^^^^^^^Bt/intranets;  Java: 
guarant^M^^^^^^integrity  in  com¬ 
plex  networks:  data  warehouse  integra¬ 
tion;  multimedia:  electronic  commerce: 
security. 

Human  resources:  the  year  2000 
drain;  the  drop  in  computer  science  en¬ 
rollments;  the  need  for  design  rather 
than  programming  skills  for  multimedia 
and  Internet  applications;  the  supply/ 
demand  labor  gap  in  so  many  areas, 
such  as  new-generation  networking,  SAP 
and  data  warehousing. 

Economic:  the  cost  of  year  2000  fixes 
and  their  drain  on  development  and  in¬ 
frastructure  budgets;  the  continuing  es¬ 
calation  of  support  costs. 

Organizational:  the  impact  of  down¬ 
sizing  and  outsourcing  on  IS  confidence, 
morale  and  loyalty;  the  disenchantment 
with  expectations  that  the  chief  informa¬ 
tion  officer  has  to  be  some  superhuman 
magician  who  can  singlehandedly  deliver 
competitive  advantage  and  instantly 
meet  all  the  needs  of  the  business;  the 
continuing  problem  of  balancing  central 
coordination  of  the  information  technol¬ 
ogy  resource  with  decentralized  use  and 
decision-making  at  the  root  of  the  corpo¬ 
rate  politics  of  IS. 

TODAY'S  IMPLICATIONS 

Individually,  each  of  these  factors  signals 
land  mines  and  signs  that  note  “Here 
there  be  dragons”  along  the  evolutionary 
path  of  IS.  Together,  they  wipe  out  any 
clear  path  to  the  future;  there  will  literal¬ 
ly  be  a  need  for  trailblazing.  IS  can’t 
meander  its  way  into  such  a  complex 
and  uncertain  future. 


However  the  revolution  turns  out,  it 
will  surely  shift  IS  from  technology  to 
people.  “High  tech”  is  now,  in  reality, 
“high  commodity.”  Every  technology  in¬ 
novation  generates  its  own  commoditi¬ 
zation.  My  own  gleeful  delight  in  order¬ 
ing  a  laptop  recently  with  a  14.1-in. 
screen  and  80M  bytes  of  RAM  faded 
when  I  thought,  “Yeah,  but  it’s  only  166 
MHz.”  New  in  ’97,  passe  in  1998.  The 
same  day,  a  friend  who  wires  up  conven¬ 
tions  and  such  mobile  events  as  this 
summer’s  Lollapalooza  tour  told  me 
about  how  installing  a  network  of  “Tees” 
—  Ti  lines  —  in  a  half-day  or  so  is  basi¬ 
cally  blue-collar  work  for  him.  Small- 
scale  World  Wide  Web  site  Internet  and 
intranet  development  are  close  to  being 
commodities,  just  two  years  after  this 
was  state-of-best-practice  through  the  su¬ 
perb  do-it-yourself  software  kits  you  can 
buy  in  any  shopping  mall. 

But  integrating  the  commodity  com¬ 
ponents  isn’t  a  commodity  and  won’t  be 
for  perhaps  40  more  years.  The  real  rev¬ 
olution  is  about  people.  Technology  is 
now  something  you  buy.  Often,  you’re 
renting  people  with  it,  through  systems 
integrators,  consultancy  firms  and  ven¬ 
dors.  The  future  of  IS  rests  on  finding 
noncommodity  people  and  contracting 
for  technology.  That  will  mean  a  smaller 
but  far  more  effective,  influential  and  fo¬ 
cused  new-style  IS  unit  that  will  be  the 
source  of  organizational  advantage  from 
IT.  Its  agenda  will  be  innovation,  service 
and  spending  time  with  its  business  cus¬ 
tomers  instead  of  struggling  to  juggle  all 
the  now  virtually  impossible  demands 
the  traditional  IS  unit  faces. 

I  certainly  have  no  idea  about  the  ex¬ 
act  direction  the  IS  revolution  will  take, 
but  these  are  my  best  guesses:  Success 
will  come  to  IS  organizations  that  give 
up  the  technology  and  the  notion  of  IS 


as  being  mainly  comprised  of  full-time 
personnel.  Those  organizations  will  in¬ 
stead  build  a  very  small,  very  elite  cen¬ 
tral  IS  core,  focused  on  integration;  de¬ 
volve  all  technology  operations  to 
autonomous  specialist  units  organized 
around  the  commodities;  and  organize 
as  advisers  to  the  many  groups  —  busi¬ 
ness  units,  technical  teams  and  outside 
contractors  —  who  will  collaborate  on 
technology-related  decisions. 

Give  up  the  technology,  please.  It  will 
be  a  handicap  for  IS  in  the  revolution. 
Rent  the  technology  skills,  and  rent  the 
best  you  can  afford  because  you’ll  need 
them.  Identify  the  technology  decisions 
for  your  firm.  Become  expert  about 
them,  and  become  advisers  to  the  people 
who  will  make  them.  Build  a  group  of 
20  to  40  people  who  are  stars  in  busi¬ 
ness/technology  integration  and  telecom- 
munications/database /computer  integra¬ 
tion. 

Accept  that  the  IS  profession  is  mov¬ 
ing  to  become  very  much  like  the  legal 
field.  A  law  firm  has  a  small  core  of  cor¬ 
porate  lawyers  but  very  few  “staff.”  Law 
is  a  profession  composed  of  indepen¬ 
dents,  specialists,  small  and  large  firms 
that  corporations  draw  on  through  their 
core  in-house  group.  That’s  what  the 
next  generation  of  IS  will  be:  indepen¬ 
dents,  specialists  and  contractors. 

So  forget  about  recruiting  and  retain¬ 
ing.  Learn  how  to  coordinate,  integrate, 
contract  and  advise.  And  IS  profession¬ 
als,  set  yourself  up  as  lawyers  do.  Focus 
your  skills.  Specialize.  Keep  up  to  date. 
Be  a  true  “professional.”  □ 

Keen’s  address  is  www.peterkeen.com. 

The  third  of  his  books  published  this  year 
by  the  Harvard  Business  School  Press,  On¬ 
line  Profits:  A  Manager’s  Guide  to  Elec¬ 
tronic  Commerce,  was  released  Oct.  1. 


Going  right  to  the  top 

If  you  have  a  chief  information  officer  who  reports  directly 
to  the  chairman,  CEO  or  chief  operating  officer,  that  could 
be  a  sign  your  IS  department  has  risen  in  status  since  the 
1980s. 

A  survey  conducted  this  past  summer  by  a  New  York  ex¬ 
ecutive  search  firm,  John  J.  Davis  &  Associates,  Inc.,  found 
that  nearly  half  of  more  than  300  top-level  information  tech¬ 
nology  executives  at  Fortune  1,000  firms  report  to  the  top 
level.  That  top  level  includes  president  and  chairman,  says 
John  Simon,  managing  director  of  Davis  &  Associates.  Only 


22%  report  to  the  chief  financial  officer;  the  rest  answer  to  a 
variety  of  other  offices. 

“Ten  years  ago,  the  CIO  was  regarded  solely  as  a  provider 
of  a  support  function,"  Simon  says.  “Since  then,  more  com¬ 
panies  recognize  the  strategic  business  role  the  CIO  can  play, 
and  both  the  reporting  lines  and  job  specs  have  changed  ac¬ 
cordingly.” 

Simon  doesn’t  have  any  hard  numbers  from  the  ’80s  to 
measure  the  change  in  stature.  That’s  because  such  ques¬ 
tions  weren’t  asked  then,  he  says.  But  changes  in  the  report¬ 
ing  relationships  in  job  specifications  —  along  with  com¬ 
ments  in  similar  surveys  conducted  in  the  past  few  years  — 
led  the  firm  to  suspect  a  trend,  he  says.D 
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sure  the  Internet  is  your  company’s  path  to  the  future  instead  of  a  quick  trip  to  nowhere 
Jly  fast  Web  servers,  AltaVista™  tools  and  knowledgeable  Internet  experts  that  we  d 
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not  IBM,  not  Compaq,  not  HP— has  the  combination  of  leading  edj 
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Buyer's  Guide 


Gartner,  Meta  Group,  Giga  and  Forrester  have  emerged  as 
leaders  in  broad-based  IT  advisory  services 


By  Amy  Malloy 


When  you  spend  $10 
million  to  implement 
a  new  technology,  it 
may  be  worth  another  $30,000  to 
ensure  that  you’re  investing  in  the 
right  technology.  Thus  the  inception 
of  information  technology  market 
research  and  advisory  firms.  These 
organizations  provide  IT  leaders 
some  assurance  in  the  high  price/ 
high  risk  world  of  computing.  Their 
analysts  can  help  you  choose  the 
right  product.  Also,  in  a  worst-case 
scenario,  if  a  technology  choice 
blows  up  in  your  face,  at  least  you 
can  say  an  analyst  recommended  it. 

Corporations  rely  on  IT  research  firms  for 
advice  on  a  broad  range  of  technological 
products,  architectures  and  approaches.  In¬ 
vestment  firm  ana¬ 
lysts  who  follow  the 
market  most  com¬ 
monly  name  four 
firms  as  the  leading 
suppliers  of  broad- 
based  IT  data  to 
the  corporate  world: 
Forrester  Research, 
Inc.,  Giga  Informa¬ 
tion  Group,  Gartner 
Group,  Inc.  and 
Meta  Group,  Inc. 
There  are  dozens  of 
other  organizations  that  provide  research  in 
more  specific  technology  areas  and  many 
groups  that  focus  on  systems  integration  or 
track  market  trends  for  IT  vendors. 

Users  and  analysts  cite  time-savings  as 
one  of  the  biggest  benefits  of  subscribing 
to  one  of  these  firms.  “The  strength  for 
me  as  an  IS  manager  is  that  I  have  some¬ 


place  I  can  call  and  get  some  instant  opin¬ 
ions  on  either  a  product  or  a  certain  func¬ 
tionality,  as  opposed  to  looking  through 
print  media  or  scraping  the  Internet,”  says 
David  Creedon,  manager  of  business  sys¬ 
tems  integration  at  Cl  BA  Specialty  Chem¬ 
icals  Corp.  in  Tarrytown,  N.Y. 

That  time-savings  translates  into  cost 
justification  for  many  companies  that  sub¬ 
scribe  to  market  research  firm  services. 
After  evaluating  the  cost  of  devoting  in- 
house  information  systems  staff  members 
to  researching  a  particular  product  catego¬ 
ry,  Nine  West  Group  in  White  Plains,  N.Y., 
determined  that  an  IT  market  research 
firm  is  less  expensive,  says  Gene  Alvarez, 
a  data  administrator  at  Nine  West. 

It  isn’t  unusual  for  companies  to  rely  on 
more  than  one  market  research  firm  for 
advice  about  major  product  buys.  “If  you 
are  going  to  spend  $10  million  on  a  cer¬ 
tain  technology,  you  better  believe  that  you 
want  to  have  a  second  opinion,”  says  Ullas 
Naik,  a  vice  president  at  First  Albany 
Corp.  in  Boston. 


Technology  research  firms  aren’t  cheap, 
but  most  clients  don’t  find  them  cost- 
prohibitive,  say  analysts  who  track  those 
firms.  Given  the  size  of  IT  expenditures, 
subscribers  are  getting  a  low-cost/high- 
value-added  product  from  the  research 
firms,  says  Keith  Gay,  vice  president  at 
NationsBanc  Montgomery  Securities,  Inc. 
in  San  Francisco. 

For  most  organizations,  enlisting  the 
services  of  a  research  firm  is  just  another 
step  in  the  evaluation  process.  Alvarez 
equates  using  an  IT  market  research  firm 
with  hiring  an  engineer  to  examine  a 
home  before  you  buy  it. 

A  user  company  must  decide  on  which 
research  firm  to  use  based  on  its  own  or¬ 
ganizational  structure.  The  research  firms 
aren’t  the  same,  says  Sara  Graziano,  an  IT 
consultant  at  Entergy  Corp.  in  New  Or¬ 
leans,  which  has  used  Meta,  Forrester  and 
Gartner.  “As  far  as  responsiveness,  I  think 
they  are  equal,  but  they  have  different  fo¬ 
cuses,”  she  says.  For  example,  Graziano 
says  Gartner’s  detailed  research  differs 


"The  strength  for  me  as  an  IS 
manager  is  that  I  have  some¬ 
place  I  can  call  and  get  some 
instant  opinions  on  either  a 
product  or  a  certain  function¬ 
ality,  as  opposed  to  looking 
through  print  media  or  scrap¬ 
ing  the  Internet." 

-  David  Creedon, 

CI6A  Specialty  Chemicals 
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from  Forrester’s  broad,  forward-thinking 
perspective  on  the  market. 

Clients  of  the  research  firms  are  unlike¬ 
ly  to  say  that  one  of  the  firms  offers  better 
research  or  employs  smarter  analysts.  The 
firms  win  over  customers  by  quality  of 
service,  meaning  that  they  provide  an¬ 
swers  in  a  timely  manner  and  maintain 
contact  with  clients,  Gay  says. 

Analysts  who  track  this  market  and 
clients  who  subscribe  to  the  research 


firms  say  specific  characteristics  distin¬ 
guish  firms  from  one  another.  Gartner, 
the  largest  of  the  four,  stands  out  for  the 
breadth  and  depth  of  its  research  and  the 
firm’s  size.  Its  revenue  was  close  to  $400 
million  last  year.  The  other  firms  top  off 
in  the  tens  of  millions. 

A  Gartner  report  provides  many  details, 
says  Sherri  Wolf,  an  analyst  at  Adams, 
Harkness  &  Hill,  Inc.  in  Boston.  Because 
of  Gartner’s  size  and  breadth,  you  usually 
can  find  what  you  need 
with  them,  she  says. 

Forrester  targets  the 
CEOs  and  chief  infor¬ 
mation  officers  of  its 
user  companies,  Wolf 
says.  Its  analysts  tend  to 
write  shorter  reports 
that  talk  about  key  is¬ 
sues  and  players  and 
market  direction,  she 
says. 

Forrester  presents  a 
top-level  view,  which  is 
good  for  people  who 
want  to  keep  abreast  of 
technological  innova¬ 


Research  firms  take  different  approaches.  Forrester's  George 
Colony  says  his  company  focuses  on  the  big  picture 


tions  without  learning  the  details  of  a  par¬ 
ticular  IT  implementation,  Naik  says. 

Meta  says  its  ratio  of  50  clients  to  one 
analyst  is  its  biggest  selling  point.  That’s 
50  clients  per  analyst  in  one  service  tech¬ 
nology  area.  Meta  encourages  clients  to 
telephone  its  analysts.  “It’s  the  high-touch 
approach,”  Wolf  says. 

Giga  labels  itself  as  a  third-generation 
provider  —  a  knowledge  integrator.  Giga 
has  an  online,  interactive  business  model, 
Naik  says. 

Financial  analysts  expect  these  advisory 
firms  to  continue  to  grow.  They  also  pre¬ 
dict  consolidation.  Product  lines  are  simi¬ 
lar,  so  a  merger  would  cut  costs,  Gay  says. 

Such  a  merger  could  present  difficulties 
in  the  blending  of  cultures,  Naik  says. 
Each  market  research  firm  has  a  unique 
culture  and  its  own  set  of  egos,  he  says. 

Analysts  also  predict  that  these  organi¬ 
zations  will  expand  through  diversifica¬ 
tion.  In  addition  to  offering  new  services 
in  related  areas,  they  may  explore  areas 
that  don’t  typify  their  core  business.  □ 


Malloy  is  Computerworld ’s  associate  editor, 
Buyer’s  Guide. 


Gartner  Group, 

Inc. 

Gartner  Group  is  nearly  10  times  the  size  of  its  com¬ 
petitors  in  number  of  analysts  and  revenue,  according 
to  financial  analysts.  That  makes  it  possible  for  Gartner 
to  cover  the  IT  industry  broadly  and  deeply. 

Gartner,  in  Stamford,  Conn.,  and  Santa  Clara,  Calif., 
has  three  main  businesses,  which  it  calls  its  advisory, 
measurement  and  learning  businesses. 

The  advisory  business  consists  of  research  advisory 
services;  the  acquired  research  firms  Datapro  Informa¬ 
tion  Services  Group,  Inc.  and  Dataquest;  interactive 
journals  such  as  Business  Technology  Journal,  which  con¬ 
tains  IT  information  for  non-IT  professionals,  and  the 
Information  Technology  Journal,  which  was  designed  for 
IT  professionals.  The  journals  provide  information  on  a 
daily  basis.  Clients  also  can  purchase  a  set  of  decision 
models  called  decision  drivers.  “The  advisory  services 
is  the  foundation  of  Gartner  Group  and  how  this  com¬ 
pany  was  started,”  says  John  Neeson,  senior  vice  presi¬ 
dent  of  worldwide  marketing  at  Gartner. 

The  measurement  business  operates  as  Real  Deci¬ 
sions  and  provides  benchmarking  and  best-practice  ad¬ 
vice  to  clients.  The  learning  business  offers  services 
that  range  from  helping  clients  manage  core  compe¬ 
tencies  to  technology-based  training. 


About  80%  of  Gartner’s  clients  are  IT  user  organiza¬ 
tions.  They  range  in  size  from  $100  million  companies 
to  Fortune  50  companies.  The  remaining  20%  of 
clients  are  vendors. 

About  half  of  Gartner’s  435  analysts  fit  into  the  re¬ 
search  and  advisory  services.  They  average  15  years  of 
experience  in  the  IT  industry.  Analysts  often  have  held 
the  title  of  vice  president  in  earlier  jobs,  says  Bill  Clif¬ 
ford,  chief  operating  officer  and  president  of  Gartner 
Group  Research. 

When  Gartner  says  it  covers  a  technology  such  as 
telecommunications,  Clifford  says,  it  devotes  dozens  of 
analysts  to  that  area.  “We  really  don’t  see  any  competi¬ 
tion  that  can  meet  us  in  terms  of  the  breadth  of  our 
product  offering,”  Clifford  says. 

Under  the  advisory  services,  clients  can  purchase  58 
individual  services,  covering  a  range  of  technology  sub¬ 
jects,  Clifford  says.  Clients  subscribing  to  a  service  re¬ 
ceive  telephone  access  to  analysts,  research  in  the  medi¬ 
um  they  choose  and  a  monthly  publication  that 
contains  that  month’s  top  10  pieces  of  research.  Gartner 
provides  a  biweekly,  six-piece  research  set  for  each  ser¬ 
vice  area.  Most  clients  purchase  a  Gartner  journal  to  get 
a  daily  feed  of  information. 

Clients  also  can  buy  120  Dataquest  titles,  25  Real  De¬ 
cision  benchmarking  offerings,  51  Datapro  services  and 
400  CBT  Group  PLC  titles  that  Gartner  sells.  A  Gartner 
Group  research  advisory  service  costs  on  average  be¬ 
tween  $10,000  and  $18,006  per  year. 


Gartner  says  it  tries  to  answer  questions  with  “strate¬ 
gic  planning  assumptions.”  To  do  this,  analysts  come 
up  with  a  probability  to  express,  for  example,  what 
Gartner  thinks  is  the  likelihood  a  predicted  result  will 
occur.  “We  attach  a  probability  to  what  we  believe,”  he 
says. 

As  for  future  growth,  Gartner  plans  to  continue  its 
expansion  and  diversification  within  the  IT  market¬ 
place.  “Look  for  us  to  stay  right  in  the  middle  of  the  IT 
business,  playing  on  our  two  competencies  of  research 
and  distribution,"  Clifford  says.  □ 

Revenue:  $394.7  million  1996 

Net  income:  $50.5  million  1996 

Number  of  employees:  2,200 
worldwide 

Number  of  analysts:  435  (including 

Dataquest,  Datapro  and  Gartner  Advisory) 

Number  of  clients:  8,300 
Web  site:  www.gartner.com 

Gurus  for  hire,  page  95 
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Presenting  the  ultra-reliable 
Aquanta™  HS/6  for  Windows  NT® 
Because  when  the  work  must 
go  on,  so  must  your  system. 


s  Windows  NT  gains  more  importance  in  your 


organization,  you  may  find  yourself  asking: 


'Can  I  really  depend  on  this  thing?" 


With  an  Aquanta  HS/6  server,  the  answer  will  be 


music  to  your  ears.  Especially  once  you  hear  all  the  fail¬ 


safe  features  it  offers  for  mission-critical  computing, 


For  example,  how  it’s  equipped  with  immediate  failure 


protection,  should  any 


CPU  even  begin  to  falter. 


Aquanta 


Redundant  fans  and  power  supplies  that  don't  require 


si  utdown  for  replacement.  And  RAID  technology  that 


vigilantly  protects  your  data. 


What's  more,  the  Aquanta  HS/6  runs  up  to  six  Intel 
Pentium  I  o  processors.  So  you  can  maximize  system 


availability  in  a  clustered  environment,  while  giving  users 


extra  power  with  its  extra  CPUs. 


Plus  everything  is  backed  by  the  same  worldwide 


staff  of  enterprise  experts  that  41  of  the  top  50  banks 


and  16  of  the  top  25  airlines  rely  on. 


Sound  interesting?  Bang  out  on  your  keyboard: 


www.aqu;  ita-systeri  is.unisys.com 


Aquanta  HS/6  Server 
shatters  12,026  tpmC*. 


Engineered  for  maximum 
availability— and  now  leading  the 
industry  in  TPC-C  benchmark 
price/performance-the  HS/6 
offers  up  to  six  200  MHz 
Pentium  Pro  processors. 
Dual  peer  PCI/EISA  bus. 

Six  RAID-ready  bays. 
Twelve  slots. 

And  up  to  4GB  ECC  memory 
and  512KB  L2  cache. 

Plus  VisiNet-ll  systems 
management  software. 
Rackmount  also  available. 

*As of  8/18/97 


Is  Windows  NT  ready 
for  the  enterprise? 

The  answer  is  "Yes!" 

And  now  you  can  attend  a  new 
seminar  to  get  all  the  advice  you 
need  on  how  to  add  eNTerprise 
class  to  your  Windows  NT 
operating  environment. 

Like  when  to  choose  clustering 
versus  scalability.  And  how 
to  cost-effectively  manage  a 
heterogeneous  network. 

Call  or  click  our  Web  site  to 
register  today. 

Seminar  Schedule 

November  3,  Chicago 
November  5,  Philadelphia 
November  7,  Atlanta 
November  10,  Dallas 
November  12,  Irvine,  California 
November  14,  Minneapolis 


www.unisys.com/marketplace 
1-800-874-8647,  ext.  757 


When  information  is  everything. 


With  our  Network, 

THEY  DON’T  EVEN 
CHECK  IN 


4 


AppliedTheory  only  designs 
its  network  with 


industry-leading  technologies 
that  have  been  proven  reliable 
in  real-world  performance. 

That  means  one  less  worry  for  you. 
100%  backbone  up-time 
for  the  past  21  months. 

No  bugs  allowed. 


•  Internet  Access 
•  Web  Hosting 

•  Web-Enabled  Legacy  Databases 
•  Internet  Training 


Applie  d  T  heory 


1  800  658  8587  www.appliedtheory.com 
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Forrester 
Research,  Inc. 

Forrester  started  as  a  small  company  boutique  in  1983 
and  has  evolved  into  a  research  firm  that  focuses  on 
the  concerns  of  CIOs  and  their  staffs.  George  Colony, 
Forrester’s  president,  says  the  firm  isn’t  a  “bit-twiddler.” 
The  user  trying  to  decide  between  buying  disk  drive  A 
or  disk  drive  B  will  want  to  go  somewhere  else  for 
advice. 

Forrester  estimates  that  90%  of  its  clients  also  are 
Gartner  clients.  It  makes  sense  that  you  would  buy 
Gartner  for  technology  assessment  and  Forrester  to  un¬ 
derstand  how  to  apply  the  technology  for  your  busi¬ 
ness,  Colony  says. 

Forrester  divides  its  business  into  three  areas:  New 
Media,  Information  Technology  and  Senior  Manage¬ 
ment  or  Leadership.  Half  of  Forrester’s  business  is  its 
Information  Technology  business,  which  includes  four 
services:  computing  strategies,  network  strategies,  pack¬ 
aged  application  strategies  and  telecommunications 
strategies.  The  other  half  of  Forrester  is  New  Media 
(40%  of  the  business)  and  Leadership. 

Forrester  claims  to  be  a  leader  in  New  Media,  and  it 
offers  six  strategy  services  in  that  area.  The  services  fo¬ 
cus  on  subjects  such  as  business  trade  and  technology, 
entertainment  and  technology,  and  people  and  technol¬ 
ogy.  Leadership  Strategies  is  research  for  senior  man¬ 
agement;  it  focuses  on  the  relationship  among  technol¬ 
ogy,  revenue  and  profit. 

Analysts  at  Forrester  have  seven  to  15  years  of  expe¬ 
rience  in  the  IT  industry.  Colony  describes  his  analysts 
as  original  thinkers  who  are  capable  of  looking  at  a 
wide  range  of  technology  and  economic  factors.  Ana¬ 
lysts  must  be  willing  to  make  a  counterintuitive  call 
about  the  IT  industry  —  to  say  the  industry  is  going 
one  way  when  everyone  else  says  it’s  going  in  another 
direction,  he  says.  Forrester  likes  its  analysts  to  main¬ 
tain  an  interest  in  politics,  society,  economics  and  the 
arts. 


Meta  Group,  Inc. 

Meta  Group  tries  to  keep  in  close  contact  with  its 
clients  by  keeping  a  low  client-to-analyst  ratio.  The  firm 
says  that  emphasis  on  personal  interaction  is  its  No.  1. 
differentiator  from  its  competition. 

The  interaction  with  analysts  gives  clients  in-context 
analysis  of  their  particular  business  environment,  says 
Dale  Kutnick,  president.  “We  are  not  just  selling  infor¬ 
mation;  we  are  selling  decisions,”  Kutnick  says. 

Founded  by  Kutnick  and  Marc  Butlein  in  1989,  Meta 
Group,  in  Stamford,  Conn.,  sees  Gartner  as  its  primary 
competition  and  Giga  and  Forrester  as  secondary  com¬ 
petition. 

“People  may  call  us  for  information,  but  they  are  not 
going  to  get  any  major  advantage  by  talking  to  us  vs. 
Gartner  or  Giga.  The  advantage  they  are  going  to  get  is 


-  George  Colony, 
Forrester  Research 


Each  analyst  is  expected  to  delve 
deeply  into  one  or  two  areas  of 
technology,  but  the  analyst  must 
also  have  a  general  understanding 
of  the  industry  as  a  whole,  Colony 
says. 

Forrester  names  the  stability  of 
its  analyst  staff  as  the  top  strength 
of  the  company.  And  Colony  says 
Forrester  makes  a  point  not  to  asso¬ 
ciate  with  Wall  Street  or  conduct 
deals  with  vendors  so  it  can  keep 
the  focus  on  the  technology  users,  s 

Forrester  groups  its  analysts  un-  ° 
der  its  12  services.  Each  service  re-  | 
leases  a  16-page  report  each  month 
and  a  two-page  research  brief  roughly  twice  per  month. 

Colony  says  Forrester  focuses  on  the  application  of 
the  technology  and  how  it  will  impact  profitability, 
cost  and  market  share,  rather  than  providing  a  blow- 
by-blow  discussion  of  whether  router  X  is  better  than 
router  Z. 

Research  typically  goes  to  clients  from  the  2,000 
largest  companies  in  the  world.  The  minimum  pur¬ 
chase  configuration  is  three  subject  services  for  20 
users  at  a  cost  of  $30,000  per  year.  For  that,  sub¬ 
scribers  get  access  to  analysts  and  research.  The  Strate¬ 
gy  Review  Program  adds  an  additional  $13,000,  and 
the  Partners  Program  costs  $38,500. 

Actual  contact  with  clients,  which  is  available  under 
all  services,  is  30%  of  Forrester’s  revenue.  Those  are 
interactive  clients,  and  they  have  unlimited  access  to 
Forrester  analysts.  "We  have  an  entire  group  called  Nav¬ 
igation,  which  makes  sure  that  the  client  talks  to  our 
analysts,”  Colony  says.  “We  want  them  to  use  our 
time,”  he  says.  Syndicated  research  generates  the  re¬ 
maining  revenue. 

Forrester  claims  to  be  the  first  company  of  its  type 
to  deliver  research  via  the  Internet,  and  the  company 
places  a  strong  emphasis  on  its  electronic  products. 
“My  goal  is  that  Forrester  in  the  future  will  be  one  click 
away  for  all  clients.  In  the  future,  it  is  going  to  be  more 


interactive,  more  personalized  and  more  immersive,” 
Colony  says. 

Clients  also  can  get  Personal  Forrester,  in  which  they 
can  customize  a  list  of  their  topics  of  interest.  Every 
time  the  client  goes  to  Forrester’s  site,  the  current  up¬ 
dates  are  available. 

Future  growth  for  Forrester  will  revolve  around  glob¬ 
al  expansion  and  increased  service  offerings.  The  firm, 
which  has  a  research  center  in  Cambridge,  Mass.,  plans 
to  open  a  center  in  Europe  next  year.  Forrester  will  fo¬ 
cus  more  on  its  events  business  by  increasing  the  num¬ 
ber  of  events  from  three  to  six  next  year.  □ 


Revenue:  $24.9  million  1996 
Net  income:  $2.8  million  1996 
Number  of  employees:  202 
Number  of  analysts:  63 
Number  of  clients:  Not  available 
Web  site:  www.forrester.com 


Co  mputer  world 


only  when  they  come  to  us  for  in-context  analysis,” 
Kutnick  says. 

With  that  focus  on  client/analyst  interaction,  Meta  re¬ 
quires  its  analysts  to  have  a  keen  interest  in  business 
and  IT,  excellent  verbal  and  written  communication 
skills,  self-motivation  and  a  sense  of  urgency,  accord¬ 
ing  to  Kutnick. 

Analysts  must  be  able  to  perform  second-  and  third- 
level  derivative  analysis  —  the  ability  to  predict  what 
the  possible  occurrence  of  a  particular  event  will  mean 
to  the  market. 

The  research  firm  also  says  it  differentiates  itself  by 
the  consistency  of  its  analysis  across  its  seven  core  ser¬ 
vices,  which  cover  a  broad  range  of  IT  such  as  applica¬ 
tion  delivery  strategies,  workgroup  computing  strate¬ 
gies  and  enterprise  data  center  strategies,  Kutnick  says. 

All  research  is  reviewed  by  the  research  director  be¬ 
fore  clients  view  it  in  their  choice  of  formats:  electronic, 


Meta  Group  tries  to  keep 


CD-ROM,  Lotus  Notes 
mail  and  paper. 

All  written  products  are 
available  to  clients  via  the 
World  Wide  Web.  Later 
this  year,  Meta  will  offer 
“push”  technology  for 
more  customized  informa¬ 
tion. 

In  addition  to  its  seven 
core  services,  Meta  sells  six 
other  services  that  focus 
on  areas  such  as  vertical 


in  close  contact  with  its 
clients  by  keeping  a  low 
client-to-analyst  ratio. 
The  firm  says  that 
emphasis  on  personal 
interaction  is  its  No.  1. 
differentiator  from  its 
competition. 


industries,  benchmarking 
and  a  CIO  service. 


Meta  has  three  primary  product  types:  continuous 
services,  consulting  and  publications.  Continuous  ser- 
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you  to  high-quality,  network-compatible  color  for  your  office. 
And  you’ll  see  how  simple  and  productive  network-compatible  color  can 
be  with  a  Canon  Color  Laser  Copier/Printer. 

With  the  CLC  320  and  a  ColorPASS  320  Controller,  for  example, 
network  users  can  easily  produce  continuous  tone  images  up  to 
11"  x  1 7"  at  5  pages  per  minute. 

The  CLC  700  Series  and  CLC  800S  simplify  higher  volume  demand 
with  such  productive  features  as  a  print  speed  of  7  pages  per  minute 
and  a  2,050-sheet  paper  capacity. 

And  with  its  Automatic  Duplexing  capabilities,  the  CLC  800S  makes 
even  the  most  complex  network  jobs  quick  and  effortless. 

In  fact,  whatever  the  network,  whatever  the  source,  however  your 
volume  demands  change,  we  can  make  the  reality  of  Canon  laser  color 
a  reality  for  your  business.  After  all,  we’ve  been  number  one  in  laser 
color  in  the  U.S.  for  ten  years* 

To  find  out  more,  call  1 -800-OK-CANON  anytime.  Or  visit  us 
on  the  Web  at  www.usa.canon.com.  You  can  have  high-quality 
color.  Count  on  it. 

Canon  Laser  Color.  Its  only  competition  is  reality. 


Computerworld  October  20,  1997  (www.computerworld.com) 
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Meta  Group,  Inc. 

vices  is  a  bundle  of  products  that  includes  written 
material,  conferences,  teleconferences,  a  review  of  a 


company’s  strategic  plan,  half-day  briefing,  Meta 
facts  and  access  to  analysts.  Continuous  services  ac¬ 
counts  for  8o%  of  Meta’s  business.  Consulting  and  pub¬ 
lications  make  up  the  rest  of  the  business,  Kutnick  says. 

Publications,  such  as  reports  or  newsletters  on  a  hot 
topic  area,  represent  the  smallest  percentage,  but  it  is 
the  fastest-growing  area  at  Meta. 

Companies  that  subscribe  to  one  of  Meta’s  continu¬ 
ous  services  will  end  up  spending  $22,000  to  $25,000 
yearly  for  one  of  the  13  services.  A  publication  will 
cost  from  $500  to  a  few  thousand  dollars,  Kutnick 
says. 

Meta  caters  to  both  domestic  and  international  busi¬ 
nesses.  The  typical  client  is  a  large  global  organization 


that  spends  $30  million  to  $60  million  on  IT.  □ 

Revenue:  $30.8  million  1996 
Net  income:  $3.6  million  1996 
Number  of  employees:  245 
Number  of  analysts:  105 
Number  of  clients:  1,300-plus 
Web  site:  www.metagroup.com 


Giga  Information 
Group 

Giga  Information  Group  is  the  latest  venture  of  Gideon 
Gartner,  founder  of  Gartner  Group.  Giga,  in  Cambridge, 
Mass.,  differentiates  itself  from  other  groups  by  offering 
one  broad  service  rather  than  the  technology-specific  ser¬ 
vices  of  its  competitors. 

“In  today’s  world,  IT  is¬ 
sues  are  so  interrelated  that 
trying  to  divide  them  into 
boundaries  is  inherently 
confusing  and  inappropri¬ 
ate,”  says  David  Gilmour, 


IT  issues  are  so  interre¬ 
lated  that  trying  to  divide 
them  into  boundaries  is 
inherently  confusing  and 
inappropriate.” 

-  David  Gilmour, 

Giga  Information  Group 


co-founder  and  chief  research  officer.  Giga  integrates  all 
technology  subject  areas  to  ensure  that  its  research  ma¬ 
terials  present  a  consistent  view,  Gilmour  says.  And 
clients  don’t  have  to  choose  among  services. 

Giga  was  formed  through  the  consolidation  of  sever¬ 
al  smaller  companies,  beginning  in  1994. 

The  firm  sees  itself  as  coexisting,  rather  than  com¬ 
peting,  with  firms  such  as  Gartner  and  Meta.  “We  feel 
that  because  Giga  was  designed  from  the  ground  up 
with  a  brand-new  research  process  and  focused 
on  electronic  personalization  and  delivery,  that 
we  are  really  in  a  class  by  ourselves  in  terms  of 
a  knowledge  provider,”  Gilmour  says.  Gartner 
provides  advice  and  research  to  IT  organiza¬ 
tions,  but  Gilmour  says  Giga  acts  as  an  inter¬ 
mediary  by  synthesizing  research  as  well  as  pro¬ 
viding  advice. 

Giga’s  business  model  provides  that  all  clients 
get  the  same  single  advisory  service  that  covers 
all  topics.  They  pay  a  premium,  however,  for 
contact  with  analysts. 

There  are  three  types  of  membership  to  Giga: 
seatholder,  user  and  member.  A  Giga  seatholder 
gets  access  to  all  written  research  and  personal¬ 
ized  search  agents.  The  user  receives  the  same 
service  as  the  seatholder  plus  access  to  Dow 
Jones  News  Service  and  Information  Access  Corp.  The 
Giga  member  gets  all  of  the  above,  full  access  to  ana¬ 
lysts  and  additional  services. 

Typical  yearly  prices  are:  $12,000  for  a  single  mem¬ 
ber  subscription,  $1,000  for  a  user  subscription  and 
$200  for  a  seatholder  subscription.  Companies  can  also 
purchase  combinations,  such  as  a  $36,000  package  that 
includes  two  member  and  10  user  licenses. 

Giga  provides  two  main  research  products:  Planning 
Assumptions  and  CQAs. 

Planning  Assumptions  are  four-page  research  notes 
issued  on  dozens  of  topics  each  month.  They  are  high¬ 
ly  structured  documents  that  include  a  summarization 
of  Giga’s  position  and  advice,  an  alternative  view  and 
explanations  of  how  Giga  reached  its  recommendations. 
“We  offer  an  alternative  view  in  every  Planning  As¬ 
sumption.  This  is  our  way  of  meeting  two  paradoxical 
objectives:  One  is  to  be  clear  about  what  we  believe,  but 


the  other  is  to  illuminate  the  entire  territory  of  the  de¬ 
bate,”  Gilmour  says. 

Giga  also  produces  hundreds  of  shorter  forms  of  re¬ 
search  called  CQAs,  which  stands  for  catalyst,  question 
and  answer.  A  catalyst  tends  to  be  based  on  a  user  in¬ 
quiry,  an  industry  event  or  the  creative  thinking  of  an 
analyst.  Giga  complements  its  advisory  services  by  of¬ 
fering  a  practitioner  perspective  through  ExperNet,  an 
outside  network  of  more  than  600  independent  IT  ex¬ 
perts.  Although  customers  can  call  them,  the  indepen¬ 
dent  experts  don’t  fulfill  the  analyst  role. 

The  firm  also  offers  Relevance  Services,  primary  re¬ 
search  bundled  with  custom  consulting.  "I  think  you’ll 
see  us  offering  more  customized,  higher-value  options 
that  will  bring  us  more  intimately  into  our  client  orga¬ 
nization,”  Gilmour  says. 

Gilmour  also  sees  the  Internet  as  an  opportunity  for 
unique  growth.  “Over  time,  because  of  the  power  of  the 
Internet,  we  see  the  process  of  writing  research,  re¬ 
viewing  research  internally  and  with  clients,  publishing 
research,  building  client  and  community  interaction 
around  research,  plus  integrating  with  third-party  in¬ 
formation  —  all  as  converging  into  one  and  the  same 
process,”  Gilmour  says. 

The  research  is  most  relevant  to  upper-level  IT  exec¬ 
utives,  and  increasingly  non-IT  executives,  in  compa¬ 
nies  with  revenue  of  $250  million  and  above  up  to  the 
Fortune  10,  Gilmour  says.  □ 


Revenue:  $16.9  million  (annualized 

revenue  as  of  August  1997) 

Net  income:  Not  available 

(private  company) 

Number  of  employees:  290 
Number  of  analysts:  38 
Number  of  clients:  515 
Web  site:  www.gigaweb.com 


Editor's  Note 

Where  should  you  go  for  IT  consulting  and  analysis? 
Simple:  It  depends. 

In  looking  at  leading  IT  consulting  firms,  Computer- 
world  focused  on  large  consultancies  that  primarily  pro¬ 
vide  corporate  IT  decision-makers  with  information  on 
a  broad  range  of  technologies.  They  were  chosen  with 
the  help  of  financial  analysts  who  follow  that  sector. 

Yet  the  four  firms  represent  the  upper  echelon  of 
just  one  of  many  types  of  computer-related  consulting 


and  analysis  companies.  Some  of  the  larger  firms, 
such  as  International  Data  Corp.  (like  Computerworld, 
owned  by  International  Data  Group)  and  Dataquest 
(owned  by  Gartner),  may  have  clients  in  user  organi¬ 
zations,  but  they  focus  more  on  identifying  market 
trends  and  tracking  market  shares  to  advise  computer 
makers,  software  companies  and  other  clients.  They 
also  cover  a  range  of  technologies  and  issues. 

Smaller  firms  are  likely  to  concentrate  on  a  handful 
of  technologies  —  such  as  object  technology  or  print¬ 
ing  —  or  a  vertical  market,  while  serving  a  mix  of  user 


and  industry  clients.  They  track  and  evaluate  vendor 
product  offerings  and  strategies,  providing  insight  to  IT 
clients.  At  the  same  time,  they  analyze  IT  needs  and 
challenges  and  advise  vendors  on  how  to  best  meet 
those  needs. 

Still,  other  analysts  serve  the  investment  communi¬ 
ty.  They  concentrate  on  whether  a  vendor’s  strategy 
will  return  profit  to  investors. 

This  feature  package  also  didn’t  deal  with  the  thou¬ 
sands  of  consulting  companies  that  do  hands-on  con¬ 
sulting  and  systems  integration.  —  James  M.  Connolly 


©1997  InterSystems  Corporation.  InterSystems  Cach6  is  a  trademark  of  InterSystems  Corporation.  Other  product  names  are  trademarks  of  their  respective  vendors. 


Are  you  still  in  love  with  your  RDBMS? 

If  your  relational  database  hasn't  lived  up  to  your  expectations,  maybe  it’s  time  for  a  change.  You  can  now  develop  transactional  applications  without  the  limitations  of 
relational  technology.  With  Cache,  the  post-relational  database,  from  InterSystems.  Cache  provides  the  performance  and  scalability  needed  for  complex  transaction 
processing.  Unlike  "object-relational"  products  that  layer  objects  onto  a  relational  database  engine,  Cache  incorporates  a  lightning-fast  transactional  multidimensional 
data  model  and  advanced  object  technology.  In  addition,  even  in  backward  compatibility  mode  with  SQL  for  legacy  applications,  Cache  achieves  a  several-fold  improve¬ 
ment  in  performance  and  scalability.  Now  is  the  time  for  Cache,  the  post-relational  database,  available  for  GUI  and  Web-based  applications  on  Windows  95  and  NT, 
OpenVMS,  and  major  UNIX  platforms.  Call  us  at  (617)  621-0600,  or  visit  our  website  at  www.intersys.com. 

CACHt 

InterSystems 

Post-Relational  Database. 

New  Dimensions  of  Transactional  Performance. 


will  never  be  as  easy,  as  dependable  or 


as  reliable 
as  voice 
networking. 


Fold  page  so  point 
a  meets  point  b. 

See  how  Inter.NetWorkingSM 
from  Lucent  Technologies 
is  changing  the  face 
of  networking. 

For  more  complete 
demonstration, 
contact  a  Lucent  Account 
Executive.  (He/She  will 
bring  you  into  the  fold.) 


Murray  Hill,  A 
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REINVENTING 

J.  I  ^  ^  Roger  Blackwell  knows  how  the  best  companies  use  IT  to  anticipate 

iy  Y  iyYy  customer  demand.  He  told  us  their  secrets  -  and  how  you  can  apply  them 

SUPPLYCHAIN 


’s  started  it. 


ness  leaders  have  always 
done:  listen  to  the  consumer." 

-  Roger  Blackwell 


For  some  time  now,  the  department  store 
chain  has  cheerfully  referred  customers  to 
competitors  for  products  Macy’s  doesn’t 
carry.  Other  retailers  then  started  to  offer 
money-back  guarantees  and  match  competi¬ 
tors’  prices.  Customer  service  is  the  field  on 
which  retail  wars  are  won  or  lost. 

But  while  a  no-questions-asked  return 
policy  is  well  and  good,  smart  weapons 
are  needed  in  today’s  savage  marketplace. 
It’s  no  longer  enough  to  locate  what  the 
customer  wants;  you  need  to  figure  out 
what  the  customer  wants  before  the 
customer  asks  —  and  make  sure 
it’s  on  the  shelf  when  the  customer 
arrives. 

Increasingly,  such  tasks  fall  on  the 
shoulders  of  information  systems 
departments.  Technology  is  becom¬ 
ing  the  key  link  for  manufacturers 
and  retailers  to  tightly  integrate 
the  demand  and  supply  chains. 

In  his  new  book,  From  Mind  to  Market:  Reinventing 
the  Supply  Chain,  marketing  guru  and  Ohio  State  Uni¬ 
versity  Professor  Roger  D.  Blackwell  studies  the  ways 
manufacturers  and  retailers  create  tight  bonds  to  reach 
the  consumer.  The  book  uses  a  case-study  approach  to 
examine  how  the  top  guns  in  the  business  world  are 
making  their  millions  and  how  your  company  can  apply 
their  techniques.  In  a  recent  interview  with  Computer- 
world'  s  Randy  Weston,  Blackwell  discussed  IT’s  role. 

Reinventing  the  supply  chain,  page  105 


2000  &  Beyond 


THE  OTHER  IS  HIS  WINDOWS  NT®  SERVER. 


When  Swiss  bankers  make  Internet  transactions,  they  do  it  on  a 
Tandem®  Windows  NT  Server-based  system.  And  they  do  it  with 
the  security  that  Tandem  brings  in  handling  90%  of  the 
world’s  stock  transactions,  80%  of  all  ATM  transactions,  66%  of 
all  credit  card  validations,  and  two-thirds  of  all  911  calls  in 
the  United  States.  Tandem’s  cost-effective  solutions  for  modular 
growth  in  the  areas  of  finance,  retail,  telecommunications, 
insurance  and  elsewhere  now  bring  business-critical  reliability 
to  every  customer,  for  every  transaction  they  make.  Contact  us  at 
www.tandem.com  for  more  information.  Or  call  1-800-NONSTOP, 
ext.  8003  to  receive  our  latest  information  pack  which  includes 
the  new  Windows  NT  Enterprise  Management  Sampler  CD. 


Every  second,  every  transaction,  every  customer  counts. 
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Okay,  so  maybe  it  had  a  little  bit  to  do  with  it.  But  the  big  news  here  is  that  with  our 
.  ;  new  SuperDisk  Drive,  you  can  access  120MB  of  storage,  up  to  five  times  as  fast  as  standard  floppies. 
'  V:.  And  here’s  the  kicker,  it  still  works  with  1.44MB  diskettes.  Just  plug  it  into  your  PC’s  parallel  port. 

•  \  Or  look  for  SuperDisk  LS-120  drives  built  into  new  PCs.  To  make  more  room, 

.  .  call  1.800.888.1889,  ext.  3001  or  surf  www.imation.com. 


IMATION 

Borne  of  Innovation 


SuperDisk,  compatibility  symbol,  Imation  and  the  Imation  logo  are  trademarks  of  Imation  Corp.  Imation  1997. 
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I .  BUSINESS/INDUSTRY  (Orel,  on.) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
SO.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/Transportation 
70.  Mining/Construction/Petroleum/ 
Refining/Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators, VARs,  Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


Please  complete  the  questions  below. 


90. 


Computer/Peripheral  Dealer/Dist/ 
Retailer 

95.  Other _ 

(Please  Specify) 

.TITLE/FUNCTION  (Circle  one) 

I  S/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 
President/ Asst. VP  IS/MIS/DP 
Management 

2 1 .  Dir/Mgr.  MIS  Services,  Information 
Center 

22.  Dir/Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  Mgr/PC  Mgr.,  Tech. 
Manning,  Administrative  Services 

23.  Dir/Mgr.  Sys.  Development  System 
Architecture 

3 1 .  Programming  Management  Software 
Developers 
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4 1 .  Engineering,  Scientific,  R&D,Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President  Owner/Partner,  General  Mgr. 

12.  Vice  President  Asst  Vice  President 

1 3.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgt 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


3*  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  NetWare  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  □  Yes  □  No 
Networking  Products  O  Yes  □  No 

Intranet  Products  □  Yes  O  No 

4.  Do  you  use,  specify,  evaluate,  recommend, 
or  approve  the  purchase  of  Internet 
products  and/or  services? 

□  Yes  □  No 
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I  .  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 
20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/T ransportation 
70.  Mining/Construction/Petroleum/ 
Refining/ Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators, VARs,  Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


Please  complete  the  questions  below. 


90. 


95. 


Computer/Peripheral  Dealer/DistV 
Retailer 

Other _ 

(Please  Specify) 

.  TITLE/FUNCTION  (Circle  one) 
IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 
President/Asst. VP  IS/MIS/DP 
Management 

21.  Dir/Mgr.  MIS  Services,  Information 
Center 

22.  Dir/Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  Mgr/PC  Mgr., Tech. 
Planning,  Administrative  Services 

23.  Dir/Mgr.  Sys.  Development,  System 
Architecture 

3 1 .  Programming  Management,  Software 
Developers 


4 1 .  Engineering,  Scientific,  R&D.Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst  Vice  President 

1 3.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


3.  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  NetWare  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  □  Yes  □  No 
Networking  Products  □  Yes  O  No 

Intranet  Products  O  Yes  O  No 

4.  Do  you  use,  specify,  evaluate,  recommend, 
or  approve  the  purchase  of  Internet 
products  and/or  services? 

□  Yes  O  No 
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REINVENTING 

the 

SUPPLYCHAIN 


CONTINUED  FROM  PAGE  101 

CW:  You  write  that  “the  best 
demand-chain  players  (the  ones 
who  serve  the  consumer  best)  will 
use  capability  rather  than  size  and 
position  to  gain  a  competitive 
edge.”  What  role  does  IT  play  in 
that  quest? 

BLACKWELL:  There  is  a  function 
of  IT  in  understanding  the  mind 
of  the  consumer,  and  that  is  trans¬ 
forming  data  into  information 
—  and  ultimately  transforming  in¬ 
formation  into  knowledge  and 
strategy. 

If  you  go  back  to  the  early  days 
of  IT,  they  were  primarily  keeping 
records  of  what  happened  in  the 
past.  But  that’s  no  longer  enough. 
Today,  it  is  imperative  to  use  that 
data  to  build  models  of  the  future 
about  how  consumers  are  going  to 
respond. 

It’s  no  longer  just  keeping  track 
of  what’s  going  on  in  buying  pat¬ 
terns,  it’s  building  models  —  sta¬ 
tistic  or  otherwise  —  to  forecast 
what  the  consumers  will  do  in  the 
future. 

That  seems  to  be  one  of  the 
major  directions:  the  shift  from  in¬ 
formation  that  tells  us  what  has 
happened  to  the  creating  of  infor¬ 
mation  that  will  tell  us  what  will 
happen. 

That’s  essential  in  building  de¬ 
mand  chains,  and  that  requires 
people  within  the  firm  who  under¬ 
stand  the  big  picture  that  sepa¬ 
rates  data  from  information  and 
builds  knowledge. 

Some  of  the  greatest  entrepre¬ 
neurial  opportunities  have  been 
for  people  who  discovered  within 
their  own  firm  how  to  convert  data 
into  knowledge,  then  create  new 
start-ups  or  new  services  selling 
that  same  ability  to  many  firms. 
That  is  the  entrepreneurial  dream, 
from  Silicon  Valley  to  Silicon  Glen 
in  Scotland. 

CW:  You  mention  several 
demand-chain  leaders,  such  as  Wal- 
Mart  Stores,  Inc.,  Nike,  Inc.  and 
Cardinal  Health,  Inc.  What  are 
those  companies  doing  from  a 
technical  perspective  that  their 
competitors  aren’t? 

©  COMPUTERWORLD 

For  an  audio  interview  with 

Roger  Blackwell,  visit  our 
Web  site: 

www.computerworld.com 


BLACKWELL:  The  simple  thing 
they  are  doing  is  adding  more 
terabytes.  Wal-Mart  has  27T  bytes 
of  data  [on  customers  and  prod¬ 
ucts]  now,  and  rumors  are  that 
that  may  be  expanded. 

But  that’s  the  easiest  thing 
they  do.  What  they  really  do  is 
understand  how  to  use  all  those 
terabytes.  They  get  the  big  pic¬ 
ture.  Some  of  the  people  who 
handle  data  are  like  dogs  watch¬ 
ing  TV.  Have  you  ever  noticed 
them?  They  just  don’t  get  it.  It’s 
not  data  that  we  want,  it’s  knowl¬ 
edge  —  but  knowledge  only 
comes  from  understanding  the 
uses  of  knowledge. 

The  greatest  leaders  of  business 
can  conceptualize  the  problems 
they’re  trying  to  solve.  Too  many 
people  just  go  through  life  doing 
what  they  are  supposed  to  be  do¬ 
ing.  But  the  visionary  leaders  un¬ 
derstand  where  this  is  all  going 
and  why  they’re  doing  the  demand 
chain  rather  than  just  what  they’ve 
always  done. 

That’s  what  makes  [CEO  Robert 
D.]  Walter  at  Cardinal  Health  and 
Sam  Walton  different  from  other 
people.  They  are  able  to  conceptu¬ 
alize  rather  than  just  do.  Most 
businesses  are  run  by  people  who 
have  tunnel  data  and  tunnel  vi¬ 
sion.  They  accumulate  data  to  tell 
them  what  has  happened.  The 
great  leaders  are  those  who  un¬ 
derstand  what’s  at  the  end  of  the 
tunnel. 

CW:  How  can  companies  and  IT 
leaders  take  the  standard  data 
that’s  being  used  and  turn  it  into  a 
big  vision?  What’s  the  secret? 

BLACKWELL:  The  secret,  and 
that’s  the  essence  of  the  book,  is 
focusing  on  the  consumer  market 
and  the  problems  that  need  to  be 
solved.  It’s  the  difference  between 
consumption  analysis,  which  stud¬ 
ies  the  way  people  use  products, 
and  buyer  behavior,  which  studies 
what  they  do  in  stores. 

If  you  understand  the  problems 
people  have,  then  you  can  come 
up  with  new  solutions.  And  this  is 
how  the  Kinkos  of  the  world  func¬ 
tion.  They  don’t  focus  on  copying 
machines  and  paper.  They  help 
people  produce  documents,  and 
that’s  a  difference  in  perspective. 
Focusing  on  the  technology  will 
perhaps  make  good  IT  people  who 
are  excellent  at  handling  data,  but 
it  doesn’t  make  leaders,  because 
technology  only  determines  what 
we  can  do  for  society.  It’s  society’s 
values  that  determine  what  people 
will  actually  accept  of  technology. 

The  world  is  full  of  failures 
in  technology,  not  because  they 
didn’t  solve  problems  well,  but 
rather  because  they  didn’t  solve 
problems  that  people  cared  about. 


Most  new  products  don’t  fail  be¬ 
cause  they  won’t  function  proper¬ 
ly;  they  fail  because  they  don’t  do 
anything  that  people  feel  strongly 
enough  about  to  change  their  old 
behavior.  I  have  encountered  great 
IT  people,  and  sometimes  they 
were  far  less  competent  in  a  tech¬ 
nical  way  than  people  who  were 
handling  the  data  on  a  day-to-day 
basis.  But  they  understood  the  big 
picture.  And  that,  of  course,  is  one 
of  the  things  I  hope  the  book  does. 

CW:  Are  a  lot  of  these  leaders 
using  cutting-edge  technologies,  or 
are  they  just  working  smarter  with 
what  they  have? 

BLACKWELL:  They  are  working 
smarter.  And  in  most  cases,  work¬ 
ing  bigger  —  27T  bytes  at  Wal- 
Mart! 

Most  of  the  leaders  have  been 
highly  receptive  to  technology 
from  the  beginning.  Cardinal 
Health  has  been  able  to  use  IT  to 


But  not  all  companies  use  tech¬ 
nology.  I’m  always  impressed  by 
those  who  are  good  at  using  data 
warehouse  techniques  to  really  get 
objective  large-scale  data.  But 
every  once  in  a  while,  I’m  im¬ 
pressed  by  people  who  are  simply 
good,  old-fashioned  intuitive  lis¬ 
teners. 

IT  allows  us  to  do  on  a  much 
larger  scale  what  good  business 
leaders  have  always  been  able  to 
do  on  an  intuitive  basis:  listen  to 
the  consumer.  That’s  a  lot  easier 
to  do  when  talking  to  a  few  con¬ 
sumers  on  a  local  basis  than  when 
talking  to  millions  in  geographi¬ 
cally  diverse  areas.  The  latter  situ¬ 
ation  demands  the  best  in  IT  in 
order  to  allow  executives  to  make 
good  strategic  decisions. 

CW:  What  role  do  you  see  the 
Internet  playing  in  the  ability  of 
demand-chain  leaders  to  stay  in 
touch  with  consumers? 
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HarperCollins  Publishers, 
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(hardcover) 
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manage  the  very  complicated 
problem  of  many  items  in  the 
pharmaceutical  industry.  Phar¬ 
maceutical  industries  have  to  be 
carefully  controlled.  So  firms  like 
Cardinal  Health  have  been  in 
the  vanguard  of  using  computer¬ 
ized  control  of  those  products.  It 
doesn’t  necessarily  mean  they’ve 
pioneered  applications,  but  they 
have  certainly  been  on  the  fore¬ 
front  of  development  and  in¬ 
creased  efficiency  from  the  very 
beginning. 

CW:  What  about  using  technolo¬ 
gy  to  figure  out  the  consumer’s 
mind? 

BLACKWELL:  Using  databases  is 
one  of  the  ways  to  find  the  con¬ 
sumer.  One  of  the  hottest  topics 
today  is  data  mining  and  data 
warehousing.  [In  the  book,]  we 
give  the  example  of  Victoria’s  Se¬ 
cret,  which  is  very  good  at  using 
data  warehousing. 


BLACKWELL:  The  Internet  will 
provide  instant  feedback  of  con¬ 
sumers’  reaction  to  all  things.  One 
example  of  that  is  Amazon.com’s 
use  of  reviews  by  readers. 

The  biggest  [Internet]  applica¬ 
tion  may  not  be  consumers.  I  hap¬ 
pen  to  think  the  Internet  is  more 
commercially  viable  for  business- 
to-business  marketing  than  it  is 
for  business-to-consumer  market¬ 
ing  at  this  point.  A  firm  can,  on  ei¬ 
ther  the  Internet  or  intranet,  get 
instantaneous  feedback  to  prod¬ 
ucts.  We  have  to  develop  the  capa¬ 
bility  of  handling  that  data  and 
transforming  it  into  knowledge. 

There  is  a  huge  market  for  IT 
people  Who  are  able  to  convert  all 
the  data  floating  around  on  the  In¬ 
ternet  into  knowledge.  □ 

Weston  is  Computerworld’s  staff 
writer  covering  client /server  software 
and  Unix  applications.  His  Internet 
address  is  randy_weston@cw.com. 


TeamSAP  is  a  new  initiative  representing  SAP’s  commitment  to  our 
customers’  success  through  programs  such  as  AcceleratedSAP. 


Accelerate dSAP.  Five  quick  steps  to  a  better  ROI.  Get  the  most  powerful  business  software  in  the  world 


the  fastest  way  possible  with  AcceleratedSAP™  It’s  a  new  program  that  allows  you  and  your  TeamSAP™ 


Accelerated... 


consultants  to  follow  a  proven  five-step  path  to  R/3™  implementation. 


From  Project  Preparation  through  Go  Live,  tools  and  templates  minimize  delays  and  unplanned 


costs.  Even  after  you’re  up  and  running,  we’re  there  to  support  you  every  step  of 


the  way.  Already,  companies  using  AcceleratedSAP  have  gone  live  in  less 


than  six  months.  So  with  the  returns  in  on  AcceleratedSAP, 


now  it’s  time  for  you  to  get  your  better  return  on 


information.  For  more  information,  visit 


us  at  http://www.sap.com  or 


call  1-800-283- 
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By  Kathleen  Melymuka 

hey  are  the  “Top  Guns”  of 
IS.  In  a  field  known  for 
supersonic  speed,  they 
push  the  envelope.  They 
are  the  best  of  the  best  — 
project  managers  whose 
skills  are  legendary, 
whose  projects  have  be¬ 
come  models. 

Top  Guns  exhibit  extra¬ 
ordinary  energy  levels, 
phenomenal  political 
skills  and  an  absolute  obsession  with  re¬ 
sults,  says  David  Frame,  director  of  the 
International  Center  for  Project  Man¬ 
agement  Excellence  at  George  Washing¬ 
ton  University.  “It’s  like  they’re  putting 
notches  on  their  gun  belts,”  he  says. 

True  enough,  says  Sherry  Higgins,  a 
Top  Gun  at  Lucent  Technologies,  Inc.  “I 
want  to  build  sand  castles  and  leave.  I 
don’t  want  to  be  there  when  it  needs  to 
be  painted.  I  want  to  hand  it  over  and 
go  on  to  the  next  one.” 

Interestingly,  though  their  legends 
loom  large,  Top  Guns  aren’t  known  for 
job-jumping. 

“They  aren’t  independent  entrepre¬ 
neurs,”  Frame  says.  “They  are  organiza¬ 


tional  people.” 

The  organization  rewards  them 
handsomely  in  salary  and,  perhaps 
more  important,  psychic  bonuses:  in¬ 
creasingly  challenging  assignments  that 
let  them  consistently  prove  their  mettle. 
One  characteristic  they  all  exhibit  is  a 
love  of  the  work. 

“Projects  that  succeed  are  just  about 
the  most  satisfying  work  experience  you 
can  have,”  says  Steve  McMenamin,  a 
veteran  Top  Gun  at  Southern  California 
Edison  Co.  “It’s  as  much  fun  as  you  can 
have  and  still  get  paid  for.” 

All  Top  Guns  have  skills,  talent  and  a 
breadth  of  experience,  but  each  has  a 
unique  style  and  characteristic  approach 
that  distinguishes  his  jobs  like  a  trade¬ 
mark. 

Equally  personal  are  their  career  tra¬ 
jectories.  Some  want  nothing  more  than 
to  move  on  to  ever-more-complex  and 
challenging  projects.  Others  use  their 
skills  in  senior  management  positions. 
Still  others  have  moved  to  the  executive 
ranks  only  to  be  pressed  back  into  tem¬ 
porary  service  when  the  feathers  hit  the 
fan  blade.  Following  are  the  stories  of  a 
few  of  the  best. 


“Projects  that  succeed  are  just  about  the 
most  satisfying  work  experience  you  can 
have.  It's  as  much  fun  as  you  can  have  and 
still  get  paid  for." 

Steve  McMenamin 
Vice  president  of 
customer  service 
Southern  California  Edison  Co. 

Rosemead,  Calif. 

Years  at  company:  10 
Years  as  a  project  manager:  10+ 

RECENT  PROJECT 

A  huge  new  customer  service  system  that  was  so  suc¬ 
cessful,  he  was  recruited  to  lead  the  organization  for 
which  it  was  built.  “It  was  a  case  of  justice,”  McMe¬ 
namin  says.  “You  built  it;  you  figure  out  how  to  use  it.” 

TRADEMARK:  VISION 

“I  am  lucky  enough  to  be  able  to  see  a  big  field  of  play 
and  keep  a  fairly  large  amount  in  my  head  and  keep  it 
fairly  clearly  sorted  out.  The  necessary  second  part  is  1 
can  convey  that  clarity  to  others. 

“Typically,  projects  get  in  trouble  where  people  are 
confused.  Avoiding  confusion  requires  seeing  over  the 
horizon,  where  you’re  trying  to  get,  and  conveying 
your  clarity  and  confidence  to  others.  The  pace  of  a 
project  is  more  than  anything  else  a  function  of  the 
confidence  of  people  that  there  is  a  path  and  they’re 
on  it  and  it  leads  to  a  good  place.  It  depends  on  how 
clear  and  how  confident  they  are  that  somebody  knows 
where  they’re  going.  You  have  to  know  it  and  convey  it 
at  the  brain-stem  level.” 

CAREER  ADVICE 

“One  of  the  hardest  things  on  a  large  project  is  really 
to  figure  out  where  the  project  is  now.  You  can’t  trust 
anybody.  Every  time  you  ask  a  question,  you  have  to 
ask  a  parallel  question,  which  is,  ‘Why  do  I  believe  the 
answer  I  just  got?  Why  do  I  think  I  know  what  I  think 
I  know?’  It’s  amazing  how  what’s  going  on  gets  fil¬ 
tered  by  people’s  desire  to  report  good  news.” 


"Executives  are  not  looking  for  a 
good  effort;  they're  looking  for  a 
quality  product.  They're  not 
going  to  pat  me  on  the  back  for  a 
good  try." 

Gene  Dressier 
Program  man¬ 
ager 

GTE  Telecommu¬ 
nications  Ser¬ 
vices,  Inc. 

Tampa,  Fla. 

Years  at  com¬ 
pany:  20 
Years  as  a  project  manager:  "I've 
had  the  project  manager  title  for 
five  years.  Before  that,  I  had  the 
job  but  didn't  have  the  title.” 

RECENT  PROJECT 

GTE’s  award-winning  fraud-detection 
project  was  a  classic  "matrix”  effort  for 
which  the  team  was  composed  of  func¬ 
tional  managers  throughout  the  firm. 
Dressler’s  job  was  to  “manage  the  white 
space”  among  the  functional  units.  “This 
is  art  rather  than  science,”  says  former 
supervisor  and  Information  Systems  Di¬ 
rector  Ron  Caruana.  “Gene  knows  how 
to  deal  with  them  and  get  information 
without  being  intrusive,  and  this  is  a  crit¬ 
ical  element  of  his  ability  to  succeed.” 

TRADEMARK:  COMMUNICATION 

"Something  a  project  manager  really 
controls  is  communications,”  Dressier 
says.  “That’s  not  just  informing  and  re¬ 
lating  status  to  different  levels  in  the  or¬ 
ganization.  It’s  a  skill  you  have  to  hone. 
For  example,  if  I  give  a  very  detailed  sta¬ 
tus  report,  the  general  manager  [of  a 
functional  group]  will  take  himself  to  the 
lowest  level  and  get  himself  involved.  I 
have  to  keep  him  at  arm’s  length. 

“It  takes  a  certain  amount  of  good 
judgment.  If  I’m  able  to  take  care  of 
things  in  the  team  domain,  all  I  need  to 
do  is  keep  the  boss  informed  at  the  mile¬ 
stone  level.  There’s  nothing  to  be  gained 
by  saying,  ‘Here’s  a  problem  we  had, 
and  here’s  how  we  solved  it.’  He  may 
not  be  as  happy  with  the  solution  as  I 
was,  and  he  may  want  to  jump  in,  but 
it’s  history  now.” 

CAREER  ADVICE 

“Stay  out  of  the  details.  I’ve  watched  oth¬ 
ers  get  so  far  down  in  details,  they’ve  lost 
J  sight  of  what  they’re  trying  to  do. 

“Manage  the  risk.  There  always  will  be 
certain  parts  more  susceptible  to  going 
wrong.  Before  we  ever  lay  out  a  sched¬ 
ule,  we  look  at  four  or  five  areas  with 
high  risk.  We  develop  contingency  plans 
and  watch  extra  closely.  Other  project 
managers  sometimes  don’t  look  until 
they’re  up  against  the  wall.” 


"Project  managers  are  responsi¬ 
ble  to  set  the  tone  for  the  proj¬ 
ect.  It's  very  important  for  me 
that  the  project  is  fun  in  that  it 
promotes  creativity." 

Sarah  Gavit 
Project  manager 
NASA's  Jet 
Propulsion  Lab¬ 
oratory 

Pasadena,  Calif. 

Years  at  com¬ 
pany:  6 

Years  as  a  proj¬ 
ect  manager:  2 

CURRENT  PROJECT 

Mars  Microprobe  Project,  Deep  Space 
II.  The  four-year  project  is  designing 
and  building  two  microprobe  systems 
to  be  delivered  to  Mars  in  December 
1999.  The  purpose  is  to  site-validate 
key  technology  for  future  missions  in 
which  multiple  landers  or  spacecraft 
will  be  delivered  to  a  planet  in  a  single 
mission. 

TRADEMARK:  TEAM  BUILDING 

“I  have  to  encourage  designers  to  take 
risks  in  areas  where  there’s  room  for 
high  potential  payoff,  and  I  don’t  punish 
them  if  they  don’t  succeed,”  Gavit  says. 
“I  try  to  treat  people  well  and  reward 
them  for  exceptional  work.  It’s  also  very 
important  to  encourage  good  personal 
relations  among  team  members  and  pro¬ 
mote  team  building. 

“It’s  important  to  set  a  positive  tone 
for  the  project,  to  make  it  a  happy  place 
to  work.  If  people  are  happy,  they’re  go¬ 
ing  to  do  incredible  things.  A  good 
project  manager  really  listens  to  his 
people  and  tries  to  create  an  environ¬ 
ment  where  they’re  going  to  have  fun 
doing  the  job.  The  more  people  enjoy 
coming  to  work  every  day,  the  more  like¬ 
ly  they  are  to  communicate  across  the 
board.  Fun  really  helps  to  break  down 
barriers.” 

CAREER  ADVICE 

“Be  honest.  When  problems  happen,  ac¬ 
knowledge  them  and  try  to  head  them 
off  right  from  the  start.  Lay  it  on  the 
table,  jump  on  it  immediately,  and  take 
it  seriously  immediately,  because  what 
seems  like  a  small  problem  can  fester 
and  become  big. 

“Be  very  flexible.  In  this  day  where 
we’re  on  these  faster,  better,  cheaper  pro¬ 
grams,  with  very  high  turnaround  and 
very  high-risk  technologies,  you  can 
come  up  with  a  great  master  plan,  but 
things  never  go  according  to  plan.  You 
have  to  be  flexible  when  changes  come 
in  to  rapidly  replan  and  not  be  discour¬ 
aged  by  it." 
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"Establish  personal  accountabili¬ 
ty,  consistency  and  trust.  Don't 
put  yourself  too  much  in  the  cen¬ 
ter.  That's  destructive  to  team 
contribution.” 


"The  human  relationship  side  of 
project  management  is  the  thing. 
You've  got  to  love  people,  love 
the  interrelationships  with 
people." 


Uwe  Weissflog 
Manager  of  stra¬ 
tegic  planning 
Structural  Dy¬ 
namics  Research 
Corp. 

Milford,  Ohio 
Years  at  compa¬ 
ny:  4;  23  at  pre¬ 
vious  company 
Years  as  a  project  manager:  13 

RECENT  PROJECT 

Halfway  through  a  12-month  effort  to  in¬ 
tegrate  two  complex  business  lines,  the 
team  was  floundering,  and  the  project 
looked  doomed.  Weissflog  was  recruited 
from  strategic  management  to  save  it.  “I 
had  been  pretty  well-known  in  project 
management  previously,”  he  says. 
“Somebody  looked  up  my  resume  and 
said,  ‘He  can  do  this.’  ” 

He  did,  bringing  the  project  in  within 
four  days  of  the  due  date  at  a  quality  lev¬ 
el  above  the  standard. 

TRADEMARK: STRUCTURE 

“If  we  don’t  have  something  in  front  of 
our  nose,  we  forget  about  it,  so  we 
snatched  a  conference  room  and  declared 
it  our  home  and  used  the  room  as  a  visu¬ 
al  feedback  mechanism.  It  looked  like  the 
NASA  headquarters  you  see  on  TV.  We 
displayed  everything  that  was  relevant.” 

The  “contract,”  35  main  project  tasks, 
was  pinned  to  one  wall.  “This  point 
sounds  so  simple,  but  by  having  this  in 
front  of  us,  we  were  forced  to  look  at  it. 
It  created  clarity.  We  knew  what  we  had 
to  do.  It  was  so  simple,  but  so  effective. 
We  could  see  very  easily  whether  we 
were  online  or  not. 

“These  things  were  all  there  to  create 
structure,  create  the  best  possible  envi¬ 
ronment  where  people  could  be  at  their 
best  and  be  aligned  in  same  direction 
and  committed  to  what  they  wanted  to 
do.  It  really  sank  into  our  brains.  In  the 
end,  there  was  a  collective  understanding 
in  the  group.” 


Sherry  Higgins 
District  manag¬ 
er  for  CIO  proj¬ 
ect  management 
Lucent  Tech¬ 
nologies,  Inc. 

Hampton,  Geor¬ 
gia  (virtual  of¬ 
fice) 

Years  at  company  (Lucent/ 

AT&T  Corp.):  25 

Years  as  project  manager:  11 

RECENT  PROJECT 

Higgins  led  the  multicompany  team 
that  scheduled,  planned  and  imple¬ 
mented  telecommunications  services 
for  the  1996  Atlanta  Olympics,  includ¬ 
ing  37  sports  venues,  four  athlete  villages 
and  15  noncompetitive  venues,  such 
as  broadcast  and  press  centers.  The 
project  involved  15,000  telephones  in 
all. 

“The  Olympics  is  different  because 
there  is  a  defined,  definite  end  date  that 
will  not  change,”  Higgins  says.  “No  ne¬ 
gotiation,  no  amount  of  political  pull 
could  move  that  date.  I’d  say,  ‘The  torch 
will  be  lit  on  July  19  at  7:30.  That’s  my 
story,  and  I’m  sticking  with  it.’  ” 

When  the  torch  was  lit,  the  phones 
were  ready. 

TRADEMARK: 

INTERPERSONAL  SKILLS 

“A  project  manager  is  a  certain  person¬ 
ality  type  or  has  certain  interpersonal 
skills.  He  can  hold  the  whip  but  pat  you 
on  the  back,  too.  The  biggest  thing  to  re¬ 
alize  is  you’re  working  through  that 
team.  Everything  gets  done  through  the 
team.  You've  got  to  get  people  to  do  the 
things  that  need  to  be  done  and  get 
them  to  want  to  do  it.” 

The  project  was  a  jungle  of  political  in¬ 
trigue.  “We  had  to  keep  in  mind  spon¬ 
sors  and  the  products  they  were  going  to 
donate.  If  AT&T  was  giving  us  phones, 
no  one  else  could.  We  had  to  deal  with 
little  political  things  like  that.” 


CAREER  ADVICE 

“Always  tell  the  truth.  Create  clarity  about 
what  is  going  on.  Be  clear  about  what 
you  want  to  deliver.  Then  align  the  group 
into  the  direction  you  want  to  take  that 
the  deliverables  suggest.  Establish  per¬ 
sonal  accountability,  consistency  and 
trust.  Don’t  put  yourself  too  much  in  the 
center  as  project  manager.  That’s  de¬ 
structive  to  team  contribution.  Make  sure 
you  have  the  right  skills  in  the  group.” 


CAREER  ADVICE 

“Listen  to  the  team,  but  lead  the  team. 
Set  yourself  up  as  the  leader  up  front 
Put  yourself  at  the  head  of  the  table.  As¬ 
sume  responsibility.  Realize  that  you  are 
totally  accountable  for  success  or  failure 
Once  you  do  that,  you’ll  do  whatever  you 
can  to  assure  it  is  successful.” □ 


Melymuka  is  a  freelance  writer  in 
Duxbury,  Mass. 
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Vj  .  •  l’asl.+grovyin<'  national  and  international  consultancy  with  a  reputation 

for  first-class  consultants  offers  WORLD-WIDE  CAREER 
/ -\  V  - '  OPPORTUNITIES  FOR  TOP-QUALITY  PROFESSIONALS. 


PROFESSIONALS 


CURRENTLY  STAFFING  PROJECTS  IN: 

US,  Canada,  South  America,  Pacific  Rim,  and 
Europe;  especially  in  these  skills  and  industries; 

k  FI /CO,  Basis,  ABAP/4,  PM,  MM,  WM,  PP,  SIX 

A  EDI  in  SAP  Environment,  Supply 

P  ft  Chain/ Manufacturing,  Utilities  in  an  SAP 

I  k  Environment,  and  SAP  Retail. 

.. !  aft  Sales:  US-based  positions  available  in  both 

l  nationaj/international  sales  for  experienced 

{  professionals. 

im 

.Jni  /  Recruiting:  Positions  available  in  our  New  York 


spearhead 


...(Tig  /  $  Recruiting:  rosiuons  avaiiame  m  oui  jncw  iuie 

1,1^  IT"  Citv  area  offices  for  experienced  technical 

U  \  ' .  , 

|  recruiters. 

ly  if  Competitive  compensation  with  performance 

V  I’  Y  Jj  incentives;  comprehensive  benefits  package. 

kxPeru'nccd project  managers 


$  1 80 K+ 
Team  leaders 
$J50K+ 

Consultants 
$1 00K+ 


SPEARHEAD  SYSTEM  CONSULTANTS  (US)  LTD.  Wj 

SAP™  National  Implementation  Partner  'ffi 

99  Seaview  Blvd.,  Suite  340 
Port  Washington,  NY  11050 
voice  516.625.9000  fax  516.625.9687  - 

55  Broad  Street  , 

New  York  Information  Technology  Center 

New  York.  NY  10004  / 

voice  212.968.1346/1348  fax  212.968.1352  . 

recruits@spearhead.eom  ,  \ 
1 ,888.spearhead  X; 

www.spearhead.com 


Send  resume 


v  w  the  Attention  of  Resource  Manager.  Tt 
SAP  A  ,/  Registered  I  mat  mart  of  SAP  A0. 


State  of  Connecticut 

INFORMATION  TECHNOLOGY 
ADVISOR 

Office  of  the  State  Comptroller 


Reporting  directly  to  the  State  Comptroller,  this  new  senior  advisory 
position  will  be  responsible  for  working  with  various  state  agencies 
in  order  to  establish  financial  and  accounting  Information  Technology 
policy  for  the  state's  core  financial  systems;  reviewing  and  approv¬ 
ing  Information  Technology  plans;  and  helping  to  set  direction  for 
Information  Technology  policy  within  the  Office  of  the  State 
Comptroller. 

This  position  requires  a  results  driven  individual  with  the  following: 

•  Extensive  Financial  Systems  Experience; 

•  Extensive  Information  Technology  Experience; 

•  Extensive  Project  Management  Experience; 

•  Superior  Interpersonal  and  Communication  Skills;  and 

•  Oegree  Required  (MBA/CPA  Preferred). 

The  State  of  Connecticut  offers  a  highly  competitive  salary  (com¬ 
mensurate  with  experience  and  skills)  and  an  extensive  benefits 
package. 

Please  send  a  resume  with  salary  requirements  to; 

Robert  King 

Office  of  the  State  Comptroller 
55  Elm  Street 
Hartford.  CT  06106 


Connecticut  is  an  Equal  Opportunity/ 
Affirmative  Action  Employer 


Oregon  :§:best 

I  ™  CONSUL  TING 


Enjoy  the  Pacific  Northwest  lifestyle  with  the  best  of  the  BEST. 
Projects  range  from  new  development  for  mainframe  developers 
to  designing  solutions  for  complex  systems  integration  challenges. 
Excellent  partnering  relationships  with  client  base.  Generous 
salaries  -  cafeteria-style  benefits  -  constant  training  opportunities. 
To  learn  how  you  can  benefit  from  our  growth  needs,  contact  or 
send  resume  to: 

BEST  Consulting 
700  N.E.  Multnomah,  Suite  1100 
Portland,  OR  97232 

(503)  236  5776  (503)  236-5784  FAX 
bestpdx@bestnet.com 

1-800-224-1286 


» Visual  Basic  •  Progress 
•Visual  C++/MFC 
*  Windows  NT  •  0B2 
►  Cobol  •  Oracle  •  FOCUS 


PROGRAMMER/ANAi: 


Alternative  Living  Services  is  the  nation's 
fastest  growing  assisted  living  provider  for  the 
elderly.  Due  to  our  continued  growth  we  have 
an  exciting  opportunity  for  an  experienced 
Programmer/ Analyst  professional.  We  seek  an 
individual  with  systems  analysis,  design  and 
programming  expertise  in  a  client/server  envi¬ 
ronment.  Position  requires  excellent  logical 
thinking,  analytical  and  troubleshooting  skills, 
proficiency  at  programming  in  Visual  Basic  and 
experience  with  database  management  sys¬ 
tems.  Candidate  must  have  a  bachelor's 
degree  in  MIS.  Computer  Science,  related  dis¬ 
cipline  or  equivalent  work  experience.  Send  a 
resume,  including  salary  requirements  to: 


Sfl 


Alternative  Living 
Services 

450  N.  Sunnyslopc  Rd. 
Suite  300 

Brookfield,  Wl  53005 
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Member  of  Scientific  Staff/ 
Product  Verification  Engineer- 

Develop  and  execute  testplans 
and  testcases  for  software  fea¬ 
tures  and  products  used  with 
a  telecommunications  digital 
switch.  Design  test  documents  for 
proper  software  functionality  and 
robustness.  Identify  and  resolve 
problems  and  work  with  software 
designers  to  ensure  design  intent 
and  specifications.  Use  object 
oriented  methodologies  and  pro¬ 
gramming  in  C++  language  to 
develop  and  execute  software 
verification  plans  and  test  suites 
using  manual  and  automated 
verification  platforms.  Test  and 
maintain  advanced  call  process¬ 
ing  software  such  as  intelligent 
services  network,  automated  call 
distribution,  switch  to  computer 
application  interface,  and  inte¬ 
grated  services  digital  network. 
Meet  all  design  release  unit  mile¬ 
stones  and  perform  product  test¬ 
ing,  feature  testing,  milestone 
regression,  automation,  retest¬ 
ing,  managing  database  activi¬ 
ties.  and  sanitize  software  loads. 
$48,000  per  year.  M  -  F,  8:00  a  m. 
-  5:00  p.m.  Requires  a  Bachelor 
of  Science  degree  in  Electrical 
Engineering  or  Computer  Sci¬ 
ence  and  one  year  experience  in 
the  job  ottered  or  as  a  Software 
Engineer  or  Computer  Consul¬ 
tant,  Experience  should  include 
one  year:  programming  and  test 
ing  software  to  control  telecom 
munications  digital  switch  fea¬ 
tures;  and  developing  and  testing 
software  using  object  oriented 
methodology  and  programming 
in  C++.  Apply  at  the  Texas 
Workforce  Commission,  Dallas 
Texas,  or  send  resume  to  the 
Texas  Workforce  Commission. 
1117  Trinity,  Room  424T.  Austin. 
Texas  78701,  J  O  #  TX0241508 
Ad  paid  by  an  equal  opportunity 
employer 
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Mazda  North 
American  Operations 

is  expanding  its  Information  Systems 
Division  at  its  Irvine  facility.  As  a  result 
opportunities  are  now  available  in  Mainframe, 
Mid-Range  and  Personal  Computers.  All 
below-listed  positions  require  a  Bachelor's 
degree  in  Math,  Science,  Engineering  or 
a  related  field.  Specific  positions  and 
requirements  include: 

SYSTEM  MANAGERS 

System  Managers  will  have  a  broad  range  of 
large  project  experience  in  the  areas  of 
Inventory  Control,  Logistics,  Dealer  Services 
and  Finance.  Familiarity  with  large  main 
frame,  mid-range  and  client  server  is  important. 
Use  of  formal  project  control  methodology 
is  a  must.  These  positions  require  a  minimum 
of  eight  years  experience.  Dept.  )F/SM. 

MAINFRAME  (IBM/MVS) 

Senior  Application  Analyst/Programmer 
applicants  will  participate  in  the  analysis, 
design,  development,  testing,  and  implemen¬ 
tation  of  automated  systems  in  their  specialty 
areas  such  as  Vehicles,  Marketing,  Parts,  and 
Service.  These  positions  require  a  minimum 
of  five  years  experience  in  DB2,  CICS, 
COBOL,  and  CSP.  Automotive  experience 
preferred.  Dept.  JF/MF 

MID-RANGE  AS/400 

Finance  Application  Analyst/Programmer 
will  have  a  minimum  of  three  years  experience 
in  AS/400  systems,  RPG  (preferably  RPG400) 
and  3  years  of  Financial  Systems  Experience. 
Software  2000  experience  preferred.  Dept. 
JF/AS400 

PERSONAL  COMPUTERS 

Dealer  Applications  Analyst/Programmer 
will  have  2  years  of  Microsoft  Basic  and 
OS/2  experience.  Three  to  five  years  Dealer 
Systems  experience  is  preferred.  Dept.  JF/PC 

We  offer  an  excellent  compensation  and 
benefit  package,  including  a  generous  car 
lease  program  and  a  great  Spectrum  location. 
For  immediate  consideration,  please  mail  or 
fax  your  resume  and  salary  history,  indicating 
position  for  which  you  are  applying  to:  Mazda 
North  American  Operations,  Attn:  Human 
Resources  Department  (insert  appropriate 
department  code),  7755  Irvine  Center  Dr., 
Irvine,  CA  92618.  FAX:  (714)  727-6308.  An 
Equal  Opportunity  Employer. 


A  Great  Place 
to  Build  Your 
Future! 


Technology  Services  Corporation, 

a  premier  information  technology  consulting  org3nization  in  the  Midwest, 
has  immediate  openings  for  software  developers,  software  engineers,  pro¬ 
ject  managers  and  other  related  positions.  Opportunities  available  in  Des 
Moines.  Kansas  City.  Omaha  and  Lincoln  for  technical  professionals  with 
experience  in  the  following  areas: 


COBOL 

DB2 

CICS 

F&IS 


IMS 

Natural/ Adabas 
Assember 
AS/400 
RPC 


Unix 
C/C++ 
Visual  C++ 
Oracle 
Visual  Basic 


Sybase 
Powerbuilder 
HTML 
Case  Tools 
Smaltalk 


Benefits,  Benefits,  Benefits 

TSC  offers  outstanding  compensation  and  an  excellent  benefits  package 
including  paid  over-time,  paid  benchlime.  profit  shanng,  tuition  reimburse¬ 
ment.  medical,  dental,  vision.  401k  with  matching  funds  and  employee 
bonus  programs. 

Contact  TSC  at... 


Des  Moines 

4401  Weslovwi  Pkwy.  Sle  303 
W  Des  Moines.  IA  50265 
(800)  418-6099 
P  (515)  223-6099 
F  (515)223-6215 
idaixngtechservcorp  com 


Kansas  City 

7500  College  Blvd..  Sle  1160 
Overland  Park,  KS  66210 
(888)  345-2229 
P  (913)  34  5  2228 
F  (913)  345-9955 
(bnjnk.glechservcorp-com 


Omaha 

TI711  Aitor  SL.  Sle.  240 
Omaha.  NE  68144 
P  (402)  758-0769 
F  (402)  758-0771  [ 

tscomaha&radiks  nel 


hup:/ /www.techse  rvcorp.com 
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Lobsta 


By  Melanie  Menagh 

n  some  people’s  minds,  northern  New  England 
—  Maine,  New  Hampshire  and  Vermont  —  is 
quintessential  America:  small  villages  with  pick¬ 
et  fences,  town  greens  with  gazebos,  and  white 
church  steeples  enfolded  by  rolling  hills. 

That  kind  of  life  is  still  readily  available  in 
northern  New  England,  but  now  you  can  have  a  fulfill¬ 
ing  (and  fairly  lucrative)  information  systems  career  to 
go  with  it.  You  just  have  to  know  where  and  how  to 
look. 

Not  surprisingly,  the  best  jobs  (and  salaries)  are  found 
in  areas  closest  to  Boston.  Southern  New  Hampshire 
and  coastal  Maine  are  experiencing  minibooms  in  IS 
hiring.  The  farther  north  you  go  in  both  states,  the  more 
scarce,  and  less  well-paying,  jobs  become.  Vermont  is  a 
case  unto  itself.  Its  one  major  city,  Burlington,  has  a  va¬ 
riety  of  large  and  small  firms.  Elsewhere  in  the  state, 
though,  good  IS  jobs  are  few  and  far  between. 

Maine:  Life  Down  East 

“Lobsta”  isn’t  the  only  thing  that’s  red-hot  Down  East. 
In  the  southern  corridor  of  Maine  and  running  north 
up  the  coast  (where  everyone  lives,  anyway),  IS  profes¬ 
sionals  are  in  big  demand.  Bob  Paquin,  vice  president 
of  information  services  at  L.  L.  Bean,  Inc.  in  Freeport,  is 
looking  for  project  managers,  database  analysts,  a  web¬ 
master  and  network  and  LAN  people. 

"As  more  companies  were  becoming  agitated  about 
the  year  2000  [conversion  problem],  we  saw  availability 
of  candidates  dry  up,”  Paquin  says. 

Some  skills  and  job  titles  have  become  especially 
hard  to  come  by  in  coastal  Maine.  “If 
you're  looking  for  database  skills,  like 
Oracle  or  DB2,  especially  with  some¬ 
one  with  experience  with  more  than 
one  skill,  people  are  scarce,”  Paquin 
says.  “It  may  be  six  months  before  we 
can  fill  a  position.  For  newer  skills, 
like  webmaster,  we  might  take  a 
chance  and  hire  someone  out  of 
school  who  may  not  have  experience 
but  has  pretty  good  training,  because 
this  universe  is  new  to  everybody.” 


Abbie  Brown,  chief  information  officer  at  Unum  Life 
Insurance  Company  of  America  in  Portland,  is  looking 
for  mainframe  and  client/server  professionals.  Skills 
most  needed  are  Cobol,  DB2,  CICS  and  C++.  Skill  sets 
in  demand  are  consistent  with  those  in  Boston,  New 
York  and  Los  Angeles,  says  Brown,  who  is  also  focusing 
on  applicants’  soft  skills.  “Are  they  motivated?  Do  they 
learn  quickly?  Can  they  work  well  with  business  part¬ 
ners?  These  things  are  critically  important,”  she  says. 

New  Hampshire:  The  Granite  State 

In  southern  New  Hampshire,  companies  have  more  IS 
jobs  than  they  can  possibly  fill. 

“We’re  looking  for  Progress  programmers  and  net¬ 
work  analysts,”  says  Christine  Wolfe,  manager  of  busi¬ 
ness  and  technical  systems  at  FCI  Framatone  Connec¬ 
tors  International  in  Manchester.  “We  can’t  get  enough 
good  people.  There  are  a  lot  of  contractors  out  there, 
and  we’re  really  looking  for  people  who  want  to  be 
staffers.” 

But  with  some  programming  jobs  remaining  vacant 
for  as  long  as  six  months,  Wolfe  has  had  to  use  more 
contract  help. 

In  the  local  market  as  a  whole,  Wolfe  sees  need  for 
Unix-,  Oracle-,  Novell-  and  Microsoft-certified  people. 
Hot  industries  are  banking,  manufacturing,  insurance 
and  health  care. 

Gibson  “Mike”  Kennedy,  director  of 
information  resource  management  at 
Sanders,  a  unit  of  Lockheed  Martin 
Corp.  in  Nashua,  also  is  trolling  for 
staff.  “We’re  hiring  a  continuing  rota¬ 
tion  of  people  throughout  the  organi¬ 
zation.  It’s  a  hot  job  market  for  IT 
people  here,”  he  says.  Kennedy  says 
the  movement  of  other  businesses 
into  town  has  put  upward  pressure 
on  salaries.  He  has  openings  across 


the  board  —  entry  level,  telecommunications,  network¬ 
ing  and  engineering  support. 

Sanders  has  been  aggressive  about  retaining  and  at¬ 
tracting  new  blood,  with  good  wages  and  an  innovative 
nine-day,  8o-hour  schedule  that  gives  all  employees 
three  days  off  every  other  weekend.  Farther  north  (for 
example,  above  Concord),  jobs  and  companies  thin  out. 

Vermont:  The  Green  Mountain  State 

“People  have  got  to  like  Vermont.  Coming  here,  you 
have  to  make  a  lifestyle  choice  as  well  as  a  career 
choice,”  says  Mark  Levesque,  senior  vice  president  of 
IS  at  National  Life  Insurance  Co.  in  Montpelier.  “We 
bring  them  up  in  June,  and  when  January  comes,  they 
want  to  go  back  to  Virginia." 

There  isn’t  a  plethora  of  IS  jobs  in  the  state,  espe¬ 
cially  at  the  entry  level.  “You  have  to  come  with  a  skill 
set  that’s  in  demand,”  says  Tom  Stanziola,  manager  of 
application  systems  and  services  at  Central  Vermont 
Public  Service  Corp.  in  Rutland.  “No  one’s  going  to  take 
you  and  teach  you  here.” 

There  are  exceptions.  Manny  Cacciola,  microelec¬ 
tronics  site  IS  manager  at  IBM  in  Burlington,  says,  “We 
go  off  to  colleges  to  bring  in  new  folks  for  vitality  hir¬ 
ing.”  Once  there,  “We  develop  a  skills-enhancement 
plan  for  each  employee.” 

But  IS  can  be  a  tough  row  to  hoe  in  Vermont.  “If  you 
want  a  change,  you  can’t  just  go  across  the  street  and 
find  another  job.  It’s  a  small  state;  there  are  jobs  to  be 
had,  but  we  can’t  take  in  a  million  people,”  says 
William  Montgomery,  senior  vice  president  of  IS  at 
Fletcher  Allen  Health  Care  and  a  staffer  at  the  Univer¬ 
sity  of  Vermont’s  College  of  Medicine.  Even  so,  "We’re 
having  trouble  finding  staff,  and  people  can  easily  find 
jobs  if  they  have  any  kind  of  technical  training  at  all,” 
he  said.  □ 


Menagh  is  a  freelance  writer  in  Maple  Corner,  Vt. 
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Wouldn't  you 
rather  work  in 
New 

Hampshire? 
Maintain  a  high 
quality  of  life, 
stop  the  city 
commute,  enjoy 
an  area  where 
the  good  life 
lives  on.  Work 
with  a  true 
source  of  power 
North  Atlantic 
Energy  Service 
Corporation. 

Our  Seabrook 
Station  is  recog¬ 
nized  as  one  of 
the  best  built 
nuclear  power 
plants  in  the 
country.  With  a 
production 
capacity  of 
1, 150,000  kilo¬ 
watts,  we  have 
the  potential  to 
save  11,000,000 
barrels  of  oil  a 
year  ...and  that 
could  mean 
great  potential 
for  your  career. 


Senior  Analyst/Programmer 

The  North  Atlantic  Energy  Service  Corporation  at  Seabrook  Station 
has  an  opening  in  the  Information  Services  Department  for  a  Senior 
Analyst  Programmer.  This  Senior  Analyst/Programmer  will  analyze, 
develop,  program,  test,  implement,  and  maintain  application  sys¬ 
tems  to  meet  user  requirements.  To  be  considered,  you  must  pos¬ 
sess  6-8  years  of  directly  related  experience  in  Computer  Science 
functions  as  well  as  a  Bachelor's  Degree  in  Computer  Science,  MIS, 
Business,  or  related  fields,  or  equivalent  education  and/or  experi¬ 
ence.  Knowledge  of  systems  and  data  processing  principles  and 
practices;  comprehension  of  current  systems  analysis  and  develop¬ 
ment  techniques  and  methodologies;  as  well  as  knowledge  of  com¬ 
puter  operating  systems,  structured  programming,  and  maintenance 
and  testing  techniques  are  all  required.  The  ability  to  program  in 
multiple  high  -  level  languages,  both  mainframe  and  PC  (COBOL, 
IDMS,  DB2,  Visual  Basic,  Lotus  Notes):  the  ability  to  handle  multi¬ 
ple,  complex  problem  assignments  requiring  the  identification  of 
known  approaches:  the  ability  to  handle  project  assignments  involv¬ 
ing  the  solution  of  several  problems,  some  of  which  require  original 
solutions:  the  ability  to  communicate  technical  information  in  a 
clear  easy-to-use  fashion  to  a  broad  spectrum  of  people;  and  the 
ability  to  develop  schedule  and  resource  requirements  for  assign¬ 
ments  accurately  and  within  schedule  are  also  required. 


IBM  Mainframe 
Systems  Programmers 

North  Atlantic  is  currently  planning  a  major  systems  software  and 
hardware  upgrade  on  our  MVS  ESA  based  IBM  mainframe.  North 
Atlantic  is  seeking  three  senior  level  systems  programmers  that  will 
assume  full  responsibility  for  implementing  this  major  upgrade,  and 
subsequently  perform  day-to-day  management  of  the  updated  sys¬ 
tem.  If  you  are  interested  in  becoming  part  of  a  three  person  team 
responsible  for  all  aspects  of  managing  an  OS/390  based  main¬ 
frame.  this  is  your  opportunity.  Applications  should  have  strong 
project  management  skills,  possess  a  Bachelor's  degree  in 
Computer  Science,  MIS  or  related  field  or  equivalent  education 
and/or  experience,  and  should  have  6-8  years  IBM  Mainframe 
Systems  Programming  experience,  with  specific  experience  in  sev¬ 
eral  of  the  following  areas: 


OS/390 
MVS  ESA 
JES2 
DFSMS 
SMP/E 
DFSMS  H3M 


CA  ACF/2 
CA  1 
CA  908 

CA  Multi-Image  Manager 
Candle  SuperSession 
Platinum  Zake 


Omegamon  MVS  CA  Panvalet 
hardware  configuration 
capacity  planning 
performance  tuning 
assembler  programmer 


ACPVTAM 
ACF  NCP 
ACF  SSP 
CICS 
TCP/IP 
PSF 

CA  Easytrieva 


We  offer  competitive  salaries  and  an  excellent  ben¬ 
efits  package.  Please  send  your  resume,  salary 
history,  and  requirements  to  Dianne  Osbon, 
Human  Resources  Coordinator,  at  North  Atlantic 
Energy  Service  Corporation,  Dep.  OSR  P.O.  Box 
300,  Seabrook  Station,  Seabrook,  NH  03874. 


aSP'% 


North 

Atlantic 

Northern  UtUffiM  Bp** 


■  PeopleSoft  Applications  Technical  Architect 


■  PeopleSoft  Application  Implementation  Engineers 


■  Data  Warehouse  Development  and  Support  Engineers 
•Sybase  IQ  »Essbase  ‘Visual  Basic 


■  Wide  Area  Network  Administration  and  Support 

■  Hewlett-Packard  UNIX  System  Administrator 


■  Informix  Database  Administrator 
*  Global  Help  Desk  Coordinator 


Please  mail  or  fax  your  resume  to  us 
indicating  the  position  of  interest  to  you. 


FAIRCHILD 

SEMICONDUCTOR 


Recruitment  CW1 02097 
Fairchild  Semiconductor 

Mail  Stop  10-04  •  333  Western  Avenue 
South  Portland,  Maine  04106 
Fax  207/775-8045 


The  best  life  has  to  offer. 


Jefferson  Pilot  and  its  subsidiary,  Chubb  Life  Insurance  Company  of 
America,  are  known  as  companies  that  value  their  people.  That’s  why 
professional  development  is  as  much  a  concern  as  the  well-being  of  our 
employees.  Education  programs  and  flexible  work  hours  are  just  pan  of 
what  you’ll  enjoy.  Isn’t  it  time  you  experienced  the  best  life  has  to  offer? 

We  are  looking  for  candidates  who  possess  at  least  2-5  years  of 
experience  or  equivalent  education  to  fill  the  following  positions  in  our 
Jefferson-Pilot  facility  in  Greensboro,  NC,  and  our  Chubb  Life  facility  in 
Concord,  NH: 

•  PROGRAMMER  ANALYSTS 

•  SENIOR  PROGRAMMER  ANALYSTS 

•  DATABASE  ANALYSTS 

•  APPLICATION  SPECIALISTS 

•  SYSTEMS  ANALYSTS 

•  TECHNICAL  PROGRAMMERS 

•  MAINFRAME: 

COBOL,  DBII,  CICS,  Assembler,  Vantage,  JCL,  MVS,  OO,  CSP. 

•  CLIENT  SERVER; 

SQL  Windows,  Powerbuiler,  Informix,  UNIX,  C/C++,  Visual 
Basic,  Windows  NT,  Windows  95,  SQL  Server,  RS6000. 

Jefferson  Pilot  offers  competitive  salaries  and  excellent  benefits 
including  401  (k)  and  pension  plan.  Please  forward  your  resume  to:  Chubb 
Life  Insurance  Company  of  America,  Attn:  Human  Resources,  One 
Granite  Place,  Concord,  New  Hampshire  03301.  Fax:  603-226-5727. 
An  Equal  Opportunity  Employer.  M/F/D/V. 

Mrpsoii 

Pilot 

INSURANCE /FINANCIAL  SERVICES 


CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 
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To  develop  and  growy 
you  need  exposure  to 
all  the  right  elements  ' 
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ONE  OF  OUR  LONGEST  TRADmONS 
IS  ATTRACTING  QUALITY  PEOPLE. 


At  L.L.Bean,  we  have  a  genuine  excitement  for  the  work  we  do.  Each  day,  we  live 
and  breathe  quality  and  service  in  outdoor  specialties  and  apparel.  Our  image 
reflects  the  enthusiasm,  strong  traditions,  and  way  of  life  our  employees  value. 
Located  in  coastal  Freeport,  Maine  (close  to  mountains  and  lakes  —  yet  only  15 
miles  from  Portland,  Maine  and  just  a  2-hour  drive  from  Boston)  our  unique 
environment  is  never  far  from  home. 

As  our  Information  Services  Team  continues  to  grow,  so  does  the  excitement.  So, 
if  you  are  a  self-motivated,  flexible,  team  player  with  the  ability  to  juggle  multiple 
priorities,  then  we  can't  wait  to  hear  from  you!  Come  join  our  team! 

Programmer  Analysts  •  Data  Center  Manager 
Systems/Administrators  •  Project  Leaders 
Data  Warehouse  Engineers  •  LAN  Administrators 
Network  Analysts  •  Technical  Team  Leaders 

We  are  especially  interested  in  your  expertise  with: 

UMX/ULTRK  •  DB2  •  Oracle  •  Cobol  •  SQL  •  C  •  C++ 
LAN/WAN  •  MVS/ESA  •  TSO  •  SAS  •  SNA  •  CICS 
Windows  •  HTML  •  NT  •  NOVELL  •  JAVA 

We  offer  cafeteria-style  company  benefits  to  meet  the  changing  needs  of  our 
employees.  Our  quality  benefits  package  includes  medical  plans,  401  (k)  and 
pension  plans,  a  discretionary  cash  bonus,  tuition  reimbursement,  and  a 
generous  employee  discount  —  to  name  a  few. 

For  immediate  consideration,  please  send  a  resume  and  cover  letter  stating 
salary  requirements  and  indicating  Job  Code  CW/LCW  to:  L.L.  Bean,  Inc., 
Employment  Department,  Casco  Street,  Freeport,  Maine  04033,  or  fax: 
(207)  552-2205.  So  we  may  review  your  resume  faster  we  thank  you  for  not 
calling.  L.L.  Bean  is  an  equal  opportunity  employer. 


L.L.Bean 


ten  aoufl  m 

Advance  your  career  at  Dartmouth-Hitchcock  Medical  Center,  one 
of  the  largest  tertiary  care  teaching  facilities  in  the  Northeast.  Set  on 
225  wooded  acres  just  2  miles  from  Dartmouth  College,  DHMC  offers 
challenging  careers  and  a  superior  quality  of  life. 

As  part  of  our  team,  you’ll  work  closely  with  physicians,  nurses, 
administrators  and  others  to  develop  and  support  a  wide  range  of 
applications.  Our  environment  is  comprised  of:  DEC,  IBM  and  Hewlett  Packard  hosts,  Apple 
and  Windows  clients,  UNIX,  VMS,  VM,  VSE  and  WinNT  operating  systems,  and  M,  FOCUS,  SQL 
and  Neuron  Data  multiplatfonm  GUI  Tool  Set  programming  languages. 

We  are  now  accepting  resumes  for: 

A  Sr.  Programmer/Analysts  ■  M  a  Computer  Systems  Manager 
a  Manager,  Technical  Services 

Send  resume  and  cover  letter,  including  salary  requirements,  to:  DHMC,  Code:  NNE, 

Attn:  Employment,  One  Medical  Center  Drive,  Lebanon,  NH  03756;  Fax  (603)  650-5012; 
e-mail:  dana.yamashita@hitchcock.org  ▲  www.hitchcock.org/pages/IS/ls.html 

Dartmouth-Hitchcock 
Medical  Center 


Lahey  Hitchcock  Clinic/Mary  Hitchcock  Memorial  Hospital 


Strategic  Architects 
Technical/Functional  Consultants 
Project  Managers/Project  Leaders 
Business  &  Data  Analysts/Architects 
00  Client/Server  Developers 
Technical  &  Programmer  Analysts 
Database  Analysts 
Software  QA/Test  Analysts 
Desktop/Network/Telecom  Services 

Liberty  I/S  has  begun  a  major  expansion  of  its  software 
development  centers  and  we  have  opportunities  available  at  all 
levels  for  our  strategic  development  initiatives.  You’ll  work  in  an 
object-oriented,  client/server  environment,  using  Win95/NT, 
C/C++,  VC++,  Corba,  OMT,  SQL,  Sybase,  DB2,  MQ,  RS6000AIX 
and  MVS/ESA.  Choose  from  our  corporate  data  center  in 
Portsmouth  or  our  Massachusetts  development  center,  located 
just  off  Route  128  in  Danvers.  Please  send  your  resume  to: 

Bill  Hickmott,  Liberty  Mutual  Information  Systems,  225 
Borthwick  Avenue,  Portsmouth,  NH  03801.  Fax  (603)431-0709; 
email:  Jobs@Lmig.com 

Liberty  Mutual  is  an  equal  opportunity  employer  committed  to 
workforce  diversity. 


Imagine  this:  It’s  the  morning  and  you’re  working  on  the 
most  cutting-edge  technology  to  develop  business  solutions  for 
Liberty  Mutual  clients.  By  noon,  you’ve  put  the  finishing  touches 
on  a  new  application,  helping  our  internal  clientele  work  more 
efficiendy.  And  by  day’s  end,  you’re  trying  to  decide  the  best  place 
to  watch  the  sunset  amid  the  changing  leaves.  This  is  the  life  of  a 
Liberty  Mutual  Information  Systems  employee. 

At  Liberty  Mutual,  you  have  the  best  of  both  worlds: 
a  professional  environment  that  stresses  personal  achievement, 
and  a  Portsmouth,  NH  location  that  has  everything  to  offer,  from 
its  historic  downtown  Market  Square,  to  year-round  offerings  at 
the  Seacoast  Repertory  Theatre.  With  Liberty  Mutual  I/S,  you  don’t 
have  to  imagine  it.  You’ll  live  it. 


LIBERTY 

MUTUAL 


Ike  freedom  of  Likert'} 


Be  sure  to  visit  our  web  site  at:  www.libertymutual.com 


Looking  for  a 
high  tech  job? 


Been  there. 

(That’s  why  we 
created  DICE.) 


www.dice.com 


Data  processing 

I  N  DEPEN  DENT  ^ 
C  O  N  S  U  LT  A  N  rsjjlft 

Exchange 

Don’t  gamble  with  your  job  search.  Use  DICE. 
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SYSTEMS  ANALYSTS 

We  are  seeking  Systems  Analysts  to  join  our  fast-paced  demanding  Corporate 
Information  Services  team.  These  positions  will  emphasize  business  analysis  and 
project  management  skills.  The  successful  candidate  will  be  a  self-starter,  who  can 
work  either  independently  or  as  part  of  a  team. 

Candidates  should  have  a  minimum  of  five  years  of  progressively  responsible 
experience  in  an  Information  Systems  environment,  including  at  least  four  years  as 
a  Systems  Analyst  or  Sr.  Systems  Analyst.  A  degree  in  Business  Administration  or 
Computer  Science,  or  comparable  experience  is  required. 

Candidates  must  possess  strong  verbal  and  written  communication  skills.  The 
ability  to  interact  successfully  at  all  levels  within  the  company  is  required. 
Experience  in  project  management  and  a  thorough  knowledge  of  the  Systems 
Development  Life  Cycle  are  required.  The  ideal  candidate  will  have  systems 
development  experience  in  an  IBM  MVS  mainframe  environment  and  will  be 
familiar  with  relational  database  development  Experience  with  structured  systems 
analysis  and  with  a  formal  methodology  is  desirable.  Our  technical  environment 
includes  COBOL,  Easytrieve,  DB2  and  PowerBuilder.  Experience  with  PC 
productivity  tools  (WordPerfect,  MS  Project,  Lotus  1-2-3,  PowerPoint,  etc.) 
is  very  desirable. 

PROGRAMMER  ANALYSTS 

You  will  be  responsible  for  the  analysis,  development,  coding,  testing,  documenting 
and  implementing  of  batch  and  on-line  programs  of  varied  size  and  complexity. 
Candidates  must  have  COBOL  experience  in  a  mainframe  environment,  knowledge 
of  file  structure  and  file  access  methods.  Programmer  Analyst  positions  require 
excellent  programming  skills  in  the  areas  of  program  structure,  test  planning, 
debugging  and  documentation  experiences  with  MVS  and  JCL  and  the  ability  to 
research  and  resolve  problems.  Excellent  communication  and  interpersonal  skills 
required.  Experience  in  DB2  and  CICS  or  PowerBuilder  desirable. 

Blue  Cross  and  Blue  Shield  of  Maine  is  the  state’s  largest  health  insurance  company 
and  a  leader  in  the  growing  managed  health  care  industry.  As  a  member  of  our 
professional  team,  you’ll  benefit  from  our  commitment  to  quality,  our  reputation  for 
innovation  and  opportunities  for  career  advancement 

Please  submit  a  cover  letter  and  resume  promptly  to: 

Human  Resources 

Blue  Cross  and  Blue  Shield  of  Maine 
2  Gannett  Drive 

South  Portland,  Maine  04106-6911 

BlueCross  BlueShield 
of  Maine 


Managing  the  Best  of  Care 

An  independent  Licensee  of  the 
Blue  Cross  and  Blue  Shield  Association 
An  Equal  Oppoitunity  Employer 
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•  Project  Leafed 

•  Project  Managers 

•  Application  (V^/| 
Developers 


PROGRAMMER/ 

ANALYSTS 

We  have  full-time  positions  for  programming/ 
analysts.  Knowledge  of  IBM  mainframes 
with  CICS  Command,  COBOL  and  VS  AM 
required.  Experience  with  property/casualty 
insurance  rating  programming  a  plus.  Hours 
are  8:00  a.m.  -  4:00  p.m.  M-F. 

Located  in  beautiful  S.W.  New  Hampshire, 
we  are  a  financially-stable  company  offering 
medical,  dental,  life  insurance,  a  401(k)  plan; 
a  pension  plan;  relocation  and  a  corporate 
bonus  opportunity.  Please  send  resumes  to: 

Ginny  Brooks,  Personnel 
National  Grange  Mutual  Ins.  Co. 

PO  Box  2300 
Keene,  NH  03431 


National  Grange  Mutual 
Insurance  Company 

A  Main  Street  America  company 


tl  Some  places  are  meant  to  be 
MS  lived  in.  Maine’s  like  that. 

|Wrt 

Eg;  Whispering  brooks,  rugged 

IT  mountains,  a  bold  ocean  coast 

.  and  a  pace  of  life  worth  living. 
|g£  That’s  why  we’ve  chosen  Maine 
as  our  home.  We’re  the  leading 
rf&i.  provider  of  information  man- 
Mk  agement  and  financial  services 
to  business  vehicle  fleets 
uv  throughout  the  U.S.  and  one  of 
southern  Maine’s  fastest  grow 
ing  companies.  Step  into  a 
ipP  solid,  high-growth,  Maine- 
|nj|  based  company  and  discover 
a  place  worth  calling  home. 

Please  wail  or  fax  your 
resume  &  salary  history  to: 

t.'  Wright  Express 
j|‘*  Corporation 

.  97  Darling  Avenue 
/|||  South  Portland,  Maine  04106 
BH  Fax  207/828-5181 


•  Oracle  DBA 

•  Technical  SunuarC 


Manager 

•  HP  UNIX  Administrator 

•  Programmer  Analyst 

•  Qu  a  I  i  ty/B  usi 
\  Analyst^' 

•  Database  Administrator 
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•  Systems  Arlnvinistrato 

•  Lead  Com  pufer 
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To  develop  and  grow, 
you  need  exposure  to 
all  the  right  elements 


Attracting  the  best  minds 
in  Informatinn  Architecture 


For  seventeen  years.  Spectrum  has  built  its  business  on  the 
simple  premise  that  a  consulting  firm  is  only  as  strong  as  its 
staff.  At  Spectrum  each  employee  plays  a  vital  role  in  our 
success  through  hard  work,  versatility  and  commitment.  In 
return,  Spectrum  makes  a  considerable  investment  in  each 
consultant,  recognizing  individual  efforts  with  highly  com¬ 
petitive  salaries,  training  in  the  latest  technologies  and  an 
experienced  management  team  dedicated  to  employee 
career  growth. 


Through  our  expertise 


and  success  since 
1979,  Spectrum  has 
become  nationally 


As  our  National  Practice  Team  continues  to  grow,  we  seek 
the  following  career-minded  professionals  who  want  to 
combine  the  challenges  and  diversity  of  high  level  consult¬ 
ing  with  the  stability  of  a  successful  corporation. 


recognized  and 
respected  for  providing 
IT  Management 
Consulting,  Data 
Warehouse  Solutions 
and  project-oriented 
Application 
Development  to  our 
Fortune  100  clients. 


►  Enterprise/Data  Modelers 

►  Data  Warehouse  Analysts  &  Designers 

►  IT  Management  Consultants 


All  Spectrum  employees  are  full-time  and  receive  compre¬ 
hensive  benefits  including  a  matching  401K  plan.  For  those 
interested  in  relocating  to  central  New  Jersey  or  the  Boston 
area,  we  offer  an  attractive  relocation  package. 

To  work  with  the  best  IT  minds  in  the  business,  please  call 
Michele  Cackowski  (908)  725-4001,  ext.  323.  Or  forward 
your  resume  to:  Spectrum  Technology  Group,  Inc., 
3421  US  Highway  22,  Dept.  CW1097,  Somerville,  NJ 
08876-6026.  Fax:  (908)  725-4072.  eoe  M/F/D/v 


Visit  our  Web  Site  at  http://www.spectrumtech.con.' 
E-mail:  mcackowskl@spectrumtech.com 


SPECTRUM 

Technology  Group,  Inc. 


•  NEW  JERSEY  •  BOSTON 


•  WASHINGTON  DC  •  SEATTLE 


•  CHICA 
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ERP 


Picker  is  creating  the 
CIRRUS  team  to  spear¬ 
head  a  fast  and  far 
reaching  charge  into  the 
21  st  century. 

The  Mission:  Unite 
Picker's  4000  system  users 
around  the  world  by  integrat¬ 
ing  strategic  global  busi¬ 
ness  process  solutions. 

The  Platform:  Leading 
edge  technology  using 
BO/2N  Release  V.  Provid¬ 
ing  an  enterprise-wide  so¬ 
lution  using  an  open  client/ 
server  environment  and 
“best  business’  practices. 

Who  We  Are:  The  Leader 
in  medical  diagnostic  imag¬ 
ing  technologies  and  the 
world’s  largest  distributor  of 
radiological  supplies  and 
accessories. 


eta uS 


Project  Leaders 
#  Technology  Specialists 
<t>  Domain  Specialists 

The  challenge  of  creating  a  world-class 
business  BflflN  model  within  Picker’s  total 
global  organization  will  require  Business- 
saavy  Information  Technology  Professionals 
who  will  communicate  effectively  across 
disciplines  and  provide  highly  detailed  system 
consultation  to  business  and  IT  specialists. 

As  a  member  of  the  CIRRUS  team,  you  will 
define,  develop  &  document  strategies, 
business  systems  environment,  operations 
and  standards  for  the  BOON  ERP  solution.  It 
is  imperative  that  you  have  knowledge  of  client/ 
server  technology,  plus  the  ability  to  adapt  to 
rapidly  changing  technology.  Technology 
Specialists  will  also  be  required  to  have  a 
strong  understanding  of  Oracle-based 
operating  systems,  working  knowledge  of 
performance  monitors  and  debugging  tools. 

Successful  team  members  will  have  the  ability 
to  effectively  manage  projects  in  a  cross¬ 
functional  environment.  BS  degree  or 
equivalent  exp.  Business  systems  analysis, 
MBA  a  plus. 

Have  what  it  takes  to  join  the  CIRRUS  Team? 
Forward  your  resume  today!  Full  position 
details  available  on  the  web  at 

www.cirrus.picker.com 


PICKER 


Vision.  Heart.  Brains.  Muscle.  W«  have  it.  Do  You? 


All  responses  being  handled  by:  Staffing  Solutions  Enterprises, 
ATTN:CIRRUS  27600  Chagrin  Blvd,  Suite  300,  Cleveland,  OH  441 22. 

FAX:  (216)  595-2227  e-mail:  cirrus@staffsol.com 


User  Support  Analyst  Needed  to 
Investigate  and  Resolve  Computer 
Software  and  Installation  Service 
and  Repair  Hardware  Problems  of 
Users.  Communicate  With  Users 
Having  Problems  Using  Computer 
Software  and  Hardware  or 
Inquiring  How  to  Use  Specific 
Software,  Such  as  Statistical, 
Graphics,  Database,  Printing, 
Word  Processing,  Programming 
Languages,  Electronic  Mail  and 
Operating  Systems.  Applicant 
Must  Have  Master's  Degree  In 
Computer  Science,  MIS,  or 
Related  Program.  Must  Have 
Proot  of  Legal  Authority  to  Work  In 
the  United  States  Salary  of 
$13.00  Per  Hour.  Work  Schedule 
40  Hrs  Per  Wk.  9  A  M.  to  6  PM. 
Mon  thru  Fri.  Equal  Opportunity 
Employer  Send  Resume  and 
References  to  Oklahoma  State 
Employment  Service,  13401  N. 
Santa  Fe,  Edmond,  Oklahoma 
73114,  (ID#  5513),  Phone 
(405)752-5627  Refer  to  Job  Order 
#289673 


Software  engineer  with  5  years 
of  experience  as  a  s/w  engi¬ 
neer  or  computer  professional, 
with  experience  as  a  supervi¬ 
sor  or  manager,  who  will  devel¬ 
op  s/w  systems,  applying  com¬ 
puter  science,  engineering, 
and  mathematical  analysis, 
with  5  years  of  experience 
using  ORACLE  RDBMS,  UNIX, 
C,  Novell  and  PL/SQL.  Analyz¬ 
es  s/w  reqs.  and  performs  test¬ 
ing  and  user  training  after 
development  Extensive  travel 
and  frequent  relocation.  Bach¬ 
elors  degree  in  one  of  several 
limited  fields:  engineering, 
mathematics,  computer  sci¬ 
ence  or  physics  $60,000/yr. 
40  hours/wk  .  9:00  am  -  5:00 
pm  Send  resumes,  listing  job 
order  number  5014401.  to: 
Mr  James  McCoy,  Manager, 
Office  of  Employment  Security, 
6206  Broad  Street,  Pittsburgh, 
PA  15206 


Senior  Consultant  (MIS  systems 
analysis)  sought  to  analyze, 
design,  develop  and  implement 
customized  information  manage¬ 
ment  systems  and  application 
enhancements  for  clients  in  a 
client/server  environment.  Produce 
cost/benefit  analysis  and  develop 
strategic  alternatives  for  clients. 
Serves  as  team  leader  tor  software 
development  teams.  Require¬ 
ments:  M  S.  in  Computer  Science 
or  related  field  +  3  yrs/exp.  as  a 
Senior  Consultant  and/or  3 
yrs/exp.  in  leading  software  devel¬ 
opment  teams.  Experience  must 
include:  designing  3  tiered  -  client 
server  applications;  Oracle:  and 
UNIX.  Will  accept  B.S.  plus  5  yrs. 
progressively  responsible  experi¬ 
ence  in  lieu  of  M  S.  +  3  yrs/exp. 
Applicant  must  be  willing  to  travel 
to  various  client  sites  throughout 
the  U  S.  Salary  Range:  $65,000  - 
$89,000/yr.  Hours:  40/wk.  (8:00  - 
4:00.  M-F).  Please  send  two 
resumes  to:  Case#:  71150,  PO 
Box#:  8968,  Boston  MA  02114. 


Programmer/ Analyst.  40 
hrs/wk,  9am-5pm.  $40,400/vr. 
Analyze,  code,  test  &,  imple¬ 
ment  credit  information  data¬ 
base  applications.  Tools:  C; 
UNIX;  Sun.  M  S.  in  Computer 
Science  required.  Graduate 
experience  must  include:  one 
project  with  C/UNIX.  Must 
have  proof  of  legal  authority 
to  work  permanently  in  the 
U.S.  Send  two  copies  of  both 
resume  and  cover  letter  to: 
ILLINOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITY, 
401  South  State  Street  -  7 
North,  Chicago,  IL  60605, 
Attention:  Joan  Sykstus, 

Reference  #V-II.-17831-S.  NO 
CALLS.  An  Employer  Paid 


Software  Designer  (Senior 
Member  of  Scientific  Staff)  - 
Design  and  develop  billing  soft¬ 
ware  for  digital  telecommunica¬ 
tions  switch.  Analyze  require¬ 
ments  and  provide  software 
design  using  Object  Oriented 
methodology,  networking  proto¬ 
cols  and  inter-process  communi¬ 
cations,  C++  and  Pascal  based 
programming  language  with 
ClearCase  and  other  software 
repositories.  Implement  and  test 
new  software  in  a  real-time, 
multi-tasking  operating  system, 
provide  customer  support,  and 
modify  software  using  patches. 
Mentor  junior  designers,  and  pro¬ 
vide  input  to  the  manager  for 
future  project  planning  regarding 
time  schedules  and  personnel 
requirements.  Requires:  Bache¬ 
lors  degree  in  Electronics.  Elec¬ 
trical  Engineering  or  Computer 
Science  and  3  years  experience 
in  the  position  ottered,  or  as  a 
Systems  Analyst  or  Assistant 
Systems  Analyst,  which  must 
include  designing,  developing 
and  testing  digital  telecommuni¬ 
cations  switch  software  using 
Object  Oriented  methodology. 
M-F.  8:30  a.m.-5:00  p.m.  $67,775 
per  year.  Job  location  RTP,  NC. 
Apply  at  any  Job  Service  office, 
or  send  resume  with  Social 
Security  number  to:  Job  Service, 
1105  Briggs  Avenue.  Durham, 
NC  27703.  J.O.#  NC3071 182, 
DOT  code  030.062-010. 


As  We 

Look  Toward 
The  Future, 

We  Look 
To  You! 


A  company's  success,  always  has 
and  always  will,  rest  squarely  on  the 
shoulders  of  the  people  who  work 
there.  At  Precision  Response 
Corporation,  this  mindset  makes  us 
successful  today,  while  it  guides  our 
future  endeavors.  As  the  teleservices 
outsourcing  company  preferred  by 
Fortune  500  clients,  we're  obviously 
doing  a  lot  of  things  right.  But  with 
the  future  comes  new  challenges, 
and  with  new  challenges  comes  a 
demand  for  talented,  forward-thinking 
I.S.  professionals. 

Our  development  technology  consists 
of  "state-of-the-art"  client/server 
full  life  cycle  software  development 
using  Oracle  front  end  tools  (ie: 

Forms,  Designer/Developer,  etc.), 

GUI  languages  and  Oracle  DBMS. 

Due  to  our  rapid  growth,  we  have 
immediate  needs  at  our  South  Florida 
location,  for  the  following: 

•  Director  of  Applications 
Development 

•  Business  Analyst 


•  Senior  Programmer  Analyst  - 

Full  lifecycle  development  using 
ORACLE  DBMS  and  ORACLE  front- 
end  tools  (ie:  Forms,  Designer/ 
Developer  2000,  JAM  and/or  SQR). 
For  complete  details  on  these  and 
other  opportunities  at  Precision 
Response  Corporation,  please  see  our 
website  at: 

http://www.prcnet.com 

Being  one  of  the  fastest-growing 
companies  in  the  country,  PRC  offers 
a  solid  career  track,  coupled  with  the 
type  of  benefits  and  compensation 
package,  you'd  expect  to  find  with 
an  industry  trendsetter.  Reply  in 
confidence  today  to:  Technical 
Recruitment  Director,  Precision 
Response  Corporation,  1313  NW 
167th  Street,  Miami,  FL  33169. 

FAX:  305/816-2277.  Or  you  may 
e-mail  your  resume  to 
pguill@aol.com  as  a  PLAIN  ASCII 
TEXT  FILE  ONLY  (MS  Word  preferred). 
An  Equal  Opportunity  Employer 


Precision  Response  Corporation 


Design  the  smartest  ideas 
in  the  country. 

Initiatives  to  engineer  a  massive  24  terabyte  data  warehouse,  integrated  networks,  90%  in- 
house  developed  code.  It  takes  leading  technologies  to  lead  the  world  in  retail  marketing. 

And  this  is  the  mindset  that’s  defining  Wal-Mart  as  the  team  accomplishing  more.  From  our 
technological  resources  to  the  riches  of  the  Ozarks,  we  have  the  infrastructures  that  reward, 
refresh  and  respect  true  talent.  In  fact,  Computerworld  just  ranked  us  one  of  the  top  ten 
places  to  work  in  I.S.  Because  in  high-tech  careers,  Wal-Mart’s  a  natural. 

Opportunities  exist  for  positions  using: 

•  UNIX  -  C,  C++,  Administration,  Engineering,  Powerbuilder,  Informix  DBA’s 

•  PC  Workstation  -  VB,  VC++,  NT,  SQL  Server,  Java 

•  IBM  Mainframe  -  COBOL,  CICS,  DB2  &  IMS  DBA’s 

•  Networking  -  Ethernet,  VSAT,  Frame  Relay,  ATM 

•  Telecommunications 

Wal-Mart  offers  an  excellent  benefits  package,  including  stock  options,  and  a  very  competi¬ 
tive  salary.  If  having  the  best  of  both  worlds  -  advanced  technology  and  natural  amenities  - 
interests  you,  send/fax  your  resume  and  cover  letter  to: 

WAL*MART 

Wal-Mart  Information  Systems  Division;  Attention:  Recruiting  Department  ISDCW97; 

702  S.  W.  8th  Street;  Bentonville,  AR  72716-9050;  Fax:  501-273-6879;  E-mail:  techjob@wal-mart.com 
For  more  information,  call  toll  free:  1-888-JOBS-ISD  or  check  out  our  career  page  at 
www.wal-mart.com/careers7isd 
EOE  M/F/D/V 


COMPUTER  PROGRAMMER 

BS  in  Compute  Science.  Convert 
data  from  project  specifications 
and  statements  of  problems  and 
procedure  to  create/modify  com¬ 
puter  programs.  Prepare/analyze 
work  flow  chart  and  diagrams  to 
illustrate  steps  that  program 
must  follow  applying  knowledge 
of  computer  capabilities,  subject 
matter  and  symbolic  logic.  Confer 
with  supervisor/representatives 
of  department  to  resolve  ques¬ 
tions  of  program  intent,  data 
input,  output  requirements  and 
inclusion  of  internal  checks/con¬ 
trols.  Converts  logical  flow  chart 
to  language  processable  by  com¬ 
puter.  Enter  program  codes/input 
data  into  computer  system. 
Observe  computer  monitor 
screen  to  interpret  program 
operating  codes  and  correct  pro¬ 
gram  error.  Write  instructions  to 
guide  operating  personnel,  ana¬ 
lyze.  review/rewrite  programs, 
compile/write  documentation  of 
program  development/revisions. 
Train  employees  in  use  of  pro¬ 
gram.  $2,555.00/mo.  Apply  to  or 
send  ad/resume/social  security 
number  to  Job  Order  No. 
NC307II7  and  DOT  Code 
030.062.010.  Job  Service  1 105 
Briggs  Avenue,  Durham.  N.C. 
27703. 


4  Software  Engineers  sought  to 
work  on  the  requirements  defini¬ 
tion,  analysis,  functional  specifi¬ 
cations,  design,  implementation 
and  maintenance  of  information 
management  systems,  including 
new  developments  and  modifica¬ 
tions,  in  a  client-server  comput¬ 
ing  environment.  Manage  pro¬ 
jects  and  provide  estimates  for 
development  time  and  parame¬ 
ters  ot  modifications  to  determine 
cost  justifications.  Write  test 
plans  for  software  developed. 
Provide  support  for  implemented 
software  to  the  end  users. 
Requirements:  M  S.  in  Engin¬ 
eering  (any  discipline  with  strong 
course  background  in  CS/CE/ 
EE/Math)  plus  1  yr.  experience  in 
Job  Offered  or  related  occupation 
(System/Analyst,  Prog/Analyst, 
software  development,  research, 
R&D  or  related)  or  B.S.  plus  5 
yrs.  progressive  experience. 
Education  or  experience  must 
include  the  special  requirements: 
information  system  technology; 
RDBMS  (such  as  Oracle, 
Informix,  Sybase):  object  orient¬ 
ed  concepts  and  methodology; 
SQL.  Unix,  Windows.  Hours.  M-F. 
8  am-5  pm;  40  hrs/wk.  Salary 
$59,450/yr.  Must  be  willing  to 
travel  to  various  client  sites 
throughout  the  U.S.  Send  resume 
in  duplicate  to:  Case  #71045, 
PO.  Box  8968,  Boston,  MA 
02114. 


Data  Software 
Research 
Company 

offers 

Oracle 
Financials 
Training  in 
India 


CONTACT: 

www.dsrc.com 
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IT  CAREERS  EAST 


We  make  health  information 

smarter. 


PCS  Health  Systems,  Inc.,  a  leading  information-driven  health 
solutions  company,  provides  managed  pharmaceutical-related 
services  for  56  million  people.  Using  its  superior  information 
resources,  advanced  technology  and  clinical  expertise,  PCS 
Health  Systems  develops  programs  that  can  direcdy  and  posidvely 
impact  the  health  of  consumers  and  help  reduce  health  care 
costs.  PCS  is  a  wholly  owned  subsidiary  of  Eli  Lilly  and  Company. 

DB2/PEDBA 

As  we  expand  our  Information  Technology  Division,  we  are  seek¬ 
ing  a  knowledgeable  and  dedicated  professional  with  a  minimum 
of  5-7  years  of  experience  to  support  one  TB  Data  Warehouse  on 
a  50  node  RS/ 6000  SP  MPP.  The  ideal  candidate  will  have  DBA 
experience  with  DB2/PE,  some  AIX  Systems  Administrator  expe¬ 
rience,  script  wriung  and  automation.  MVS/JCL,  Job  Scheduling, 
NT  and  “C"  experience  are  pluses.  We  may  consider  DB2  for 
ADC,  DB2  UDB  for  AIX  or  other  UNIX  parallel  DB  experience. 
Excellent  analytical  and  communicadon  skills,  along  with  the 
proven  ability  to  understand  and  provide  strategic  and  tactical 
solutions  to  business  problems  are  necessary. 

PCS  offers  excellent  benefits  and  compensation  programs.  For 
consideration,  please  send  cover  letter,  (specify  position  title), 
resume  and  salary  requirements  to:  PCS  Health  Systems,  Human 
Resources  Dept.,  ATTN:  MN/CW,  9501  E.  Shea  Blvd,  MC079, 
Scottsdale,  AZ  85260. 

For  more  information  on  additional  opportunities  available  with 
PCS,  call  our  Job  Hotline:  (602)  391-4300  or  visit  our  website: 
http:/ / www.pcshs.com 

PCS  promotes  a  drug-free  workplace.  Pre-employment  drug  screen  will  be 
required.  Equal  Opportunity  Employer  Minority/Female/Disabled/Veteran 


44  PCsHealthSystems" 


Information-driven  health  solutions" 


Vice  President  of  Technology  & 
Marketing  -  hire,  interview  & 
staff  various  tech,  groups  w/in 
company,  incl.  product  dvlpmt., 
consulting  project  dvlpmt.  & 
workshop  education/training. 
Utilizing  3GL,  SDK's,  RDBMS  & 
Internet  Technologies,  lead 
design  &  architecture  of  key 
consulting  client  solutions  & 
future  vision  &  enhancements  to 
existing  products;  drive  proto¬ 
typing  &  market  testing  of  new 
products  ideas.  Utilizing  3GL  & 
4GL,  Tools,  SDK's  &  Document 
Management  Systems,  develop 
demonstrations  &  prototypes  for 
key  customer  evaluations  of 
solutions  &  workshops.  Utilizing 
technologies  in  3GL,  4GL  lan¬ 
guages,  SDK’s,  RDBMS, 
Middleware,  Internet  and 
Document  Management  Syst¬ 
ems,  review,  analyze  &  test 
completeness,  robustness  & 
quality  of  tech,  solutions  gener¬ 
ated  by  proj.  leaders  &  sr.  archi¬ 
tects  in  product  and  client  proj. 
dvlpmt.  Utilizing  RAPID  (rapid 
application  prototyping  &  inter¬ 
net  development)  methodology 
lead  4-week  technology  work¬ 
shops  sold  to  Fortune  500 
clients  &  work  w/sales  to  close 
subsequent  engagements  w/ 
select  customers.  Utilizing 
knowledge  of  Applications, 
Tools,  4GL’s,  3GL's,  SDK's, 
RDBMS,  Middleware,  Internet  & 
Document  Management  Syst¬ 
ems,  supervise  &  manage  tech¬ 
nical  “evangelism"  teams  which 
strive  to  keep  all  groups  in  co.  at 
cutting  edge  in  these  technolo¬ 
gies.  Train  staff  on  new  & 
emerging  technologies  in  areas 
of  Internet,  Middleware  and 
Tools.  Articulate  &  promote 
company's  Internet  Applications 
Framework  (IAP)  utilizing  multi¬ 
tier  architecture  based  on  Java 
&  Lotus  Domino  technologies. 
Define  &  continually  refine  over¬ 
all  corp.  vision  &  technological 
mission  &  corp.  marketing  strat¬ 
egy.  Rep.  co.  at  all  prod,  mar¬ 
keting  trade  shows,  symposia  & 
technological  events.  Coor¬ 
dinate  &  manage  content  of  co.'s 
web  site.  Maintain  membership 
in  all  applicable  techn.  assoc.'s. 
Supervise  15-20  employees. 
MIN.  RQMTS.:  B.S.  in  Computer 
Science,  +  3  yrs.  of  sophisticat¬ 
ed  exp.  as  architect,  designer, 
developer,  programmer  analyst 
&  engineer  of  computer  soft¬ 
ware  products  meant  for  public 
distribution,  incl.  working  knowl¬ 
edge  of  following  apps.:  Visual 
Help  Desk  &  Visual  Customer 
Service;  the  following  tools: 
VB/Link,  Datalink,  Server 
Admint;  the  following  4GL  lan- 

guages:  VB,  Powerbuilder, 
elphi,  VBA;  the  following  3GL 
languages:  C,  Visual  C++,  LISP/ 
Scheme;  the  following  SDK’s: 
Microsoft  WINSDK,  MFC 
libraries,  Lotus  Notes  C  API, 
Lotus  Notes  C++  API,  MS 
ODBC  API,  VBX/Active  X  API; 
the  following  RDBMS:  Oracle, 
Sybase,  FoxPro,  SQL/ODBC; 
the  following  Middleware:  MS 
RPC/RFC,  TM  ind.  Novell 
Tuxedo,  OEC  Entera/DCE, 
CORBA/IIOP  inch.  Orbixware; 
the  following  internet  technolo¬ 
gies;  JAVA,  JDBC,  3-tier  archi¬ 
tecture,  HTML;  the  following 
document  management  tech¬ 
nologies:  Lotus  Notes,  Sapos, 
Interleaf.  Position  requires  prior 
bus.  &  mgmt.  exp.  in  hiring,  train¬ 
ing  &  supervising  tech,  dvlpmt., 
quality  assurance,  customer 
service,  and  marketing  staff. 
Salary  $100,000/yr.  for  5  day 
40+  hr/wk.  Send  2  resumes  to: 
Case  #71403,  PO  Box  8968, 
Boston,  M A  02114. 


SOFTWARE  ENGINEER  to  de¬ 
sign,  develop,  test,  tune,  imple¬ 
ment  and  support  complex  data¬ 
base  information  systems  using 
Oracle  RDBMS  for  the  backend 
and  Oracle  Developer  2000 
(Oracle  Forms,  Oracle  Reports, 
Oracle  Graphics,  Procedure 
Builder)  GUI  tool  to  develop  front- 
end  applications  under  UNIX  and 
MS-Windows  operating  systems 
in  a  client/server  environment; 
Perform  coding  in  SQL,  PL/SQL 
and  Pro'C;  Perform  data  model¬ 
ing,  database  design  and  tuning, 
frontend  development  and  perfor¬ 
mance  tuning,  data  conversion 
and  migration;  Design  and  devel¬ 
op  interfaces  between  external 
systems  and  Oracle.  Require: 
B.S.  degree  in  Computer 
Science,  or  an  Engineering  disci¬ 
pline  with  two  years  of  experi¬ 
ence  in  the  job  offered  or  in  the 
related  occupation  of  Program¬ 
mer/Analyst;  Extensive  paid  trav¬ 
el  (50%)  to  various  client  sites 
within  the  U.S.  is  required.  Sal¬ 
ary:  $55,000  per  year,  8  am  to  5 
pm,  M-F.  Apply  by  resume  to: 
Raghavendra  Kulkarni,  Pro  Soft- 
net  Corp.,  330  Aqueduct  Ct„  Al¬ 
pharetta,  GA  30202;  Attn:  Job  RT. 


Brown-Forman,  ,m. 

is  a  diversified  producer  and  marketer  of  fine  quality 
consumer  products  worldwide,  including  Jack  Daniel’s 
Tennessee  Whiskey,  Finlandia,  Fetzer,  Bolla  Wines,  Korbel 
California  Champagnes,  Lenox  fine  china,  crystal  and 
giftware,  and  Hartmann  Luggage. 

We  employ  approximately  7,500  people  worldwide,  head¬ 
quartered  in  Louisville,  Kentucky.  Louisville  is  consistendy 
recognized  by  Places  Rated  Almanac  as  one  of  the  best 
places  to  live  in  the  U.S. 

Exciting  IS  career  opportunities  await  candidates  with  BS 
degrees  and  significant  IS  experience.  Brown-Forman  is 
extremely  profitable  and  in  a  strong  growth  mode. 

Our  IS  organization  is  an  industry  leader,  operating  as  a 
virtual  stand-alone  business,  viewed  by  senior  management 
as  an  integral  business  partner. 

We  have  current  openings  for: 

•  Director,  Desktop  Systems 

•  Senior  Groupware  Engineer 

•  Manager,  Applications  Development 

•  Senior  Applications  Analyst  (4  positions) 

•  Manager,  Database  Architecture  &  Administration 

•  Network  Services  Systems  Manager 

•  Network  Engineer 

For  more  information  about  Brown-Forman  and 
the  above  positions,  please  visit  our  website  at 
http://www.brown-forman.com 

We  offer  challenging  career  opportunities  as  well  as  attrac¬ 
tive  compensation  and  benefits  and  an  excellent  relocation 
package.  For  immediate  consideration,  send  your  resume 
in  confidence  to  IS  HR-G2,  Brown-Forman  Corporation, 
P.0.  Box  1080, Louisville,  Ky.  40201-1080  (or  E-mail  your 
resume  to  PATTE_SCHAMORE@B-F.COM). 


Brown-Forman 

CORPORATION 
Equal  Opportunity  Employer 

www.brown-forman.com 

Your  friends  at  Brown-Forman  encourage  you  to  please  drink  responsibly. 


New  perspectives... 

New  solutions... 

New  opportunities! 

Georgia-Pacific  became  a  world  leader  in  the  forest  products  ini 
through  an  impressive  history  of  innovation.  We  have  always 
committed  to  excellence  in  manufacturing  and  marketing  our  products,  in 
the  administration  of  our  businesses,  and  acting  as  environmental  stewards. 
Today,  through  the  creativity  of  our  people,  we’re  developing 
successful  strategies  for  the  future.  We  recognize  and  reward  their 
progressive  ideas. 

•  Programmer  Analyst  •  Systems  Analyst 

•  Technical  Analyst 

We  are  particularly  looking  for  professionals  with  skills  in:  SAP, 

UNIX,  NT,  Visual  Basic,  Visual  C++,  AS/400  RPGIII,  Internet 
Development,  and  COBOL/DB2. 

Build  a  bright  future  with  the  forward-thinking  professionals  at 
Georgia-Pacific.  Successful  candidates  will  enjoy  a  highly 
competitive  salary  and  benefits  package,  plus  the  opportunity 
for  personal  and  professional  growth.  Send  your  resume 
and  salary  requirements  to;  Georgia-Pacific  Corporation, 

Staffing  Dept  A-6l,  PO  Box  105605,  Atlanta,  GA  30348-5605. 

Please  visit  our  website  at  www.gp.com.  G  |  ) 

Georgia-Racific  ^ 

An  F.qual  Opportunity  Employer  M/F/D/V 


wm 


At  Osprey,  we  want  to  help  you  reach 
the  top!  We  are  a  leading  systems 
integration  firm  focusing  on  mid-size 
companies  in  the  Southeast.  We  are 
looking  for  IT  professionals  whose  ded¬ 
ication  and  commitment  matches  our 
own,  and  who  will  thrive  in  an  entrepre¬ 
neurial,  dynamic  environment. 
Continued  success  has  created  needs 
in  the  following  areas: 

SAP 

Consultants 

FICO,  MM/PP,  PM,  SD 

Take  your  career  to  the  top.  Please  fax 
resume  to  704-672-1460,  or  email  us  at 
llimentani@ospreysystems.com.  Or,  to 
learn  more  about  us,  see  our  website: 


Computerworfd  October  20,  1997  careers.computerworld.com 

IT  CAREERS  EAST 


We  offer  competitive  blah ,  exceptional 
blah,  outstanding  growth  blah,  in  a  casual 
yadda  yadda  yadda.  Sound  familiar? 

Lots  of  companies,  spend  lots  of  money  trying  to  design  ads  that  will  catch  your 
eye  and  get  you  to  apply  for  a  job.  In  that  respect  we’re  no  different,  after  all,  you 
ARE  reading  this  ad.  However,  NCC1,  the  nations  leading  supplier  of  information 
to  the  workers  compensation  industry,  knows  that  catchy  copy  only  goes  so  far,  we 

must  offer  you  more  than  that  to  work  here . and  we  know  we  can!  Below  are 

just  some  of  the  technical  opportunities  we  have  available  at  our  Boca  Raton,  FL 
headquarters  : 

YEAR  2K  TEAM  LEADER-CLIENT/SERVER  CONVERSION  (PM) 

•  5+  years  team  leader/project  lead  experience  on  a  variety  of  platforms  including: 
UNIX,  (A1X)  and  Intel 

•  PowerBuilder,  “C”/ProC,  ORACLE,  Visual  C++ 

•Project  planning  and  tracking,  SDLC,  systems  design  and  implementation 
SR.  SYSTEMS  ANALYST  (GL) 

•  1+  years  experience  OLAP  experience 

•2+  years  experience  Internet  development  using  Java,  C++,  CGI 

•2+  years  NT  4.0  MSCE  experience 

•2+  years  UNIX  and  relational  database  (INFORMIX  a  plus) 

•3+  years  overall  development  experience 
SR.  SYSTEMS  ANALYST  (RK) 

•  3+  years  PowerBuilder  development  experience 

•  6  months  or  more  PFC  development  experience 

•3+  years  relational  database  experience,  preferably  Informix 
•UNIX  experience  a  plus 
•Good  analysis  and  design  skill 
0/A  TESTER  (KS) 

•3+  years  UNIX  experience  including  scripts  and  PERL 

•  3+  years  Quality  Assurance  Testing  experience  (EDP  Audit  Experience  a  plus) 
•Operational  (job  submission)  experience  in  a  mainframe  environment 
•Operational  (job  submission)  experience  in  a  UNIX  environment  a  plus 

•2+  years  relational  database  experience  a  plus  (Informix  preferred) 

•  1  +  years  C  programming  and/or  COBOL  programming  a  plus 

We  offer  all  you  would  expect  from  a  true  industry  leader.  Interested  applicants  are 
asked  to  mail/fax  resume  with  salary  requirements,  including  job  code,  to  HRCW, 
Human  Resources,  NCC1,  750  Park  of  Commerce  Drive,  Boca  Raton,  FL 
33487.  FAX:  (561)  997-4112.  Only  qualified  applicants  will  be  contacted. 


For  more  job  opportunities,  visit  our  Homepage  at  www.ncci.com 
An  EOE  smoke/drug-free  environment. 


Systems  Analyst 


Bon  Secours  Baltimore  Health  System  is  seeking  an 
experienced  Systems  Analyst  to  analyze  and  trans¬ 
late  user  needs  and  requirements  into  viable  systems. 
Working  closely  with  users,  you  will  define  objec¬ 
tives  and  outputs  and  make  recommendations 
regarding  equipment,  installation,  program  specifica¬ 
tions  and  file  designs. 

Bachelor’s  in  Mathematics,  Statistics,  Computer 
Science,  Business  Administration  or  equivalent  is 
required  along  with  formal  training  in  systems 
analysis  with  emphasis  in  user  relations,  data  gath¬ 
ering.  and  MIS.  Five  years  of  experience  with 
Clinical  Information  Systems  in  an  acute  health 
care  setting  is  also  required.  SMS  strongly  pre¬ 
ferred.  Familiarity  with  problem  analysis  and 
software  analysis  configuration  is  a  must. 

We  offer  a  competitive  salary  and  benefits  pack¬ 
age.  Interested  candidates,  please  contact: 


t 


Connie  Vagrin,  Recruitment  Coordinator 
Bon  Secours  Baltimore  Health  System 
Human  Resources  Department 
2000  W.  Baltimore  Street 
Baltimore,  MD  21223 
Fax:  410-947-3210 
EOE 


BON  SECOURS 

BALTIMORE  HEALTH  SYSTEM 


Software  Engineer.  Determine  cor¬ 
porate/user  requirements  in  the 
design  and  development  of  enter¬ 
prise-wide  2  tier/3  tier  client  server 
applications  to  automate  different 
business  activities.  Responsibilities 
include  establishing  frictional  speci¬ 
fications,  conduct  feasibility  studies 
and  develop  design  architecture  for 
design  of  front-end  applications 
along  with  back-end  database. 
Involves  benchmarking  of  different 
software  tools  available  to  aid  the 
development  process  in  a  32-bit 
environment  or  NT  platform  using 
C/C++  Visual  Basic,  MSAccess  and 
Oracle  databases.  Develop  installa¬ 
tion  and  training  material  needed  to 
support  the  software  developed. 
Requires  Masters  Degree  in 
Computer  Engineering,  or  equiva¬ 
lent.  Minimum  experience  (which 
may  be  obtained  concurrently  and 
in  academic  or  work  setting):  1  yr’s 
exper.  in  Software  Design  and 
Development,  or  equivalent.  2  yrs 
exper.  in  determining  user  require¬ 
ments,  design  and  development  of 
32  bit  client  server  applications,  2 
yr's  exper.  with  C/C++  and  Visual 
Basic  languages.  1  yr's  exper.  with 
artificial  intelligence.  1  yrs  exper. 
with  relational  databases  (Access, 
Oracle,  Sybase).  1  yr's  exper.  in 
structured  application/develop¬ 
ment.  concurrent  engineering  in 
development  cycle.  $54,000  per 
year.  8:30  a.m.  5:30  p.m.  Apply  to 
nearest  Job  Service  Office  or  submit 
resume  (with  Soc.  Sec.  #)  to  Job 
Service.  700  Wade  Avenue,  P.O. 
Box  27227,  Raleigh,  NC  27611. 
Reference  Job  Order  #  NC  7272237 
and  DOT  code  030.062-010. 


Waldec 

IKON 

Technology 


Technology  Services 


wanrr  to  mr^ 


Waldec/IKON  Technology  Services  is  a  $4  billion  leader  in  computer  systems  integration, 
providing  a  higher  level  of  service  to  clients  and  enhanced  career  potential  to  Associates.  Join  our 
growing  team  Dy  exploring  the  following  career  opportunities: 

Tamoa  Bav  Headquarters 

General  Manager/Tampa  Branch 

Will  provide  leodership  ond  direction  while  mointoining  full  P&L  responsibility  for  this  $40  million 
branch  office.  Responsibilities  include  soles  direction,  extensive  contact  with  clients  ot  CIO/CEO  level 
ond  ultimate  quality  assurance  of  oil  branch  engagements  ond  client  delivery. 

Vice  President,  Sales  &  Marketing 

This  is  o  newly  creoted  position,  resulting  from  our  ongoing  growth  ond  exponsion.  Encompassing 
corporate  responsibility,  mis  position  will  provide  visionary  direction  for  oil  soles  deportments,  os  well 
os  cohesion  for  marketing  ond  soles. 

Ft.  Lauderdale/Miami  Branch 

Hardware  Service  Manager 

Responsibilities  include  monogement  of  computer  technicions  ond  deportment  P&L  within  this  $15 
million  office.  Will  also  monoge  ond  direct  doily  customer  service  colls,  os  well  os  long-term  client 
relationships  ond  outsourcing.  Candidate  must  possess  o  background  in  mid-range  ond  micro-computers. 


Additional  opportunities  may  be  available. 
Inquiries  at  all  levels  are  encouraged. 


Sr  Prog  Analyst:  To  analyze, 
develop  &  implement  software 
application  by  applying  program¬ 
ming  techniques  in  C,  C++. 
Microsoft  Windows  &  RDBMS. 
Determine,  recommend  &  pre¬ 
pare  system  &  application  soft¬ 
ware.  data  summarization  and 
technical  reports.  Determine  the 
pertinent  requirement  of  the  sys¬ 
tem  applications  per  specifica¬ 
tions.  Convert  project  specifica¬ 
tions.  using  flowcharts,  diagrams 
&  logical  steps  for  coding.  Duties 
are  to  serve  as  Sr  Programmer 
Analyst.  Must  have  M  S.  in 
Computer  Applns.  +2  yrs  of  exp. 
Salary  55,000/yr  +  med  benefits. 
Submit  resume  to  Integrated 
Software  Solutions,  Inc.,  110 
Horizon  Drive,  Ste.  240,  Raleigh, 
NC  27615. 


Software  Eng.  Ill  MSCS  +  6  mo. 
program,  exp.  Design  &  code 
DOS.  16  &  32  bit  proc.  apps, 
using  Microsoft  Visual  C++,  MFC. 
DDE,  Winbatch,  C-tree.  R-tree, 
Assembler,  Winport,  Smart  term 
&  INETCO  software.  Doc.  Know¬ 
ledge  in  writing  conversion  soft¬ 
ware  from  DOS  to  16  bit  Win¬ 
dows  format  &  between  propri¬ 
etary  mainframe  formats:  dev. 
interprocess  communication 
apps  thru  TCPIP  8  dialogic  soft¬ 
ware  &  hardware.  SQL  database 
dev  ,  VBA  &  visualC++  integra¬ 
tion.  $53.931/yr.  Send  resume: 
Marilyn  Hall,  HR  Mgr,  Life 
Investors  Ins.  Co.  of  America. 
1 1 00  Johnson  Fry.  Rd,  Suite  300, 
Atlanta  GA  30342. 


Fi  nd 

trai ni ng 
now. 

careefagent.computefwofW.com 


Our  excellent  compensation  ond  benefits  package  includes  o  401 K.  For  immediate  consideration  (deadline 
for  resume  submittal  is  November  10th)  forward  your  resume  to  Woldec/IKON.  Human 
Resources,  5050  W.  Lemon  Street,  Tampa,  FL  33609.  E-mail:  jobs@waldec.com. 
FAX:  (813)  261-2500.  EOE  AA/F/D/V 
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This  Web  site 

e-mails  you  with  the 
career  opportunities 
you  want. 


Register  today 
and  use 
CareerMail 


http:// careers.computerworld.com 

itCareers. 

Where  the  careers  find  you. 


Computerworld 


October 


IT  CAREERS  EAST 


IS  Professionals 

Our  Success  is  Your  Opportunity! 


The  Commerce  Insurance 
Company  continues 
to  grow  and  explore 
new  opportunities 
and  technologies.  Our 
new  and  expanded  I.S. 
Department  is  looking 
for  experienced  profes¬ 
sionals  with  new  ideas 
and  fresh  thinking  to 
support  these  innovative 
directions. 


The  Commerce  Insurance 
Company  is  a  leading 
property  and  casualty 
company  and  the  largest 
automobile  insurer  in 
Massachusetts.  We  offer 
competitive  wages  and 
unmatched  benefits 
including  an  Employee 
Stock  Ownership  Plan 
and  on-site  child  care. 


Qualified  candidates 
.  should  send  resume, 

I  position  preference, 
and  salary  requirements 
in  confidence  to: 
Commerce  Insurance 
Company,  Attn: 
Mary-Beth  Kaczynski, 
Dept.  CW,  211  Main 
Street,  Webster,  MA 
01570.  Email  to 
mkac@compuserve.  com 
or  fax  to  508-949-4921. 

Look  for  our  other  oppor¬ 
tunities  atjobfind.com 

An  Equal  Opportunity 
Employer 


Programmers/ 
Programmer  Analysts 

We  need  creative,  skilled  and  aggressive  programmers/ 
programmer  analysts  to  help  build  the  systems  that  will 
launch  our  company  into  the  21st  century.  At  Commerce 
Insurance,  your  skills  will  be  crucial  to  our  growth  as  we 
move  from  an  AS400  environment  to  a  mainframe,  and 
as  we  build  the  system  needed  to  expand  geographically 
beyond  Massachusetts. 

We  have  several  opportunities  for  people  to  be  part  of 
innovative  projects  using  the  latest  technologies.  If  you 
have  at  least  three  to  four  years  experience  with  COBOL 
and/or  RPGID  and  DB2  knowledge  on  the  IBM  S/390 
then  you  will  want  to  put  your  experience  to  work  at 
The  Commerce  Insurance  Company. 

Business  Analysts 

We  are  seeking  highly  motivated  professionals  to  work 
as  liaisons  between  the  end  users,  technical  individuals 
and  external  vendors  to  provide  automation  and  service 
support  for  our  business  needs.  Mtgor  responsibilities 
will  include  the  project  development  process,  project 
implementation  and  support  of  software  packages.  If 
you  have  a  four  year  degree  or  at  least  five  years  of  sys¬ 
tems  experience  in  a  support  capacity  for  a  business 
area  this  may  be  the  opportunity  that  will  challenge  your 
career.  If  you  are  experienced  with  a  system  develop¬ 
ment  methodology  tool,  workflow  analysis  and  PC  sys¬ 
tems  this  would  prove  to  be  a  plus  for  this  position. 


Tlie  Commerce 
Insurance  Company 

Caring  in  everything  we  do. 


Digital  Signal  Processing  Engi¬ 
neer:  Designs  and  develops  digi¬ 
tal  signal  processing  algorithms 
tor  use  in  high  density  modems 
and  other  related  telecommuni¬ 
cation  and  network  systems 
applications.  Uses  principles  of 
adaptive  signal  processing, 
including  use  of  non-linear  tech¬ 
niques,  and  communications  the¬ 
ory  to  create  adaptive  filters  and 
signal  detection  algorithms  for 
implementation  and  migration  of 
telecommunication  protocols 
from  a  TMS320C5X  into  a  TMS 
320C54  microprocessor.  Analy¬ 
zes  the  performance  of  devel¬ 
oped  algorithms  by  performing 
computer  simulations  and  mathe¬ 
matical  modeling  using  MATLAB 
and  XMATH  software.  Uses  prin¬ 
ciples  of  optimal  control  system, 
estimation  and  detection  theory 
and  digital  signal  processing  to 
develop  algorithms  to  insure 
maximum  signal  and  data  trans¬ 
mission  performance  of  high 
speed  telecommunication  prod¬ 
ucts.  Requires  Master’s  Degree 
in  Electrical  Engineering.  Also 
requires  one  year  and  six  months 
experience  in  the  job  to  be  per¬ 
formed  or  one  year  and  six 
months  experience  as  a 
Research  Assistant.  If  experi¬ 
ence  in  related  field,  entire  expe¬ 
rience  must  include  use  of  all  the 
techniques  and  tools  as  specified 
in  the  job  offered.  Hours:  8:00 
a.m.  -  5:00  p.m.  40  hours  per 
week  at  $58,000.00  per  year 
salary.  Please  send  two  (2) 
copies  of  resume  to:  Case 
#71151,  PO  Box  8968,  Boston, 
MA  021 14. 


Sales  Force  Automation  (SFA) 
Advanced  Programmer:  Carry 
out  systems  analysis,  systems 
design,  coding,  testing  of  com¬ 
puter  software  apps  systems  on 
mainframe  environ,  using  IDMS 
&  COBOL.  Design,  dev,  test, 
implement  normalized  physical/ 
logical  database  GUI  apps  in 
multi-tiered  distributed  enterprise 
environ,  under  Windows,  MVS, 
TSO/ISPF  ops  systems  using 
MS  Access,  SQL,  C,  Visual 
Basic,  ODBC,  API,  COBOL,  JCL, 
CICS,  SNA,  TCP/IP  &  object  ori¬ 
ented  methodology.  Perform  data 
migration  from  network  to  net¬ 
work,  dev  methodologies  for 
migration  process.  Job  is  in  Boca 
Raton,  FL.  Req:  Bachelor's  in 
Electronics  Eng  or  Communica¬ 
tions  Eng.  or  closely  related  field 
+  2  yrs  exp  or  2  yrs  in  any  combi¬ 
nation  of  Graduate  Asst / 
Research  Asst  (Programmer/ 
System  Analyst/Software  Con¬ 
sultant).  $43,000/yr,  40  hrs,  8-5. 
Submit  resume  to:  FDLES 
Bureau  of  Operations,  1320 
Executive  Center  Drive,  Ste  110, 
Tallahassee,  FL  32399-0667.  Re: 
Job  Order  #  -  FL  1676308. 


Ill 


Tech 


Join  an  Innovative 
Information  Technology  Team 


Georgia  Tech  Office  of  Information  Technology  (OIT) 
has  immediate  openings  for  qualified  professionals: 


°  Network  Support 
Specialists 

LAN/WAN,  Routers/ATM, 
Network  Mgt.,  Networked 
Info  Services 

0  Systems  Analysts 

Oracle,  PeopleSoft 

°  Customer  Support 
Specialists 

On-site  Technical  Support 


0  Systems  Support 
Specialists 

Systems  Programmers, 
Intranet  Support, 

UNIX  Support 

°  Computer  Support 
Specialists 

DBAs,  Internal  Desktop 
Software  Support 


Georgia  Tech  offers  a  wide  variety  of  benefits 
including  competitive  salaries,  a  choice  of  health 
plans,  3  weeks  of  vacation  the  first  year,  and  an 
opportunity  to  work  in  an  innovative,  nationally 
acclaimed  higher  education/research  environment. 

For  more  information,  please  visit  us  on  the  Web: 

www.gatech.edu/ohr/jobbul/job.html 

Information:  (404)  894-3245  24  HR  Job  Line:  (404)  894-4592 


Georgia  Tech  is  a  Unit  of  the  University  System  of  Georgia 
and  an  Equal  Opportunity/Affirmative  Action  Employer 


CLERK  OF  COURTS 

PALM  BEACH  COUNTY,  FL 


Systems  Administrators  supporting 
‘MR  system: 


Justice 

Information  Systems  &  Finance/HR  systems.  Liaison 
between  end  users,  tech  staff,  &  vendors.  Implement, 
support,  &  maintain  automated  systems.  Heavy  end 
user  interaction.  Req  rel  BA/BS  &  3  yrs  systems  exp,  or  5  yrs  exp  in  lieu 
of  degree.  Excellent  problem  solving,  organization,  &  oral/written  com¬ 
munication  skills.  Knowledge  of  client/servers,  mainframe  systems.  Pref 
UNIX  sys  admn  &  database  mgt,  AIX,  SQL,  Oracle,  &  Informix. 
Salary:  $40s. 


•  Excellent  benefits  package  •  Competitive  wages 

•  Cutting  edge  technology 

Send  resume  to  HR,  301  N.  Olive  Ave,  Room  902 
West  Palm  Beach,  FL  33401  or  fox  561/355-3815 

Equal  Opportunity  Employer/DFWP 


Software  Engineer  need¬ 
ed  for  Computer  Consult¬ 
ing  Co  in  Parsippany,  NJ. 
Must  have  lyr  exp  analyz- 
ing/dsgng/dvlpg  of  tele¬ 
comm  prdets  using  COR- 
BA  &  dsgn  on  various  Unix 
platforms  (e.g.  HP,  SUN) 
using  OO  prgmmg  langs. 
Masters-Comp  Sci  or 
Comp  Engg  or  Electrical 
Engg.  Respond  to:  HR 
Dept,  Global  Consultants 
Inc,  601  Jefferson  Rd,  Ste 
LL,  Parsippany,  NJ  07054. 


BAY  SEARCH 
GROUP 

National  I/S 
Placement  Specialists 

VISIT  OUR  WEB  PAGE 

www.baysearch.com 

Looking  for: 

Oracle,  SYBASE,  UNIX. 
Visual  Basic.  PowerBuilder 
Well  Developers 

(800)  637-5499 
fax  (401)  245-3117 


CLINICAL 

PROGRAMMER 

One  of  the  healthcare  industry’s  most  re¬ 
spected  software  suppliers  seeks  experienced 
Clinical  Programmers.  Client-server  and/or 
AS/400  experience  a  plus.  Excellent  benefits, 
growth  potential,  and  training  with  the  latest 
hardware,  software,  and  technology.  Fax  904. 
279.2720,  attn:  Human  Resources. 


FIRST  COAST  SYSTEMS 

6430  Southpoint  Parkway,  Suite  250, 
Jacksonville,  FL  32216 


MAINFRAME 


•  DB2  or  CICS 

•  DBAs 

•  Natural  2 

•  Cobol 

»  Unlsys/Cobol 


•  VAX/COBOL  •  Internals  •  Focus 

•  Year  2000  •  SAP  •  PL1 

•  AS  400  •  CSP  •  IMS 

•  Modelers  •  Stratus  •  CICS  6000 


CLIENT  SERVER 


1  Bus/Analysts 
BAL 

IDMS/ADSO 
Qual  Assur 
1  Tandem 


•  Lotus  Notes 

•  Sys/Admlns 

•  Smalltalk 

•  Oracle 

•  LAN/WAN 

•  Tech  Support 


•  Sybase 

•  PowerBuilder 

•  Win  NT  or  95 

•  NT  Upgrade 

•  FileNet 

•  Novell 


Encina 
Help  Desk 
Visual  C++ 
TCP/IP 
Informix 
CORBA 


•  Cor  C++ 

•  Quel  Assur 

•  DBAs 

•  Vis  Basic 

•  Testers 

•  00A/00D 


•  HTML/JAVA 

•  Unix 

•  Peoplesoft 

•  HP  Sys/Admin 

•  Ingres 

•  Device  Drivers 


* 


Rohn  Roger# 

Attn:  Roger  Sichel 
1185  6th  Ave.,  36th  FI 
New  York,  NY  10036 
800-421-5158.212-921-1319 
Fax  800-770 


7li^ 


i  Consulting 

Steve  Wyne 

1451  W  Cypiess  Creek  Rd. 

Ft.  Lauderdale,  FL  33309 
954-489-2700 
Fax  954-489-6174 


/www.rohnrogerr-cotn 


DATABASE  ADMINISTRATOR 
to  design,  develop,  test,  imple¬ 
ment,  modify,  maintain,  support 
and  administer  software  sys¬ 
tems  and  relational  databases 
for  various  client  using  Oracle, 
Designer  2000,  Server  Mana¬ 
ger,  SQL'DBA,  PL/SQL,  C, 
C++,  PowerScript,  Pro*C  and 
Oracle  in  a  client/server  envi¬ 
ronment  under  Windows  NT 
and  UNIX  operating  systems. 
Require:  M.S.  degree  in  Com¬ 
puter  Science  with  one  year  of 
experience  in  the  job  ottered  or 
in  the  related  occupation  of 
Programmer/Analyst.  40%  trav¬ 
el  to  client  sites  required.  Sal¬ 
ary:  $65,000  per  year,  8  AM  to 
5  PM,  M-F.  Send  resume  to: 
Ana  Lynn  Witherington,  Mana¬ 
ger,  Benefits  &  Compensation, 
Sales  Technologies,  3445 
Peachtree  Rd.,  Ste.  1400,  Atlan¬ 
ta,  GA  30326,  Attn.  Job  PP. 


SYSTEMS  MANAGER 

Using  INFOS,  AOS/VS  Cobol, 
Microfocus  Cobol,  Oracle  & 
Renewal  Tools,  resp.  for  manag¬ 
ing  software  projects  which 
involve  converting  software  appli¬ 
cations  from  INFOS  to  relational 
databases  using  tools  developed 
by  IIS  incl.  developing  functional 
specifications,  database  design, 
testing,  implementation  &  post¬ 
implementation  of  new  systems 
&  training  users.  Support  INFOS 
for  Data  General  by  fixing  prob¬ 
lems  reported  by  users  world¬ 
wide  &  answering  their  ques¬ 
tions  Reqs:  Bachelor’s  degree  or 
equiv.  in  Comp.  Sci.  Elec.  Eng.  or 
related  field.  2  yrs.  exp.  in  job 
ottered.  40hrs/w,  9:00  a.m  -  5 
p.m.  Salary:  50,000/yr.  Send 
resumes  which  must  include 
social  security  #  to  the  nearest 
Job  Service  Office  or  to  Job 
Service,  1105  Briggs  Ave., 
Durham,  NC  27703.  Refer  to  Job 
Order#  NC3071186  &  DOT  code 
030.167-014. 


Accounting,  Distribution, 
Project  Accounting 
and  Order  Entry 


SYSTEMS 


Into  the  next  millennium  ...  and  beyond. 


Applications  for  the 
ORACLE  Mid-Market 


ORACLE  Financial 
Opportunities 

Design  Data  Systems  Corp.  is  a  multimillion-dollar  soft¬ 
ware  developer  of  Accounting  and  Business  Applications 
for  the  ORACLE  Mid-Market.  We  are  seeking  industry 
professionals  with  Accounting  &  Distribution  and/or 
Oracle  expertise  to  fill  the  following  immediate  openings 
( travel  requirements  with  certain  positions ): 


•  Business  Analysts 

•  Software  Designers 

•  Programmers/Analysts 

•  Consultants 

•  DBA/Systems  Administrators 

•  Customer  Support  Specialists  (Financials) 

•  Technical  Support  Specialists 

•  QA  Specialists 


Excellent,  competitive  salary,  plus  bonuses, 
medical/dental  coverage.  40 1  (k),  and  more! 

Fax  resume  c/o  Human  Resources,  813.539.8042, 
e-mail  at  humanresources@designdatasys.com,  or  mail  to: 

Design  Data  Systems 
11701  S.  Belcher  Rd.,  Suite  105 
Largo,  FL  33773 

Florida’s  ORACLE  Software  Development  Company!  j 

www.designdatasys.com 
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IT  CAREERS 


WORLDWIDE  IMPLEMENTATIONS 


Functional 

Configuration 

ABAP 

BASIS 


1975  North  Park  Place 
Atlanta,  GA  30339 
800-599-9550 
770-955-1714 
FAX:  770-937-0423 
e-mail:  slc11@aol.com 
EOE,  MEMBER  NACCB 


#  STRUCTURED 
LOGIC 

COMPANY,  INC 

SAP  NATIONAL  Implementation  Division 


SOFTWARE  ENGINEER:  B.S. 
in  Comp.  Sc.  with  strong  back¬ 
ground  in  Electrical  Engin¬ 
eering  (9  hrs.  course  work),  or 
B.S.  in  Electrical  Engineering 
with  strong  background  in 
Comp.  Sc.  (9  hrs.  course  work) 
required.  Designs  and  devel¬ 
ops  real-time,  embedded 
firmware  and  production  test 
equipment  for  CDPD  PCMCIA 
modems.  Implements  low-level 
hardware/software  interfaces 
and  trouble-shoot  hardware 
designs  including  Microchip 
PIC,  Hitachi  SH-1 ,  and  Intel 
80x86  microprocessors.  Analy¬ 
zes  &  designs  computer 
peripheral  device  drivers  and 
user  applications  using  C/C++ 
in  DOS,  Windows,  and  Unix. 
$40,000/yr.  40-hrs  wk.  Appli¬ 
cant  must  have  work  authoriza¬ 
tion  in  the  U.S.  Apply  at  Texas 
Workforce  Commission,  Dall¬ 
as,  Texas,  or  send  resume  to 
1117  Trinity,  Room  424T, 
Austin,  Texas  78701,  J.O.# 
TX0241505.  Ad  Paid  by  An 
Equal  Employment  Opportuni¬ 
ty  Employer. 


Systems  Designer/Software  De¬ 
velopment/Photo  Lithographic 
Processing  Equipment  Manufac¬ 
turer  (Austin,  Texas)  Systems 
design  and  software  develop¬ 
ment  for  semiconductor  equip¬ 
ment  specifically  equipment 
designed  by  STEAG  Sternenfels 
and  STEAG  Donaueschingen 
(such  as  etching,  developer  and 
cleanser  for  wafers,  CD's,  etc.) 
Program  language  is  as  follows: 
Borland  C3.0,  turbo  Assembler 
3.0,  Metaware  C++,  PLM  51; 
4  years'  experience  in  job  req., 
B.S  in  Computer  Science  and 
4  years  knowledge  of  semicon¬ 
ductor  process,  especially  in  the 
flat  panel  Industry:  Salary: 
$65,000  per  year  ,  9AM  -  5PM  (40 
hours)  Apply  at  the  Texas 
Workforce  Commission,  Austin, 
Texas,  or  send  resume  to  the 
Texas  Workforce  Commission, 
1117  Trinity,  Room  424T,  Austin, 
Texas  78701,  J  O  #TX0240647 
"Ad  paid  by  an  Equal  Opportunity 
Employer” 


l -  □ 


IT/Trainers 

Consultants 


Our  group  offers  a  wide 
range  of  both  full-time  and 
independent  contractor 
teaching/consulting  oppor¬ 
tunities.  If  you  enjoy  being 
in  front  of  an  audience  and 
are  seeking  significant 
national  and  international 
exposure  we  can  tailor  an 
opportunity  specifically  to 
your  background  and  time 
requirements. 

We  are  interested  in  just 
about  any  area  of  IT  exper¬ 
tise  as  well  as  manage¬ 
ment  and  professional  skills 
training. 

For  immediate  details  fax 

813*343*6829 


The  Suleiman  Qroup 


i  -  -i 


Software  Engineer  -  Sound  Syst¬ 
ems.  40  nrs/wk,  8am-5pm. 
$42,500/yr.  Research,  design  & 
develop  computer  software  sys¬ 
tems  in  conjunction  w /  hardware 
product,  development  for  sound 
technology.  Design  &  code  sys¬ 
tem  for  machine  control  of 
acoustic  microscopes.  Analyze 
software  reqs.  to  determine  feasi¬ 
bility  w/  cost/time  restraints. 
Evaluate  Interfaces  between 
hardware  &  software.  Determine 
operational  &  performance  reqs. 
Design  test  procedures,  pro¬ 
gramming  &  documentation. 
Tools:  Visual  C/C++;  Assembler; 
Windows  95.  M  S.  Elec./Comp¬ 
uter  Engr'g  required.  Graduate 
education  must  include:  Digital 
Signal  Processing;  Multitasking 
operating  systems;  embedded 
systems;  Visual  C/C++; 
Assembler.  Must  have  proof  oi 
legal  authority  to  work  perma¬ 
nently  in  the  U.S.  Send  two 
copies  of  both  resume  and  cover 
letter  to:  ILLINOIS  DEPART¬ 
MENT  OF  EMPLOYMENT 
SECURITY,  401  South  State 
Street  -  7  North,  Chicago,  IL 
60605.  Attention:  Shelia  Lindsey, 
Reference  #V-IL-17432-L.  NO 
CALLS.  An  Employer  Paid  Ad. 


Integrated  Systems  Professionals 

A  Fast-Growing  National  Consultancy  Offers  Exciting 
Opportunities  For  Top  Quality  Professionals. 

Project  Managers 
Team  Leaders/Consultants 

•  Long-Term  Career  Opportunities 

•  Short-Term  And  Long-Term  Contract  Opportunities 

Experience  in  all  SAP  R/3  Modules  Basis  and  ABAP 
Oracle  •PeopleSoft  *Baan 

Performance-Based  Compensation  provides  exciting  opportunities 
for  experienced  professionals.  (To  S250K  OR  $150  per  hour  for 
experienced  SAP  experts) 

Please  fax  resumes  to  516-625-0740  /7/^}r5T  jl 

or  visit  us  at  http://www.  iprr.com  ULlLfu  LI UvJ  vrP’O 


SOFTWARE  ENGINEER:  Res¬ 
ponsible  for  the  designing, 
implementing,  testing  and  sup¬ 
porting  cross-platform  object- 
oriented  libraries  of  C++  classes 
for  high-performance  graphics. 
Provides  technical  guidance  for 
implementation  of  algorithms  for 
dealing  with  large  volumes  of 
interactive  graphics  data  on 
Windows  platform  and  on  a  vari¬ 
ety  of  UNIX  systems,  do  porting, 
maintenance  and  performance 
tuning  of  the  software  on  multi¬ 
ple  hardware  platforms.  Prov¬ 
ides  technical  consulting  for  oil 
&  gas  exploration  and  technical 
support  for  software  integration. 
Will  be  designing  and  imple¬ 
menting  geophysical  data  pro¬ 
cessing  and  visualization  soft¬ 
ware.  Will  also  design  and 
implement  special  components 
for  the  distributed  graphics  tech¬ 
nologies  to  be  used  in  Internet 
applications.  M.S.  in  Computer 
Science  with  1  yr.  exp.  on  job 
offered,  or  1  yr.  related  exp. 
involved  with  interactive  graphic 
software  design,  object-oriented 
programming  and  cross-  plat¬ 
form  software  integration. 
(Employer  will  consider  candi¬ 
date  completed  all  course  works 
with  the  exception  of  thesis  also 
qualifies  for  the  education 
requirement).  $42,000.00/yr., 
40-hrs.  wk.  Apply  at  Texas 
Workforce  Commission,  Hous¬ 
ton,  Texas,  or  send  resume  to 
1 1 17  Trinity,  Room  424T,  Austin, 
Texas  78701 ,  J.O.#  TX0240922. 
Ad  Paid  by  An  Equal 
Employment  Opportunity 
Employer. 


Computer  Programmer  -  Prog¬ 
ram  in  COBOL  using  DMS  II  on 
Unisys  A-Series  and  Vision  File 
System  on  Unix  machines  (IBM 
AIX,  SCO  Unix  and  Unisys); 
design  programs  in  TCAL  for  bar 
coding  devices  from  Telxon  and 
work  on  distribution  system 
which  involves  inventory  control, 
accounting  and  custom  manu¬ 
facturing  for  the  distribution 
industry.  Req’s:  Bachelor’s  in 
Computer  Science,  Systems 
Analysis,  Computer  Information 
Systems,  Computer  Engin¬ 
eering,  Electrical  Engineering, 
Electronic  Engineering  or 
Mathematics  or  its  foreign  edu¬ 
cational  equivalent  or  its  equiva¬ 
lent  in  education  and  experience 
&  2  yrs.  exp.  in  job  offered  or  2 
yrs.  related  exp.  as  a 
Programmer,  Chief  Programmer, 
Programmer  Analyst,  Systems 
Analyst,  Software  Engineer  or 
Consultant.  Will  accept  3  years 
college  education  plus  3  years 
experience  in  the  job  offered  or 
in  a  related  occupation  in  lieu  of 
the  required  education  and 
experience.  The  experience  in 
the  job  offered  or  related  occu¬ 
pation  must  have  included  pro¬ 
gramming  in  COBOL.  $2,500.00/ 
mo.,  40  hrs/wk,  8a-5p,  M-F. 
Qualif.  applicants  send  resume/ 
application  letter  with  ad  to  A2 
DES  Job  Service,  ATTN:  730  A 
RE:  0337475,  POB  6123.  Phx., 
A Z  85005.  Job  Location:  various 
unanticipated  locations  through¬ 
out  the  U.S.  EMPLOYER  PAID 
AD.  Proof  of  authorization  to 
work  in  U.S.  required  if  hired. 


Windows  4.0 
Expert... 

. to  supervise  the 

complete  4.0  installation 
in  a  big  company  in 
Switzerland. 

Please  mail  or  fax  your 
resume  to: 

Altmann  It 
Partner  GmbH 

Havlngh.iiaan  45 
0-93804  Much 
Aamaaw 

F.«:  +  +49/2249/4531 


FIVE  OPENINGS  FOR 
SYSTEMS  ANALYST 
Research,  design,  develop  and 
support  computer  software  sys¬ 
tems  in  UNIX  environment  using 
C++  and  any  object  oriented 
database  systems,  in  conjunction 
with  semiconductor  hardware 
product  development.  Define  the 
appropriate  computing  systems 
configuration  in  semiconductor 
device  design  and  process  defini¬ 
tion.  Identify  the  applications 
needed  by  the  research  staff  to 
engineer  devise  structures,  build 
finished  wafers,  status  material 
progress,  collect  measurement 
data,  and  conduct 
analysis  of  experiment  results. 
Consult  with  hardware  engineers 
and  other  engineering 
staff  to  evaluate  interface 
between  hardware  and  software, 
and  operational  and 
performance  requirements  of 
overall  system.  Formulate  and 
design  software  system. 
Integrate  and  test  the  applica¬ 
tions  with  other  departments 
and/or  external  customers 
when  requested.  Requires  a 
Bachelor's  degree  in  Computer 
Science  or  Mathematics 
and  three  years  experience  in  job 
offered  or  three  years  in  directly 
related  design  and 
development  of  software  systems 
in  UNIX  environment  using  C++ 
and  any  object  oriented  database 
system;  or  will  consider  a 
Master’s  degree  in  Computer 
Science  or 
Mathematics  and  one  year 
experience  in  directly  related 
design  and  development  of 
software  systems  in  UNIX  envi¬ 
ronment  using  C++  and  any 
object  oriented  database 
system.  40  hour  work  week. 
$54,600  per  year.  Apply  at  the 
Texas  Workforce 
Commission,  Dallas,  Texas  or 
send  resume  to  the  Texas 
Workforce  Commission,  1117 
Trinity,  Room  424T,  Austin,  Texas 
7870 1 ,  lob  Order  #TX7858 1 48 
Ad  Paid  by  an  Equal  Opportunity 
Employer. 


Software  Engineer:  Analyze, 
design,  develop,  test,  debug  and 
support  new  and  existing  soft¬ 
ware  applications  to  develop  an 
airline  system  for  the  travel  and 
transportation  industry.  Develop 
Graphical  User  Interfaces  in 
UNIX  and  X-Windows  using 
Motif.  Analyze  software  require¬ 
ments  to  determine  feasibility  of 
design  within  time  and  cost  con¬ 
straints.  Develop  and  direct  soft¬ 
ware  system  testing  procedures, 
programming  and  documenta¬ 
tion.  Requires  a  Master's  degree 
in  Computer  Science,  Manage¬ 
ment  Information  Systems  (MIS) 
or  Engineering  and  one  year 
experience  in  job  offered  or  one 
year  related  experience  design¬ 
ing  and  developing  software 
applications.  Background  must 
include  one  year  experience  in  C, 
C++,  and  X-Windows  Motif.  40 
hour  work  week.  $39,112  per 
year.  Apply  at  the  Texas  Work¬ 
force  Commission,  Fort  Worth, 
Texas,  or  send  resume  to  the 
Texas  Workforce  Commission, 
1117  Trinity,  Room  424T,  Austin, 
Texas  78701,  J.O.  HTX7858250. 
Ad  Paid  by  An  Equal  Opportunity 
Employer. 


$45  -  7SK,  full  benefits,  paid  rdo 
Permanent  or  contract  work 


Executive  Search  firm  seeking 
programmers  /  analysts  /  DBAs  & 
MVS  project  mgrs.  for  Omaha  co. 

•  MVS  ■  Cobd.  CICS.  or  Assembler. 

•  AS400/RPG  Programmers-MgL 

•  DBAs;  Client-server.  Oracle.  Visual 
Basic  Access.  MS  SQL 

•  Lotus  Notes  Development 

•  Delphi  Progr.  w/Database  exp. 
Omaha  features  excellent  schools. 
Low  cost-of-living,  20  min.  commute 
Mc8ride/McC!atdiey  LS.  Recruiters 
P.O.  Box  6.  Boys  Town,  NE  68010 

E  mail;  mcbnde@radlks.net 
Fax;  402-496-8992 
Omaha  Chamber  Commerce  member 


ONE  OF  THE  INDUSTRY 


LEADERS 

PROGRAM  AND  PROJECT  MANAGERS 


You’re  driven  to  develop  business  and  deliver  results,  you’ll  setde  for 
nothing  less  than  success  along  the  way.  We’re  poised  to  become  the 
unquestioned  leader  in  technology  consulting  services.  Together,  we’re  a 
fail-safe  plan  for  success. 

We’re  Oracle  Consulting  Services,  comprised  of  over  8,000 
consultants  in  45  countries  and  backed  by  the  largest  developer  of 
database  software,  applications  products  and  solutions  services.  With 
almost  50%  growth  in  the  last  year  alone,  we’re  set  on  becoming  the  most 
successful  technology  consultancy  business  ever.  And  we  need  you  to  take 
us  there. 

We  are  currently  seeking  senior  level  program  directors  and 
experienced,  results-oriented  project  managers,  to  support  our  efforts  in 
software,  systems  and  solutions  (turnkey)  integration. 

Candidates  should  have  significant  experience  in  the  following: 

•  Proven  track  record  in  the  management  of  multi-site  Information 
Technology  domestic  and/or  international  programs,  large  complex  projects 
or  single  site  programs 

•  Executive  level  client  expectation  management 

•  Risk  Management 

•  PMBOK  skills 

•  Business  Development  Acumen 

For  consideration,  please  forward  your  resume  to:  Oracle  Corporation, 
Attn:  Linda  Holcombe,  8614  Westwood  Center,  Suite  1000,  Vienna,  VA 
22182.  Fax  (703)  406-3443.  E-mail:  lholcomb@us.oracle.com.  Equal  talent 
will  always  get  equal  opportunity. 


Immediate.  Around-the-Clock.  Timely. 
The  unparalleled  range  of  information  products 
and  services  we  provide  our  global  clientele  has 
made  us  the  world's  foremost  information  leader. 
Considering  we're  the  offspring  of  a  merger 
between  TRW  Information  Systems  &  Services,  based 
in  Orange,  CA,  and  CCN,  based  in  the  UK,  our  new 
generation  of  leadership  is  no  surprise. 
It's  time  to  experience  Experian. 


Building  on  a  lifetime  of  expertise. 


SOFTWARE  1 - 

•  Senior  Programmer  Analyst 

•  Systems  Engineer/Analyst 

•  Senior  Software  Programmer 


•  Project  Analyst 

•  Programmer  Analyst 

•  Technical  Consultant 


SYSTEMS  I - 

•  Systems  Programmers  •  Database  Administrators 

•  Systems  Engineer  -DB2  &  Oracle 


All  positions  are  currently  available  at  our  Allen,  TX  and  Orange,  CA  locations.  For  more 
information  on  these  and  other  opportunities,  please  visit  our  employment  page  on  the  web 

at:  www.experian.com/corporate/employment.html 

We  offer  competitive  salaries  and  outstanding  benefits  in 
a  challenging,  varied  and  fast-paced  work  environment. 

For  consideration,  please  mail  your  resume  to: 

Experian,  Attn:  EF-CW,  505  City  Parkway  West, 

3rd  Floor,  Orange,  CA  92868;  fax:  (714)  385-5444; 
e-mail:  experian.hr@experian.com.  EOE 


/ 

experian 

formerly  IkW  Information 
Systems  &  Services 

www.experian.com 
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IT  CAREERS 


Vision.  Leadership.  Growth. 

At  Pratt  &  Whitney,  our  vision  is  to  create 
market  leadership  and  product  distinction 
through  Information  Technology.  A 
division  of  Fortune  50  leader  United 
Technologies  Corporation,  Pratt  & 

Whitney  is  an  innovative  leader  in  the 
Aerospace  industry.  We  build  the  future 
by  fostering  and  combining  the  energy 
and  diversity  of  an  exceptional  group  of 
IT  professionals.  Vision,  leadership, 
innovation  and  technology  have  made  us 
what  we  are  today.  If  you’re  one  of  these 
exceptional  people,  look  into  one  of  the 
extraordinary  Connecticut  or  Florida 
opportunities  below. 


Process  Controls  Engineers 
Client  Server  Analysts 
Software  Engineers 

Software  Quality  Assurance  Specialists 
Business  Systems  Analysts 
Manufacturing  Systems  Analysts 
Network  Engineers 
DEC  VMS  System  Manager 
Systems  Integration  Professionals 


In  addition  to  a  state-of-the-art  Information  Technology 
work  environment,  we  provide  excellent  compensation 
and  comprehensive  employee  benefits,  including  relocation 
and  100%  paid  continuing  education  program.  For  imme¬ 
diate  consideration,  please  forward  your  letter  of  interest 
and  resume  to:  Information  Technology  Opportunities, 
Pratt  &  Whitney,  400  Main  Street,  M/S  101-29, 

East  Hartford,  CT  06108.  Email:  misjobs@pweh.com 
Visit  us  on  the  Internet  at  www.pratt-whitney.com 


\  Pratt  &  Whitney 

A  United  Technologies  Company 

Creating  market  leadership  through 
technology  and  the  diversity  of  our  work¬ 
force.  An  Equal  Opportunity  Employer. 


Get  Your  Career 
Flying  High. 


Something 

for  everyone. 


CPL  WorldGroup  is  an  international  con¬ 
sulting  company  which  has  been  placing 
highly  skilled  computer  consultants  around 
the  world  for  more  than  25  years. 

With  the  breadth  of  in-demand  USA  con¬ 
tracts  coupled  with  the  right  skills,  you  will 
virtually  have  the  opportunity  to  do  what 
you  want,  where  you  want.  We  specialize 
in  assignments  using  the  following  skills: 

•  NATURAL/ADABAS  CONSTRUCT 
•  COBOL/CICS/DB? 

Interested?  FAX  or  e-mail  your  resume 
to:  CPL  WorldGroup.510/472  4904: 
contract@cplworldgroup.com 


^COMPUTER 

"CONSULTANTS 

INFORMATION  RESOURCES  CENTER  is  actively  searching  for  candidates 
to  fill  positions  opening  for  the  major  Oil  Company  in  the  ARAB  GULF. 
We  are  looking  for  well-established  professionals  in  the  following  fields: 

SYSTEMS  PROGRAMMERS:  To  support  MVS  and  program  prod¬ 
ucts.  MVS/OS390  exp.  preferred. 

ANALYST  PROGRAMMERS:  To  develop,  enhance  and  maintain 
IBM  mainframe  applications  in  MVS.  JCL,  COBOL.  CICS.  VSAM. 
TELON,  DB2 

CLIENT/SERVER  ANALYSTS:  To  design  application  using 
POWERBUILDER  and  ORACLE. 

UNIX  SPECIALISTS:  For  installation  and  support  of  Unix  systems. 

AIX,  HP  or  SUN  (certifications  required) 

ORACLE  DBA  and  ANALYST:  To  support  Oracle  distributed  data¬ 
bases.  One  analyst  is  required  with  experience  in  LIMS 
(Laboratory  Information  Management  Systems)  and  process  con¬ 
trol  instrumentation,  (certification  preferred) 

LAN/WAN  SPECIALISTS:  To  design,  manage  and  document  the 
installation  of  data  communications  networks.  Experience 
required  with  modems,  routers  (Cisco),  Token-Ring  and  Ethernet, 
EIGRP,  OSPF,  Novell  and  Netware.  Windows  NT  and  95. 

COMMUNICATIONS  ENGINEERS:  In  planning  design,  engineer 
ing  and  implementation  of  enterprise  computer  amf  communica¬ 
tions  networks  and  experienced  in  traffic,  switching,  VHF/UHF. 
mobile  radio  stations,  paging  systems,  video  conferencing.  ATM, 
etc.  Some  consultants  are  required  with  experience  in  the  man¬ 
agement  of  DMS-100  systems:  others  in  the  installation,  trou¬ 
bleshooting  and  repair  of  microwave  hardware. 

LOTUS  NOTES:  Certified  Administrators.  Developers  and 
Trainers. 


INFORMATION  RESOURCES  CENTER  offers  excellent  TAX  FREE  salaries, 
free  tickets,  housing,  medical  insurance,  car  allowance,  etc.  Family  status 
considered. 


WORLDQR.OU 


j  SEND  YOUR  RESUME  ASAP  TO: 

.  INFORMATION  RESOURCES  CENTER 

■  P.O.  Box  876,  Al-Khobar 

p  Saudi  Arabia 

Fax  #  966-3-859-4537 
Email:  ircksa@khaleej.net.bh 


TECHNOLOGY  SHINES  IN  FLORIDA 


Capricorn  Systems,  Inc.  is  an  INC.  500  company  providing  Information 
Technology  Solutions  and  Resources  to  Fortune  1000  customers.  One  of 
CSI’s  business  partners,  a  cutting  edge  technology  leader  developing  finan¬ 
cial  applications,  is  currently  staffing  for  permanent  and  contract  positions. 
They  offer  new  development  on  an  accounting  software  product  line  that 
will  be  introduced  and  used  globally  by  Fortune  50  customers. 

other  National  Positions: 

•  C++,  UNIX,  Sybase 

•  Oracle  Financial/Manufacturing 

•  Java  Developers 

•  CQ801/CICS/DB2 

•  Oracle  DBA  s 

•  AS400/RPC400 

Excellent  compensation  plan  with 
relocation  assistance  to  the  Sunny 
Culf  Coast.  Quickly  send  response  to 
the  Recruitment  Department: 


Florida  positions  Include: 

•  visual  C+  +  ,  MFC.  OOAand  00D 

•  Visual  Basic,  Active  X,  VBX 

•  SQA  Test  Tool  or  any  automated 
test  tool,  must  be  able  to  write 
Test  Plans  and  Test  Scripts  using 
Visual  Basic 

•  Certified  NT  Administrators 

•  Lotus  Notes  Developers 


CAPRICORN  SYSTEMS,  INC. 

7  Dunwoody  Park,  Ste.  109,  Atlanta,  CA  30338 
Ph:  770-399-6789,  Fx:  770-399-7789 
resumes@capricornsys.com 
IMember  naccb,  ITAA1 


Inc 

500 
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Now,  with  one  resume,  you  can  connect  with 
numerous  high-profile  companies  that  are 
aggressively  committed  to  diversity... 


A  real  advantage 


A  number  of  corporate  su|>erslars  intent  on  attracting  a  diverse  group  of  candidates 
who  have  skills  in  a  range  of  technical/engineering/healthcare  related  areas...as 
well  as  in  marketing,  sales,  finance  and  management...are  participating  in  the 
Diversity  ResumeEvent  in  an  effort  to  reach  the  best  people  fast.  Action-oriented 
companies  that  do  more  than  talk  about  diversity.  They  include:  Aetna;  AirTourh 
Communications;  American  Express;  Rank  of  America;  The  Boeing  Company- 
Mesa;  Catholic  Health  Initiatives;  EDS;  Genie®  Industries;  Hoffmann-La  Roche; 
Kraft  Foods;  Landis  &  Staefa;  MasterCard  International;  Mercantile  Bank; 
Microsoft  Corporation;  NextLevel  Systems,  Inc.;  Nordstrom  (Information  Services); 
( Iwens  Corning;  Raytheon  E-Systems  Garland;  Rockwell  Semiconductor  Systems; 
SAFECO;  Seafirst  Bank;  Sutter  Health;  Thermadyne  Holdings  Corporation. 


A  real  opportunity 


Now  you  can  explore  opportunities  with  a  number  of  prestigious  companies 
without  the  stress  and  hassle  of  a  traditional  job  search.  Just  fire  off  a  resume 
and  sit  back  and  wait  to  be  pursued,  tempted,  cajoled. ..Visit  the  Diversity 
ResumeEvent  site  on  the  web,  and  to  find  out  more  about  participating 
companies  and  their  needs,  visit  the  Diversity  ResumeEvent  web  site  at 
www.diversityfair.com.  Or  send  a  resume  to:  JWT  Specialized  Communica- 
tions/TSG,  Department  DRE/AD,  11770  Bernardo  Plaza  Court,  Ste.  117,  San 
Diego,  CA  92128;  fax:  (800)  805-9227.  e-mail:  diversityad@jwtworks.com 


Tin*  Divrrsitv  KcsumrICvent  is  a  product  of  JWT  Specialized  Communications 


Systems  Consultant.  Develop¬ 
ment  of  mission  critical  applica¬ 
tions  tor  large  corporations  in 
VAX/VMS,  HP-UX/DEC  UNIX 
platforms.  Rdb  and  INFORMIX 
database  managers  and  OS/2 
production  components  (archi¬ 
tecture  design)  using  a  propri¬ 
etary  software  CASE  tool  for 
developing  client/server  mes¬ 
sage  based  systems.  Duties 
include  designing,  coding  and 
testing  enhancements  for  mes¬ 
sage  based  run-time  architec¬ 
tures  which  entails:  setting  up 
and  monitoring  configurations 
for  clients,  servers  and  gate¬ 
ways  using  Rdb,  INFORMIX 
and  ORACLE  database  man¬ 
agers;  TCP/IP  and  IPX/SPX  pro¬ 
tocols;  and  OS/2  PM,  Windows 
Native,  VAX/VMS,  HP-UX  and 
DEC  UNIX  operating  systems. 
Consulting  with  clients  to  devel¬ 
op  business  applications  in 
client/server  environments,  per¬ 
formance/capacity  planning, 
business  automation  and  knowl¬ 
edge  based  systems.  Managing 
team  of  computer  professional 
including  supervision,  planning, 
estimating,  analysis  and  assess¬ 
ment  of  work.  Extensive  travel 
including  short  term  temporary 
relocations.  Requirements: 
bachelor  of  science  in  electrical 
engineering  or  computer  sci¬ 
ence  plus  three  years  work 
experience  as  a  Systems 
Consultant  or  Software  Devel¬ 
oper/Systems  or  Software 
Engineer.  Work  experience  must 
include  developing  business 
systems  applications  in  a 
customer-visible  (consulting) 
position  and  systems/software 
development  utilizing  the  follow¬ 
ing:  UNIX,  VAX/VMS,  OS/2, 
TCP/IP,  Rdb,  INFORMIX, 
client/server  architecture  design 
and  development.  Experience 
must  also  include  supervision  of 
other  computer  professionals  in 
a  message-based  client/server 
development  environment. 
Applicant  must  be  willing  to  trav¬ 
el  75%  of  the  time  including 
short  term  temporary  relocation 
(ie.  3-6  months).  40  hr./wk.  plus 
10  hr./overtime  8:00  a.m-6:00 
p.m.  $90,500/yr.,  overtime  pay 
exempt.  Position  based  in 
Northbrook,  Illinois.  Must  have 
proof  of  legal  authority  to  work 
permanently  in  the  U.S.  Send 
two  copies  of  both  resume  and 
cover  letter  to  Illinois  Depart¬ 
ment  of  Employment  Security, 
401  South  State  Street-7  North. 
Chicago,  Illinois  60605,  Attn.: 
Sheila  Lindsey,  Ref,  #V-IL 
17442-L.  An  Employer  paid  ad. 
No  calls. 


A  Gr-r-reat 
Plate 
to  Work ... 


INFORMATION  5ERVICES 

ppn  IFTT  I  FADFR 

APPLICATION  TECHNOLOGY  ARCHITECTURE 


The  Kellogg  Company,  a  world  leader  in  the  manufacture  of  ready-to-eat  cereals 
and  convenience  foods,  “One  of  the  Best  100  Companies  to  Work  for  in  America,” 
is  looking  for  an  outstanding  individual  to  join  our  highly  professional  Information 
Services  Team  at  our  World  Headquarters  in  Battle  Creek.  Michigan. 

The  Project  Leader  will  be  responsible  for  designing  complex  application  system 
architectures.  This  person  must  demonstrate  an  ability  to  gain  in-depth  understand¬ 
ing  of  the  business  requirements,  processes  and  procedures  and  to  design  a  tech¬ 
nical  architecture  that  supports  the  business  requirements. 

The  successful  candidate  will  possess  4-7  years  of  industry  experience.  Extensive 
application  development,  and  package  implementation  experience  across  a  broad 
range  of  business  applications  is  required.  Client/Server  and  Relational  database 
experience  is  also  required.  Experience  with  ORACLE  applications  is  preferred. 

This  position  requires  a  Bachelor's  Degree  in  Computer  Science  or  its  equivalent. 

Kellogg  offers  an  excellent  compensation  package,  liberal  relocation  assistance, 
growth  based  on  performance,  and  a  corporate  culture  that  encourages  innovation 
and  respects  cultural  diversity.  If  you  are  interested,  ambitious  and  have  an  impres¬ 
sive  track  record  of  accomplishments,  please  forward  your  resume,  suitable  for  scan¬ 
ning  (12  point  font,  plain  text,  no  bolding  or  underline,  light  paper,  no  graphics), 
along  with  a  cover  letter  and  salary  history  or  expectations  clearly  stated,  in 
complete  confidence  to: 


KELLOGG  COMPANY 

Attn:  KLVC-7046 
One  Kellogg  Square 
P.O.  Box  3599 

Battle  Creek,  Ml  49016-3599 

Fax:616-660-4059 

E-mail:  Kelloggs@isearch.com 

http://www.kelloggs.com 
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►  Industry  Hiring  Trends 

Overall  growth  rate: 


20.8% 


CAREER  SURVEY 


Software  Related  Services 


Stable 

Growing  at 
less  than 
25% 

Growing  at 
more  than 
25% 
Shrinking 


Survey  Base:  187  Technology  Firms  involved  in  Software  related  Services 
Survey  conducted  between  July  '97  and  September  '97; 
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53.4%  ►Regional  Growth  Analysis 


Eastern  Great  New  York  Southern  Southeast  Northwest  Mid-West 


Lakes  Lakes  Metro  California  U.S. 


U.S.  U.S. 


CorpTech.  a  directory  publisher  in  Woburn,  Mass.,  tracks  the  U.S.  45,000  technology  manufacturers. 
This  survey  relates  to  the  31,693  tracked  firms  with  fewer  than  1,000  employees. 

**  Copyright  1997,  Corporate  Technology  information  Services,  Inc.  Woburn.  MA 
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NEW  &  NOTABLE 

Champion’s  Stellar2  takes  the  industry  by  storm 


Since  May  19,  when  Champion  Duplicators 
released  their  unattended  CD  duplicator,  the 
Stellar2  has  exceeded  all  expectations  and 
become  the  dominant  product  in  the  media 
duplication  market. 

The  demand  for  CD  duplication  is  increasing 
as  many  users  of  floppy  diskettes  are  now 
switching  to  writable  CD-Rs.  One  CD-R  can 
hold  the  information  eguivalent  to  that  of 
nearly  500  floppy  diskettes!  This  makes  DC- 
Rs  a  vaiable  option  for  those  who  copy  sets  of 
two  or  more  diskettes. 

"When  we  created  this  product,  we  hoped  for 


it  to  be  a  great  success,"  says  David  Wolfer, 
President  and  CEO.  “But  the  amount  of  its 
success  thus  far  has  astounded  us.” 

The  Stellar2  has  revolutionized  this  market 
because  it  is  everything  end-users  want.  It  is 
a  tray  based  system  holding  150  discs  in  its 
hoppers  -  three  times  the  normal  capacity  of 
unattended  systems.  The  Stellar2  houses  two 
full  speed,  simultaneous  writers  as  opposed 
to  one  writer.  The  loading  mechanism,  utiliz¬ 
ing  a  turntable  concept,  guickly  and  accurate¬ 
ly  singulates  discs  without  causing  noise  or 
vibration  to  the  writers. 


In  all,  the  Stellar2  is  a  simple  to  use,  intuitive,  reli¬ 
able,  affordable  and  continuous  duty  machine. 
"The  CD-R  market,  in  general,  is  exceeding 
original  forecasts,"  says  Dale  Brown,  VP  Sales 
and  Marketing.  "But,  we  have  experienced 
record  sales  far  above  what  we  thought 
achievable  for  this  product  in  a  new  field  of 
unattended  CD  duplicators." 

The  Stellar2  is  available  in  standalone  or  PC 
hosted  systems  and  is  priced  at  approximate¬ 
ly  $8,000  for  a  two  channel  system  complete 
with  writers. 

Contact  Champion’s  Sales  Department  at 


Express  Storage  Remarketers  L.L.C. 

EMC  Remarketing  Experts 


Anderson  &  Wells,  Inc.,  has  launched  its 
focused  EMC  remarketing  team  nationwide 
and  in  Europe.  The  storage  experts  are  posi¬ 
tioned  to  offer  a  complete  line  of  EMC  Series 
3000, 4000,  &  5000  systems  and  upgrades  at 
dramatic  savings  vs.  new  EMC  5400  &  5700s. 
"We  realize  that  today's  storage  requirements 
are  in  such  an  upward  spiral  that  technological 
superiority  must  be  tempered  by  realistic  price 
performance.  The  proven  performance  of  the 
EMC  Symmetrix  product  offers  an  outstanding 


cost  effective  solution  to  meet  the  full  range  of 
storage  requirements,  both  mainframe  and 
open  system,  at  a  fraction  of  the  cost  of 
chasing  newer  technology,"  Express 
Storage  Group's  Co-founder  Michael 
Flannery  said. 

"Whether  it's 


new  technology  as  your  requirements  dictate. 
Use  the  pricing  dynamics  to  your 
advantage." 

If  absolute  premium  performance  is 
required,  Express  Storage  offers 
aggressive 


ANDERSON  &  WELLS™' 


in  pro¬ 


INVESTMENT  COMPANIES 


data  expansion, 
year  2000  pro¬ 
jects,  or  critical  performance  requirements, 
we  have  an  Express  Storage  solution.  Move  to 


grams  that  will 
dramatically 
lower  your  cost  per  gigabyte  rather  than 
"cascade"  your  multimillion  dollar  investment 


(510)  373-6060,  Fax  (510)  373-8160,  e-mail: 
customercare@www.championsms.com  or 
http://www.championsms.com 


into  the  corner.  Attractive  subleases  of  your 
current  equipment  can  also  be  arranged  to 
reduce  large  book  values  that  may  delay  a 
needed  new  equipment  installation. 

Anderson  &  Wells  is  an  investment  firm  found¬ 
ed  in  1988  located  in  Phoenix  Arizona.  Express 
Storage  Remarketers  L.L.C.  is  headquartered 
in  Phoenix  with  offices  in  Chicago,  New  York, 
and  London,  England.  The  storage  experts  can 
be  reached  at  (602)  253-1041,  FX  (602)  252- 
1450,  or  www.expressstorage.com 


WIN  EVERY  WEEK! 


Computerworld  Marketplace  TechnoToys  Sweepstakes 

Oct.  20  TechnoToy:  Olympus  D-200L  Digital 

Camera 


Lightweight  compact  design 
stores  20  high  quality  or  80 
normal  pictures.  For  use  with 
Macintosh  or  Windows. 


By  entering  into  the  weekly  TechnoToys 
giveaway,  your  name  will  automatically 
be  entered  into  the  year-end 
Super  Prize  Sweepstakes 
where  you  could 
win  as  much  as 

$25,000  CASH! 


COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


Fax  this  completed  form,  or  all  of  the 
following  information  to:  (800)  898-2299. 

Yes,  i  want  to  enter  to  win  an  Olympus  D-200L 
Digital  Camera.  Please  also  enter  me  in  the  end-of- 
year  1997  Super  Prize  Sweepstakes  Drawing. 

Name: _ 

Title: 


State: 


.Zip: 


Company: 
Address: 
City: 
Phone: 
Fax:  __ 
email: 


Are  you  currently  a  Computerworld  subscriber? 


yes 


no 


Issue  Date:  10/20/97 


No  purchase  necessary.  All  entries  must  be  received  no  later  than  11:59 
am  (EST)  Mon.,  Oct.  27, 1997.  Winner  will  be  determined  in  a  random 
drawing  on  or  about  5:00  pm  (EST)  Mon.,  Oct.  27,  See  official  rules 
within  the  Marketplace  section. 
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Corporate 

America 


Corporate  America  has  a  new  look  these  days  thanks  to  a  Fortune  500  PC 
manufacturer  from  South  Dakota.  From  a  two-person  start-up  operation  in 
1985  to  a  $5  billion  global  company  in  1996,  Gateway  2000 
has  taken  the  PC  industry  and  corporate  America  by  storm. 

Gateway  2000  Major  Accounts,  Inc.  is  there  to  handle  the 
unique  needs  of  large-volume  purchasers.  Gateway  Major 
Accounts  delivers  Value  of  Ownership:  the  winning 
combination  of  high  benefits  and  low  cost  for  the  life  cycle  of  your  computer,  gateway  "  E-sem*  desktop 

and  Gateway  Solo  "  portable  PCs 

High-quality  PCs  custom  built  for  your  business  that  go  to  work  for  you  right  fea'ure ,Mel  processors. 
out  of  the  box  —  that’s  Gateway. 

Want  to  know  more  about  this  cow-spotted  business  phenomenon?  Call  our 
Gateway  Major  Accounts  representatives  today,  because  we  mean  business. 


SSS 


pentium8]! 


‘You've  got  a  friend  in  the  business. 


888-888-0382 

www.gateway.com/majoraccounts.htm 

Gateway  2000  Major  Accounts,  Inc. 

610  Gateway  Drive  •  P.O.  Box  2000 
N.  Sioux  City.  SD  57049-2000 

GSA  Schedule  #GS-35F-4565G 
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Great  for  New  System  ' 
Configuration  &  Large  Scale 
^  Operating  System 
Changeovcrs 


Business 

EDITOR'S  CHOICE 


Monitor  and  Operating  System  sold  separately 
Check  our  product  listing 

1  512k  Pipeline  Cache 
1  64  Meg  EDO  Memory 
1  Mid  Tower  Case 
■  6.5  Gig  IDE  Hard  Drive 
1  1  44  Floppy  Drive 
’  20x  Acer  CD-ROM 


•  S3  Virge  4Meg  Video 

•  16Bit  Sound  Card 

•  60  Watt  Speaker  System 

•  Gooseneck  Microphone 

•  Keyboard/mouse/pad 


$*1,899.00 


Setup  and  Load 
Windows  95  or  A IT 
to  4  Systems 
In  Less  Than 
ONE  MINUTE! 


The  Image  MASSler  1000  &  5i 
Hard  Drive  Duplication  and 
Diagnostic  Systems 


Designed  for 

COMPUTER  EQUIPMENT 
AND  ACCESSORIES* 
NETCOM3  TS  BUILT 
TO  MAXIMIZE 
WORKSPACE  AND 
IMPROVE  OPERATOR 
PRODUCTIVITY. 


Marketplace 


The  perfect  tool  for  MIS  and  System  Integrators 

Register  at  www.ics-iq.com  to  win  a  FREE  Image  MASSter  200p  Portable! 
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OFFICIAL  RULES  -  NO  PURCHASE.  PAYMENT  OR  CONTRIBUTION  NECESSARY  -  To  enter  the  Sweepstakes  outlined 
below,  follow  all  entry  instructions  published  in  this  offer.  Your  entry  must  be  received  by  the  date  specified  else¬ 
where  in  this  offer  or  by  1/15/98.  whichever  is  sooner. 

Super  Pnre  Sweepstakes  -  Winners  will  be  selected  in  random  drawings  from  all  eligible  entries  received.  Early  Bird 
winner  will  be  selected  in  a  separate  drawing  from  among  all  eligible  entries.  Sweepstakes  begins  9/3/96.  Drawings 
will  be  conducted  on  or  about  4/30/98  by  Ventura  Associates.  Inc.,  an  independent  judging  organization  whose  deci¬ 
sions  are  final.  Orawing  will  be  held  at  1040  Avenue  of  the  Americas.  New  York.  NY  10018.  You  need  not  be  present 
to  win. 

CONSUMER  DISCLOSURE  Oifteient  creative  presentations  nl  the  sweepstakes  may  present  different  pme 
choices.  Values  at  a  given  pme  level  will  be  approximately  the  same.  All  piite  winners  will  have  the  option  ol  select¬ 
ing  any  pure  irflered  at  level  won.  Number  estimated  maximum  retail  value  and  odds  of  winning  each  price  are  as  fol¬ 
lows:  1  Grand  Pme  -  $25,000  (or  cash  alternative  al  $25,000):  I  First  Prize  -  S2.000:  1  Second  Prize  -  St. 000: 
50  Third  Prizes  S80: 1.000  Fourth  Prizes  -  S35  each:  I  tarty  Bird  Prize  -  S5.000.  Total  prize  value:  S102.000.00. 
Certain  creative  presentations  ol  the  Super  Pme  Sweepstakes  may  present  an  Early  Bird  Prize.  To  qualify  loi  die  Early 
Bird  Pme.  il  the  Early  Bird  Prize  is  preseated  m  your  otter  yam  entry  must  be  received  by  the  Early  Bud  dote  specified 
elsewhere  in  ties  niter  Odds  ol  winning  any  prize  ore  determined  by  die  total  number  ol  eligible  enlries  received. 
Distribution  nl  sweepstakes  will  not  exceed  300  million.  All  Super  Pnze  Sweepstakes  prizes  will  be  awaided. 
Automobile  tnal/tiwter  prizes  must  be  picked  up  at  local  dealer.  All  other  merchandise  pnzes  will  be  shipped  to  win¬ 
ner.  Boal/uarier  and/or  ariiomobile  Ode.  tags  hcense  and  registration  lees  are  winner  s  responsibility  as  are  any 
other  nadeatal  expenses  net  spooked  m  the  after.  Trip  pnzes  subject  to  availability  and  must  be  completed  within 
12  months  nl  date  awaided.  Anna!  values  el  trips  depend  on  location  of  winners  and  fares  al  bme  of  departure. 
Certain  tesUiclrons  and  blackout  dates  may  apply.  It  a  trip  prize  is  won  by  a  minoi.  mmoi  must  be  accompanied  by  a 
parent  in  legal  guardian.  Winnei  s  traveling  companion  will  be  required  to  sign  a  release  of  liability  prim  lo  departure. 
Trip  prizes  are  on  a  space  available  basis  and  do  not  include  personal  purchases  or  incidentals  No  substitution  of 
prizes,  aicepl  sponsor  reserves  the  right  to  substitute  a  pme  of  equal  or  greater  value  m  the  event  an  advertised  prize 
is  onavadaMt 


For  winners  list  (available  after  6/30/98)  send  self-addressed,  stamped  envelope  by  1/15/98  to:  Super  Prize 
Winners.  P.  0.  Box  9193.  Medford.  NY  11763-9193. 

THE  FOLLOWING  APPLIES  TO  THE  SWEEPSTAKES  ABOVE  -  No  purchase,  payment  or  contribution  necessary  to  enter 
or  win.  No  photocopied  oi  mechanically  reptoduced  entries  will  he  accepted.  Not  responsible  fot  technical  malfunc¬ 
tions.  failure  ol  computet,  telephone  equipment  at  software,  inaccurate  transmission  of  entry  information  or  lor  lost 
late,  misdirected,  damaged,  incomplete,  illegible  oi  postage-due  mail.  All  entnes  become  the  property  of  sponsors 
and  none  will  be  returned. 

Winner  notification  will  be  by  mail.  A  winnei  may  be  requited  to  sign  and  return  an  Affidavit  of 
Eligibility/Liability /Publicity  Release  within  14  days  of  dale  printed  on  notification  or  he/she  will  be  disqualified.  Any 
pme/pnze  notification  relumed  as  undelrverable  will  result  in  disqualification.  If  a  major  prize  is  woo  by  a  minor,  it 
will  be  awarded  to  parent  or  legal  guardian  and  the  Affidavit  of  Eligibility  and  Release  must  be  signed  by  the  parent  or 
legal  guardian.  Except  where  prohibited  by  law.  wmnets  consent  In  the  use  of  their  names,  hometowns,  likenesses 
and  photographs  lor  advertising  and  publicity  without  additional  compensation. 

Swenpstakes  is  open  to  legal  residents  ol  the  U.  S-.  Canada  and  Europe  (in  those  areas  where  made  available!  who 
have  received  the  offer.  In  the  event  that  the  designated  recipient  of  the  offer  has  moved,  the  offer  may  oot  be  valid 
in  the  stale,  country  oi  province  to  which  the  otter  has  been  forwarded.  Void  in  Puerto  Rico  and  where  prohibited  by 
law.  All  federal,  state,  provincial  and  local  laws  and  regulations  apply. 

All  pnze  values  are  in  U.  S.  currency.  No  Iransler  ol  prize  permitted.  A  winner  is  responsible  Ini  all  taxes  on  his/hei 
prize. 

Canadian  residents,  in  older  lo  win.  must  hist  correctly  answei  a  time-limited  skill  testing  question  administered  try 
mail.  Any  litigation  regarding  (tie  conduct  and  awarding  ol  a  prize  in  this  publicity  contest  by  a  resident  of  the 
province  ot  Quebec  may  be  submitted  to  the  Regie  des  alcools.  des  courses  et  des  jeux. 

Sweepstakes  may  be  presented  in  different  creabve  presenlabons  by  different  organrzabons.  Ventura  Associates.  Inc.. 
1040  Avenue  ol  the  Americas.  New  York.  NY  10018.  the  independent  judging  organization  has  provided  all  pnzes  at 
no  charge.  Ventura  Associates.  Inc.,  reserves  the  right  to  withdraw  the  promobm  il  it  becomes  technically  corrupted. 


Employees  ol  Sweepstakes  Administrator,  presenting  organizations,  their  advertising  agencies  and  promotional  compa¬ 
nies  involved  in  this  promotion  and  their  families,  agents,  successors  and  assignees  are  ineligible  to  participate  m  the 
promotion  and  shall  not  be  eligible  fot  any  prizes  covered  herein.  The  parties  hereto  acknowledge  that  SCA  is  root  liable 
lor  any  pnze  awards  payable  lo  promotion  participants  in  violation  of  Ibis  term. 

COMPUTERWORLD  TECHNOTOYS  WEEKLY  SWEEPSTAKES  OFFICIAL  RULES:  No  purchase  necessary.  Complete  official 
entry  form  or  print  all  entry  information  on  plain  paper  including  this  week's  pnze  and  fax  to:  (800)838-2299. 
Incomplete  entries  not  eligible.  Sweepstakes  begins  12:01  am  (EST)  Monday  (the  date  ol  the  issue).  All  entries  must 
arrive  by  fax  no  later  than  1 1:59  am  Monday  of  the  loll  owing  week.  The  issue  date  can  be  found  at  the  top  of  most 
pages  ol  this  magazine.  Sponsor  not  responsible  lor  telephone  or  lax  equipment  failure  qt  delayed  transmission.  All 
entires  become  sponsor's  property  8  will  not  be  relumed. 

Winnei  will  be  determined  in  a  random  drawing  on  or  about  5:00  pm  (EST)  the  Monday  following  the  issue  date.  Yen 
need  not  be  present  to  win.  The  pnze  (and  its  retail  value)  derailed  with  the  entry  form  is  guaranteed  to  be  awaided  t 
delivered  to  winner  approx.  30  days  bom  drawing  date.  If  noriheabon  letter  <n  pnze  is  returned  as  undelivetable.  it  will 
be  awarded  (o  an  alternate  winnei  at  random.  No  pnze  substitutions  except  due  to  unavailability,  in  which  case  a  pnze 
of  equal  value  will  be  awaided.  Pnze  not  transferable  m  redeemable  loi  cash.  All  taxes  on  pnze  are  winoei’s  responsi¬ 
bility.  Acceptance  nl  pnze  consulates  permission  (except  where  prohibited)  to  use  winner's  name,  hometown  t  like¬ 
ness  lor  promotional  purposes  without  additional  compensation. 

Sweepstakes  is  open  to  legal  US  residents.  IB  t  older.  Odds  of  winning  detotmined  by  total  number  of  entnes 
received.  EsL  distribution:  150.448.  Sponsor  Computeiworid.  he  500  Old  Connecticut  Path.  Framingham,  MA  01701. 
Employees  ol  Computeiworid.  Inc.,  its  affiliates,  subsnbanes.  retailers,  advertising  I  promotion  agencies  (  immediate 
lamibes  ol  each  not  eligible.  All  federal,  state  1  local  laws  l  regulabons  apply.  Vmd  in  Puerto  Rice  (  where  prohibited 
by  law. 

Foi  winners  list  (available  within  4  weeks  of  the  drawing),  send  a  SASE  to:  Sweepstakes  Winners.  Compulenrorid 
TechnoToys  Sweepstakes.  500  Old  Conttecticol  Path.  Framingham.  MA  01701. 
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HAVE  A  PROBLEM  WITH  YOUR  COMPUTERWORLD  SUBSCRIPTION? 


We  want  to  solve  it  to  your  complete  satisfaction,  and  we  want  to  do  it  fast. 
Please  write  to: 

Computerworld,  P.O.  Box  2043,  Marion,  Ohio  43305-2043. 

Your  magazine  subscription  label  is  a  valuable  source  of  information  for  you 
and  us.  You  can  help  us  by  attaching  your  magazine  label  here,  or  copy  your 
name,  address,  and  coded  line  as  it  appears  on  your  label.  Send  this  along 
with  your  correspondence. 

Address  Changes  or  Other  Changes  to  Your  Subscription 

All  address  changes,  title  changes,  etc.  should  be  accompanied  by  your 
address  label,  if  possible,  or  by  a  copy  of  the  information  which  appears  on 
the  label,  including  the  coded  line. 

Your  New  Address  Goes  Here  Address  shown:  □  Home  □  Business 
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Other  Questions  and  Problems 

It  is  better  to  write  us  concerning  your  problem  and  include  the  magazine  label. 
Also,  address  changes  are  handled  more  efficiently  by  mail.  However,  should  you 
need  to  reach  us  quickly  the  following  toll-free  number  is  available:  1-800-552- 
4431  Outside  U.S.  call  (614)  382-3322.  Internet  address:  circulation@cw.com 

COMPUTERWORLD  allows  advertisers  and  other  companies  to  use  its  mailing  list  for  selected 
offers  we  feel  would  be  of  interest  to  you.  We  screen  these  offers  carefully.  If  you  do  not  want  to 
remain  on  the  promotion  list  please  write  to  the  following  address  -  COMPUTERWORLD, 

Circulation  Department,  500  Old  Connecticut  Path,  Framingham,  MA  01701. 
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Park,  NJ  07662  (201)  587-0090  Fax:  (201)  587-9255, 
(201)  587-1289  TDD:  (800)  208-0288 

ADVERTISING  OPERATIONS  PRINT  &  ON-LINE 


Rft  A 


Senior  District  Manager:  Walter  Hodge;  Mack  Center  1, 
365  West  Passaic  St.,  Rochelle  Park,  NJ  07662  (201)  587- 
0090  Fax:  (201)  587-9255,  (201)  587-1289  TDD:  (800) 
208-0288 

Account  Executive:  Phillip  Braithwaite,  2457A  S. 

Hiawassee  Rd.,  Ste.  321, 
Orlando,  FL  32835  (407)  521- 
9181  Fax:  (407)  521-8719 

SI" - 


Director:  Christine  Curry; 
Senior  District  Manager:  Ernie 
Chamberlain;  District 
Managers:  Angela  Flores,  Gena 
Haas,  Denyce  Kehoe;  HR 
Representative:  Leticia  Lehane;  Sr. 
Account  Executive:  Claude 
Garbarino;  Account  Executives: 
Larisa  Gagainis,  Andrea  Zurek; 
Sales  Associates:  Bonnie  Jo 
Bouchard,  James  Dunn,  Alicia  Giovannini,  Amy 
Hudson,  Nipool  Patel;  Operations  Coordinator:  Emmie 
Hung;  Office  Services:  Jessica  Abude;  Sales 
Coordinator:  Yvonne  Zuniga,  500  Airport  Boulevard, 
Suite  400,  Burlingame,  CA  94010  (650)  347-0555  Fax: 
(650)  347-8312  TDD:  (800)  900-3179 

Sales  Associate:  Pat  Duhl,  2171  Campus  Drive,  Suite 
100,  Irvine,  CA  92612  (714)  250-3942  Fax:  (714)  476- 
8724 


Display  Advertising  Production  Manager:  Paula  Wright;  Display  Advertising  Coordinators:  Lisa  Tanner,  Gregg  Pinsky, 
(508)  879-0700  Fax:  (508)  879-0446 


CUSTOM  PUBLICATIONS 


Boston:  Director  of  Publishing  Services/Carolyn  Medeiros; 
Project  Coordinator/Heidi  Broadley;  Managing  Editor/Peter 
Bochner;  Graphic  Designer/Gail  Varney,  500  Old  Connecticut 
Path,  Box  9171,  Framingham,  MA  01701-9171  (508)  879-0700 
Fax:  (508)  875-6310 

San  Francisco:  Vice  President  Custom  Publications/Elaine  R. 
Offenbach;  Sales  Operations  Coordinator/Nikki  Wilson,  500 
Airport  Boulevard,  Suite  400,  Burlingame,  CA  94010  (415)  347- 
0555  Fax:  (415)  347-8312 

East:  Director/Barry  Cheney;  Mack  Center  l,  365  West  Passaic 
St.,  Rochelle  Park,  NJ  07662  (201)  587-0090  Fax:  (201)  587- 
9255,  (201)  587-1289 


MARKETPLACE  ADVERTISING 


Sales  Manager/Pat  Fales,  50  Washington  St.,  South  Norwalk, 
CT  06854  (203)  857-5125  Fax:  (203)  838-1425 


COMPUTERWORLD  INFORMATION  MANAGEMENT  GROUP 


Vice  President/General  Manager:  Richard  Mikita 
Computerworld  VAR  Database:  Carol  Mullen/National  Sales 
Manager;  Account  Executive/Sean  Weglage,  (508)  879-0700 
Fax:  (508)  879-0184 

Computerworld  Buyers  Database  East:  (508)  879-0700  Fax: 
(508)  879-0184 

Computerworld  Buyers  Database  West:  (415)  347-0555  Fax 

(415)  347-8312 


DIRECT  RESPONSE  CARDS 


500  Old  Connecticut  Path,  Framingham,  MA  01701-9171  (800) 
343-6474 

National  Accounts  Director/Norma  Tamburrino,  Mack  Center 
l,  365  West  Passaic  St.,  Rochelle  Park,  NJ  07662  (201)  587- 
0090 


BUSINESS  DEVELOPMENT 


National  Director/John  S.  Gordon;  990  Hammond  Dr.,  Ste. 
600,  Atlanta,  GA  30328  (770)  668-5414  Fax  (770)  394-6354 


RECRUITMENT  ADVERTISING  SALES  OFFICES 


Vice  President  Recruitment  Advertising/John  Corrigan; 
Marketing  Director/Derek  E.  Hulitzky;  Operations  Director/ 
Cynthia  Delany,  500  Old  Connecticut  Path,  Framingham,  MA 
01701-9171  (800)  343-6474 

New  England  &  Upstate  New  York:  Regional  Manager/Nancy 
Percival,  470  Totten  Pond  Rd.,  5th  Floor,  Waltham,  MA  02154 
(800)  343-6474,  Sr.  Account  Executive/Nancy  Mack,  (800)  343- 

6474 

Mid-Atlantic:  Regional  Manager/Jay  Saveli,  961  Marcon  Blvd., 
Suite  409,  Allentown,  PA  18103  (6io)  264-7700,  Sr.  Account 
Executive/Caryn  Dlott,  (800)  343-6474  TDD:  (800)  208-0288 
South  Atlantic:  Regional  Manager/Katie  Kress-Taplett,  8304 
Professional  Hill  Drive,  Fairfax,  VA  22031  (703)  573-4115,  Sales 
Manager/Pauline  Smith  (800)  343-6474 
Midwest:  Regional  Manager/Pat  Powers,  1011  East  Touhy 
Avenue,  Suite  550,  Des  Plaines,  IL  60018  (847)  827-4433, 
Account  Executive/Nick  Burke  (800)  343-6474  TDD:  (800)  227- 
9437 

Northwest:  Regional  Manager/Christopher  Glenn,  246  Casitas 

Ave.,  San  Francisco,  CA  94127  (415)  665-2443,  Account 

Executive/Fabiola  Franz,  (800)  343-6474 

West:  Regional  Manager/Ellen  Cross,  2171  Campus  Drive,  Ste. 

100,  Irvine,  CA  92715  (714)  250-0164,  Account  Executive/Jeff 

Yoke  (800)  343-6474  TDD:  (800)  203-5867 

Internet  Careers  Site:  Jennifer  Arispe,  Sales  Associate,  500  Old 

Connecticut  Path,  Framingham,  MA  01701-9171  (800)  343-6474 


CAREER  AGENT 


Director  of  Partner  Programs/Kaye  Sharborough.  500  Airport 
Boulevard,  Suite  400,  Burlingame,  CA  94010  (415)  347-0555 
Fax:  (415)  347-8312 


MARKETING:  Vice  President,  Morketmg/Cynthia  L.  Ahart,  Director,  Marketing  Communications/Mary  Doyle,  Senior 
Manager,  Marketing  Communications/ Elizabeth  Phillips,  Manager,  Trade  Show  el  Even ts/Audrey  Abbott,  Marketing 
Manager/Susan  Thaxter,  Marketing  Communications  Project  Manager/Karen  Lesko,  Senior  Marketing  Manager/ 
Stuart  C.  Dale,  Marketing  Specialist/ Emily  Dinneen  CIRCULATION:  Vice  President  Circulation/ Maureen  Burke 
PRODUCTION:  Production  Director/ Christopher  P.  Cuoco,  Production  Manager/Beverly  Wolff  DISTRIBUTION: 
Distribution  Manager /Bob  Wescott,  Traffic  Manager /Pat  Walker 


COMPUTERWORLD 


President 

Michael  R.  Rogers 


Vice  President/Editor 

Paul  Gillin 


Senior  Vice  President/ 
Finance 

Matthew  C.  Smith 


Senior  Vice  President/ 
Consumer  Marketing 

Gail  Odeneal 


Vice  President/ 
Marketing 

Cynthia  L.  Ahart 


Vice  President/  Vice  President/General  Manager  Vice  President/ 

Recruitment  Advertising  Vice  President  of  IS  New  Media  &  Information  Mgmt  Human  Resources 

John  Corrigan  Walter  Crosby  Richard  Mikita  Susan  C.  Perry 


NTER  NATION  A  L  DATA  GROUP 


■ 


Chairman  of  the  Board,  Patrick  J.  McGovern  President,  Kelly  Conlin 


Chief  Operating  Officer,  Jim  Casella 


IDG 


Computerworld  is  a  publication  of  International  Data  Group,  the  world's  largest  publisher  of  computer- 
related  information  and  the  leading  global  provider  of  information  services  on  information  technology 
International  Data  Group  publishes  over  275  computer  publications  in  over  75  countries.  Sixty  million 
people  read  one  or  more  International  Data  Group  publications  each  month. 


Computerworld  October  20,  1997  (www.computerworld.com) 
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The  Week  in  Stocks 


Gainers 


Losers  Q 


u 

Netcom  On-line(H) . 36.7 

Proteon  Inc . 21.2 

Intergraph  Corp.(H) . 18.2 

Learning  Co.  (The) . 17.6 

Red  Brick  Systems  Inc . 17.4 

Checkpoint  Software  Technologies,  ...17.0 

Comshare  Inc.(L) . 14.7 

Business  Objects . 11.0 

Checkpoint  Software  Technologies, ..  5.81 

Netcom  On-Line(H) . 5.25 

Sprint  Corp.(H) . 3.31 

Ceridian  Corp . 2.50 

Learning  Co.  (The) . 2.44 

MCI  Com mmunications  Corp . 2.38 

Intergraph  Corp.(H) . 2.00 

ViewLogic  Systems(H) . 1.50 


c  E 


MTI  Technology;  Corp.(H) . . . -26.9 

Racoteklnc . -25.8 

Microage  Inc . -23.1 

Cypress  Semiconductor  Corp . -20.7 

Sun  M  icrosystems  Inc . -20.1 

LSI  Logic  Corp . -19.8 

Seagate  Technology . -19.6 

Network  Computing  Devices . -19.4 

Texas  Instruments(H) . -12.25 

Intel  Corp . -11.50 

McAfee  Associates . -11.25 

IBM . -9.88 

Lattice  Semiconductor . -9.44 

Sun  M  icrosystems  Inc . -9.13 

Seagate  Technology . -7.81 

Yahoo!  Inc . -7.38 


JLJLaX 

Growth  slows  at  Intel 

as  Intel  Corp.’s  semiconductor  market  domination 
begun  to  show  the  tiniest  hint  of  a  crack  or  is  the  in¬ 
dustry  giant  merely  toying  with  its  competition? 

Intel  officials  last  week  said  the  company’s  gross 
profit  margins  have  dropped  and  warned  that  next  quarter’s 
sales  could  be  flat.  Investors  reacted  by  dropping  the  stock 
more  than  five  points  to  86-1/2. 

Following  this  news,  competitor  Advanced  Micro  Devices, 
Inc.  (NYSE:AMD)  said  it  will  unveil  multimedia  chips  that  are 
faster  and  cheaper  than  Intel’s.  Several  analysts  say  Intel  also 
will  start  to  feel  competition  from  Cyrix  Corp.  (Nasdaq:CYRX) 
and  Integrated  Device  Technology,  Inc.  (IDT)  (Nasdaq:IDTI)  in 
the  chip  market  for  sub-$i,ooo  PCs.  Historically,  Intel  hasn’t 
paid  much  attention  to  the  low-margin  market.  But  with  sales 
of  the  low-priced  machines  growing,  Intel  said  last  week  it  will 
consider  bringing  out  a  low-priced  chip  set. 

Another  view  of  the  situation  is  that  Intel  may  actually  wel¬ 
come  the  competition  in  the  face  of  the  Federal  Trade  Commis¬ 
sion’s  investigation  for  market  monopoly  and  anticompetitive 
practices.  Michael  Murphy,  a  market  analyst  in  Half  Moon  Bay, 
Calif.,  and  editor  of  “The  California  Technology  Stock  Letter,” 
said  Cyrix’s  pending  merger  with  National  Semiconductor 
Corp.  will  give  Cyrix  a  boost,  especially  in  low-end  machines. 

Mona  Eraiba,  an  analyst  at  Crunthal  &  Co.  in  New  York,  says 
the  market  may  have  room  for  competition  because  “nobody 
has  paid  much  attention  to  the  low-end  market.  Someone  like 
I DT  could  really  carve  out  a  little  place  for  themselves.’’ 

Mike  Ceran,  an  analyst  at  the  Pershing  division  of  Donald¬ 
son,  Lufkin  &  Jenrette  Securities  Corp.  in  Jersey  City,  N.J.,  says 
IDT’s  sales  volume  is  too  small  right  now  to  bother  Intel,  but  he 
said  Cyrix  and  AMD  will  be  interesting  to  watch.  But,  he  said, 
“neither  Cyrix  nor  AMD  have  started  to  ship  any  particularly 
high  volumes  yet  either.”  —  Stewart  Deck 


Exch 

52-Week 

Range 

Oct.  17 

Wk  Net 

Wk  Per 

2  PM 

Change 

Change 

Communications  and  Network  Services 

OFF  5.32% 

COMS 

81.38 

24.00 

3  COM  Corp. 

48  88 

•7.00 

•12.5 

AIT 

71.75 

54.00 

AMERITECHCorp. 

65.50 

•1.44 

-2.1 

ASND 

80.25 

30.00 

Ascend  Communications 

35.00 

1.31 

3.9 

T 

47.44 

30.75 

AT&T 

44.50 

-0.81 

-1.8 

BNYN 

6.50 

1.19 

Banyan  Systems  Inc. 

3.31 

-0.50 

-13.1 

BAY 

41  88 

15.38 

Bay  Networks  Inc.  (H) 

34.25 

•6.56 

-16.1 

BEL 

84.88 

56.75 

Bell  Atlantic  Corp. 

79.69 

•0.75 

-0.9 

BLS 

49.44 

36.25 

BellSouth  Corp 

46.63 

-0.56 

•1.2 

BRKT 

42.25 

9.25 

Brooktrout  Technology 

13.50 

-2.25 

-14.3 

CS 

46.50 

27.50 

Cabletron  Systems 

30.56 

•2.75 

-8.3 

CCRM 

21  88 

8.63 

Centicram  Communications  (H) 

17.63 

-2.88 

-14.0 

CSCO 

83.50 

45.25 

Cisco  Systems  Inc.  (H) 

79.50 

-2.00 

-2.5 

CMNT 

7.00 

3.31 

Computer  NetworkTech. 

5.00 

-0.19 

-3.6 

DICI 

32.75 

12.63 

DSC  Communications 

29.94 

-0.69 

-2.2 

FORE 

43.50 

10.00 

FORESystems  Inc. 

17  94 

-2.94 

-14.1 

GDC 

12.38 

5.38 

GeneralDatacomm  Inds. 

6.38 

-0.63 

-8.9 

GSX 

53.00 

36.13 

General  Signal  Networks 

40.69 

-1.63 

-3.8 

GTE 

52.25 

38.50 

GTE  Corp. 

45.44 

-5.25 

-10.4 

LU 

90.75 

44.75 

LucentTech. 

84.25 

-3.94 

-4.5 

MADGF 

16.13 

4.50 

Madge  Networks  NV 

7.38 

-0.75 

-9.2 

MCIC 

43.38 

23.88 

MCI  Com  mm  unications  Corp. 

37.69 

2.38 

6.7 

NETM 

8.50 

2.50 

NetManage  Inc. 

4.44 

0.44 

10.9 

NTRX 

8.00 

1.44 

Netrix  Corp. 

2.19 

0.06 

2.9 

NCDI 

16.25 

6.00 

Network  Computing  Devices 

8.56 

-2.06 

-19.4 

NWK 

22.38 

11.25 

Network  Equipment  Tech. 

18.81 

-1  31 

-6.5 

NETG 

30.25 

11.13 

Network  General 

21.94 

0.25 

1.2 

NN 

69.38 

26.50 

Newbridge  Networks  Corp. 

60.00 

-4.25 

-6.6 

NT 

113  88 

57.75 

Northern  Telecom  Ltd. 

105.63 

-2.06 

-1.9 

NOVL 

13.00 

6.28 

NovellInc. 

8.88 

-0.78 

-8.1 

ODSI 

19.25 

9.75 

Optical  Data  Systems  Inc. 

11.00 

0.00 

0.0 

PCTL 

37.88 

8.25 

PICTURETEL  CORP. 

10.06 

-0.69 

-6.4 

PTON 

4.25 

1.31 

Proteon  Inc. 

2.50 

0.44 

21.2 

RACO 

6.00 

1.44 

Racotek  Inc. 

1.44 

-0.50 

-25.8 

RETX 

9.25 

3.38 

Retix 

6.38 

-0.69 

-9.7 

SBC 

65.88 

47.00 

SBC  Communications  (H) 

63.44 

-0.44 

-0.7 

SFA 

24.94 

13.25 

Scientific  Atlanta  Inc. 

21.50 

-0.63 

-2.8 

SHVA 

56.13 

8.25 

ShivaCorp. 

11.63 

-2.56 

-18.1 

FON 

56.38 

37.50 

SprintCorp.  (H) 

54.06 

3.31 

6.5 

SMSC 

18.13 

8.25 

Standard  Microsystems  Corp. 

14.25 

-1.25 

-8.1 

USW 

41.00 

29.25 

US  West  Inc. 

37.75 

-0.88 

-2.3 

XIRC 

31.13 

7.50 

Xircom 

11.03 

-0.84 

-7.1 

XYLN 

52.00 

12.38 

Xylan  Corp 

20.63 

•2.19 

-9.6 

PCs  and  Workstations 

OFF  8.27% 

AAPL 

29.56 

12.75 

Apple  Computer  Inc. 

20.00 

-2.25 

-10.1 

CPQ 

79.56 

20.50 

Compaq  Computer  Corp. 

69  94 

-6.69 

-8.7 

DELL 

103.25 

19.00 

Dell  Computer  Corp.  (H) 

93.75 

-6.06 

-6.1 

GTW 

46.25 

19  38 

Gateway  2000 Inc. 

33  75 

-2.56 

-7.1 

HWP 

72.94 

42.75 

Hewlett  PackardCo. 

63.69 

-4.75 

-6.9 

MUEI 

25.38 

12.63 

Micron  International  Inc. 

15.50 

-1.31 

-7.8 

NIPNY 

74,00 

53.50 

NEC  America 

63.00 

1.38 

2.2 

SGI 

30.31 

12.63 

Silicon  Graphics 

15.50 

-1.69 

-9.8 

SUNW 

53.31 

25.50 

Sun  Microsystems  Inc. 

36.31 

-9.13 

-20.1 

Large  Systems 

OFF  5.12% 

DGN 

37.94 

13.63 

DataGeneralCorp. 

24.94 

-0.44 

-1.7 

DEC 

50.94 

25  00 

DigitalEquipmentCorp.  (H) 

47.31 

-2.69 

-5.4 

IBM 

10944 

62.00 

IBM 

95.25 

•9.88 

-9.4 

MDCD 

8  75 

2.88 

Meridian  Data  Inc. 

4.94 

-0.31 

-6.0 

PRCM 

20.13 

9.00 

ProCom  Technology,  Inc. 

16.25 

-1.88 

-10.3 

SQNT 

31.25 

12.88 

SequentComputerSys. 

25.75 

-0.81 

-3.1 

TEXM 

3.88 

2.06 

Sequoia  Systems  Inc. 

3.25 

-0.06 

-1.9 

SRA 

60.75 

21.25 

Stratus  Computer  Inc. 

46.38 

-2.25 

-4.6 

UIS 

16.50 

5.75 

UnisvsCorp.  (H) 

14.56 

-0.56 

-3.7 

Software 

OFF  3.29% 

ADBE 

53.13 

32.50 

Adobe  Systems  Inc. 

47.00 

-3.88 

-7.6 

AM  SWA 

15.63 

4.63 

American  Software  Inc. 

11.50 

-1  69 

-12.8 

APLX 

40.00 

3.13 

Applix  Inc. 

8.25 

-1.56 

-15.9 

ARSW 

53.25 

17.00 

Arbor  Software  (H) 

46.25 

•4  00 

-8.0 

ADSK 

51.13 

21.00 

Autodesk  Inc. 

45.25 

-4.38 

-8.8 

BCSS 

38.00 

21.00 

BGS  Systems  Inc. 

31.94 

0.44 

1.4 

BMCS 

69.50 

39.63 

BMC  Software  Inc. 

61.50 

-5.00 

-7.5 

BOOL 

35.25 

16.75 

Boole  and  Babbage 

30.50 

-0.25 

-0.8 

BORL 

10.75 

4.75 

Borland  Int'l  Inc.  (H) 

9.75 

-0.13 

-1.3 

BOBJY 

18.75 

6.63 

Business  Objects 

12.63 

1.25 

11.0 

CAYN 

6.25 

2.00 

Cayenne  Software  Inc. 

3.00 

-0.03 

-1.0 

CNTR 

5.88 

1.13 

Centura  Software 

2.31 

-0.13 

-5.1 

CHKPF 

39.94 

15.63 

Checkpoint  Software  Technology. 94 

5.81 

17.0 

COGNF 

39.50 

21.50 

Cognos  Inc. 

23.25 

-1.19 

•4.9 

CA 

78.19 

37.25 

Computer  Associates 

73.31 

3  44 

-4.5 

CVN 

10.38 

1.94 

Computer  vis  ion  Corp. 

2.88 

■0.44 

-13.2 

CPWR 

69.25 

22.50 

CompuwareCorp. 

66.38 

1.88 

-2.7 

CSRE 

18.88 

6.63 

Comshare  Inc.  (L) 

7.81 

1.00 

14.7 

COSFF 

9.69 

3.75 

CorelCorp. 

4.00 

-0.13 

-3.0 

DWTI 

6.63 

2.25 

Dataware  Technologies  Inc. 

4.25 

0.06 

1.5 

FILE 

36.50 

9.50 

FilenetCorp. 

22.50 

-2.38 

-9.5 

FRTE 

47.00 

7.25 

Forte  Software 

14.00 

-0.38 

-2.6 

FTPS 

8.63 

3  50 

FTP  Software  Inc. 

3.59 

-0.13 

-3.4 

HUMCF  54.25 

22.00 

Hummingbird  Comm.  Ltd.  (H) 

40  38 

-0.38 

•0.9 

HYSW 

33.38 

13.00 

Hyperion  Software  Corp.  (H) 

32.69 

1.44 

4.6 

IRIC 

19.75 

11.13 

Information  Resources  (H) 

17.81 

•0.94 

-5.0 

IFMXE 

29.50 

588 

Informix  Corp. 

6.63 

•0.63 

•8.6 

INGR 

14.19 

6.25 

Intergraph  Corp.  (H) 

13.00 

2.00 

18.2 

LEAF 

3.69 

0.81 

Interleaf  Inc. 

2.63 

-0.06 

-2.3 

ISLI 

18.50 

6.25 

Intersolv  Inc. 

15.00 

-0.63 

-4.0 

INTU 

40.25 

20.88 

IntuitInc. 

29.88 

-3.25 

9.8 

TLC 

25.75 

5.50 

Learning  Co.  (The) 

16.31 

2.44 

17.6 

LGWX 

12.13 

4.1 3 

Logic  Works 

11.38 

•0.25 

•2.2 

MAPS 

12.75 

7.88 

MapInfoCorp 

9.00 

-0.50 

-5.3 

MATH 

5.25 

2.19 

MathSoft 

3.63 

•0.31 

-7.9 

MCAF 

78.50 

36.50 

McAfee  Associates 

53.75 

-11.25 

•17.3 

MENT 

13.13 
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SE  TOGETHER  THE  GENES  THAT  MADE  YOUR  OLD  TRACK  COACH  FAST  WITH  THE  ONES  THAT  MADE 
YOUR  COLLEGE  PROFESSOR  SMART,  AND  YOU’VE  GOT  THE  BASIC  PHILOSOPHY  BEHIND  THE  LATEST  DATA 
WAREHOUSING  PRODUCTS  FROM  SYBASE.  IT’S  A  FASTER,  MORE  FLEXIBLE  GENERATION  OF  OPEN  DATA 
WAREHOUSING  PRODUCTS  THAT  ALLOWS  YOU  TO  PROVIDE  CRITICAL  INFORMATION  TO  HUNDREDS  OF 

USERS,  fc  The  data  warehouse  product  family  includes  optimized  data  storage  which  delivers 

QUERY  RESPONSE  UP  TO  1  □□  TIMES  FASTER  THAN  TRADITIONAL  SYSTEMS.  DEVELOPMENT  TOOLS  FOR 
RAPID  WAREHOUSE  DESIGN,  GENERATION,  AND  DEPLOYMENT.  AND  THE  MOST  COMPLETE 
LINE  OF  MIDDLEWARE  PRODUCTS  FOR  COLLECTING,  TRANSFORMING  AND  MANAGING 
THE  FLOW  OF  DATA  INTO  YOUR  DATA  WAREHOUSE,  fc  SYBASE’S  FAMILY  OF  DATA  WARE¬ 
HOUSING  TECHNOLOGY  IS  PART  OF  OUR  ADAPTIVE  COMPONENT  ARCHITECTURE™  WHICH 
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ARCHITECTURE 


MAKES  IT  COMPLETELY  OPEN  AND  COMPATIBLE  WITH  ANY  PLATFORM  OR  VENDOR  IN  EXISTENCE,  fc  THE 
RESULT  IS  INFORMATION  YOU  CAN  ACCESS  MORE  QUICKLY  AND  PUT  TO  USE  MORE  INTELLIGENTLY.  AND 
WITH  OUR  guICKSTART  DATAMART,™  YOU’LL  BE  UP  AND  RUNNING  FASTER  THAN  YOU  EVER  DREAMED 

possible.  See  what  happens  when  you  combine  speed  with  genius.  And  you’ll  deliver 

DATA  WAREHOUSING  SOLUTIONS  THAT  ARE  A  GENERATION  AHEAD.  FIND  OUT  MORE  BY  VISITING  US  AT 
WWW.SYBASE.COM/DATAWAREHOUSING,  OR  BY  CALLING  1  -  B  □  □  -  B  -  S  Y  B  A  S  E  (REF.  DWCW). 
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Sun  wants  its  Java  logo  back 


Point/counterpoint 

Key  arguments  in  Sun’s  breach-of-contract  lawsuit  against  Micro¬ 
soft  include  the  following: 

THE  ALLEGED  RELEASE  OF  CONFIDENTIAL  JAVA  SOURCE 

CODE 

►Sun  alleges  that  the  source  code  was  posted  on  Microsoft’s  Web 
site  in  the  beta  version  of  Internet  Explorer  4.0  and  wasn’t  taken 
down  until  Oct.  6  —  after  Sun  complained. 

►A  Microsoft  spokesman  said  to  his  knowledge  the  source  code 
was  never  posted. 

MICROSOFT’S  ALLEGED  ADDITION  OF  WINDOWS-FOCUSED 

TECHNOLOGY  TO  JAVA  IN  INTERNET  EXPLORER  4.0 

►Sun  said  Microsoft  added  Windows  fields  and  methods  and 
labeled  them  as  Java  classes,  confusing  developers  trying  to 
build  platform-independent  applications. 

►  Microsoft  said  it  acted  within  its  rights  when  it  added  Windows 
capabilities  and  classes  without  changing  any  of  Sun’s  classes. 

JAVA-COMPATIBLE  LOGO 

►Sun  said  Microsoft’s  version  of  Java  isn’t  compatible  and 
shouldn’t  bear  the  logo.  Sun  is  asking  for  an  injunction  on  the 
logo  at  an  upcoming  pretrial  hearing. 

►  Microsoft  said  it  has  delivered  the  most  compatible  implemen¬ 
tation  of  Java  in  the  market. 

WILL  THIS  GO  TO  COURT? 

►A  Sun  spokesman  said  the  company  wouldn’t  preclude  the  pos¬ 
sibility  of  a  settlement. 

►A  Microsoft  spokesman  said  the  best  place  to  settle  this  is  in 
court. 

—  Sharon  Gaudin 


C  0  N  T  I  N  U  EDJ1RD  M  C  0  V  ERJL 

federal  court  in  San  Jose,  Calif., 
to  ask  for  $35  million  in  dam¬ 
ages.  The  suit  originally  sought 
only  to  retract  Microsoft’s  Java 
license  [CW,  Oct.  13]. 

Officials  at  Mountain  View, 
Calif. -based  Sun  said  the  com¬ 
pany  is  mostly  focused  on  get¬ 
ting  the  logo  injunction  at  an 
unscheduled  pretrial  hearing. 

“Our  objective  is  for  Micro¬ 
soft  to  ship  a  compatible”  Java 
Development  Kit  1.1  in  Internet 
Explorer  4.0,  said  George  Paoli- 
ni,  director  of  marketing  at  Sun 
subsidiary  JavaSoft.  “We  want 
them  to  honor  their  contract 
and  thereby  sustain  their  right 
to  use  their  license.” 


Users  caught  in  the  middle 
reiterated  last  week  that  they 
want  to  wait  out  the  batde  with¬ 
out  getting  caught  in  the  smoke 
and  flames. 

Dennis  Kremer,  a  program¬ 
mer  at  Pittburgh -based  RPS, 
Inc.,  said  his  package-shipping 
company  would  continue  its 
Java  application  work. 

The  company  has  a  World 
Wide  Web-based  package-track¬ 
ing  system  that  uses  Java.  “I  ex¬ 
pect  it  all  to  shake  out  eventual¬ 
ly,”  he  said.  “Long  term,  I  see 
Microsoft  falling  into  line,  but 
short  term,  I  see  them  trying  to 
spread  fear  and  doubts.” 

Microsoft,  which  has  until 


Oct.  26  to  respond  to  the  law¬ 
suit,  continued  its  barrage  of 
shots  at  Sun,  calling  the  lawsuit 
a  “bogus,  cynical  and  manipula¬ 
tive  attempt  to  influence  public 
opinion.” 

Last  week,  the  companies 
agreed  to  release  the  previously 
confidential  licensing  agree¬ 
ment,  putting  it  up  on  their  re¬ 
spective  Web  sites. 

They  also  continued  the  bar¬ 
rage  of  disparaging  remarks  and 
arguments  over  several  points 
in  the  contract. 

LARGER  ISSUE 

While  Sun  and  Microsoft  throw 
verbal  punches  at  each  other, 
some  observers  suggested  that 
they  are  missing  the  point. 

“Everybody  is  diving  down  in¬ 
to  the  details  of  the  contract, 
when  the  overall  picture  is  what 
the  contract  is  geared  to  do,” 
said  Tim  Sloane,  an  Internet  an¬ 
alyst  at  Aberdeen  Group,  Inc.  in 
Boston. 

“The  whole  purpose  [of  the 
contract]  is  not  to  allow  incom¬ 
patible  [Java]  versions  to  get  out 
there.  . . .  From  a  technological 
sense,  [Internet  Explorer  4.0]  is 
not  compatible.  It  doesn’t  exe¬ 
cute  all  the  classes  and  func¬ 
tions  that  are  part  of  the  Java  test 
suite  and  part  of  the  ongoing 
program,”  Sloane  said. 


Sun  claims  Microsoft  posted 
the  Java  source  code  on  its  Web 
site  in  a  beta  version  of  Internet 
Explorer  4.0,  which  would  have 
violated  a  contract  agreement  to 
keep  the  code  confidential. 

Paolini  said  Microsoft  took 


the  code  down  on  Oct.  6  in  re¬ 
sponse  to  Sun’s  complaints. 

Cornelius  Willis,  director  of 
platform  marketing  at  Micro¬ 
soft,  said  that  as  far  as  he  knows, 
Microsoft  never  made  the  Java 
source  code  available.  □ 


THE  FACTS 


•  Sun  files  a  breach-of-contract  lawsuit  against  Microsoft 
Oct.  6  in  federal  court  in  San  Jose,  Calif. 

•  Sun  files  an  amended  version  of  the  lawsuit,  adding  a 
request  for  $35  million  in  liquidation  damages. 

•  Microsoft  is  given  until  Oct.  26  to  file  an  official  response. 

•  A  pretrial  hearing  is  to  be  scheduled  after  the  court 

receives  Microsoft's  response. _ 

•  Sun  seeks  an  injunction  against  Microsoft's  use  of  the 
Java  Compatible  logo  at  the  pretrial  hearing. 

•  In  the  lawsuit,  Sun  calls  for  Microsoft's  Java  license  to 
be  rescinded  and  asks  for  shipments  of  Internet  Explorer 
4.0  to  be  stopped.  Sun  calls  these  requests  'legal  options.' 


Auto  group  forms  year  2000  center  to  aid  suppliers 

CONTINUED  FROM  COVER  1 - — - 


The  Automotive  Industry 
Action  Group  (AIAG),  a  trade 
association  in  Southfield,  Mich., 
last  week  said  it  will  help  the  Big 
Three  automakers  monitor  the 
year  2000  readiness  of  industry 
suppliers. 

Earlier  this  month,  the  AIAG 
sent  a  self-assessment  survey  to 
the  industry’s  50,000  top  sup¬ 
pliers  to  get  status  reports  on 
their  year  2000  efforts. 

TRADE-OFF 

A  chief  information  officer  at  an 
auto  distributor  said  he  was  re¬ 
lieved  that  the  influential  AIAG 
sent  the  survey  to  his  company’s 
CEO. 

"Now  all  of  a  sudden,  my  boss 
is  recognizing  a  problem  that  I 
tried  telling  him  about  months 


ago,”  said  the  CIO,  who  request¬ 
ed  anonymity. 

In  return  for  the  AIAG’s  help, 
the  top-tier  suppliers  are  expect¬ 
ed  to  educate  their  lower-tier 
suppliers,  whose  inaction  could 
have  the  most  serious  ripple 
effect  on  the  auto  supply  chain. 

ONE  WEAK  LINK 

Even  if  a  small  but  significant 
supplier  of  a  key  component 
such  as  carburetors  stops  mak¬ 
ing  or  delivering  parts  because 
of  a  year  2000  glitch,  the  entire 
supply  chain  could  come  to  a 
grinding  halt,  said  Don  Blair, 
associate  director  of  the  AIAG. 

The  survey  results,  due  Oct. 
31,  will  be  posted  on  a  World 
Wide  Web  site  slated  to  go  live 
in  December. 


Suppliers  will  update  the  sta¬ 
tus  reports  via  the  Web  so  the 
Big  Three  —  Ford  Motor  Co., 
Chrysler  Corp.  and  General 
Motors  Corp.  —  can  monitor 
year  2000  readiness  throughout 
their  respective  supply  chains, 
Blair  said. 

Participants  in  the  AIAG  pro¬ 


gram  also  will  have  online 
access  to  a  database  of  year 
2000  project  tips  and  resources. 

The  AIAG  initiative  is  an 
important  wake-up  call  for  the 
North  American  auto  industry, 
which  has  been  late  in  respond¬ 
ing  to  the  supply-chain  issues, 
said  Joe  Bione,  lead  partner  in 


the  AIAG  for  Deloitte  &  Touche 
Consulting  Group  in  Detroit. 

The  AIAG  effort  is  important 
“because  most  of  the  industry  is 
running  older  mainframe  appli¬ 
cations”  that  have  to  be  fixed, 
said  Thomas  J.  Morgan,  director 
of  information  technology  at 
Peregrine,  Inc.,  a  Southfield, 
Mich.,  maker  of  auto  compo¬ 
nents  such  as  interior  door 
panels. 

Morgan  said  Peregrine  has 
worked  with  some  of  its  larger 
suppliers  on  year  2000  compli¬ 
ance  for  electronic  data  inter¬ 
change,  but  he  said  he  is  wor¬ 
ried  about  how  ma-and-pa 
shops  will  deal  with  the  issue. 

“It’s  a  big  concern.  We  de¬ 
pend  on  those  shops  for  materi¬ 
als,”  Morgan  said. 

More  information  about  the 
AIAG  Year  2000  Task  Force 
program  is  available  at  the 
AIAG’s  Web  site  (www.aiag. 
org).  □ 
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The  Automotive  Industry  Action  Group  initiative 
is  an  important  wake-up  call  for  the  North 
American  auto  industry,  which  has  been  late  in 
responding  to  the  supply-chain  issues. 

-  Joe  Bione, 

Deloitte  &  Touche 
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greatest  challenges  is  unlocking 


data  trapped  behind  legacy  systems 


egacy  data  drives 

most  corporate 
usiness.  It’s  valuable, 
but  hard  to  get  to 
ad  use.  Can  Web 

advantage  of  it.  Only  then  can  you  even  think  t©C  tUlOlO  tl 


so  more  data  warehouse  users  can  take 


ything  that  has  hap- 
M  on  the  Web  until 


about  leveraging  it  via  the  Web.  Sound  difficult?  It  is. 


market 
by  usi 


Unless  you  have  EMC  Enterprise  Storage™  with  DataReach.™*  Putting  EMC  at  the  center 


lets  you  extract,  transport  and  load  legacy  data  5  times  faster  than  through  the  network.  So 

Not  Without 

it’s  available  to  anyone  who  needs  it  right  away,  all 


hit  another  wall  in  your  data  warehouse.  To  find  out 

EMC2 

or  visit  us  at  www.emc.com.  The  Enterprise  Storage  Company 


EMC  Enterprise  Storage 

the  time.  Think  about  that  when  you 


more,  call  1-800-424-EMC2,  ext.  148, 


‘Jointly  developed,  marketed  and  supported  with  BMC  Software.  Article  reprinted  from  ZD  Internet  Magazine,  June  1997.  ©Ziff-Davis  Inc.  1997. 

EMC-’  is  a  registered  trademark,  and  EMC,  EMC  DataReach.  EMC  Enterprise  Storage  and  The  Enterprise  Storage  Company  are  trademarks  of  EMC  Corporation.  ©1997  EMC  Corporation.  All  rights  reserved 
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speaks  to  IS 


r  n  M  M  E  W  T  A  R  Y 


A  voice  from  Auschwitz 

Allan  E.  Alter 


an  a  survivor  of  Auschwitz  have  a  message  for 
IS  managers?  After  receiving  an  unexpected 
present,  I  have  to  say  “yes.” 


As  a  thank-you  gift  for  speaking  before 
them,  the  participants  in  an  IS  leader¬ 
ship  training  program  gave  me  a  copy  of 
Viktor  E.  Frankl’s  memoir,  Man’s  Search 
for  Meaning.  Frankl  was  a  psychologist 
who  survived  three  years  in  the  Nazi 
concentration  camps.  In  1946,  he  wrote 
the  book  to  describe  how  the  survivors, 
and  those  who  died  with  dignity  intact, 
managed  to  endure. 

Participants  in  the  Society  for  Infor¬ 
mation  Management’s  (SIM)  Regional 
Learning  Forum  must  read  about  70 
books  on  leadership,  business  and  per¬ 
sonal  development.  Yet  Bart  Bolton,  the 
course  leader,  says  this  book  was  the 
group’s  hands-down  choice  to  send  as  a 
gift.  Why,  I  wondered,  did  they  choose 
this  one?  What  did  Frankl  say  that  meant 
so  much  to  them? 

So  I  sought  out  Bolton’s  students  and 
other  forum  graduates  at  the  SIM  con¬ 
ference,  held  last  month  in  Boston. 

They  said  Frankl  showed  them  that 


your  core  values,  the  meaning  you  find 
in  life  and  your  hope  for  the  future  help 
you  survive.  Frankl’s  love  for  his  wife, 
whom  he  thought  was  alive  (sadly,  she 
was  not),  gave  survival  a 
purpose.  That  resonated. 

“You  have  to  hold  onto 
something  to  keep  go¬ 
ing,”  I  heard  these  man¬ 
agers  say.  “Through  the 
mud  and  the  crud 
around  you,  stay  focused 
on  your  essential  pur¬ 
pose  —  why  you  are 
there,  who  you  are,”  said 
John  McWilliams,  an  IS 
manager  at  Lotus. 

Some  were  especially  struck  by 
Frankl’s  description  of  how  starvation, 
pain  and  abuse  led  some  inmates  to  give 
up  all  hope;  they  lay  down  in  the  filth  to 
die.  “While  our  situation  is  not  as  grim 
as  theirs,  there  are  times  in  IS  when  it’s 
hard  to  keep  going,”  said  a  Learning 


Forum  participant.  IS  professionals  en¬ 
dure  disappointment,  disrespect  and  pro¬ 
jects  that  some  have  likened  to  death 
marches. 

“Your  surroundings  can  demotivate 
you  until  you  lose  all  creativity,”  said 
Jerry  Smyers,  a  vice  president  at  First 
Chicago  NBD. 

“You  can  see  the  people  who  give  up,” 
another  said.  Perhaps  Frankl’s  greatest 
lesson  is  that  even  in  ex¬ 
treme  situations,  no  one 
can  take  your  dignity 
away.  Joel  Avila,  a  direc¬ 
tor  at  Titleist  and  Foot- 
Joy  Worldwide,  drew 
this  moral  from  the 
book:  “The  last  of  hu¬ 
man  freedoms  is  to 
choose  one’s  attitudes, 
and  this  cannot  be  taken 
away  from  you.”  And 
three  IS  managers  told 
me,  as  if  they  were  one  person,  “You  can 
create  your  own  attitude:  they  can  do 
anything  to  you,  but  how  you  respond  is 
up  to  you.”  If  people  could  do  this  in  a 
concentration  camp,  certainly  they  can 
do  it  on  the  job. 

A  few  days  later,  I  read  Man’s  Search 


Why  Intel  gets  off  easy 


David  Moschella 

A  few  weeks  ago,  a  friend  of  mine  asked:  “How 
come  you  frequently  write  about  the  surging 
power  of  Microsoft,  but  hardly  say  a  word 
about  Intel?  After  all,  Intel  is  actually  the  bigger  and 
more  profitable  company,  and  its  market  share  is  pretty 


much  the  same.” 

That  question  reoccurred  to  me  as  re¬ 
cent  headlines  reported  that  Digital 
might  sell  its  Alpha  business  to  Intel, 
that  Advanced  Micro  Devices  (AMD)  is 
once  again  falling  short  of  its  micro¬ 
processor  goals  and  that  the  Federal 
Trade  Commission  is  investigating 
Intel’s  overall  business  practices. 

No  matter;  I  still  can’t  get  too  worked 
up  about  Intel’s  power  because  although 
the  Microsoft  and  Intel  stories  appear  so 
similar,  underneath  they  are  as  different 
as  hardware  and  software. 

Hardware  markets  eventually  become 
competitive.  Regardless  of  industry,  try  to 
find  a  vendor  that  has  ever  succeeded  in 
maintaining  a  total  hardware  monopoly. 
An  IBM,  a  Boeing  or  an  Intel  might  sus¬ 
tain  a  very  high  market  share,  but  even¬ 


tually  sufficient  competition  emerges  to 
keep  such  companies’ 
power  at  least  partially 
in  check.  In  contrast,  33 
years  after  IBM’s  S/360 
software  emerged,  no  se¬ 
rious  compatible  main¬ 
frame  software  alterna¬ 
tive  has  emerged. 

I  must  admit  that  seri¬ 
ous  competition  to  Intel 
has  taken  longer  than  I 
would  have  expected. 

There  have  always  been 
three  potential  chal¬ 
lenges:  Intel-compatible  chips,  alterna¬ 
tive  (mostly  RISC)  architectures  and  a 
major  market  shift  toward  non-PC  de¬ 
vices.  The  latter  two  have  always  been 


the  long  shots.  The  so-called  PCM 
(which  sometimes  stands  for  Plug  and 
sometimes  Program  Compatible  Manu¬ 
facturer)  approach  has  always  been  the 
most  direct  and  proven  path. 

Although  the  PCM  business  continues 
to  stumble  along  in  fits  and  starts,  it  will 
eventually  take  off.  It’s  almost  unimag¬ 
inable  that  as  the  Asian  PC  market  be¬ 
comes  the  world’s  largest,  giants  such  as 
NEC,  Toshiba,  Samsung  and  emerging 
Chinese  players  will  be  content  to  write 
ever-bigger  checks  to  Intel. 

At  some  point,  the 
advantages  of  throwing 
their  support  behind  a 
compatible  alternative 
will  become  overwhelm¬ 
ing.  No  amount  of  Intel 
Inside  or  other  advertis¬ 
ing  incentives  will  stop 
it.  The  only  questions 
are  how  soon  this  will 
occur  and  whether  it 
will  center  around 
AMD,  Cyrix  or  some 
new  effort  altogether. 

The  shift  toward  a  network-centric  IT 
industry  will  provide  strong  support  to 
any  such  initiative.  Increasingly,  incre¬ 
mental  desktop  MIPS  will  matter  less 


for  Meaning.  I  kept  thinking  about  the 
book  and  what  those  IS  managers  said. 
In  particular,  I  couldn’t  get  out  of  my 
mind  a  serene  young  woman  whose 
death  Frankl  had  witnessed.  She  had 
pointed  out  to  him  a  blossoming  chest¬ 
nut  tree  seen  through  a  window. 

“This  tree  here  is  the  only  friend  I 
have  in  my  loneliness,”  she  said.  “I  often 
talk  to  this  tree.”  Wondering  if  she  was 
delirious,  Frankl  asked  if  the  tree  replied. 
“Yes.  It  said  to  me,  “I  am  here  —  I  am 
here  —  I  am  life,  eternal  life.’  ” 

This  story  contains  many  meanings, 
but  one  that  might  apply  to  IS  is  this: 
We  all  need  to  find  meaning  in  our  lives, 
and  one  of  the  ways  is  through  our 
work.  IT  leaders  can’t  provide  that  mean¬ 
ing.  As  Frankl  says,  everyone  has  to  find 
it  for  themselves.  But  leaders  might  be 
able  to  do  for  their  staffs  what  Man’s 
Search  for  Meaning  did  for  the  managers 
who  took  this  course:  help  others  find 
something  to  hold  onto  when  life  in  IS 
is  at  its  worst.  □ 


Alter  is  Computerworld ’s  senior  editor, 
Managing,  and  editor  of  the  Leadership 
Series.  His  Internet  address  is  allan_ 
alter@cw.com. 


and  less,  and  therefore  it  will  get  harder 
and  harder  for  Intel  to  stay  meaningfully 
ahead  of  the  competition.  Fifteen  years 
from  now,  microprocessors  will  be  al¬ 
most  as  much  of  a  commodity  as  dy¬ 
namic  RAM  is  now.  Intel  will  still  grow 
and  prosper,  but  its  near-monopoly  posi¬ 
tion  will  eventually  erode. 

Microsoft  is  on  track  to  sell  its  operat¬ 
ing  systems  to  hundreds  of  millions,  per¬ 
haps  even  billions,  of  users.  Unlike  the 
Intel  case,  the  odds  that  a  compatible  op¬ 
erating  system  will  emerge  remain  virtu¬ 
ally  nil.  Of  course,  the  simplest  reason  to 
write  about  Microsoft  and  not  Intel  is 
that  IS  organizations  actually  choose  to 
buy  products  from  Microsoft,  but  they 
buy  from  Intel  only  indirectly. 

All  IT  industry  history  suggests  that  if 
vendors  succeed  in  building  a  stable  set 
of  compatible  hardware  products,  users 
will  be  perfectly  willing  to  buy  them.  But 
no  matter  what  vendors  do,  customers 
just  aren’t  interested  in  buying  compati¬ 
ble  operating  system  software.  Again,  it’s 
the  difference  between  hardware  and 
software;  it’s  really  as  simple  as  that.O 

Moschella  (david_moschella@cw.com)  is 
an  author,  independent  consultant  and 
weekly  columnist  for  Computerworld. 


((  Eastman 

V  Software 


Helping  organizations  manage 
critical  work  processes  and 
information  is  Eastman  Software's 
mission.  In  fact,  it's  all  we  do— and 
we've  been  helping  organizations 
like  yours  succeed  for  years.  We 
understand  that  when  your  line  of 
business  application  is  your 
business,  you  need  work 
management  software  that 
works  as  hard  as  you  do. 

Our  portfolio  provides 
award-winning  technology 
for  workflow,  imaging, 
document  management,  storage 
management  and  computer  output 
to  laser  disk  (COLD).  And  our  global 
network  of  authorized  solution 
providers  offers  a  wide  range  of 
complementary  services  designed  to 
help  you  meet  your  business  goals. 

So  when  you're  searching  for 
proven  ways  to  improve 
productivity,  reduce  cycle  times, 
and  cut  costs,  look  to  Eastman 
Software.  To  find  out  more,  call 
978-967-8000  or  access 
www.eastmansoftware.com/mission 


accomplished 


you  push  the  button,  m  du  the  rest 


y  a  Kodak  Business 
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ROBOT  ANIMALS  INVADE  CALIFORNIA 

"The  Robot  Zoo,"  an  interactive  exhibit  sponsored  by 
Silicon  Graphics  and  Time  magazine,  recently 
opened  at  The  Tech  Museum  of  Innovation  in 
San  Jose,  Calif.  It  features  eight  giant  robot 
animals  and  computer  workstations  that  show 
children  how  a  chameleon  changes  color  and  a 
giraffe  flexes  his  long  neck.  Even  grown-ups  may 
want  to  try  the  Tongue  Gun,  which  fires  a  long 
tongue  at  insect  targets  to  show  how  a  reptile  catches  food. 


Inside  Lines 


Usenet  forums 

The  following  are  recent  Usenet 
newsgroup  discussion  threads 
that  were  found  on  the  Internet. 
You  might  be  able  to  pick  up  the 
thread  by  entering  keywords  at 
the  search  engine  www. 
deja-news.com. 


■  Privacy  of  patient  files  in 
hospital  databases  (sci.med. 
informatics ) 

■  Interoperability  of  operating 
systems  and  network  operating 
systems  ( comp.  dcom.  Ians,  misc ) 

■  Client/server  obsolete? 

(comp. client-server) 

■  Intranet  content  manage¬ 
ment  (comp. groupware) 

■The  Intel  Alpha  chip? 
(comp.sys.dec) 

■  Programmer  analysts 
needed  in  Bermuda  (comp, 
programming) 


Digital  frontiers 

Leave  the  No.  2 
pencils  at  home.  The 
standardized  test  for 
graduate  business 
schools  is  going  digi¬ 
tal,  the  Associated 
Press  reports.  Begin¬ 
ning  this  month, 
would-be  MBAs  will  fill 
out  multiple-choice 
circles  on  a  computer 
screen  instead  of  on 
paper. 


SAP  project  fails,  lose  job 


Implementing  a  SAP  R/3  system  isn’t  a  game.  Well,  at  least  it 
wasn’t  until  the  marketing  minds  at  Deloitte  &  Touche 
Consulting  Group  came  up  with  Value  Quest:  The  En¬ 
terprise  Transformation  Game.  The  board  game  re¬ 
sembles  Milton-Bradley’s  Life  game  except  players 
don’t  adopt  triplets  or  end  up  in  the  poor- 
house.  Instead,  they  lose  turns  because  of  a 
“project  kick-off  picnic  volleyball  accident” 
or  because  “business  end  users  don’t  un¬ 
derstand  why  change  is  needed.”  The 
game  is  won  by  the  player  who  “realizes 
measurable  return  on  investment  and  max¬ 
imum  value.”  Better  pop  some  more 
popcorn;  this  could  be  a  long  game. 

—  Randy  Weston 


Asked  for  her  first  reaction  to  GTE  Corp.'s  $28  billion  bid  for 
MCI  Communications  Corp.,  Rebecca  Wetzel,  an  analyst  at 
TeleChoice,  paused,  then  sighed:  “Wow,  that's  a  lot  of  cash." 
If  you  have  a  pithy,  yet  understated  reaction  to  an  industry 
news  event,  contact  news  editor  Patricia  Keefe  at  (508)  820-8183; 
or  E-mail  her  at  patricia_keefe@cw.com. 


ages  from 


How  about  General  McAfee? _ _ 

McAfee  Associates  and  Network  General  Corp.  last  week  an¬ 
nounced  plans  to  merge,  forming  a  new  company  called  Network 
Associates,  Inc.  But  apparently  nobody  researched  that  name  thor¬ 
oughly.  There’s  already  one  player  in  the  networking  industry  with 
that  identity  —  Provo,  Utah-based  Network  Associates,  a  high- 
tech  public  relations  agency  that  happens  to  represent  McAfee’s 
rival  in  virus  protection  tools,  Symantec. 


There's  life  after  Cairo _  _ 

Windows  NT  5.0  is  still  at  least  a  year  away  from  shipping,  but 
leave  it  to  Microsoft  to  have  already  picked  out  a  code  name  for 
Windows  6.0.  Sources  close  to  the  company  said  the  software  has 
been  dubbed  Millennium  because  it’s  expected  to  ship  in  2000. 

There  are  at  least  two  versions  of  Millenium  on  the 
drawing  boards  at  Microsoft  —  one  will  be  a  “Personal 
Version”  that  replaces  Windows  98  and  will  be  pre¬ 
installed  on  PCs.  The  Server  and  Enterprise  flavors  of 
Millennium  were  designed  to  coincide  with  Intel’s  forthcom¬ 
ing  64-bit  Merced  chips. 


Bay  broadens  IP  support _ 

Bay  Networks,  Inc.,  this  week  will  broaden  the  reach  of  its  IP  sup¬ 
port  by  announcing  its  strategy  for  virtual  private  networks,  IP  ad¬ 
dress  management  and  support  for  IP  Version  6.0.  The  vendor  al¬ 
so  will  outline  security  for  IP  networks  and  address  terminal 
emulation  to  SNA  gateways.  Bay  officials  couldn’t  be  reached  for 
comment. 


The  price  isn't  right _ 

If  you’re  a  good  capitalist,  you  probably  assume  that  once  book 
seller  Barnes  &  Noble  jumped  online  in  response  to  the 
www.amazon.com  Web  site,  the  competition  would  have  resulted 
in  lower  prices.  In  feet,  Joseph  Bailey,  a  doctoral  candidate  at  the 
MIT  in  Cambridge,  Mass.,  found  that  Amazon’s  prices  actually 
rose  to  meet  Barnes  &  Noble’s  prices.  Bailey  said  he  isn’t  sure 
why  that  happened,  but  he  speculated  it  might  be  because  the 
competition  allows  the  setting  of  market  prices  as  opposed  to  ini¬ 
tial  lowball  guesses. 


Software  AG  victim  of  COM-job _ _ 

That  kicking  and  sobbing  you  hear  may  be  coming  from  Bellevue, 
Wash.,  where  Software  AG  may  have  just  had  the  rug  pulled  out 
from  under  its  feet.  Software  AG  is  in  the  process  of  porting 
Microsoft’s  Distributed  Component  Object  Model  architecture  to 
non-Windows  platforms.  Microsoft  is  moving  away  from  DCOM 
to  its  new  and  improved  COM+  architecture  for  its  Windows  NT 
platform.  Software  AG  hasn’t  been  invited  onto  the  COM+  band¬ 
wagon. 


Super  FLOPS _ 

MIT  this  week  will  unveil  its  most  powerful  supercomputer  to 
date:  Pleiades,  a  26GFLOPS  machine.  Pleiades  is  a  Digital  Equip¬ 
ment  Corp.  multiprocessing  machine  that  will  be  used  by  MIT  re¬ 
searchers  to  model  climate  changes,  virtual  reality  cityscapes  and 
drug  development.  Not  to  be  outdone,  IBM  next  year  plans  to 
deliver  to  the  U.S.  Department  of  Energy  a  4,099-processor 
RS/6000  SP  supercomputer  that  it  claims  can  handle  3  trillion 
teraFLOPS. 


iS$ 

pentium®]J 


-r-r  JT Jf1 


tm  ts*  *m  &m 


Introducing  HP's  new  Kayak  PC  Workstations. 

They  have  enough  processing  power  to  redesign  anything. 
Including  the  workstation  industry. 

It  isn’t  merely  fast.  It  has  twice  the  graphics  performance  of  Sun’s™  Ultra™  2 

UNIX®  Workstation.  (At  nearly  half  the  price.)  And  twice  the  graphics 
performance  of  any  Intel-based  machine.  In  fact,  Kayak  is  a  whole  family 
of  PC  Workstations,  starting  at  under  $3000*  They  have  features  you  won’t 

find  on  much  more  expensive 
machines.  Like  AGP  graphics  and 
FastRAID  SCSI  accelerators.* 


Kayak  XU  Kayak  XA 

Imagine  rendering  3.4  million  25-pixel  triangles  per  second.  Imagine 

getting  home  on  time  for  a  change.  But  we’re  not  just  a  leader  in  speed; 

we’re  the  leader  in  Windows®  NT  PC  Workstations.  And  don’t  forget  our 

NT/UNIX  interoperability  backed  by  our  strong  UNIX  heritage.  All  told, 

it’s  little  wonder  the  workstation  industry  will  never  be  the  same 

again.  For  a  quick  Kayak  preview,  visit  www.hpresource.com/kayak 
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"Manufacturer's  suggested  retail  price.  tOn  select  models  only.  HP  FastRAID  is  based  on  Adaptec  RAIDport  technology.  Intel  Pentium  ll-based  PC  Workstation.  Sun  and  Ultra  are  trademarks  of  Sun  Microsystems.  Inc.  in  the  U  S.  and  other  countries  UNIX  is  a  registered  trademark 
in  the  U.S.  and  other  countries,  licensed  exclusively  through  X/Open  Co.  Ltd.  The  Intel  Inside  logo  and  Pentium  are  registered  trademarks  and  MMX  is  a  trademark  of  Intel  Corp.  Windows  NT  is  a  U.S.  registered  trademark  of  Microsoft  Corp.  ©1997  Hewlett-Packard  Company  PPG475 


TRANSACTION  PROCESSING  SOLUTIONS 


When  you’re  handling  large-scale  transactions  online,  downtime  just  isn’t  an  option.  Fortunately,  there’s  the  IBM  RS/6000  SR 
Leading  travel  and  transportation,  financial,  telecommunications  and  health  care  companies  are  finding  that  the  RS/6000  SP  gives  their 
transaction  processing  a  substantial  boost.  Its  exceptional  availability  and  scalability  keep  things  running  smoothly.  And  with  its  award¬ 
winning  UNIX'  operating  system,  AIX?  the  RS/6000™ works  with  the  systems  you  have  in  place.  How  can  an  RS/6000  solution  help  your 
business  support  more  sales?  Check  out  www.rs6000.ibm.com/solutions  or  call  1  800  IBM*7777,  ext.  FA061. 
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